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Canadian Dealers Rip 
Factory “Subsidizing’ 


By Jules Larochelle 
Staff Correspondent 
] ONTREAL.—Canada’s auto dealers have called 
on their factories to stop subsidizing sales of 
cars and trucks to governmental units. 

The action came in a resolution passed at the 
20th annual convention of the Federation of Auto- 
mobile Dealer Associations which was attended by 
one thousand dealers from all 
parts of Canada. | 
The resolution said that subsi- 
dized sales are not in the best inter- 
ests of the industry. 

In other resolutions, FADA asked 
manufacturers to improve emer- 
gency brakes and install these at 
he factory; to ship cars to dealers 
on consignment, rather than insist 
on immediate payment, and to 
equalize the freight charge on all 
ars sold in Canada so that a na- 
ionwide, one-price system could be 
adopted. 





= price lines were drawn last 
week for what may be the bat- 
tle of the year in the compact-car 
field—the struggle between Falcon 
and Chevy II. 

Falcon captured the first round 
with a sticker price of $1,985 for 
its standard two-door sedan. The 
Chevy II price leader checked in 
at $2,003. Both figures include 
heater. 

Elsewhere, last week’s develop- 
ments assured the auto industry of 
'a third year of price stability. 

Most makers have held the line 
for ’62. Those who raised several 
models—notably Buick and Stude- 
baker—were more than offset by 
the reductions announced by Plym- 
outh and Dodge Dart. 


* * * 


AMBLER had not finalized its 

prices at press time, but tenta- 
tive schedules in dealers’ hands 
show decreases, due to a cut in the 
dealer discount. 

Preliminary estimates indicate 
that, on an industrywide basis, 
the ’62 models will be between 


* * * 


ADA elected Albert Bear, Toron- 
to, president, succeeding Albert 
. Stedelbauer, London, Ont. 
Other officers include Thomas 
Traior, Halifax, N. S., secretary: 
arly Murray, Neepawa, Man., 2ec- 
etary, and G. E. Francis, St. Ste- 
phen, N. B.; William Cubaynes, 
hicoutimi, Que., and Allan Trout, 
Saskatoon, Sask., vice-presidents. 
The vice-presidents from the 
various provinces are W. R. Jen- 
kins, Charlottetown, P. E. L; 
Thomas Sears, Antigonish, N. S.; 
George N. Henderson, Montreal, 
Graham Snelgrove, Hamilton, 
Ont.; Ben Jantzi, Welland, Ont.; 
E. G. Evans, Islington, Ont.; J. V. 
Walsh, Winnipeg, Man.; G, I. 
(Continued on Page 4, Col. 3) 





Corvair ... Page 28 


Chevy II Prices Close 


| one and two percent below com- 
| parable ’61s. 

| Dealers and the public find the 
current period of stability a wel- 
come change from the up-up-up 
trend of prior years. 

The ’57 model prices, for example, 
were 7.17 percent above those of 
56. Prices went up another 3.35 
percent when the ’58s were intro- 





Industry Mourns 
C. E. Wilson, Coyle, 
B. E. Hutchinson 


ETROIT.—Three retired auto- 
motive executives died last 
week. They were Charles E. Wilson, 
71, General Motors president from 
1941 to 1953; M. E. Coyle, 73, former 
GM executive 
vice - president, 
and B. E. Hutch- 
inson, 73, former 
Chrysler Corp. 
vice-president. 

Mr. Wilson, 
who took a pay 
cut of more than 
$600,000 to serve 
as Secretary of 
Defense in the 
Eisenhower ad- 
ministration, died C. E. Wilson 
in his sleep with a coronary throm- 
bosis listed as the cause. He was 
buried last Friday (Sept. 29) after 

services near his home in suburban 
Detroit. 

He had a heart condition, having 
been hospitalized for a mild heart 
attack in 1959. 

Tributes to the man who rose 
from birth in a small Ohio town 
to..head the nation’s largest in- 
dustrial corporation poured in 
from former President Eisen- 
hower, UAW President Walter 
P. Reuther, heads of other auto 

(Continued on Page 69, Col. 1) 








By Robert M. Lienert 
Associate Editor 

HE ’62s are stirring up one of 

the hottest introductory periods 
in years, a check of dealers indi- 
cated last week. 

Profit was the big word. Early 
grosses, which were doubling the 
61 debut level in many cases,” 
cheered dealers even more than 
the heavy volume of sales. Only 
worry was the strike-induced 
shortage of cars in some lines. 

“We've been looking for another 
1955. for along time,” said. one 
dealer. “It looks like '62 could be 
| og 

ok + 

DEALERS who had officially en-| 
tered the ’62 season—as well as 
those who were still waiting to rip 
the paper off showroom windows 
as of presstime last week—report- 
ed buyer enthusiasm running high. 

Happiest were Studebaker, 
Pontiac and Chevrolet dealers, 
even though the last named 
hadn’t officially displayed their 
new offerings at presstime. 

One Studebaker dealer called his 
introduction the best in six years. 
He had saved only two cars out 
of his introductory stock for floor 
demos, he said, and was sold out 


to Faleon 


duced and an additional 2.68 per- 
cent at the beginning of the ’59 
season. 


* 





* 


AST week’s price news involved 

Chevrolet, Buick, Ford, Mer- 

cury, Lincoln and the four Chrys- 
ler Corp. makes. 

Here are some of the highlights— 
all figures include Federal tax and 
dealer prep, and General Motors 
and Ford Motor prices also include 
heater, which is standard equip- 
ment: 

1. Chevrolet placed its four-cyl- 
inder Chevy II in the lowest ech- 
elon of the compact ranks with a 
starting price of $2,003. By com- 
parison, the lowest-priced Corvair 
is $1,992. 

2. Falcon starts at $1,985, which 
is $2.40 less than a heater-equip- 
ped ’61. Comet’s price leader is 
$2,084, up $9.70. 

3. Valiant and Lancer slashed all 
models. Valiant’s cuts range from 
$25 to $44; Lancer’s, from $42 to 
$66. Starting prices: Valiant, $1,930; 
Lancer, $1,951. Heater is $74.40 
extra in each case. 

4. Plymouth and Dodge Dart are 
down. The Plymouth decreases run 
from $14 to $75, and the Dodge re- 
ductions range from $13 to $64. 

However, Plymouth and Dart 
also cut the size of their cars. 
Wheelbase is down two inches, and 
overall length is down 7% inches. 
Thus, they are offering smaller cars 
for less money. 

* 


* * 


* * 


IVE. Ford’s Galaxie and Galaxie 

500 models are the same price 
as comparable ’61s, after adjusting 
for heater. Wagons also are un- 
changed, Ford and Mercury have 
reduced the V-8 engine differential 
to $109. It was $116 last year. 

6. Mercury Monterey standard 
sixes are the same price as last 
year’s Meteor 800 sixes. Monterey 

(Continued on Page 70, Col. 1) 


on muct: of his scheduled deliveries 
from the factory. 
ok + * 
NOTHER Studebaker dealer 
said that, while sales were 
moving at a good clip, they should 
get even better after a few weeks. 
He explained: 

“It will take some time to 
really get moving because the 
’62 is such a drastic change from 
what we had. People just aren’t 
used to Larks with sex appeal.” 

All Studebaker dealers contacted 
by Automotive News agreed that 
(Continued on Pageé 4, Col. 1) 


Fast Climb Due 
In Car Production 


As GM Reopens 


By Martin L. Whitmyer 
Staff Writer 

re General Motors expected 

to have all of its assembly 
plants back in operation this week 
and hopes high for a rapid agree- 
ment on labor contracts at Ford 
Motor and Chrysler Corp., the auto 
industry today opens what is 
scheduled as the second biggest 
fourth-quarter for car production 
in history. 

Fourth-quarter schedules call 
for the production of an esti- 
mated 1,925,000 cars, which would 
be 12.9 percent above the 1,740,502 
units turned out during the Octo- 
ber-December period of a year 
ago, and second only to the 1,949,- 
097 cars built in the last quarter 
of 1955. 

The industry averaged only 1,226,- 
Car output last week 106,315 
Week before last 


873 cars for each of the first three 
quarters as nine-month car output 
stood at an estimated 3,680,621 units 
at the end of September. During 
the first nine months of 1960, the 
industry turned out 4,962,584 cars. 

If the fourth quarter goal is at- 
tained, the industry would complete 
the year with approximately 5.6 
million assemblies. During all of 
1960, the manufacturers turned out 


6,703,086 cars for the second high- 
(Continued on Page 73, Col, 1) 


Top Cars 


*—New-car registrations for seven 
months, plus 22 states for August: 
1961 1960 
Pos. Pos. 
1—956,824 1,070,188— 1 
2—801,799 860,199— 2 
3—216,301 248,669— 5 
4—214,924 266,094— 4 
5—184,014 
6—181,778 
I—169,788 
8—136,935 
9—111,179 
10— 84,306 
l1— 72,206 
12— 54,052 
13— 41,896 
14— 17,369 
15— 6,342 Imperial 9,624—15 
235,079 Misc. 343,491 
Total All Makes 
3,484,792 4,076,675 


Further details on Page 68. 


*—Connecticut not included, April through 
duly. 


Make 
Chev. 
Ford 
Pontiac 
Rambler 
Olds. 
Plym. 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Stude. 
Lincoln 


94,999— 9 
48,198—13 
69,316—12 
13,460—14 
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One in Six Found Unsafe... 


3.5 Million Vehicles 
Take Safety-Checks 


WASHINGTON.—More than 3% 
million vehicles were reported in- 
spected in the 1961 National Vehi- 
cle Safety-Check program. This is 
the greatest number of vehicles 
checked in 13 years of reporting 
results of the safe driving condi- 












program, Victor Holt jr., chair- 
man of the Auto Industries High- 
way Safety Committee and ex- 
ecutive vice-president of Good- 
year, said: “Vehicle Safety-Check 
facilities were provided in 3,448 
cities and counties, at military 









tion of cars and trucks. 
In announcing results of the 





Chrysler, Ford 
Aid on Stocks 


2 Percent Holdback 
Adopted by Both 


HRYSLER CORP. and Ford 
Motor Co. gave their dealers 

notice of inventory relief and a 
2 percent holdback last week. 

Effective Nov. 1, Ford will fol- 
low GM's lead on 15-day deferred 
billing, but Chrysler has made a 
departure. Chrysler-Plymouth and 
Dodge dealers will receive quarter- 
ly payments in the approximate 
equivalent of 15-day flooring inter- 
est costs. 

The Chrysler Corp, payments, 
starting in January on ’62 cars 
and trucks, will be based on an 
allowance of 1/6 of one percent 
of aggregate billings. 

These quarterly payments, said 
Chrysler, “will reflect the approxi- 
mate equivalent of the interest 
cost of carrying ’62 vehicles in in- 
ventory for the number of days 
they remain unsold up to 15 days.” 

* * es 


A DETROIT Dodge dealer said 
the Chrysler arrangement was 
preferable to 15-day deferred bill- 
ing because it would bring in direct 
cash payments and exert less pres- 
sure for rapid turnover in slack 
seasons. 

The 2 percent holdback has 
now been adopted by all members 
of the Big Three, but American 
Motors tentatively plans to re- 
tain one percent in its reduced 
62 discount structure, Studebaker 
has not acted on either benefit. 
(See story, Page 72.) 

Chrysler also made a change in 
what it will pay dealers for parts 
used in filling warranty claims. Ef- 
fective Oct. 1, Chrysler dealers will 
be paid dealer net cost plus 10 per- 
cent on all MoPar parts used in 
warranty work. 


* * * 

HRYSLER said that its dealers 

would actually be paid 22 per- 
cent more than what they pay for 
warranty parts because they can 
buy parts from MoPar at discounts 
from dealer net ranging from 10 
to 15 percent, depending on volume 
of purchases. Warranty claims used 
to be paid at dealer net. 

The company said it will continue 
to offer a 2 percent discount on 
parts bills which are paid by the 
10th of the month following ship- 
ment. 

In other changes in its dealer 
program, Ford announced that 
there will be a 5-percent rebate 
On ’62-model demonstrators which 
are carried into the ’63 model 
year. \ 

Ford said it decided to increase 
the holdback to 2 percent only after 
a poll of dealers showed “more than 
75 percent” are in favor of the 
change. Billings on cars and trucks 
produced in the early stages of the 
’62 model run made provision for 
the old one-percent holdback. 

* * * 


ITH the prices on the ’62s now 

set, dealers will get a final 
billing on these early units and this 
billing will make provision for the 
2 percent holdback. 

Each dealer’s holdback account 
will normally be paid to him at 
end of the calendar year. How- 
ever, Ford said that quarterly or 
semiannual payments could be 
arranged through district man- 
agers “in special instances where 
your financial condition justifies 
an advanced disbursement.” 

The delayed billing program 
gives the dealer 15 days plus deliv- 
ery time to pay for a given unit. 

Vehicles sold before the end of 
the 15-day period must be paid for 
at the time of the sale. 





installations, and industrial 
plants, as well as by government 
agencies and teen-age groups 
conducting their own Safety- 
Checks for employes and young 
drivers.” 


“The finding of one or more un- 
safe items for every six cars check- 
ed indicates much still needs to 
be done to make owners aware of 
the need to maintain their vehicles 
in safe operating condition at all 
times,” he said. 

“However, the fact that 47.4 per- 
cent of the program’s participants 
took immediate steps to have cor- 
rections made to one or more of 
the 10 items checked as unsafe in- 
dicates a growing awareness of per- 
sonal responsibility for the safety 
of the users of our streets and 
highways. 

“This outstanding achievement 
was made possible through the 
combined efforts of the motoring 
public, state and local public offi- 
cials, dealers and manufacturers of 
the automotive industries, state and 
local civic, business, women’s, teen- 
age, and organized traffic safety 
groups,” Holt added. 

National Vehicle Safety-Check is 
co-sponsored annually during May 
and June by the Auto Industries 
Highway Safety Committee and 
Look magazine, with the coopera- 
tion of the Assn. of State and Pro- 
vincial Safety Coordinators. The 
program is conducted primarily in 
the 32 states which do not require 
official motor vehicle inspection by 
law. 

For the seventh consecutive 
year, rear lights headed the list 
of items needing service attention 
for safe driving. These were fol- 
lowed in order by front lights, 
brakes, exhaust systems, and 
tires. 

In the first year of reporting the 
condition of front and rear turn 

(Continued on Page 4, Col. 5) 





Mich. Dealer Rebuffed 


In Good-Faith Suit 


DETROIT.—A former Pontiac 
dealer’s $620,000 suit against Gen- 
eral Motors has been dismissed 
by Federal District Judge John 
Feikens here, who ruled that the 
good-faith law does not cover 
@ vague promise to find the plain- 
tiff another dealership. 

Attorneys for the plaintiff, Gil- 
bert C. (Gib) Bergstrom, indi- 
cated last week they would ap- 
peal Judge Feikens’ summary 
judgment. Bergstrom now is a 
Studebaker-Mercedes dealer in 
Northville, Mich. 


This Week in Summary... 











































































By George L. Glaser 
Staff Correspondent 


FRANKFURT, West Germany.— 
More new models than ever before 
made their world debut at the 
40th Frankfurt International Auto 
Show. The display, which closed 
yesterday (Oct. 1), drew an esti- 
mated million visitors. 

Among the newcomers on dis- 
play here for the first time were 
the Taunus 17-M TS (touring 
sports car) by Ford of Cologne; 
the Consul Capri sports coupe by 
Ford of England; new versions 
of the 850 Austin and Morris by 
British Motor Corp., the Volks- 
wagen 1500, and the Mercedes 
220-SE convertible. 

The Taunus 17-M TS has a 
four-speed transmission, improved 


~| brakes, individual front seats and 


a number of changes in details. 
The compression ratio of the en- 
gine was raised and the bore en- 
larged to increase the displacement 
to 1,758 cubic centimeters. 

The car uses a heavier crank- 
shaft, copper-lead bearings and a 
new muffler and achieves a re- 
duced noise level from the valve 
drive. 

The Consul Capri, developed 
from the new Consul, also has 
four-speed transmission. It has 
front disk brakes and one of the 
largest luggage compartments for 
a car its size. 

The Volkswagen 1500 found 
general approval, although there 
was some criticism of the styling. 
However, Heinz Nordhoff, VW 





Automotive News Review 


New Models— 


Highlights of new features on ’62 model cars and trucks. Dodge 
Truck, Page 29; Rambler American, Page 31; Chevrolet, Chevy II 
and Corvair, Page 48; Studebaker Hawk, Page 56; GMC, Page 34. 


Labor— 


Ford Motor Co, and United Auto Workers press for early agree- 
ment on contract; General Motors resumes volume production. Page 6. 


Sales— 


Debut of ’62 models launches hottest introductory period in years. 


Page 1. 
Inventory— 


Dealers grateful for a 35-day supply of ’61 models in face of short- 
age of ’62 cars due to strikes or lack of parts. Page 3. 


Dealer Benefits— 


Chrysler, Ford give dealers inventory aid, 2 percent holdback. 


Page 2. 


Deaths—. 
Three retired auto executives die. 
GM’s M. E. Coyle, Page 69; Chrysler 


Auto Show— 















GM’s Charles E. Wilson, Page 1; 
Corp.’s B, E. Hutchinson, Page 69. 


New cars make debut at 40th Frankfurt Auto Show in West Ger- 


many. Page 2. 





Street of Nations at Frankfurt Auto Show— 


This is a scene of the Strasse der Nationen (Street of Nations) at the 40th Frankfurt Auto Show in West Germany. Almost 
150,000 visitors walked along this street on the first Sunday of the show, which closed yesterday (Oct. 1). 


New Cars Bow at F rankfurt Show 


managing director, said orders 

for the car are pouring in, an 
indication that_the styling is ade- 
quate for most people. 

Nordhoff, at a press conference 
in the VW building, said the com- 
pany is turning out 4,200 units a 
day, which still is far behind de- 
mand. 

He said production will be in- 
creased by 300 units daily in 1962 
when an adequate supply of work- 
ers can be recruited. The company 
also will continue to invest large 
amounts in new facilities, he added. 

Asked about a four-door sedan, 
Nordhoff said the company has no 
plans at this time for such a model. 

At present production capacity 
of the 1500 has been set at 1,000 
units a day. 

D. G. Stokes, of the British So- 
ciety of Motor Manufacturers 
and Traders and sales director 
for the Leyland group, said 
Britain had more cars in the 
show than any other country. 

During a dinner for the press, 

Rover, which now has a distributor 
and dealers in West Germany, an- 
nounced that prices of its vehicles 
in Germany will be reduced by 10 
percent, 

In a press conference at which 
he discussed the growing German 
automotive market, John S, An- 
drews, general manager of Ford of 
Cologne, said that all he knew 
about the Cardinal car was what he 
had read in the papers. 

Daimler-Benz introduced for the 
first time a taxicab developed in 
consultation with police. It is sup- 


Greatest Auto Show 
In World, Says American 


By Ernest W. Peterson 
Staff Correspondent 


FRANKFURT, West Germany.— 
America may pride herself ag the 
nation which produces the largest 
number of autos annually, but you 
have to journey to Franfurt am 
Main to witness the greatest auto 
show in the world. 

Nothing I have seen in Amer- 
ica during the 37% years I served 
the Portland Oregon Journal as 
auto editor, compares in size or 
grandeur to the 40th Interna- 
ntional Automobile Show here. 

In an American city with 200- 

foot blocks this show would cover 
16% city blocks. A total of 792 auto- 
motive firms had exhibits in 23 
huge halls. There also were 13 
open-air exhibits, some of them in 
spaces as large as a city block. 

This is an increase of 8 percent 
over the number of exhibitors at 
the previous show in 1959. A total 
of 656 are from the Federal Re- 

(Continued on Page 74, Col. 2) 








posed to afford the driver more 
protection from robbery. 

The new cab was prompted by 
the increase in robberies and kill- 


(Continued on Page 74, Col. 1) 
* * * 
















Aligning Unit— 

This new four-post wheel inspection and 
aligning unit was on display at the Frank- 
furt Auto Show in West Germany. It also | 
can be used to test rear wheels and rear 
axle. 
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Rear Suspension— Corpo 
This rear-wheel suspension, reminiscent wen: 
of that on Renault's “‘late’’ Fregate, em: , 
ploys two U joints on each side. Suppo J Siler C 
arms are on a carrier which is installed } Percer 
0.6 per 


in rubber cushions on the body. 


* *” 
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Noise Locator— 


This device, which was displayed at the 
Frankfurt Auto. Show in West Germany) 
is used to locate body noises. 
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Dealer Forum 


by Robert M. Finlay 


RITICS are fond of taking auto 
dealer advertising to task. Much 
of it, they say, tears down the be- 
lievability of auto dealers, engaging 
as it does in claims of the biggest 
giveaways in town. 
And there are those cynics who, 
after batting the problem around 


for a while, decide that the only 
| thing that sets one dealer apart 


from another is the percentage of 
the markup he is willing to sacri- 
fice for a Sale. And so, by default, 
the price-cutting ads are the ulti- 
mate answer in this line of think- 
ing. 

Thoughtful dealers know that 
this is only the surface answer, 
for many dealers go along win- 
ning new customers and holding 
old customers by directing their 
whole operation to serve the cus- 
tomer. 

No one minds selling something 
he believes in. When the dealer is 
truly devoted to service to the cus- 
tomer, he has little trouble getting 
his message across. 

* * x 
Maher’s Example 
UTSTANDING in dealer adver- 
tising have been the ads of Ed 
Maher (Ford) in Dallas. The other 
day he devoted a quarter-page ad 
in the Dallas Morning News to the 


' remarkable public service of Her- 
bert Hoover. 


“How strange this man, and 
difficult for us to understand,” 


New Phila. Code 
Signed by Most 
Assn. Members 


PHILADELPHIA. — A “substan- 
tial majority” of the new-car deal- 
ers who are members of the Auto- 
mobile Trade Assn. of Greater 
Philadelphia have signed pledges 
committing themselves to the or- 
ganization’s new code of ethical 
practices, ATAGP president Charles 
A. Bott announces. 

The code is designed to protect 
advertising and sales practices. 
Members violating the code are 
subject to expulsion from the 
ATAGP. 

Those adhering to the code are 
permitted to display the ATAGP 
“shield” insignia in their advertis- 
ing and showrooms. 

“There is every evidence that 
our efforts to improve the image 
of our industry through combatting 
the unfair practices of a few deal- 
ers has started to pay off,” Bott 
said. 


99,200 New-Car Sales 
Listed for Mid-Month 


DETROIT.—Retail new-car sales 
in the second 10 days of September 
totalled 99,200, compared with 79,- 
000 in the first 10 days and 133,750 
in the Sept. 11-20 period a year ago. 

American Motors was the only 
maker to report more sales in this 
year’s period than in last year’s. 
Corporate shares of Sept. 11-20 sales 
were: General Motors, 38.8 percent; 
Ford Motor Co., 36.6 percent; Chry- 
sler Corp., 13.9 percent; AMC, 10.1 
percent, and Studebaker-Packard, 
0.6 percent, 
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the ad said. “He 


has worked 
harder and longer for his coun- 
try and the dignity and freedom 
of the individual man than any 
other through all history . . .” 
The only commercial note in the 
ad was the line, “420 N. Harwood/ 


address of automobile leadership 
in Dallas.” 

Another remarkable thing fol- 
lowed. The next day the News de- 
voted its lead editorial to the trib- 
ute Maher had paid to Hoover. 


And this is something that has 


Dealers Grateful as ’62s Are Slow to Arrive... 





Leftover Float 25 Days 


By Maynard M, Gordon 
News Editor 

ACED with a slow fill of ’62 
models, dealers were grateful 
for a 25-day supply of ’61 cars at 
the carryover deadline last week. 
Introduction by the weekend of 
all makes except Rambler was the 
signal for the usual fall influx of 
bargain shoppers. Comeon for the 
hunters was the 5 percent rebate 
on leftover models, which this year 

affected fewer than 300,000 units. 
The situation was at the oppo- 
site end of the spectrum from 
that a year ago, when the high- 


no price. When editors base an|; ™ 


editorial on a paid ad, said Jim| ‘ 


Gavagan, vehicle marketing man- 
ager of the Saturday Evening Post, 
the creator of the ad has achieved 
honor without precedent. 

Gavagan, by the way, has played 
a remarkable role in connection 
with dealers. National magazines, 
and the Post is among the fore- 
most of these, are bitter rivals of 
newspapers in some areas. Yet the 
quality dealer Franklin award de- 
veloped by Gavagan has obtained 
more newspaper recognition for 
dealers than anything within mem- 
ory. 

* * o 


Facts and Figures 


_OOKING someone else’s gift} 


horse in the mouth? Mathe- 
maticians at the smaller auto com- 
panies figure that, if you sell a 
million or so cars a year you can 
pay the cost of 15-day delayed bill- 
ing out the interest you get on the 
extra one percent holdback. 

They also see a factory benefit 
in making heaters standard equip- 
ment, since, as standard equipment, 
it carries a discount of 20 to 25 
percent instead of the higher ac- 
cessory discount. 

* 


And Contests 


7 the big trouble with 
contests? Usually, by the time 
the contest is half over, only 20 
percent of the dealers are still com- 
peting, and often these are not the 
dealers the factory depends on to 
move the bulk of its sales load. 


The 80 percent couldn’t care 
less, if they are not actively ir- 
ritated, feeling that the contest 
is so rigged that the dealers who 
have been doing a good job are 
penalized by past good perform- 
ance. 

That’s why factories are recep- 
tive to ideas that do not pit dealer 
against dealer, but reward all deal- 
ers for doing a good job. 

* * * 


Key-Dealer Bid 


Cts the other day with 
Peter Nunez, general sales 
manager for Simca sales for Chrys- 
ler Corp. Nunez says that some of 
the leading dealers in many sec- 
tions of the country are going for 
the Simca key dealer program. How 
come? 

Well, said Nunez, it puts the 
dealer somewhat in the position of 
a distributor. But, from the dis- 
tributor’s side, he doesn’t take on 
the risks of carrying a very large 
stock—he carries a 30-day supply 
and the factory carries 30 days at 
dockside. From the factory’s side, 
the key dealer is also in retailing 
as well as wholesaling, so he keeps 
in touch with the day-to-day mar- 
ket. Thus, he knows intimately the 
problems facing his dealers. A 
slowdown doesn’t sneak up on him. 

Incidentally, Nunez says that 
Simea gained stature during the 
import panic period caused by 
the compacts by digesting heavy 
stocks slowly instead of trying to 
do it in a hurry. 

There is nothing so difficult, he 
noted, as trying to create the no- 
tion among people that a product 
is cherished just after it has been 
merchandised as a distress item. 
The Simca discount is now 20.96 
percent, right up with the com- 
pacts. 

So, in Nunez’s viewpoint, the car 
has met the compact challenge and 
is still in a strong position. 


* * 





Wisconsin Dealers Elect— 
The new president and first vice-president of the Wisconsin Automotive Trades Assn. 


congratulate each other on their election. 


est Oct. 1 inventory in history 
was recorded. A total of 855,677 
new cars, about equally split be- 
tween ’6ls and ’60s, had dealers 
in a sweat. 

This year, October arrived with 
some 200,000 fewer cars on dealer 
shelves or en route from the fac- 
tories. This is quite a difference, 
in view of the fact that factory- 
reported retail sales for the Sept. 
1-20 period were at a dismal level. 

* * * 
HE ’61 inventory dropped only 
178,000 units during the first 


Shaking hands, are Romain Schaub, left, 


Waukesha, president and his first vice-president, Donald G. Berg, Menominee. Other 


officers are, from left, R. S. Rector, Appleton, second vice-president; Louis Milan, 


Madison, WATA manager, and Murel Humphrey, secretary-treasurer. 


* * 


Williams 


+ 


Belittles Bigness, 


Says Good Dealers Rate 


MILWAUKEE. — “People don’t 
give a darn how big you are. What 
they are interested in is how good 
you are.” 

Birkett L. Williams, Cleveland, 
past president of the National 
Automobile Dealers Assn., gave 
that advice in a talk to the 33rd 
annual convention of the Wiscon- 
sin Automotive Trades Assn. 

“Uppermost in their minds is this 
single question: How are they 
going to be treated if they do busi- 
ness with you? The answer to that 
question determines whether you 
have created a customer or just 
another showroom visitor.” 

According to Williams, the suc- 

cessful car dealer must live up to 
three obligations: A proper display 
room, adequately stocked and man- 
ned by qualified salesmen; good 
service for his customers at all 
times, and a business conducted 
so it is profitable to himself, his 
employes and stockholders, 

Poor cost accounting was point- 
ed up by Williams as the reason 
for most car-dealer failures. “How 
many of you know what it cost 
you to sell one new automobile 
last month?” he asked. 

A popular feature of the con- 
vention, an “Ask Me Another” 
panel discussion, drew much at- 
tention. Panelists included James 
Karns, Wisconsin motor vehicle 

commissioner; John Doyle, chief, 
Consumer Credit Division; Jo- 
seph Goodman, WATA legal 
counsel, and Louis Milan, WATA 
manager. 

Keen interest and high registra- 
tion at the convention was traced 

to deep concern over dealer prob- 
lems. 

“Dealers are searching for an- 
swers to their merchandising and 





Ralph Abernethy Stricken 


LINCOLNTON, N. C. — Ralph 
Abernethy Chevrolet, Inc., is going 
ahead with plans to move into its 
new quarters despite the sudden 
illness of Ralph Abernethy, presi- 
dent. His condition is now reported 
as improved. 


agency operational problems,” said 
Milan. “That is why the convention 
drew such good attendance.” 

Interest was displayed in the 
Wisconsin law prohibiting below 
cost sales of any merchandise. Ac- 
cording to Goodman, state regula- 
tions require that at least two per- 
cent in handling costs be added to 
a six-percent markup on the cost 
of any item sold by a dealer. 

“We are living in an era when 
our state government has to force 
a businessman to sell at above his 
cost,” he commented. 

Romain Schaub, Schaub Buick, 
Waukesha, was elected WATA 
president. Other officers include; 
Donald G. Berg, Berg Chevrolet, 
Menominee, first vice-president; R. 
S. Rector, Rector Motor Co., Apple- 
ton, second vice-president, and 
Murel Humphrey, Humphrey Chev- 
rolet, Milwaukee, secretary-treas- 
urer. 
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Wemhoff 


Baltimore . . 


On the House... 

Remember 1955? With indications pointing to an 
auto boom in 1962, Ed Parkinson, new general man- 
ager of the Pennsylvania association, recalls that 
record 1955 spelled “overhead” disaster for many 
dealers—expanded facilities, 
and other expenses. But, Parkinson points out, 1962 
can be a good year for dealers if they (1) ‘remember 
the pitfalls of 1955; (2) really know what it costs 
to sell a new car; (3) are careful about inventories; 
(4) don’t give away the holdback; (5) don’t increase 
overhead and expenses for volume wihout profit, and 
sell hard, but dedicate themselves to a fair 
profit on every deal”... 

Maryland association headquarters will be moved Nov. 1 to a 
recently bought house near the redevelopment areas in downtown 
. Dave Riesmeyer again heads auto dealers section of 

United Fund drive in St. Louis . . 

has been elected president of a new Civic Club in Pasadena, Tex... . 

Burt Kahn, Pontiac dealer, has compiled a 28-page booklet detailing 

ambitious plans to change the face of Miami Beach “without in- 

creasing taxes or levying new ones.” .. . 

Bill Boyer, Ford dealer and two-term president of Minneapolis 
dealer group, was a prime mover in bringing major league football 
to Twin Cities; now is president of Minnesota Vikings. 


20 days of last month, This pared 
the old-model float to an estimated 
366,580 for the Sept. 21 debut of 
Tempest and Pontiac, first of the 
’*62 season. The ’61 supply by Oct. 
1, after the final 10-day period of 
the month, was estimated at 260,000. 

Not even 400,000 ’62 cars were 
safely in transit from Detroit or at 
dealerships when the climactic 
Chevrolet-Ford introductions took 
Place Friday. Debuts of the high- 
est-volume makes customarily end 
pre-introduction sales lethargy and 
touch off the active market for all 
new and carryover models. 

Because of the General Motors 
strikes, the inventory of ’62 GM 
cars was far below normal last 
week. Chevy IIs, the new Chev- 
rolet front-engine compact, were 
especially lean. GM cars made up 
only 38 percent of the ’62 stock- 
pile, compared with a normal GM 
penetration of upwards of 47 per- 
cent. 

Ford Motor Co, dealers were 
nearly equal to GM dealers in ’62 
supply, though the new in-between 
Fairlane and Meteor series had not 
entered production. Chrysler Corp. 
accounted for 16 percent of the re- 
maining ’62 stockpile, Rambler 6 
percent and Studebaker 3% per- 
cent. 

ok * * 


LTHOUGH some element of 
caution was prevalent because 
of the lag in early September sales, 
most dealers were inclined to shrug 


.| off the decline. They said selective 


dealing, aimed at maximizing prof- 
its, was a marked factor as the ’62 
season drew nearer. 

The rash of ’62 press preview 
news stories also was blamed for 
diverting attention from the ’61s 
on sale in the showrooms. East- 
ern dealers, in particular, found 
that daily headlines about the 
Berlin and Congo crises were 
another sales stopper. 

From the factory standpoint, 
there was general appreciation that 
a cleanup season had run full cycle 
without costly buildout bonuses. 
Carryover rebates this year will 
apply to half the number of cars 
that consumed the 5 percent kick- 
in a year ago, although GM and 
Rambler will include dealer-owned 
demonstrators for the first time. 

Ford announced last week that 
dealer-owned demos will be added 
to its 5 percent rebate next fall on 
’62 models. 


Detroit Dealers 
To Discuss Profits 


DETROIT. — The Detroit Auto 
Dealers Assn. will sponsor a semi- 
nar for new-car dealers and their 
general managers Thursday (Oct. 
5) in the first-floor ballroom of the 
Veterans Memorial Building. 

Its theme will be “Managing for 
Greater Profit,” and the speaker 
will be Harold Draper. 












high fixed overhead 













. John Davis, Chevrolet dealer, 










—Pete WeMnHorr, Editor, 
Automotive News 
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Dealers Overjoyed 
At Welcome for ’62s 


(Continued from Page 1) 


floor play has been heavy on the 
Daytona, with no adverse reaction 
to the sticker figures. 

“People are showing a lot more 
interest in the Daytona than I had 
anticipated,” said one. 

Inquiries on the Hawk are pour- 
ing in, Studebaker dealers said, 
adding that they expect it to be 
a “shot in the arm” when it finally 


appears Oct. 28. 
* 


ONTIAC denies fast week al- 

ready found themselves short 
of cars. One dealer, who opened for 
’62 with 58 cars on hand had only 
four ’62s in stock at mid-week last 
week. 

“It looks like a good year if 
we don’t get held up on deliver- 
ies from the factory,” he said. 
“I’ve never seen an announce- 
ment start out so good as this 
year’s.” 

He said he had received one of 
the six Grand Prix coupes that 
were allotted to Detroit dealers for 
introduction day “and we sold it 
for a real price.” 

In describing this year’s much 
better gross on average deals, he 
explained, “We had to work to get 
them started last year, but this 
year they took off by themselves.” 

The only cold car in the line, he 
said, is the V-8 Tempest. 

* * * 


HEVROLET dealers, retailing 

for most of last week in the 
back room and out the side door, 
were talking with the slightly ad- 
dled air of the man who has just 
stumbled on the end of the rain- 
bow. 

Two days prior to officia] in- 
troduction, one claimed 120 de- 
posit-bound orders, compared 
with 10-15 at the same stage of 
the ’61 debut. 

Some Chevrolet dealers were ac- 
cepting orders but refusing to de- 
liver until the official date. Others 
were rolling out the cars ahead 

of time. 

Most dealers had only a single- 
car sampling of the new Chevy II 
as of mid-week, although some 
said they were scheduled to receive 
a handful by week-end. 

« * 


yew were willing to judge buyer 
appeal of the new compact at 
last week’s early date, although 
one said it would “knock hell” out 
of the compact competition. 

One dealer hedged a bit on the 
Chevy II. 

“J look for it to start slow but 
finish strong,” he said. “After all, 
so far it’s just a name, not a car. 
But, of course, it’s a pretty good 
name.” 

One Chevrolet dealer, smiling at 
the thought of it, said, “You really 
don’t have to believe this, but we’ve 
sold a fleet order for 40 cars at $250 
per unit over invoice, plus trans- 
portation.” 

Another said his orders were 
triple the year-ago rate and per- 
unit profit was double—for a six- 
fold gain overall. 

“It looks like ’62 is the year,” 
he said. 

se * 
JrORD dealers used less glowing 
terms to describe their pre- 
introduction sales, but were in 
agreement that orders they had 
written so far were “much better” 
than last year. 

There was a _ considerable 
amount of gun-jumping on Fal- 
cons in the Detroit area, the fac- 
tory giving permission to dealers 
to deliver most models of the 
Falcon as of Sept. 15. 

Prior to that date, one Detroit 
dealer had sought permission to de- 
liver ’62s and was turned down. 
Said he, last week, “On the same 
day I was told I couldn’t deliver 
a ’62, a guy pulled in with Jersey 
plates on his ’62 Falcon and asked 
for a thousand-mile check.” 

Ford dealers were inclined to 
pooh-pooh the appeal of the Chevy 
II. Their own “new” car, the Fair- 
lane, will be the “exceptional” unit, 
they say. They were worried, how- 
ever, by the month’s delay they 
face on Fairlane introduction. 

* * * 
PyBAvy play and big grosses 
were reported by Buick deal- 


ers on introduction day. One said 
$375 and 


his skinniest deal held 
some were good for $600. 

Only a few Specials were on 
hand in Detroit for opening day 
and the supply of V-6s wasn’t 
big enough to give one to every 
dealer. 


Buick dealers reported many 
inquiries on the Special convertible 
—which wasn’t available at all on 


opening day. 


‘I’ve handled Buick for 10 
“and this 


introduction is as good as any year 


years,” said one dealer, 


I can remember, The dealers are 


asking for more money and the 


shoppers are paying it. It’s great.” 
* * * 


— Chrysler Corp. dealers were 
delivering ahead of time last 
week, although most waited until 
the official Sept. 28 opening. 

Said a Dodge dealer, “I was a 
bit skeptical 10 days back, but 
this looks like it could really go. 
The new prices (averaging a cut 
of nearly $40) put the frosting 
on the cake. 

“The panic is gone among deal- 
ers and that’s why we're all getting 
better grosses. Dealers took such 
a beating in the last 12 months the 
ones that are left realize they have 
to get some money out of the ’62s. 

“We'll be strong. People know the 
Lancer now—it should sell better in 
’62, and the restyled Dart will make 
a comeback.” 

* * * 
LDSMOBILE dealers, reporting 
grosses soaring far above year- 

ago levels, were selling at a rate 
below their competitors in other 
GM divisions. They reported many 
“sold” cars that had not yet been 
delivered, however, and were fret- 
ting about an early return to pro- 
duction for Oldsmobile. 

Oldsmobile output of F-85 has 
been skimpy so far on the ’62 
run, and dealers as a result had 
only a handful for introduction. 
One dealer said he opened the 
season with 80 standard Oldsmo- 
biles and only three F-85s. The 
correct ratio, he indicated, should 
have been one F-85 out of every 
four cars. 

Chrysler-Plymouth dealers, divid- 
ed on gun-jumping, were united in 
calling the sales appeal of the re- 
styled Plymouth “surprising” and 
in expecting great things from the 
new Chrysler 300. 

His introductory-day shipments 
of Plymouths ran about 50-50 
Plymouth and Valiant, said one 
Chrysler-Plymouth dealer, although 
his sales were running four to one 
in favor of Plymouth over the com- 
pact. Valiant, in turn, had only a 
three-to-one margin over Chrysler. 

* cd * 


INCOLN-MERCURY dealers, by 
and large, were moving Comets 





Bury Speaks— 
Martin Bury, Philadelphia, 


of Automobile Dealers Assns. 


in Montreal. 





addresses 
the 20th annual convention of Federation 
of Canada 


ahead of time but holding to the 
official date on the big cars. 

“Satisfactory” grosses were re- 

ported on Comet, although this 
was the only line where price- 
chopping among dealers was re- 
ported before the cars appeared 
on the showroom floor. 

Some dealers felt their introduc- 
tory shipments were heavy on big 
Mercurys and are anxiously count- 
ing the days until the “intermedi- 
ate’ Meteor appears in early 


November. 


Sales Pickup Is Seen 


For Florida This Fall 


TALLAHASSEE, Fla. — A fall 
pickup in sales is in prospect in 
Florida, according to State Motor 
Vehicle Commissioner Arch Liv- 
ingston. 

During the past two months, he 
said, the volume of title certificates 
issued has been running close to 
the same period of last year, which 
is a good indication. 





Canadian Speakers— 


Howard B. Moore, standing, executive 
vice-president of Federation of Automo- 
bile Dealer Assns. of Canada and Albert 
E. Stedelbaver, London, Ont., past-presi- 
dent, at the speakers’ table, at the 20th 
annual convention of the federation in 


Montreal. 
* <« * 


Canadian Dealers Assail 
‘Subsidizing’ by Makers 


(Continued from Page 1) 


Loucks, Ponoka, Alta.; Nelson 
MacGibbon, Corner Brook, Nfid.; 
S. J. Parkinson, Calgary, Alta.; 
W. R. Newell, Montreal; Clarke 
Simpsons, Vancouver, B. C.; Al- 
den R. Clark, Fredericton, N. B., 
and Wesley A. Reed, Chilliwack, 
B. C. 

At the opening session, the exec- 
utive vice-president, Howard B. 
Moore, urged delegates to give more 
attention to the part played by the 
used car in their sales program. 
Moore said, “The successful dealer 
will make more money out of used 
cars than new ones, but, to look at 
many used-car lots today, you 
wouldn’t believe this. 

“The dealers’ attitude towards 
used cars must be changed. We 
have not given adequate attention 
to this vita] segment of our mer- 
chandising program.” 

*x Bd * 

TEDELBAUER also referred to 

used cars as a great source of 

potential profit. 

He warned dealers against the 
“loss of control that is creeping in 
on us” and he said that contribut- 
ing factors are “the greatly step- 
ped up activity by banks, credit 
unions and loan corporations.” He 
stressed the necessity of finding the 
true cost of selling a car and hav- 
ing the courage to retain a decent 
profit on sales. 

Stedelbauer said, “we must 
learn to get enough gross profit 
out of our new-car department to 
put this department on a profit- 
able basis—or we cannot continue 
to operate.” 

He noted that there are approxi- 
mately 5,500 automobile dealers in 
Canada who employ more than 
65,000 people with an annual pay- 
roll of more than $252 million. He 
said that dealers have invested $165 
million in working capital and a 
fixed investment of some $327 mil- 
lion, making the dealer body an 
important segment of the Canadian 
economy. 

on ok * 
EAR noted the tremendous 
strides in the 20 years of the 
federation and said that dealers in 
Canada are assuming a new role as 
businessmen, The role of FADA is 
becoming more important, he said, 
but he added that FADA should 


Blundell Rejoins 
Tex. Independents 


DALLAS.—Tom Blundell has re- 
joined the Texas Independent Au- 
tomobile Dealers Assn. as general 
manager. 

He announced that the associa- 
tion’s annual convention will be 
held Nov. 5-6 at the Western Hills 
Hotel in Fort Worth. 


Post Office Adds Jeeps 


TOLEDO.—A contract for 10 ad- 
ditional Forward Control Jeep FC- 
170 custodial trucks has been 
awarded by the United States Post 
Office Department to Willys Mo- 
tors, Inc. Value of the contract is 
$33,691. 


take a soul-searching look for a 
better and stronger purpose. 

He said the association is devel- 
oping programs not only to protect 
dealers against themselves, but also 
against outside influences that are 
continually changing the business 
climate of the automobile dealer. 

Bear said that it is quite evi- 

dent that the manufacturers are 
not going to rely only on dealers 
to merchandise their products. 
The manufacturers, in one way 
or another, are going to be sure 
that their product is sold. 


He said the current advent of dis- 
count houses is nothing new to auto 
dealers. “We have been leading the 
discounters for years,” he said. “We 
will continue to live with high dis- 
counts.” 

* * * 

| aeeeirgeed BURY of Philadelphia 

told the delegates that the av- 
erage operating profit of Canadian 
auto dealers is higher than that of 
United States dealers and that Ca- 
nadians are not yet plagued with 
disastrous discount houses. 

Bury said that the automobile 
market in Canada is not in the 
same position as in the U. S. He 
added, “Your normal market for 
the next five years is 440,000 new 
passenger car sales .. . and nothing 
short of a national emergency will 
change that figure.” 

He advised Canadians not to 
sell a new car for less than true 
cost and said that dealers should 
be careful not to overstaff, not to 
overspend and learn to do with- 
out the essential. 

A panel composed of Bear; W. J. 
Cubaynes, Montreal; O. W. Ander- 
son, Brantford, Ont.; King Hartley, 
Calgary, Alta., and w. Stewart Sil- 
son, North Kamloops, B. C., agreed 
that a car salesman should sell a 
minimum of 120 new and used cars 
per year or find another job, It 
was said that advertising should be 
one to 1% percent of total sales and 
that advertising should be turned 
over to competent people. 

* * 
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Canadians Discuss Profits— 


Members of panel discussion on profits in management at the 20th annual © 


vention of the Canadian Federation of 
W. J. Cubaynes, Montreal; 
elected president of FADA, 
Steward Wilson, Kamloops, B. C. 





PARTS 






O. W. Andreasen, Brantford, Ont.; 
from Toronto; King Hartley, Calgary, Alberia, 





ded Million Units 
Get Safety-Check 


One Vehicle in Six 
Is Found Unsafe 


(Continued from Page 2) 


signals, a combined 13 percent were 
found in need of attention. 

The following breakdown is based 
on reports of cars and trucks 
checked and rejected which include 


data on the condition of items 
affecting safe driving: 2 
Item Checked Cars nes ' 
Rear lights. ................ 94,816 265 
Rear turn signals...... 22,326 69 | 
Front lights ................ 58,110 163 
Front turn signals... 22,715 64 — 


Brakes 


Steering 
Glass 


Horn 








The following table shows the 
of interest and participa- 


TOTALS 
Item Checked Trucks mepuatie 
Rear lights ................ 8,543 231 
Rear turn signals ... 2,990 81 
Front lights. .............. 4,762 129 
Front turn signals .. 3,119 84 
Brakes 115 
Exhaust 7.0 
TE. eschaciee 63 3 
Steering 5.0 
Windshield wipers 6.0 
MEE: Ucnpscxccsessiexceseeeeiucl 4.8 
IEE aivecgiAcctracsustiesueneae 40 — 
Rear-view mirrors 29 | 

FOP RAED sccccsisesstussics 36,989 100.0 


tion in voluntary Vehicle Safety- 
Check activities. 


Vehicles Programs 
Year Checked Conducted 
ae 357,131... 
MRE assdavssciivese yy | | en 
UE wistssustatere ne SSC 
BE nochasceccctivas 551,296 
Ne secant 423,533 cscs 
Se 1,071,144 147 
BE vicnsnsissteses 1,421,200 439 
SEF. setihccinavyccu 2,185,524 895 
MNT acachevcisievaie 2,641,558 1,300 
se 3,070,495 2,065 
EE scvetsaeucsesave 3,096,630 2,284 
RR 3,216,164 2,955 
EE © oiuccucantn 3,502,604 3,448 


Wholesalers Plan 


Texas Convention | 


SAN ANTONIO. — The annual 
convention and booth conference 
of the Automotive Wholesalers of 
Texas will be held at the Granada 
Hotel here Oct. 11-13. 


Speakers at the convention ses- 
sions will discuss advertising, group 
life insurance, safety, marketing, 
unemployment. compensation and 
Sales training. 

A total of 113 booths will be 
available to manufacturers and 
their representatives for confer- 
ences with wholesalers. Booth con- 
ference ‘time is free of conflicting 
convention events. 
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Lisa Howard 





Robert Lodge 








Bill Shadel 


John Scali 


The nose for news, as you see, looks much like any other nose. 

It has, however, certain unique, non-physical but highly im- 
portant reportorial characteristics: intuition, integrity, politi- 
cal savvy, experience. Also, a fine disregard for the personal 
life of the person attached to it. 

25 such persons (plus) get the news here and abroad each 
day for ABC-TV and give it to you straight, as they saw it, as 
they heard it. There isn’t a pearly-toned announcer in the lot. 

, They are working reporters, these men (and woman), reporting 
the news with authority, immediacy, depth. 






Jack Begon 






Alex Dreier 


Quincey Howe 


Al Mann : John MacVane 





Roger Sharp , 









Lou Cioffi 





Ray Falk 


Sam Jaffe Bill Lawrence 










Yale Newman John Rolfson 





John Cameron Swayze 


Bill Sheehan 


29 noses for news. 


You'll see and hear them on the most extensive newscast - 
ing schedule provided by any network: 

The ABC Midday Report with Alex Dreier at 1:25 PM (EDT) 
—early news roundup primarily for the lady of the house. 
ABC’s American Newsstand at 4:50 PM (EDT)—news, special 
news report for teen-agers. ABC Evening Report at 6PM(EDT) 
—first full news for the family. ABC Final Report at11 PM(EDT) 
—comment, analysis and complete wrap-up on the world and 
local news of the day. 

Keep an eye on the news. Watch ABC-TV. 


ABC Television 
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Local Strikes Seem Unlikely... 





Ford, UAW Drive for Pact 


By Francis J. Gawronski 
Labor Writer 


ORD MOTOR CoO. and the 

United Auto Workers were 
pressing for an early agreement on 
a new contract at press time 
Thursday as General 
Motors resumed vol- 
ume production fol- 
lowing the signing 
of a three-year pact 
with the UAW. 


The UAW set a Ford strike dead- 
line of 10 a.m, Tuesday, Oct, 3, 
stating the company had implied 
the need for the stimulus of such 
a deadline, 

Ford last Monday (Sept. 25) of- 
fered the union a new contract 
patterned after the GM-UAW pact. 

GM and the UAW signed their 
new contract last Tuesday (Sept. 


Coal’s Rebirth 
Credited to New 
Chrysler Chief 


By Maynard M. Gordon 
News Editor 
HRYSLER CORP.’S new chief 
of policy and board chairman 
is an industrial medicine man who 
strongly advocates “strength 
through merger.” 

Whether George H. Love will 
be successful in administering to 
Chrysler remains to be seen. Pitts- 
burghers know merely that he res- 
urrected a dying coal industry and 
then merged three of the largest 
producers to form the country’s 
largest coal company. 

Key Chrysler dealers applauded 
the sudden decision, three weeks 
after shareholders were assured 
no such plan was in the offing, 
to elect Love board chairman and 
chief policy officer. The board at 
the same time designated Presi- 
dent Lynn A. Townsend as chief 
administrative and operating of- 
ficer. 

“What Chrysler has needed all 
along is a decisive hand at the 
rudder,” said a veteran Dodge deal- 
er. “Now we can enter the ’62- 
model year with confidence.” 

* * * 

N THE other hand, new plans 

for a proxy fight against Chrys- 
ler management were triggered by 
the promotion of Love and estab- 
lishment of an arrangement paral- 
lel to those of General Motors and 
Ford. 

Jim Bacaloff, a Portland (Ore.) 
contractor, served notice that he 
will spearhead a proxy fight aimed 
at overturning the entire 17-man 
board of directors. Bacaloff had 
eancelled proxy-fight plans with 
Townsend’s appointment as presi- 
dent in July, only to jump back 
into the fray when minority share- 
holders were denied representation 
on the board last month. 

“It is true that some construc- 

(Continued on Page 8, Col. 1) ' 
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New-Model Promotion— 


Chicago-area Dodge dealers used this ‘mystery car" in a preintroduction promotion 
for their '62 line of cars. The car, a '62 Dodge, was equipped with the Goodyear 
Tire & Rubber Co.'s experimental translucent, illuminated flame-red “‘tires of the future 
and roamed throughout the Chicago area for a week before the formal introduction 
date. In contrast to conventional tires, the translucent, synthetic rubber tires gleam 
brightly from 18 small bulbs installed inside each, fed current from the regular electri- 





26). The agreement expires Aug. 


31, 1964, 


Louis G. Seaton, personnel vice- 
Bramblett, 
labor relations director, signed for 
the corporation, and Walter P. 
and 
Leonard Woodcock, UAW vice- 
president and head of the union’s 
GM, department, signed for the 


president, and Earl 


Reuther, UAW president, 


union. 

As a condition of settlement, 
the UAW agreed to drop its un- 
fair labor practice charge with 
the National Labor Relations 
Board. The charge was based on 
GM’s refusal to reveal its policies 
on prices and profits as requested 
by the UAW during negotiations. 

All GM plants, except Oldsmo- 
bile’s Lansing assembly plant, have 
resumed full operation. The Olds- 
mobile plant, closed because of a 
parts shortage, is scheduled to re- 
turn to production tomorrow (Oct. 
3). 

After settling with GM, Reuther 
and other UAW officials turned to 
Ford and indicated it wants a little 
more from Ford than it got from 
GM. ee 

* 


EN Ford offered the union 

its new package Reuther said 
“details were not satisfactory.” He 
said there are several other things 
“Ford ought to be prepared to do,” 
and things the union will “insist” 
they do. 

Malcolm L. Denise, Ford labor 
relations vice-president, said he 
doesn’t think Ford should give 
more than GM just because GM 
settled first. 

“IT don’t find that a very per- 
suasive line of reasoning,” he said. 
Ford made its new contract offer 
subject to approval by the union 


within two weeks. 


Denise said Ford, in effect, was 





Ind. Governor Weighs 


Retaliatory Truck Tax 


INDIANAPOLIS. — Indiana 
Gov. Matthew E. Welsh is weigh- 
ing the possibility of imposing a 
retaliatory tax on truckers from 
Ohio and six other states which 
have not waived their taxes on 
Indiana trucks. 

A 1961 law allows the governor 
and the Indiana Reciprocity Com- 
mission to levy retaliatory taxes 
against truckers from other 
states. 





By David J. Wilkie 
¢ CAN’T miss.” 
That’s the confident assertion 


of Roland S. Withers, Buick gen- 
eral sales manager, concerning 





cal system through a special wiring device connected with dashboard controls. 


*‘He’s a Natural-Born Salesman’ .. . 


Withers Another Holler? 






From the Body Builders. 






not threatening to withdraw its 
offer if not accepted in two weeks. 
However, he hinted retroactivity 
could be an issue if the talks stall. 
The Ford contract with the UAW 
expired Aug. 31 and has been ex- 
tended since. 
* * * 


ENISE said a contract with the 

union could be worked out 
within two weeks “without .a 
strike, either national or local.” He 
said “an early settlement is clearly 
in the best interest of all con- 
cerned.” 

Ford’s new offer included: 


An annual improvement factor 
of six cents an hour or 2% percent 
of the hourly pay, whichever is 
greater, for each of the three years 
of the contract. 

Continuation of the cost-of-living 
pay clause. 

A short work week benefit that 
would give workers pay equal to 
65 percent of straight time pay for 
each hour less than 40 not paid 
for or made available in a sched- 
uled short work week, and 50 per- 
cent of pay for every hour under 
40 in an unscheduled short week. 


An increase in supplementa] un- 
employment benefits, higher pen- 
sions, higher separation pay, higher 
group insurance, moving allowance 
and higher jury pay. 

ok * * 
ces company would pay the full 
cost of hospital-medical-surgi- 
cal insurance, now shared by the 
company and workers. If these 
rates go up, however, the workers 
are to share in the increased costs. 

In exchange, Ford asked that 
the first year’s improvement fac- 

tor be cut by two cents an hour 
in consideration of the company’s 

paying the full medical coverage. 

Ford also would reduce by one 
cent the cost-of-living allowance in 
return for paying increased retire- 
ment benefits and half the cost of 
hospital benefits for retirees and 
their dependents. 

The UAW also presented its non- 
economic demands on Ford as the 
bargaining continued under a 
“news blackout” agreed upon by 
both sides. 

However, it was learned that the 
union seeks more manpower for 
some operations, improved senior- 
ity protection, more relief time, 
and more union committeemen to 
handle workers’ grievances. 













































Mover's Idea of Ideal Packing Unit— 


The “Kleen Packer,” utilizing a Ford Econoline van, holds all packing materials for — 
a full day's work by two men, and the four-foot side and rear door openings facilitate | 
materials handling and minimize in-and-out movement, according to Potter Moving & | 
Storage Co., Detroit, which claims use of the unit has cut its packing costs by as much 
as 10 percent. 



































Utility Body by Reading— 

Special features of this utility body, designed for Liberty Auto and Electric Co,, 
Bridgeport, Conn., include ladder racks, weatherproof compartments and _tow-hitch 
attached to rear. In order to adapt this body to its special requirements, diamond 
plate treads were mounted on the tops of the side compartments to enable the serv. 
iceman to use the ‘‘cat-walks"’ safely. The vehicle is used for installation and main- 
tenance of gasoline service station equipment. The body is by Reading Body Works, 
Inc., Reading, Pa. 
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Tool Boxes for Pickups— 


New Reading ‘‘Tool-Mate" tool boxes, mounted on any pickup truck, are said 10 
permit appliance dealers to combine delivery and maintenance functions in a single 
vehicle. Large compartments, equipped with removable shelves and adjustable dividers, 
carry replacement parts and tools behind locked weatherproof doors. Rear bed of 
pickup remains free to handle appliances in delivery. ‘'Tool-Mates" are constructed 
of die-formed 16-gauge steel panels, welded into an integral unit. They are available 
in four lengths from 78 to 108 inches from Reading Body Works, Inc., Reading, Pa. 





Buick’s prospects for the 1962 mod- 
el year and the future generally. 

Many industry chroniclers as 
well as Withers’ top-level associ- 
ates agree the year ahead should 
be a big one for Buick, putting 
Buick back on the high road. 

“We have the product; we have 
management harmony; we have an 
enthusiastic dealer organization. 
Our dealers have what amounts to 
an entirely new franchise with a 
product in every market segment— 
the youth market, the fleet market, 
the station-wagon market and all 
other sections of the car market. 

“If you think the dealer body 
doesn’t appreciate this let me tell 
you that there are few dealerships 
still open and applications for them 
range from six for each vacancy in 
the West to around 17 for each 
opening in the East.” 

* * * 
‘OUR dealers,” Withers added, 
“are going to make more 
money than they ever made.” 

Buick currently hag approxi- 
mately 3,150 dealers, having 
added about 100 during the past 
year. Their retail deliveries for 
the 1961 calendar year, the man- 
agement says, will total approxi- 
mately 300,000 units. In 1960 reg- 
istrations numbered 267,837. In 
the 1962 calendar year Buick ex- 
ecutives are predicting total re- 
tail deliveries of 400,000. 

If the 400,000-unit figure seems 
somewhat ambitious, it might be 
well to.remember this year’s indi- 

(Continued on Page 73, Col, 4) 









DeKalb Unveils Dawnliner— 


DeKalb Commercial Body Corp., DeKalb, Ill., has announced its DeKalb Dawnlin 
body. The body payload -area is constructed entirely of Alum-A-Foam (laminated pe 
styrene insulation and aluminum) panels. Structural members and thermal breakers ° 
fiberglas reinforced plastic are located in the panels prior to the lamination proces 
All panels and structural members are coated with an epoxy resin adhesive and “lo 
up" to form a final integral panel section. The lamination and curing process is © 
pleted in huge presses—designed for this specific purpose. It is reported by De 
that Alum-A-Foam construction eliminates approximately~4,000 pounds in weight, ! 
terior wall condensation, rust from interior walls, insulation packing, voids and 
necessity of conventional framing structural members. 
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: Th iting d Dod 
YOU'RE GOING TO LIKE jr kines are going on and they're ail aimed i 
WHAT’S HAPPENING AT DODGE TRUCK = cv: “tection-to 


deaiers meet the needs of their customers faster, better, and more profitably than ever before. 


FASTER DELIVERY to customers is one of our first objectives. A broader stock of popular units 
is planned to get the truck on the job in a hurry. For customers whose needs call for “‘job- 


. pating,” a new program is underway to provide faster service in modifications. The network 
| of truck sales and service centers is being strengthened to improve deliveries of medium and 


heavy-duty trucks. And a larger inventory of production components at the factory will permit 
more speed and flexibility in the manufacture of all types of units. 


REPLACEMENT PARTS DELIVERIES are being improved to help keep Dodge Trucks on their jobs. 
Parts stocks are being substantially enlarged, and new systems and procedures for processing 
part orders are being put into effect. At the same time, a new program is underway to increase 
inventories of truck parts in the field, where they will be readily available when needed. 


APPLICATION ENGINEERS and merchandising specialists are being added to the Dodge Truck 
field force to help dealers fit our trucks to their customers’ jobs, and to provide assistance 
in sales matters of all kinds. Additional help for both dealers and customers will be provided 
by truck parts and service specialists who are being assigned to the field. Training managers 
have been assigned to provide retail salesmen with the know-how to sell trucks. And more 
demonstrator units are being made available so that more truck users:will have an oppor- 
tunity to drive and test tough, job-rated Dodge Trucks. : 
ADVERTISING AND SALES PROMOTION activities are being intensified to provide additional sup- 
port for Dodge Truck dealers on both national and local levels, and to back up an increased 
sales effort across the country. 

Dodge Truck is taking important steps forward in every phase of its operations, from product 
planning to customer delivery. Our objective at Dodge Truck is to provide the tools our dealers 
need to assure satisfaction for every customer. 





/FROM PICKUPS TO DIESEL POWER, 
1YOU GET A GREAT DEAL WITH DODGE 
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Faces Array of Problems... 





New Chrysler Chief 
A Rebuilder in Coal 


(Continued from Page 6) 


tive changes have been made 
in the company’s management,” 
Bacaloff stated. “However, their 

(sic) policy still lacks well-de- 
fined objectives. The employe and 
dealer enthusiasm is somewhat 
improved; however, it is still 
quite low compared to the rest 
of the industry.” 

An array of problems confronts 
Love, not the least of which is 
Chrysler’s lack of a compact car 
directly sized and priced with Fal- 
con and the new Chevy II. This 
situation will be rectified, but not 
before the ’63 model year, it is un- 
derstood. 

The just-concluded third quarter 
reportedly added to Chrysler’s 1961 
deficit, which totalled $15.7 million 
in the first half. The corporation 
netted $23.8 million in the nine- 
month period last year after a 
September-quarter profit of $1.4 
million. Chrysler lost $34.2 million 
in 1959’s third quarter. 

* * * 

THIRD problem, which may 

complicate Chrysler’s cam- 
paign to refurbish its public image, 
will arise from conflict-of-interest 
litigation spawned last year. Circuit 
courts in Detroit and Pontiac are 
clearing the decks for trial of suits 
involving former President E. C. 
Newberg and Ex-Marketing Direc- 
tor Jack W. Minor. 

Any full-fledged proxy fight 
would raise major obstacles in the 
marketplace, as Detroit Attorney 
Sol A. Dann’s pallid fusillade did 
last winter. As it was, the Dann- 
James M. Robbins resolutions col- 
lected nearly one million votes 
apiece out of Chrysler’s nine mil- 
lion shares. 

Bacaloff and Dann have made 
it plain that for the next annual 
meeting of shareholders, which is 
only 6% months away, a Slate of 
opposition directors will be nom- 
inated for the proxy ballots. 
Bacaloff is expected to include 
Newberg among his nominees. 

Love, though a relative new- 
comer to Chrysler’s directorate, has 
literally been through the mill in 
troubled industries. It was Love 
who developed and installed the 
world’s first coal pipeline as a 
means of controlling costs. 

He was the architect of the Na- 
tional Coal Policy Conference and 
the man who persuaded Congress 
to launch a national fuel study that 
gave national recognition to the 
value of coal as a fuel. 
* ES * 

S HEAD of the nation’s largest 

independent coal company— 
Pittsburgh Consolidation — Love in 
1950 locked horns with strongman 
John L. Lewis over the United 
Mine Workers demand for a three- 
day week as the solution to coal 
problems. 

A nine-month struggle not only 
ended with Love the victor over 
Lewis on this point, but the mines 
and union established a Bituminous 
Coal Operators Assn. as a vehicle 
for “strike-less” negotiation. 

By coincidence, one of Love’s 
first confrontations as top officer 
of Chrysler will be with another 
tough unionist, the United Auto 
Workers’ Walter P. Reuther. 
Reuther is expected to demand of 
Chrysler the same benefits grant- 
ed by American Motors and Gen- 
eral Motors, minus AMC’s profit- 
sharing feature, of course. 

Two years after becoming execu- 
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tive vice-president of Consolidation 
Coal Co. in 1943, he had merged 
this fifth-ranked producer with 
Pittsburgh Coal, sixth largest, and 
M. A. Hanna Co., 12th largest. The 
profits record of the merged com- 
pany has forged steadily higher 
since the war. 

Love, 61, will continue as chair- 
man of Consolidation Coal, but has 
resigned as chairman of M. A. 
Hanna Co. and as a director of 
National Steel. He also is a direc- 
tor of Pullman, Union Carbide, 
General Electric and Mellon Na- 
tional Bank and Trust Co. 

* * * 
OVE became a director of 
Chrysler April 15, 1958. He own- 
ed 1,200 shares of Chrysler stock 
as of last Feb. 28. 

Married and father of three, he 

resides in Pittsburgh. His avoca- 





Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $6 last week to $1,008, 
index. It had been $917 a year ago. 


according to Automotive News’ 


Half of the models indexed ran counter to the downward move- 
ment, with ’55s and ’56s increasing $6, ’60s advancing $4 and ’54s 
moving up $2. Losses were pegged at $3 on ’57s, $6 on 59s, $13 on 
58s and $38 on ’61s, All held above previous lows, however. 

At a group of representative auctions last week, the sales ratio 
was 70.9 percent, compared with 70.1 percent the previous week. 


Auction reports begin on Page 57. 


tions are hunting and golf. He was 
chairman of Pittsburgh’s United 
Fund drive in 1959. 

Love wag named chairman of a 
new Executive Committee of 
Chrysler on July 27 this year, when 
L. L. Colbert stepped out as board 


Heater-Core Plant Closed 


CLEVELAND.—Bishop & Bab- 
cock Mfg. Co. has closed its auto- 
motive heater-core plant here in 
order to gain capital for additional 
investment in its electronics busi- 
ness, according to Edward L. Mayo, 
president. 





chairman and president. A month 
later, Love wrote all shareholders 
to the effect that the company was 
operating satisfactorily under the 
new arrangement of an Executive 
Committee of directors teamed with 
Townsend as president. 

Love’s letter, on “Chairman, 
Executive Committee” stationery 
said there was no need to name 
a board chairman or chief execu- 
tive officer. 

In Cleveland on the night of 
Sept. 6, at Chrysler’s national press 
preview, a pair of nightclub comics 
led the assemblage in a chorus 


wy 


ae = ‘ 
of “Love Makes the ‘Vorlg Go% 
Round.” | 
The next day, at a press ques. 
tion session, Townsend repeated] 
shied away from defining Love's 
precise role in corporaic affairs 


Many newsmen were lef! with the 
impression, rightly or wrongly, that 


Love was chief executive in actual. 
ity if not in title. 
* * * 
. night of Townsend’s Press 
bout in Cleveland, Ne vberg ap- 


peared at a Chrysler dealer protest 
rally in Chicago and made some 
general remarks about “gToping” 
at the top of his old company, 


Two weeks later, the board mot! 


in New York for the first time| 
since Colbert quit in July, 
Whatever uncertainty had exig. 
ed over management by committee 
was ironed out with the adoption 
of the chairman-president setup, 


Volpato Cited by Chrysler 

CHICO, Calif.— A. Volpato, Ine, 
(Imperial-Chrysler-Plymouth) hag 
been presented the Chrysler Corp, 
Quality Dealer Award, A. R, Vol 
pato, president, accepted the award 
from Jim Bell, representing the 
Chrysler - Plymouth regional office 
in San Mateo. 


eeeeeeeeeeseeeie 
sMRLAARARRLALAL ATT 


New 65 HP Simca ‘5’ with 5-bearing cranksha 


Forget all your old ideas about economy cars. This is the new 
standard of comparison. Simca ‘5S’ outperforms anything within 


hundreds of dollars of its new price. 


Quite a claim? Sure. But Simca ‘5S’ can conclusively prove it in 
a 5-minute Showdown Drive. You can immediately SEE, 
FEEL and HEAR the 5 great differences between Simca and 


other good economy cars: 


1) New 65 HP engine developes far more hill-climbing and 


passing power. 


2) New 5-bearing crankshaft (exclusive in Simca’s field) 


means minimum vibration and smoother, quieter driving 


3) New centrifugal oil filter cleans more efficiently, reduce 


engine wear, requires fewer oil changes. 


faster, surer. 


4) Oversize brakes (bigger than most compacts’) stop Sim@ 


5) Finer finish and finer vinyls assure more luxury and col 


Yet there’s no sacrifice in economy: Simca ‘5’ still 
marvelous mileage out of every gallon of gasoline. 


fort for 5 people, not just 4. 
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Sales Conditions in Various Areas ... 





Louisv ille White and Pontiac, 2; Comet, Stu-| 4; Jaguar, 4; Morris, 4; Peugeot, 

ton Seieetiie de- debaker, Volkswagen and Diamond| 4; DKW, 3, and miscellaneous, 6. 

New-car dealers in Saunas ad T, 1. New-truck registrations totalled 

livered 1,296 autos * ual L677 —A. W. WILLIAMS | 786, compared with 570 the previ- 
pared ae in July ’ H os ous month. 

in August, ivom ouston By makes, they were: Chevrolet, 

Ford continued to lead in sales 308; Ford, 302; International, 95; 


with 429, followed by Chevrolet, 
320; Rambler, 104; Plymouth, 89, 
and Pontiac, 65. Volkswagen was 
the top-selling imported car, with 
Sather August new-car registra- 
tions: Buick, 65; Oldsmobile, 40; 
Dodge, 37; Comet, 33; Mercury, 15; 
Renault, 14; Cadillac and Chrysler, 
11; Lincoln and Triumph, 5; Saab, 
Simca, 4; Austin-Healey and Met- 
ropolitan, 3; Imperial, Volvo and 
Morris Minor, 2; Fiat, Hillman, MG, 
Studebaker, Sunbeam, Willys and 
Checker, 1. . : 
Commercial-car sales in Louis- 
ville and Jefferson County in Au- 
gust totalled 126. Registrations by 
makes follow: Ford, 64; Chevrolet, 
34; International, 17; Mack, Dodge, 


New-car registrations in the 
Houston area totalled 4,313 in 


August, compared with 3,891 in 
July. 
By makes, registrations were: 


Chevrolet, 913; Ford, 707; Falcon, 
563; Oldsmobile, 202; Comet, 189; 
Pontiac, 175; Volkswagen, 171; Cor- 
vair, 160; Buick, 159; Rambler, 142; 
Cadillac, 104; Plymouth, 102; Tem- 
pest, 86; Valiant, 73; Buick Special, 
70; Dodge, 62; Chrysler, 60, and 
F-85, 57. 

Mercury, 40; Renault, 38; Lan- 
cer, 29; Austin-Healey, 26; Lin- 
coln, 26; Studebaker, 26; MG, 19; 
Triumph, 16; Volvo, 15; Mer- 
cedes-Benz, 12; NSU, 10; Metro- 
polt:ttan, 8; Willys, 8; Simca, 
7; Datsun, 5; Vespa, 5; Hillman, 


GMC, 30; Dodge, 22; White, 7; Ken- 
worth, 3; Willys, 3; FWD, 2; Mack, 
2; Autocar, 1; Diamond T, 1, and 
miscellaneous, 2, 
—Rusy FENOGLIO 
* + 


a” 
Clevelan 

August new-car sales in the 
Greater Cleveland area totalled 
5,289, compared with 5,866 for July 
and 6,295 in August a year ago. 

By makes, registrations were: 
Chevrolet, 1,078; Ford, 864; Falcon, 
512; Comet, 394; Buick, 317; Cor- 
vair, 308; Rambler, 302; Pontiac, 
301; Oldsmobile, 248; Dodge, 216; 
imports, 213; Mercury, 119; Plym- 
outh, 118; Valiant, 104; Cadillac, 
91; Chrysler, 36; Studebaker, 30; 


Lincoln, 22; Imperial, 10, and 


Checker, 6. 


—SANFORD MARKEY 
ey eae 


Denver 

New-car sales showed an increase 
in August in comparison with the 
same month of last year. Denver 
dealers sold 1,956 new cars in 
August as against 1,042 in the same 
month of 1960. Truck sales also 
increased with 361 new trucks sold 
in August as compared to 207 of 
August last year. 

In the first eight months of this 
year local dealers sold 12,932 new 
Cars and 2,154 new trucks; in the 
same period of 1960, 13,841 cars and 
2,088 trucks, 

New-car sales in August by 
make: Chevrolet, 384; Ford, 289; 
Corvair, 199; Falcon, 161; Ram- 
bler, 140; Pontiac, 102; Oldsmo- 
bile, 97; Buick, 96; Plymouth, 96; 
Dodge, 76; Comet, 55; Mercury, 
42; Cadillac, 41; Studebaker, 25; 
Chrysler, 21; Lincoln, 8; Metro- 
politan, 5; Checker, 2; Imperial, 2. 

Foreign-car sales by make; 
Volkswagen, 31; Volvo, 16; Renault, 
12; MG, 10; Triumph, 8; Austin- 
Healey, 7; Mercedes-Benz, 7; Vespa, 
7; Fiat, 4; Porsche, 4; English 
Ford, 2; Citroen, 1; Daimler, 1; 
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—and arresting new profit and price structure! 


3 . « \* . 
It’s easy to see Simca means business! Simca’s 
hot only here to stay; Simca is out to achieve record penetra- 
tion of the economy car market. We’re backing up this great 


hew automobile with a sound 4-point sales program: 


1) Improved parts and service availability. 


9 “py 9 . ° . ° ° 
«) “Key Dealer” distribution in major markets. 


3) Greatly strengthened field organization. 


4) Stepped-up advertising and merchandising support. 


It all adds up to an outstanding opportunity for Simca dealers. 


Want full details? Get in touch today with Pete Nunez, General 
Manager, U.S. Simca Sales, Chrysler Motors Corporation, 
Box 1688, Detroit 31, Michigan. 


SIMA 'S: 


the economy car that skimps ONLY on gas 
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Jaguar, 1; Morris, 1; Saab, 1; Sun- 
beam, 1, 

New-truck sales by make: Ford, 
104; Chevrolet, 80; Dodge, 61; Inter- 
national, 43; GMC, 32; Brown, 8; 
Volkswagen, 7; Willys, 6; White, 
4; Mack, 3; Timpte, 3; Coleman, 1; 
Clement, 1; Divco, 1; Kenworth, 1; 
Peterbilt, 1; American, 1; English 
Ford, 1; Haulette, 1; Miller, 1; Toy- 
ota, 1. 





—Ira ALEXANDER 


New Orleans 

New-car registrations in New 
Orleans for August totalled 1,733, 
compared with 1,643 in July and 
1,863 in the like period last year. 
Truck sales totalled 212, as against 
212 in July and 288 for the corres- 
ponding period of last year. 

New-car sales by makes were: 
Chevrolet, 394; Ford, 267; Falcon, 
177; Volkswagen, 104; Oldsmobile, 
102; Rambler, 94; Pontiac, 89; Cor- 
vair, 81; Chrysler, 66; Comet, 56; 
Plymouth, 52; Buick, 41; Mercury, 
35; Studebaker, 28; Valiant, 25; 
Simca, 25; Cadillac, 24; Dodge, 21; 
Lincoln, 9; DKW, 7; Imperial, 4; 
Mercedes-Benz, 4; Metropolitan, 4; 
Vauxhall, 4; MG, 3; Austin, 3; Tri- 


umph, 3; Volvo, 3; Toyopet, 2; 
Jaguar, 2; Fiat, 2, and Morris 
Minor, 1. 


Truck sales by makes were: 
Ford, 67; Chevrolet, 55; Interna- 
tional, 27; GMC, 10; Volkswagen, 7; 
Mack, 4; White, 3, and Dodge, 2. 

—GorDON HEBERT 
* * ok 


Birmingham, Ala. 

Registrations of new cars in Bir- 
mingham, Ala., totalled 1,140 in Au- ~ 
gust, compared with 1,272 in July. 
Sale by makes follow: 

Austin, 2; Buick, 64; Cadillac, 29; 
Chevrolet, 276; Chrysler, 17; Comet, 
29; Continental, 4; Corvair, 82; 
Dodge, 28; Falcon, 154; Ford, 140; 
Imperial, 2; MG, 3; Mercury, 24; 
Metropolitan, 4; Morris, 2; Oldsmo- 
bile, 74; Plymouth, 35; Pontiac, 75; 
Rambler, 45; Renault, 2; Saab, 2; : 
Studebaker, 2; Triumph, 5; Valiant, 
24; Vespa, 2; Volkswagen, 8; Volvo, 
2, and miscellaneous, 4, 


—Srtuart RIpp.e 
ed + oe 


Detroit 

New-car and new-truck sales reg- 
istered small decreases in Wayne 
County (Detroit) during August, 
according to the monthly report 
from the Detroit Auto Dealers Assn. 

The car total was 9,326, compared 
with 9,446 in July and 10,598 in Au- 
gust of last year. Trucks dipped 
to 507 from 526 the previous month 
and 575 in the same month a year 
ago. 

The car breakdown by makes: 
Chevrolet, 1,913; Ford, 1,817; Falcon, 
769; Corvair, 495; Comet, 442; Pon- 
tiac, 412; Mercury, 349; Plymouth, 
338; Rambler, 326 (including 132 
Americans and 15 Ambassadors); 
Cadillac, 302, 

Oldsmobile, 291; Buick, 280; Val- 
iant, 199; Volkswagen, 168; Renault, 
166; Dart, 156; Thunderbird, 142; 
Tempest, 138; Special, 127; Chrysler, 
104; Lancer, 103; F-85, 51; Lincoln, 
46; Triumph, 27; Simca, 25; Lark, 
23. 

Corvette, 19; Metropolitan, 15; 
Fiat, 9; Volvo, 9; Dodge, 7; Impe- 
rial, 7; Austin-Healey, 7; Sunbeam, 
7; Willys, 6; MG, 6; Mercedes-Benz, 
5, and miscellaneous, 20. 

Ford led Detroit’s August truck 
sales with 236. Chevrolet had 137; 
International, 37; GMC, 32; Dodge, 
30; Willys, 12; Mack, 3; White, 3, 
and miscellaneous, 17. 


Opens Plymouth Valiant Deal 

MISSOURI VALLEY, Ia. — Jack 
Farmer, former general sales man- 
ager for Briley Motors, Omaha, has 
opened a Plymouth-Valiant dealer- 
ship here. 
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TURNINGS ... 


Cadillac Moves Closer 
To Full Brake Overhaul 


By Joseph M. Callahan 


Engineering Editor 
See ee introduction of a dual-braking system for 
1962 almost completes a 100 percent overhaul of this 
car’s brakes in the past three years. 


“Almost” is used here be- 


cause considerable brake 
work is still under way at Cadillac, 
with further improvements being 
planned for next 
year. Also, the 
brake linings are 
the one compon- 
ent in the system 
that haven’t been 
changed since 
1958. 

Deserving much 
of the credit for 
the renovation of 
this braking sys- 
tem is Bruce Ed- 
sall, the division’s 





J. M. Callahan 





staff engineer for brakes, transmis- 
sion, prop shaft and rear axle. He 
not only shepherded these changes 
through the development process, 
but he also had the desire and abil- 
ity to sell them to management— 
something Many good engineers 
don’t or won’t do. 

The dual or split-braking sys- 
tem consists of a dual-type pow- 
er-brake master cylinder with 
separate pistons and brake-fluid 
reservoirs for both front and 
rear wheels. 

Should a rupture in the hydraulic 
system occur at either the front or 


the braking system at the opposite 
end of the car, so that there will 
be at least two-wheel braking at 
all times. 

Ordinarily, a break in the hy- 
draulic lines anywhere in the car 
causes the immediate loss of all 
fluid, leaving the car completely 
without brakes. 

No American production car has 
had such a system before, although 
Rambler is offering the same ar- 
rangement on its 1962 cars. 7 

* * ed 
CCORDING to Cadillac officials, 
they initiated development of 
this system for cars with two of 
their suppliers, GM’s Delco Mor- 
aine Division and Bendix Products. 
After the system reportedly was 
developed, Bendix then offered it 
to other auto makers and Rambler 
bought it. Cadillac will use units 
supplied by both Delco Moraine 
and by Bendix. 

Over the years various types of 
split safety brakes have been 
used on school buses and, to a 
lesser degree, on trucks, The big 
factor in the adoption of this sys- 
tem was the willingness of the 
two car makers to pay the added 
cost. 

Discussing the dual braking sys- 
tem, Edsall said it was definitely 


rear, a floating piston will isolate' not new and that patents on it go 











Moraine Unit— 


The new Delco Moraine power brake 
unit that is used in the 1962 Cadillac. 
Dual braking is provided by the separate 
fluid reservoirs and pistons, left. 

* ok a 
back to 1937. Cadillac did extensive 
work with another supplier on a 
similar system but rejected it be- 
cause other characteristics of the 
brakes were compromised and be- 
cause it was more costly. 

A feature of this system is that 
the driver quickly senses that part 
of his braking system has failed 
because the pedal travel increases. 
If the rear brakes fail, the car will 
still have 67 percent of its normal 
braking. If the front brakes give 
out, the car will retain 50 percent 
of its regular braking. 

When asked if there was suffici- 
ent need for such a dual braking 





““Our 20-ad Yellow Pages program promotes every phase 
of our business!’’ says W. W. Wallwork, Jr., Vice-President, 
W. W. Wallwork Fargo, Inc., Fargo, North Dakota. ‘‘We oper- 
ate in an area where many people are moving in and out. 
To let this transient population know who and where we are, 
we depend on our Yellow Pages advertising. The Yellow 
Pages also attracts 15% of all our customers for auto and 
truck rental. To bring in welding equipment business, we 
depend on our listing under the Airco trade-mark!” 
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Yellow Pages 
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ae 


Display this emblem. it builds your business! 


Display ad (shown reduced) runs 
under AUTOMOBILE DEALERS — 
NEW CARS. Call the Yellow Pages 
man at your Bell Telephone Busi- 
ness Office to plan your program. 








W. W. WALLWORK 
FARGO, INC. 


Authorized 


Sales & Service 


DIAL AD 5-7373 


820 NP AV FARGO 














~ 
system, engineers at boti Cadillac 
and Rambler said that anybody J 
who has had an accident cr a near. | 
accident because of a failtire of the 
hydraulic system will de‘ nitely he § 
for it. 
* * * 
N A WAY, Cadillac needs such 
a system less than other Ameri. 
can cars because its parking brake 
generally considered the best on 
United States cars, is a true aux. 
iliary brake and could easily take 
over in an emergency. 1: can be 
pumped and used to stop the cap 
many times just like regular 


brake. 
This brake, introduced in 1969, 

is a vacuum-released unit that 
releases as soon as the engine ig 
started up and the car is put in 
gear. A measure of this brake’s 
efficiency is that Edsall recom. 
mends that owners Periodically 
uSe this brake to stop in traffic 
just to familiarize themselves 
with it should the regular brakes 
fail. 
Actually, there have been few 
failures of brakes on new Cadillacs 
in recent years, but failures do oe- 
cur sometimes after 40,000 to 50,009 
miles. 
The parking brake was improved 
for 1962 by the use of a new dia- 
phragm which gives better releas- 
ing action and more positive lock- 
a * * 


Brake Engineer— 


Cadillac 
calls attention to the new dual braking 
unit. 


Bruce Edsall, staff engineer, 


* * * 


ing. It also features a suspended 
vacuum booster which has its own 
reservoir. 

The 1962 Cadillac also has larger 
hydraulic cylinders at the four 
wheels. This permitted lowering 
the brake pedal by about % of an 
inch and considerably reduced the 
chance of a driver’s foot getting 


hooked on the brake pedal when § 
moving from the accelerator to , 


eats eee ee , 


brakes. A lower pedal also makes 
for easier left-foot braking. 
cm co * 


g ast year, Cadillac changed al- 
most its entire front brake, in- 
cluding new finned drums and new 
backing plates, The previous year 
the division came out with finned 
drums in the rear and automatic 
brake adjusters. 

Commenting that finned drums 
double the heat capacity of regu- 
lar drums, Edsall said “few 
drivers realize that they put a 
heck of a lot of heat into 4 
brake by snubbing their brakes 
on an expressway. 

“This heat rises with the square 
of the speed. For example, a driver | 
who snubs his brakes to quickly) 
cut his speed from 55 to 40 miles 
an hour, almost pours as much § 
heat into his brakes as a ct a 
who panic stops at 40 miles ay 
hour.” i 

He added that this type of +i 
pressway snubbing was worse in 4 
way than panic stopping at 90 miles 
an hour because a certain amount § 
of time must elapse before the car 
again reaches 90 and some cooling 
can be accomplished during this 
time. ; 
Told that Chevrolet officials said) 
they eschewed self-adjusting 
brakes because these brakes lock-} 
ed up after a reversal when the 
drums are hot, Edsall said that this® 
was the first thing that Cadillac 
examined when the self-adjuster 
came up for consideration. 


However, he said that for some™ 
reason this has not happened, pS} 
sibly because the brake shoes &§ 
pand at the same rate as the drums 
do. Edsall added that this might be 
true if aluminum drums were used. 
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Satisfied 
customers! 


Complete. 
satisfaction 
with GMAG 
service has 
broug 

millions of 
buyers back to 
General Motors 
Dealers who 
offer it. 


GMAC 


» | GENERAL MOTORS ACCEPTANCE CORPORATION | ¢ 


TIME PAYMENT 


PLAN 


Available to General Motors Dealers in 
CHEVROLET - PONTIAC « OLDSMOBILE 
BUICK + CADILLAC new cars and used 
cars of all makes 
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Coming 
Events 


%& Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 


Dealer Conventions 


Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn.,_ Chalfonte Haddon-Hall Hotel, 
Atlantic City. F 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 5-6—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


962 
%& June 14-17—Michigan Automobile Deal- 
ers Assn., Grand Hotel, Mackinac Is- 
land, Mich. 
Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 


egas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
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Alabama, Montgomery, Ala. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

ny 6-8—Idaho Automobile Dealers Assn., 

otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Letterbox 


Assn., Sheraton-Portland Hotel, Portland. 


Wao Ao = 


Omaha. ‘ 
“lube, amen ne "Right now the prices in this lot are low—the boss 
is calling it a disaster area." 


ier adie on Automobile Dealers “Turning Down Business ee Fe 
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Worcester, Mass.—Sidney Dorfman; Youngstown—Stephen L. Ritz. Oct. 5-15—Paris Auto Show, Paris, France. 


FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser; Brussels, Bel-| % Oct. 7-22—Texas State Fair Auto Show, 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; Dallas. ; Lease Deals Rapped 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle;| Oct. 10-14—West Essex Lions Club Auto 
Paris—Henry Altimus; Sydney, Australia—H, Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— Show, West Orange Armory, West I thought you, and perhaps some 
Orange Armory, West Orange, N. J. of your readers, might be interested 


James Montagnes; Vancouver, B. C.—F. H. Fullerton. n 
Oct. 14-18—Milwaukee Auto Show, Arena, |to know how we feel and react to 


Exhibit Hal dM i a 
Halls, sainctieeee. ay See Sere the propositions made to us by 
Oct. 18-22—New England International | some of the fleet leasing and rental 


Auto Show, Commonwealth Armory, companies 
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Boston. 
Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. Oct. 18-28—London Auto Show, London, Attached you will find a copy of 
England. our reply to an offer made to us, 


AUTOMOTIVE EW LAT RM le Han! i 
: : AUTOMOTIVE N Ss P FO Oct. 19-2I—Long Beach Auto Show, Pine and hundreds of other dealers. 


{_ |. Fair and equitable contracts between manufacturers and dealers in Avenue, Long Beach, Calif. : 
motor vehicles, parts and accessories; ~ Pare ne ~, pie In our reply to this particular 
veloped area OF the YW. WW. Robin: | offer, we have stated a small part 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


son Pasadena store. F 
Oct. 26-Nov. 5—Los Angeles Automobile of our case. In doing so, and 


Show, Pan Pacific Auditorium, Los An- turning down the business, we 
geles. 

Oct. 28-Nov. 5—Southern Automobile Ex- may have lost one, or perhaps, 

ponte, Merchandise Mart, Charlotte, 100 new deliveries, But, I am sure 

«~ ‘ fh that our factory, as well as our- 

Oct, 28-Nov.8—Turin Auto Show, Turin, selves, realize that only by sound 








Italy. . 
Caps Uu | e Comm en t Nov. %9-12—Autoworld Auto Show, Public business policies and pricing that 
Hall, Cleveland reflect a fair return on our in- 


Nov. 11-18—Philadelphia Auto Show, Grand vestment can we hope to make 


Exhibition Hall of the Trade and Con- . 
pavention Center, Philadelphia. our new-car franchises profitable. 
ov. I1-18—Pittsburgh Auto Show, Hunt : j 
National Guard Armory, Pittsburgh. We are certain that many leasing 
companies offer a dealer a much 


Nov. 13-18—Denver Auto Show, Denver : _ 
Coliseum, Denver larger profit than this particular 


Nov. 19-26—Kansas ‘City Auto Show, Kan- | one, Most of the others, though 


New-car prices for 1962 will approximate those of the 
previous model year, early factory announcements reveal. 


A remarkable feat in view of rising labor and material 
costs. 


it ; : * 
- ° * ew. Six cs Annual Imported Car | higher, still do -_ reflect the reg 
eos Show, Brooks Hall, San Francisco. a which the dealer is entitled. 
everal weeks of marathon bargaining and the loss| Nov. 24-Dec. 3St. ‘Lou's Auto Show, St. eo : . 
ers ; 8 & SP ane ae idee And it is to the dealers that ap 
of valuable production, General Motors and the UAW have s fxs ag pease the leasing companies, and 
Jan. 7-9—Fort Worth Auto Show, Will ermit their merchandise to be 
finally agreed on a new three-year contract. Rogers Exhibit Bldg., Fort Worth, | “prostituted,” that I appeal now. 
Jan, 26-28—Birmingham Auto Show, Muni- There is no reason why the new- 


It seems a pity that labor bargainers should sit on their 


cipal Auditorium, Birmingham, Ala. 
Feb. 2-7—Greater Miami Auto Dealers | car dealer should not ask for and 


hands for 152 weeks before getting down to brass tacks 
° Assn., Dinner Key Auditorium, Miami. receive a gross profit high enough 
in the final four weeks. ‘Sr ioe Show, |to reflect a profit on each sale. 
* * * Feb. 28-March 3—International Automotive | After all, the rental company must 
Service Industries Show, Navy Pier, Chi- quote rates to their customers 


based on the cost of the car, plus 


Makers are giving heed to dealer demands for profit relief 
the expenses, and a profit to them- 


cago. 
March 22-25— Pacific Automotive Show, 


through floor-planning and parts-discount aids. 4 Memorial Coliseum, Portland. mie : — : ‘ 
) pril 11-13—Canadian Automotive Service | selves. By obtaining a fair markup, 

Well and good, but let’s hope dealers are smart enough Show, Canadian National Exhibition | the rental companies will quote 
(Continued on Page 65, Col. 1) rates high enough to give us the 


to hold onto it. 


* * * 


Victor Holt jr., executive vice-president of Goodyear, 
has been elected chairman of the Auto Industries Highway 
Safety Committee. 

The AIHSC has had a long, successful life; here’s wish- 
ing it even more success in the future. 
* * * 


New Orleans dealer association has formed a committee 
to improve the image of both the auto dealer and auto 


salesman. 
This is a never-ending battle, but the rewards can be 
well worth the time. 


The Big Stories 


36 Years Ago—1925 
A gasoline war between independents and large corporations 
dropped the price of gasoline to 12.9 cents a gallon, the lowest in the 
city’s history . . . The Wisconsin Legislature was asked to increase 
the speed limit on highways from 30 to 40 miles per hour, and in 
cities from 15 to 25 MPH. 


20 Years Ago—1941 
American farmers operate one-sixth of the nation’s car fleet— 
driving 4,731,159 automobiles—and 98 percent of these are used for 
purposes connected with earning a living, a survey by the Automobile 
Manufacturers Assn, disclosed. 


10 Years Ago—1951 

Although Nebraska state law stated that directional signals on the 
rear of a car can be used instead of hand signals, an Omaha judge 
ruled such lights are not enough as he awarded damages to a woman 
who collided with a car using only directional lights to signal a turn. 


* * * 


More than 200 friends feted Claude Klugh upon his retire- 
ment after 36 years as general manager of the Pennsylvania 
dealer group, and welcomed Ed Parkinson as his successor. 


Here’s to a job well done, Claude; welcome aboard, Ed. 








price we must get. Furthermore, 
the customer of the rental company 
may think twice before leasing in- 
stead of buying. 

We hope that dealers will look 
over their costs more carefully be- 
fore granting such large discounts 
to any group that has power to put 
us out of business. — Epwar lL 
Burns, president, Leeds Lincoln- 
Mercury, 989 Broad St., Newark 2, 
N. J. 

” * * 
McCoy to Bow in ’62? 

The translation of the Daimler- 
Benz automatic transmission de- 
scription was by me, but some slob 
loused it up with worse English 
than mine—so please do not blame 
me. 

The 300-SE won’t remain the big- 
gest Mercedes-Benz. The big old 
300 is still in custom production 
and I would not be surprised if 
1962 sees a real $10,000 McCoy. (For 
the Daimler-Benz translator: This 
is not the name of the car, but an 
American expression.) — Georce L, 
GuaserR, Frankfurt, Germany. 

* * * 


Chicago Assn. Rapped 


Page 70 of your Sept. 18 issue 
contained an item on the [Illinois 
Sunday-closing law which seems to 
have missed the point. 

The CATA (Chicago Automobile 
Trade Assn.) has done the auto- 
mobile business in the Chicago area 
a serious injury. 

Can’t you smell the rea] reasons 
behind their action? At the moment 
they are a little confused since they 
advertise dealers are closed while 
their members continue to adver- 
tise they are open. Fe 

Someone’s thinking is a little © 
fuzzy.—Epwarp J. StepHANi, Nickey 
Chevrolet, 4501 Irving Park Rd, 
Chicago 41, IIl. 

a * * 


Discount Dilemma 

I am enclosing a letter which I 
thought might interest you. 

Isn’t it something for a company 
to advertise that they can give you 
20 percent off on a Valiant, Corvair 
or Falcon when a dealer gets 21 
percent off our factory list price?— 
SACRAMENTO DEALER. 

(Eprror’s Note: The letter re 
ferred to was from Air Travelers 
Credit Card, Inc., Hollywood, 
Calif. It offered card-holders “a 
5 percent discount on almost 
everything you buy” and men- 
tioned an additional 15 percent 
discount on new cars.) 
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everybody wants It... 
Galaxie’s got it! 


When Galaxie pioneered its revolutionary serv- 
ice-saving program, people everywhere sat up 
and took notice. The people who buy cars—and 
the people who build ’em. 


Now everybody in the business is trying to get 
on the band wagon—but Galaxie built the band 
wagon. Ford Dealers were first with the cars 
beautifully built to be more service-free. You’re 
still way ahead with them. 

“We'll be seeing you only twice a year for 
regular maintenance.”’ Those are your parting 
words to a Galaxie buyer—and make a mighty 
pleasant farewell. 


One of the big reasons he bought the car was 
to get rid of the time-consuming, money-consum- 
ing 1,000- and 2,000-mile service interval. Now 
that he’s on a twice-a-year schedule, he’s more 
likely than ever to bring his car back home for 
service. It doesn’t involve much time—and he’s 
been saving money as he drives. Why not bring 
the car back to the man who knows Fords best? 


Once more, for 1962, you have the features of 
the future now—while the others are still trying to 
catch up. You’re in a position to make the biggest 
promise in the business. And you’ve got 5 billion 
owner-driven miles to back up that promise. 


Ford Division backs you best! 


PRODUCTS OF ( Za) MOTOR COMPANY 





When the nation’s motorists turn the key... 

... they'll agree. The new ’62’s act better. Look better. Feel better 
to drive than cars of any year. In fact they’re stepping out with more 
power per pound than any in history! 

If the new cars feel better, it’s largely because firms who supply parts 
to Detroit—working with Kaiser Aluminum —helped make each car 
lighter with aluminum. 


Aluminum engines dump the weight. Ten per cent of the 1961 cars 
have aluminum engines. You will see more of them in future cars. 
One reason: the first big die-cast aluminum engine blocks—result 
of a ten-year die-casting development program by a casting supplier, 
assisted by Kaiser Aluminum. 


A new feel in driving 


These aluminum engine blocks can dump out as much as 200 pounds 
overall weight and bring other advantages of durability, cool run- 
ning, and high production rate. Adding to’ a growing list of other 
aluminum parts—from transmission housings and brakes to hun- 
dreds of small items—aluminum engines are creating a lighthearted 
new breed of cars. 

Trim new metals. One of the major contributions for ’62 is victory 
in the search for dent-resistant-aluminum for trim. The suppliers of 
trim guided development and factory tests of a new alloy—Kaiser 
Aluminum Alloy 5252. In the new cars Alloy 5252 delivers impact 
resistance and appearance comparable to more costly metals. Uses 
the same fasteners. Eliminates rust along trim edges. And knocks off 
still more dead weight. 





starts here! 


In each part where aluminum makes a debut in 62, it brings light- 


ness, economy, performance .. . helps create a new feel in driving. 


Kaiser Aluminum is pleased to be at the heart of this trend. Our 
plant on the Ohio River, at Ravenswood, West Virginia, serves 
Detroit as the nearest fully integrated aluminum development and 
production center. 

For experienced assistance in any automotive engineering problem 
that involves aluminum, contact Kaiser Aluminum Automotive 
Industry Division, IBM Build- 
ing, Detroit 2, Michigan. Tele- 


KAISER 
phone TRinity 3-8000. 0 0 0 


ALUMINUM 
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Watch Kaiser Aluminum’s salute to lighthearted *‘LOW CALORIE CARS” 
See Indianapolis winner Rodger Ward take the driver’s seat for a thundering 
television message up to 170 mph. He'll be showing millions the advantages of 
lighter weight in beautiful “low calorie cars” —the slim, trim new 1962’s! 


On “SFOLLOW THE SUN” Sundays, ABC-TV (Channel 7 in Detroit) 
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They Pay All of Truck Outlet’s Overhead ... 





Parts, Service Foot Steiner Bills 


By William Francois 
Staff Correspondent 

HUNTINGTON, W. Va.— Parts 
and service pay all of the overhead 
at the truck outlet of R. F. Steiner 
& Co. (Chrysler-Plymouth-Interna- 
tional-GMC), and 75 percent of the 
business is from repeat customers. 

These are significant facts for 
any truck dealer to ponder, but 
they loom especially important 
when the firm’s mushrooming 
business is compared with new- 
truck sales. 

The 36,000 square feet of working 
area for Steiner’s truck operations 
is literally bursting at the seams 
because of the demand for service 
and parts, but new-truck sales are 
not much greater than they were in 
the 1930s. 

On April 5, 1934, Bob Steiner 
signed an International truck con- 

tract. In 1936 the firm sold 146 new 
trucks and, during the next four 
years, an average of two trucks 
were sold each week. 

Last year 135 units (much larger 
ones than those sold in the ’30s) 
were sold, representing about one- 
fourth of all new-truck sales in 
Cabell County. 

“The profit margin in new-truck 
sales is very small now,” Steiner 
noted. “We used to make more 
gross profit on a $1,000 sale in the 
1930s than we do now on a $4,000 
sale. In those days we only sold 
at list prices, except in cases of 
fleet orders. 

“Overlapping dealerships and 
failure to sell at list prices are the 
two big problems today. In fact, I 
think a person would be foolish to 
go into the truck business now 
because of the low margin of 
profit.” 

In spite of this statement, the 
Steiner truck deal is operating 
profitably. Why? Because of its 
service and parts departments. 

General Manager William Turn- 
bull said many large truck opera- 
tors buy their vehicles at fleet 
prices outside the Huntington area 
and, in fact, quite a few maintain 
their own service department. 

Yet Steiner’s has been able to 
adapt to these new conditions 
which confront all dealerships, not 
only adapt, but profit from these 
changes. 

“Any truck dealership today 
must be a diversified one,” Turn- 
bull said. In addition to Interna- 
tional and GMC, Steiner also han- 
dles Trailmobile trailers, Thomas 
school-bus bodies, the Heil line, 
and almost all kinds of allied 
equipment, such as winches, fifth 
wheels, saddle tanks, etc. 

“But even if we plugged every 
gap we could think of,” Turnbull 
added, “there still would be others 
that we’d miss—because of diversi- 
fication.” 

For this reason, he said, Steiner 


* * * 





Machine Shop— 


The machine shop, with its lathes and 
drill presses, represents an investment of 
more than $100,000 at R. F. Steiner & 
Co.'s truck dealership in Huntington, W. 
Va. The shop provides fast service which 
means customer satisfaction, a company 
spokesman said. 


works closely with distributors, 
such as Baker Equipment Co, If 
a special body is needed, for ex- 
ample, Steiner calls upon this spe- 
cial engineering firm. 

The only subletting is occasional 
frame-straightening jobs. These are 
handled by one of two Huntington 
firms. The rest of the work is done 
by Steiner’s. 

A customer buying at Steiner’s 


New Light Diesel 
Uses 150 Pounds 


Of Aluminum 


PITTSBURGH, — A new light- 
weight diesel engine, utilizing more 
than 150 pounds of aluminum, is 
putting passenger-car speed and 
agility into some of the nation’s 
largest tractor-trailer combinations, 
according to Aluminum Co, of 
America, 

Built by Caterpillar Tractor Co., 
the new Cat Model 1673 utilizes alu- 
minum for housings, pistons, pres- 
sure vessels, bearings, brackets, 
fasteners and piping. 

Use of aluminum removes at least 
250 pounds of otherwise “dead” 
weight, said George E. Herrman, 
Alcoa transportation sales manager. 

By “force-feeding” air to the 
six-cylinder, four-cycle engine, Cat- 
erpillar extracts more horsepower 
from a smaller diesel without sacri- 
ficing longevity, Herrman said. 

At altitudes up to 7,500 feet (half 
again the elevation of mile-high 
Denver)—where gasoline and na- 
turally-aspirated diesel engines are 
“breathless” and logy—the new die- 
sel performs with sea-level effici- 
ency, he added. 

An aftercooler, mounted with the 
turbocharger, reduces the com- 
pressed air temperature from 330 
to 200 degrees, which in turn pro- 
vides a good density level for more 
efficiency, Herrman said. 

The engine weighs slightly more 
than a ton, but it is built to power 
loaded rigs weighing more than 37 
tons, he added. 





often outlines the kind of job a 
truck must do and leaves the selec- 
tion of equipment to the dealer. 

As an example, Steiner told of 
one customer who came to the 
showroom, 

“We talked about fishing and 
golf for a few minutes,” said 
Steiner. “At the very end of our 
conversation, the customer said, 
‘Get me six tractors and eight 
trailers.’ The type of equipment, 
along with optional gear, was left 
up to the dealer. 

“This illustrates the importance 
of customer confidence in a dealer- 
ship—and I’ve never violated such 
a confidence in all the years I’ve 
been operating. It would be foolish 
to tear down what it’s taken years 
to build up—for the sake of a few 
dollars.” 

This is the reason that 75 percent 
of his business is in the “repeat” 
category, Steiner said. 

“This is the key that unlocks the 
door to future sales, not only of 
trucks but of parts and service as 
well,” he added. 

Next to customer confidence is 
service, he continued. “The two go 
hand-in-glove, for service is a firm’s 
biggest asset,” he said. “But know- 
ing this and providing it are two 
very different things. Service here 
involves three major ingredients: 
The parts department, the unit ma- 
chine shop, and a well-trained staff 
of mechanics.” 

The parts department is oper- 
ated as a separate entity, but it 

is vital to good service. Parts 
Manager Emerson Burgess said 
there are 13,000 different items 
on inventory valued at more than 
$100,000, compared with the 1934 
inventory of less than $500. 

Yet the current inventory is smal- 
ler than those carried in recent 
years. There are two reasons for 
this, Burgess said. 

“The first is that large inventories 
tie up capital and badly needed 
space. Secondly, availability of 
parts has been speeded up through 
regional centers. For example, 
Steiner’s can get overnight service 
from one parts manufacturer in 


Distributor Works with Dealers ... 


Know Costs— Or Else! 


By Donald M. Lyons 
Staff Correspondent 
INNEAPOLIS. — “Unless the 
distributor begins to recognize 
his costs more clearly, he’s going 
to find himself out of business,” 
Stanley C. Olson, secretary-treas- 
urer of Chas. Olson & Sons, Inc., 
body and equipment distributor, 





has several different types of dem- 
onstrators. 

Chas. Olson & Sons seldom 
makes a direct sale; orders usu- 
ally come from a dealer. The 
dealer furnishes the basic truck 
and the Olson firm adds to that 
truck. 

Meetings are held with salesmen 


told Automotive News. “Sales costs} of dealers as often as they want 
are extremely high, and the pricing} them, Olson declared, 


structure is very bad.” 

Chas. Olson & Sons, which has 
been in business for 71 years, dis- 
tributes truck equipment such as 
bodies, hoists and buses in Minne- 
sota, North Dakota, South Dakota 
and western Wisconsin. The firm 
also does some manufacturing 
which is limited to the utility field. 

It specializes in manufacturing 
bodies, winches and diggers, in 
fact anything which might be- 
come a part of a utility vehicle 
for a power or telephone com- 
pany. Distribution is a supple- 
ment to its own manufacturing. 


Olson pointed out that his firm|} 


definitely needs its dealers and the 
company works very closely with 
them by assisting them with their 
prospects. As part of its sales pro- 
motion, the firm will work out a 
load distribution chart which shows 
how the acceptable weight is dis- 
tributed over the axles of a truck. 
* * * 


HE firm also works with dealers 
on developing demonstrators. It 





Wednesday Closings Voted 


CLIFTON, N. J.—The Passaic 
County Automobile Dealers Assn. 
has voted to close at 6 p.m. on 
Wednesday, according to Henry 
Fette, president. On other days 
dealerships will be open from 9 
a.m. to 9 p.m., he said. The only 
exception to the Wednesday closing 
will be new-car introductions which 
fall on that day, Fette added. 


“We can’t do it often enough,” 
he emphasized. 

The company has 15 salesmen in 
the Upper Midwest. Some head- 
quarter outstate and some in Min- 
neapolis. The firm, however, does 
not have a showroom here. 


Row on Row of Truck Parts— 

Hundreds of drawers are used to catalog and store small items in the parts depart- 
ment of the truck outlet of R. F. Steiner & Co., Huntington, W. Va. Elsewhere there 
are large shelves or racks for larger pieces of equipment. 


Big Time-Saver— 

While the truck-service department at 
R. C. Steiner & Co., Huntington, W. Va., 
uses all of the latest electrical equipment, 
this 3,000-pound hydraulic crane is one 
of the shop's big time-savers. The mobile 
unit can easily lift out engines, trans- 
missions and other heavy pieces. 


Columbus, and two-day service 
from another at Flint. And even 
this timetable can be speeded up, if 
necessary, by using air express. 

“We have less inventory now, 
but we give faster service,” Turn- 
bull said. 

Steiner’s inventory is kept up to 
date by means of a master card file 
which shows every piece of equip- 
ment or part on hand, how many 
of the same items there are, the 
dates when each item is sold, etc. 

If an item hasn’t moved in a 
certain period of time—usually 
six months—it is discontinued so 
that storage space can be used 
more effectively. A red flag on an 
inventory card quickly shows the 
parts manager that the stock is 
depleted and should be reordered. 

It is this kind of efficiency which 
causes fleet operators, who have 
their own service department, to 
turn to Steiner’s for parts. And 
volume is important in the profits 
picture. 

While a well-run parts depart- 
ment is essential to a dealership, 
highly qualified mechanics are just 
as important if a truck outlet in- 
tends to provide the kind of service 
that will keep customers in the 
“repeat” category. 

Finding them is a king-sized 
headache, Turnbull said. Since 
skilled truck mechanics are hard to 
find, the next best thing is to keep 
the good ones you’ve got, and 
Steiner’s has been able to do this, 
he added. 

Of the 12 mechanics, three have 
been at Steiner’s from 12 to 14 
years, and one for 18 years. The 
average is 8 to 10 years. 

The 12 truck mechanics, unlike 
auto mechanics, are paid on an 
hourly basis. 

“We're one of the few dealerships 
in the area who still pay on an 
hourly basis,” said Turnbull. “The 
reason we do this is because of 
the technical knowledge required by 
these men. 

“For example, one mechanic may 
remove a transmission and take it 
to the unit repair shop, where a 
specialist will work on it. Then it 

® * * 








te, 


goes back to the first mechanic 
again for installation. Because of 
this type of operation, we've stayeq 
away from the flat rate.” 

About five years ago, Steiner useq 
two shifts in the truck-service de. 
partment. But the night shift has 
been discontinued. Instead, three 
mechanics are on call for emerg. 
ency service around the clock, 

“This emergency service works 
out fine,” Turnbull said. “We dis. 
continued the night shift because 
our good mechanics didn’t want to 
work those hours. Consequently a 
lot of work done on the second 
shift came back to us the next 
day.” 

All mechanics average 48 to 
50 hours a week, which means 
they get plenty of overtime, ac- 
cording to Floyd Musser, service 
manager. Musser, who’s been with 
Steiner for 22 years, said all of 
them periodically go to special 
schools. 

“Not three months goes by that 
we don’t send one of them to 
school,” he said. 

Ten-speed transmissions and 
complicated differentials are part 
of the reason for this. It costs 
Steiner about $3,000 a year to pay 
the cost of transportation, board 
and room for these mechanics, 
Turnbull said. 


“But it has to be done if mechan- 
ics are going to know what’s going 
on,” he added. 

The machine shop is the third 
important ingredient in the service 
provided by Steiner. Its lathes, drills 
and other equipment represent an 
investment of more than $100,000. 
Its chief contribution is speed of 
service, said Turnbull. 

“Instead of jobs being delayed 
for a day or two, repair work can 
be done in the shop,” he added, 
“This means a faster turnover and 
better utilization of existing space.” 

A fourth ingredient, however, is 
missing. The firm recognizes the 
need for followup, but so far the 
rush of other jobs has kept 
Steiner from instituting it, Turn- 
bull said. 

Steiner’s Chrysler-Plymouth out- 
let does a good job of followup. The 
service department is constantly 
checking with customers, remind- 
ing them that work should be done 
on brakes, etc. 

“Truck operators need fewer re- 
minders because their equipment 
must be kept in good condition,” 
the general manager said. “Break- 
downs are expensive. But at the 
same time, a truck dealership 
should have a followup system.” 

Incentives also are important at 
Steiner’s. For example, the parts 
manager has three men and a 
woman working for him. They sell 
thousands of dollars in parts each 
month other than those used by the 
service department. 

In fact, outside sales account for 
60 to 70 percent of total volume. 
The department is on a quota basis. 
If the quota is met, the parts man- 
ager receives a monthly bonus. He, 
in turn, sets up an incentive sys- 
tem for his employes. 

The same is true for the serv- 
ice manager, who makes arrange- 
ments for incentives for the me- 
chanics. The three truck salesmen 
are paid a base salary each 
month, plus percentage of sales. 

“The reason for the base salary,” 
Turnbull noted, “is that truck sales- 
men must do many things which 
won't lead to immediate sales, but 
which eventually will bring us busi- 
ness.” 

In addition to percentages based 
on sales, salesmen also are eligible 
for cash bonuses, “something to 
keep their interest in high gear,” 
he added. 

Finally, Steiner rarely shows its 
new trucks in the showroom. 

“Ninety percent of our sales are 
on orders, since most of the trucks 
we'sell are in the 18,000 to 65,000 
GCW class,” the genera] manager 
said, 

“People buying trucks are more 
interested in performance than they 
are in looks—and that’s how we 
sell them.” 

For this reason, the inventory of 
new trucks is very small, he said, 
much smaller than the 30 vehicles 
that used to be displayed in the 
showrooms back in the 1930s. 


Jones Motors Opens 


PUEBLO, Colo.— Bill Jones 
Motors (Volkswagen) has moved 
inte its new building here at 
Bonforte and US-50. 


1 
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Moving the Tradeins.. . 


Accent on Rebuilding 
Helps Truck Dealer 


By Martin L. Whitmyer 
Staff Writer 

WARREN, Mich.—Operating in 
a territory that includes more than 
half of Michigan, 10 counties in 
Ohio and 12 counties in Indiana, 
Detroit Divco Truck Sales, Inc., 
here does just as much business in 
the used-truck market as it does 
in the new-truck field. . 

Since it operates in a special- 
jzed field — principally the dairy 
industry —the dealership prob- 
ably has a better opportunity to 
sell used units. In addition, since 
most of the trucks are independ- 
ently owned, it means more serv- 
ice business for Detroit Divco. 

Officials of the dealership have 
found through experience that 
many times it serves both the pros- 
pective customer as well as Detroit 
Diveo to completely rebuild a 
tradein, rather than just do the 
minimum work necessary to put 
the truck back on the road. 

So, the result is that Detroit 


Diveo rebuilds tradeins to the ex-| 


tent that most of its used trucks 
are “98 percent new mechanically” 
when they are sold, said Stacey R. 
Fultz, vice-president. 
Approximately 75 percent of the 


trucks taken in on trades are Div-|} 


cos, said Fultz, with the others 
“junked out.” Since the majority 
of trucks turned out by other mak- 
ers have little or no use in the 
dairy industry, Fultz said, 

“We take them in when neces- 
sary at a minimum allowance and 
wholesale them immediately. Often, 
the dealership tries to get the cus- 
tomer to rid himself of his used 
vehicle in some other manner.” 

Once the tradeins has been ac- 
cepted, however, it takes about 
two weeks for it to be completely 
rebuilt, Fultz said. Since the deal- 
ership’s service department is 
not too busy in the mornings— 
that’s when the milkmen are on 
their deliveries and cannot bring 
their trucks in for service—this 
time is used for rebuilding trade- 
ins. The afternoons then are used 
in servicing trucks brought in 
for maintenance. 





service is offered round-the-clock 
to the dairy industry. The service 
department, however, is open from 
5 a.m. to 7 p.m, daily, Fultz said. 

Carrying a $75,000 parts supply 
and only five minutes from the 
Diveco factory, the dealership can 
offer quick service for any Divco 
product dating back to 1938, Fultz 
said, “which is something very few 
truck dealers can do today.” 

The dealership has a “within 60- 
days” turnover on parts, which 
grosses Divco Detroit in the neigh- 
borhood of $500,000 a year. 

Detroit Divco’s used-truck busi- 
ness extends to just about every 
section East of the Mississippi and 
in many cases is furthered by ad- 
vertisements in the various trade 
journals in the dairy field. Direct 
mai: also is used in contacting for- 
mer customers. 

In most cases, the buyer will 
* x 





Parts Delivery Helps Divco's Business— 

A truck which Divco operates out of Detroit accounts for better than 10 percent of 
the dealership annual parts business. The company has a “within 60-days” turnover 
on parts, which grosses in the neighborhood of $500,000 a year. Here an employe fills 


Actually, however, emergency! a parts order somewhere in the field. 





That’s Reason for Its Success, Owner Says .. . 


Inland Truck Is “One-Stop’ Deal 


By Janet F. Wallace 
Staff Correspondent 

SPOKANE—Inland Truck & 
Diesel Co. believes it owes its posi- 
tion of leadership in dealer opera- 
tions in the Spokane area to the 
fact that it is a one-stop sales and 
service organization. 

“We do our own body and serv- 
ice work,” said O. P. Martin, 
owner. “Our company carries the 
most complete stock of parts for 
GMC gas and diesel trucks in the 
Northwest, and also parts for 
many other makes of trucks.” 
Great emphasis is placed on 

Service. The large service depart- 
ment is equipped to build a truck 
from the ground up, said Martin, 
and “in the Northwest this type 
of service is extremely important, 
as anyone who has seen the dev- 
astating results of a logging truck’s 
rollover can testify.” 

Inland places heavy emphasis on 
replacement engines in the V-6 and 
V-12 GMC line, gas and diesel. The 
Service department handles _half- 


N. Y. Dealers Provide 


835 Teen Trainers 


ALBAN Y.—New York State 
auto dealers provided 835 prac- 
tice driving cars to public high 
schools throughout the state for 
use in driver education courses 
during the 1960-61 school year. 
This announcement was made 
today by James Clarkeson, presi- 
dent of the New York State Auto- 
mobile Dealers Assn. 

He also reported that of the 
Cars made available, 436 were 
loaned to public schools free of 
charge by the dealers. These cars 
had a total value of $1,109,184. 


ns 








ton to 20-ton highway haulers, plus 
specialized custom-made rigs for 
off-highway operation. They are 
equipped for frame and body work. 
Few service departments can 
offer such a comprehensive ability 
to work such a wide range of 
equipment, Martin claimed. Service 
calls for emergency repairs and 
parts come from an area 250 miles 
in breadth. Emergency 24-hour 
Service is available, he said, and 
in extreme cases parts sometimes 
are flown in by charter planes. 


Buyers come from Montana, 
Idaho, Oregen and Washington 
for rebuilt trucks, often to spe- 
cial specifications. 

‘Insurance companies are good 
customers because they know that 
Inland prices are right and that 
the work will be guaranteed,” Mar- 

tin said, 

Under Sales Manager Bob Don’s 
guidance, the used-truck merchan- 
dising program is simple. All 
trucks are reconditioned before 
being placed on the lot. Only those 
which are practically ready for sal- 
vage are sold “as is,’ and are so 
represented, Don explained. Guar- 
antees are given under an adver- 
tised “triple guarantee” label, he 
added. 

Martin has established his firm 
as “truck headquarters” through 
advertising it as such. Practically 
all classified advertisements carries 
this slogan. Inland employs an 
agency to plan, supervise and pro- 
duce advertising for the firm, an 
unusual policy among truck retail- 
ers in this area. 

Salesmen share in the profits 
on each deal on a “washout” 
basis, Martin said. Payment is 
made on sales of truck bodies 
and every accessory or item of 









































come to Warren to pick up the 
truck, but the dealership, at the 
cost of the buyer, will deliver a 
truck anywhere in the United 
States, Fultz said. 

The result has been that De- 
troit Divco sells about 300 used 
trucks a year, or just about on 
par with the same number of 
new trucks sold, Fultz said. All 
rebuilt trucks are guaranteed to 
anywhere from 30 to 90 days de- 
pending on how extensive a re- 
building job has been done. 
Detroit Divco keeps a good sup- 

ply of both new and used trucks 
on hand at all times, Fultz said, 
and also offers “loaners” to drivers 
who leave their trucks at the deal- 
ership for service. 

In addition to its main office 
here, the dealership has a branch 
in Detroit and has working agree- 
ments with 25 independent garages 
in the metropolitan Detroit area. 

The dealership also operates a 
truck which delivers parts to cus- 
tomers, dairies and their subdealers 
in the firm’s trade territory. 

Patricia Nicol is president of the 
firm, which employs 30 persons, in- 
cluding four full-time salesmen. All 
except one of the salesmen have 
been with Detroit Divco since its 
founding in 1952. General manager 
of the firm is Remi Carion. 






equipment sold with the truck, 
since this company does many 
“tailor-made” jobs to fulfill every 
type or request for special equip- 
ment. Two outside parts repre- 
sentatives travel constantly 
throughout the four-state sales 
territory. 

All rebuilt engines, gas or diesel, 
are run in on the Clayton Dyna- 
mometer, backing up guarantees 
and allowing for adjustments to be 
made to attain maximum engine 
efficiency, Martin said. 


Credit Union Seeks 
Truth-in-Lending 
Law in Kentucky 


LOUISVILLE. — The Kentucky 
Credit Union League has announc- 
ed its plans to sponsor truth-in- 
lending legislation in the 1962 Gen- 
eral Assembly. 

A spokesman said the bill would 
require all sellers of credit to in- 
form the purchasers of the amount 
of finance charges in dollars and 
cents, and would make it obligatory 
for the sellers to state the true 
credit costs in terms of simple an- 
nual interest. 

Both requirements would have to 
be fulfilled before a cash loan could 
be made or before the credit trans- 
action could be completed, the 
spokesman said. 

“Our point is that we are not 
so much concerned with the rate 
of interest being charged as with 
the fact that the public has no 
knowledge of the true annual cost 
of credit, and he should be entitled 
to that information,” he added. 






A new feel 
in driving 
starts here 


These suppliers helped make the new '62 cars trim, light and 
powerful with Kaiser Aluminum: 


Aluminum Specialty Company 
Anderson Bolling Mfg., Co. 
Bright-O, Inc. 
Carter Carburetor Div. of Ace Industries, Inc. 
Central Metal Products, 
Division of Zenite Metal Products 
C. Cowles & Company 
C. M. Hall Lamp Company 
Croname, Inc. 
Detroit Engineering & Machine Co. 
Detroit Gasket & Mfg. Co. 
Doehler-Jarvis Division of National Lead Co. 
Douglas & Lomason Co. 
Eaton Manufacturing Company— 
Stamping Division 
The Electric Auto-Lite Company 
Electro-Chemical Engraving Co., Inc. 
Firestone Steel Products Co. 
The Fox Company 
General Motors Corporation Divisions: 
A. C. Spark Plug 
Brown-Lipe-Chapin 
Central Foundry 
Chevrolet Flint Mfg. 
Delco Appliance 
Delco Radio 
Delco-Remy 
Guide Lamp 
Harrison Radiator 
Rochester Products 
Ternstedt 
The Harrington & King Perforating Co., Inc. 
Hayes Industries, Inc. 
Hamill Mfg. Co., Inc. 
Jervis Corporation 
Kelsey-Hayes Co. 
Keystone Metal Moulding Co. 
Light Metals Corporation 
Lescoa, Inc. 
Lincoln Engineering Company 
Division of the McNeil Machine & Engineering Co. 
Lobdell Emery Mfg. Co. 
Metal Products Division of Thompson Industries, Inc. 
Mirror Aluminum Company 
Namco Division of Hayes Industries, Inc. 
National Decorated Metal Company, Inc. 
Northern Engraving & Mfg. Co. 
Peters Stamping Co. 
Primeweld Corp. 
Rogers Industries, Inc. 
P. R. Mallory & Co., Ine. 
Ryerson & Haynes, Inc. 
Schlegel Mfg. Co., Inc. 
Stamping Division—Chrysler Corporation 
The Standard Products Co. 
Tassell Hardware Co. 
Wagner Electric Corporation 
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Dealers, Factories Optimistic .. . 





Million Trucks Due in ’62 


leg truck industry is optimistic 

E gee 1962. It could just be the 
year that the industry hits its 
magic number, one million sales in 
the domestic market. 

Factory officials look for the 


under way in truck sales to roll 
on into 1962. Truck dealers are 
never quite as optimistic as fac- 
tory officials but many of them 
see a good truck year ahead. 

Probably one of the most opti- 


pickup which is now getting | mistic estimates of 1962 prospects 








Stake Body Starts Final Trip— 


A fork lift moves a completed flat-rack stake body from the truck-body building area 


behind Lambert Co., Ltd., 


Los Angeles, to the bed of a truck inside the company's 


garage, where Se installation is completed. 
, 


Aggressiveness Held a Must 
In Truck Retail Field 


By William Carroll 
West Coast Editor 


LOS ANGELES.—“In order to get 
truck business, the dealer has to set 
up a truck department, then get be- 
hind it and push,” said Charles S. 
Lambert, vice-president, Lambert 
Co., Ltd., and manager of its Truck 
Equipment Division. 

“With a reasonable stock of 
trucks, a good truck manager and 
knowledgeable salesmen, the deal- 
er will get profitable business.” 

Lambert heads what is reported 
to be the largest truck-equipment 
company in the United States. 
Founded in 1914 as a garage by 
Ira and Roy Lambert, the company 
specialized in truck conversions 
from the beginning. 

By 1930 it was distributing trans- 
missions, axles and universal joints. 
Today there’s an acre of property 


Chevy Men Primed 
For Diesel Debut 


Reps, Salesmen 
Intensively Schooled 


7. YOU were going to introduce 
diesel power to your truck line 
for the first time and you didn’t 
want to make the mistake of sell- 
ing trucks not properly engineered 
to the job they were being bought 
to do, how would you go about it? 

Chevrolet, in the introduction of 
diesel power to the line, realized 
that too many dealers and sales- 
men, who had never had intimate 
contact with diesel power truck op- 
eration, looked upon all diesel en- 
gines as being powerful workhorses 
that could do unbelievable jobs, 
that all they had to do was to sell a 
diesel and the power requirements 
would take care of themselves. 

But the truck men at Chevro- 
let knew this to be a fallacy. 
They knew that diesel power 
must be matched to the job just 
as any other type of power and 
because of each engines limita- 
tions and the longer life ex- 
pectancy that the buyer would 


(Continued on Page 25, Col. 1) 





at 1202 E. Olympic Blvd., where 
mechanics install and service most 
equipment used by the trucking in- 
dustry. 

The Truck Equipment Division is 
estimated to gross nearly $2 million 
a year, about 75 percent of which 
is done through truck and car-truck 
dealers. The Southwest truck after- 
market is estimated to be in excess 
of 500,000 units, more trucks than 
New York, Detroit and Chicago 
combined. 

Six Lambert Truck Division 
salesmen cover all of Southern 
California, Mono and Inyo coun- 
ties (hidden in the Sierra Neva- 
das) and the Southern portion of 
Nevada. 

Salesmen work on a guarantee, 
which is taken from earned com- 
missions. They service 40 prime 
truck accounts at least once a 
month, and frequently visit some 
300 other car-truck dealers who 
move a fair number of units. 

A special salesman covers the field 
with a Holmes Wrecker demonstra- 
tor. There are an estimated 140 
Chevrolet, 130 Ford and 120 miscel- 
laneous truck dealers in the area. 
Greatest attention is paid to dealers 

(Continued on Page 26, Col. 1) 


was made by E. N. Cole, Chevrolet 
general manager, when he said he 
looks for 1,150,000 truck sales next 
year. He expects Chevy trucks to 
account for 400,000 of those sales. 

Ford iooks for truck sales to be 
at or near the one-million level. Lee 
A. Iacocca, Ford Division general 
manager, has pegged 1962 truck 
sales at 950,000 or more. The divi- 
sion hopes to make one-third of 
those sales, noting that it has been 
successful this year in boosting its 
market penetration. 

OK * ok 
labo into specifics, Iacocca 
looks for the division to double 
its sales of diesel trucks in the 
weight classes from 26,000 pounds 
GVW up. 

Some time after Iacocca made 
his comments on total sales, James 
O. Wright, group vice-president in 
charge of Ford’s car and truck di- 
visions, used the figure one million 
when discussing truck sales. He 
said sales in the domestic market 
in 1962 “should be in the 950,000- 
to-one-million range.” 

In recent comments, Frank W. 
Jenks, president of International- 
Harvester, has not forecast sales 
for the coming year. He noted 
that sales of heavy-duty models 
picked up as business conditions 
picked up and that the outlook 
is for continued improvement. 

Industry sales for 1962 should ex- 
ceed one million and “could total 
as many as 1,150,000,” according to 
Calvin J. Werner, GMC’s general 
manager. 

“GMC expects to account for 
more than 90,000 truck sales in this 
expanding market,” he said. 

James Beattie jr., general sales 
manager at Willys, said he expects 
total truck sales next year to reach 
975,000 units. 

cS * * 


‘Very Big Truck Year’ 

T WHITE in Cleveland, the out- 

look is for the rest of 1961 to 
be good and for “a very big truck 
year” in 1962, White noted that 
some of those who have been post- 
poning truck purchases for some 
time are now coming into the mar- 
ket. The backlog at White is large 
and the company expects it to 
grow. 

At Dodge and at a number of 
other factories, they aren’t mak- 
ing predictions on the size of fu- 
ture markets. However, P. N. 
Buckminster, assistant general 
manager of Dodge, has stated 
flatly that he expects the truck 
market to continue growing. 

Buckminster said Dodge expects 
to share in this increase in the 
truck market by increasing its 

service to its customers. 

Studebaker-Packard has a new, 





aggressive marketing program de- 
signed to help dealers boost Stude- 
baker’s share of the truck market. 
* * * 
NE barometer of the optimism 
in truck dealerships was an 
AUTOMOTIVE NEws survey of dealers’ 
views on the truck market for the 
rest of this year, Just over 67 per- 
cent predicted that truck sales in 
the second half of this year will 
top the first-half total. 

The dealers were particularly op- 
timistic about the outlook for sales 
of heavy-duty trucks. Many dealers 
look for this rising trend in total 
truck sales to carry over into next 
year. 

Rising sales through the last 
half of this year could push the 
year’s total sales to more than 
850,000 units. A slow first half 
gets the blame for cutting down 
this year’s sales total. 

However, the first half had its 
good points as well. Probably the 
biggest news in the first half was 
the rise of the compact truck. Sales 
of these trucks have helped the 
light end of the truck business to 
withstand the first-half sales slide. 
In a declining market, the light 
classifications have declined less 
than the industry as a whole. 

Unfortunately for the body and| 


P 








Top Trucks 


*—New-truck registrations for seven 
months, plus 26 states for August. 


1961 ea 
Pos, Make 
1—181,782 Chevrolet 201, 73 1 
2—175,156 Ford 177,539— 9 
3— 65,266 Internat.  70,483~ 3 
4— 40,628 GMC 50,922— 4 
5— 24,434 Dodge 26,933— 5 
6— 16,571 Willys 17,492— 6 
7— 8,134 White 9,791— 4 
8— 5,517 Mack 7,231— 8 
9— 3,383 Studebaker 3,163— 9 
10— 1,130 Diamond T  1,718—19 
11— 526 Brockway 706—11 
20,869 Misc. 27,767 
Total All Makes 
543,396 595,223 


Further details on Page 68. 
*—Connecticut not included, April through 
duly. 





equipment distributors and manu- 
facturers, the largest numerical 
loss in sales in the first half 
occurred in the mediu m-weight 
range but reports from dealers in 
the field indicate that there has 
been increased buying interest in 
these and heavy units. 

Part of this activity can be laid 

(Continued on Page 27, Col, 1) 


Truckin’ 


by Jack Weed 


VERY survey made on truck|a couple men of like integrity and 


dealers and equipment distribu- 
tors this year has shown a positive 
trend back toward trying to sell 
bodies and truck equipment at a 
profit. More and more truck dealers 
report an increasing number of dis- 
tributors in their area has shown 
a desire to work closely with them. 


Likewise, more body and equip- 
ment distributors report an in- 
creasing number of truck dealers 
who are trying to hold some of the 
plus profits that can be gained on 
these essential items to aid their 
truck sales gross. 

But like practically all other 
businesses, there are still limited 
numbers of each type of outlet 
who think they must be able to 
offer these items at a disastrously 
low price in order to get the sig- 
nature on the dotted line. 

This condition has prevailed 
twice before in the truck end of 
the business. Fortunately for the 
industry, there has sprung up an 
influence that has accelerated the 
return to sounder policies. 

Right after we got back into 
truck production in 1945, two men 
deserved great credit for getting 
the industry back on its profitable 
feet again. The industry can use 


dedication right now. 
* * * 


Dealer First 

T THAT time the late Donald 

Myers headed the Truckstell 
Organization, perhaps one of the 
largest and most successful body 
and truck equipment distributing 
organizations the industry ever 
had. 

Don and his associates, many of 
whom are still in the business, 
made it a hard and fast rule that 
no distributor would sell behind a 
truck dealer’s back and that the 
dealer would be paid a commission 
on every sale regardless of whether 
the dealer or the distributor made 
the sale. 

Many a truck dealer was most 
surprised to get a check from a 
Truckstell distributor for his 
profit on the sale of a piece of 
equipment that went on a truck 
he had sold, when the dealer had 
only asked the distributor to con- 
tact the buyer on the deal. 

Among some of these stalwart 
associates of Don Myers at that 
time and who are still heading 
their same companies are John 
Groenier, of Axle and Equipment 

(Continued on Page 51, Col. 1) 





2,000 Expected at 14th Convention and Exhibit in Chicago . . . 


T'BEA Sessions to Stress Selling Know-How 


NOW-HOW TO SELL” is the 

theme of the 14th annual con- 
vention and exhibit of the Truck 
Body and Equipment Assn., Inc., 
being held Oct. 2-4 in Chicago’s 
Sherman Hotel. 

T. M. Wilson, chairman, said 
speakers will cover such subjects 
as how to buy materials, how 
and what to build and how to 
sell quality, service and oneself. 
More than 2,000 executives, engi- 
neers, designers and purchasing of- 
ficials of truck-body manufactur- 
ers, distributors, suppliers, fleet op- 
erators and truck manufacturers 
are expected to attend. 

There will be more than 100 ex- 
hibitors who will display their 





products in nearly 200 exhibit 
booths. 

The exhibitors include manufac- 
turers of truck chassis and bodies, 
winches, hoists, elevating tailgates, 
dump bodies, school-bus bodies, 
snowplows, refrigeration equip- 
ment, truck-body hardware, reflec- 
tors, mirrors, truck signals, paint 
products, power takeoffs, speed 
reducers, emergency lights, truck 
seats, bumpers, and producers of 
aluminum extrusions and _ sheet 
products, high-strength steel prod- 
ucts and steel-alloy products, 

ok * o* 
ILSON said “Know-How to 
Sell” was chosen as the theme 
because know-how “can build 


stronger ties throughout the indus- 


try, can build a better market, can| duPont, will speak at the Oct. 3 § 


Steel Corp., and Dr, R. B. Davis, 


build better public relations and| session, discussing various uses of 


will build bigger profits.” 

The Oct. 4 session will feature 
three fleet operators who will 
discuss consumer reaction to cur- 
rent truck bodies and equipment, 
and give their ideas on what fleet 
requirements will be in the fu- 
ture. 

Stanley C. Lore, United States 
Steel Corp.; G. H. Klouman, Armco 


TRUCK NEW PRODUCTS 


PAGE 54 











steels, paints and protective coat 
ings in the truck body and equip- 
ment industry. 

Dr. Robert Harvey Bodine, Pe- 
oria, Ill., is to give the keynote ad- 
dress today (Oct. 2), while Dr. 
Kenneth McFarland, special Gen- 
eral Motors lecturer, will deliver 
the theme message, “Know-How to 
Sell.” 

Wilson said the exhibits wiil be 
open for a total of 13 hours, 
about 4% hours each afternoon 
for the three days. 

The activities will come 

(Continued on Page 24, Col. 1 
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| £pecial-Body Need 


Continues Strong 


eee: 


| 





In Sales 


i< body makers have wor- 
at times lest the truck 
put them out of business 


Tried 


makers ; 
py taking over their function. Some 
have even hinted at the need for 


antitrust action against the mak- 
oP" However, according to industry 
sources, there will always be op- 
portunities for special body build- 
ers who use imagination and ef- 
ficiency in meeting the needs of 
haulers. 

The body builders take the prod- 
uct of the truck makers—the chas- 
sis or the tractor—and turn it into 
an economical hauling device to do 
a specialized transportation job. 


OMPLAINTS have centered 
C around the forward-control, 
Metro-type bodies, also called route 
vans and junior vans, and some 
have been upset by the action of 
GMC in authorizing a standard 
dump body from one maker. 

Yet others contend that the so- 
called “standard special” bodies 

do not fill the needs of special 
users. These demand bodies are 
designed to meet their specialized 
needs. 

Some observers see tied in here 
the whole challenge of the truck 
business—that of solving the trans- 
portation problems of users. 

* * ok 

eee truck salesman must have 

specialized transportation 
knowledge and imagination as well 
as sales ability. He must talk the 
language of the trucker and know 
how to fit out the best combination 
of transportation equipment to 
meet his needs. 

Outstanding truck dealers rec- 
ognize this and provide adequate 
compensation and opportunity to 
their salesmen. Others give away 
the discount they should earn on 
the equipment and find them- 


Big Stock Lures 
Impatient Buyers 
To Ivy Center 


By Robert H, Brown 
Staff Correspondent 

THENS, Ga. — When a truck 

buyer wants a truck, he is pret- 
ty much like anyone else—he wants 
it yesterday. 

Since 1957, J. Swanton Ivy, Inc. 
(Dodge), has tried to meet that 
requirement of the buyer. It’s not 
uncommon for Ivy to stock be- 
tween 100 and 150, or even 200, 
trucks—all kinds of them, of 
every type normally used in the 
workaday world. 

J. Swanton Ivy has the nickname 
of “dean of truck dealers.” Besides 
operating a Dodge passenger-car 
dealership in downtown Athens, he 
has the truck center on the edge 
of the business district at 154 W. 

Hancock St. 

Whenever dealers meet, they get 
to know Ivy, for he’s usually some- 


where around telling them that |. 


when they need a truck in a hurry 
to come to him. 
ok OK of 

THE major portion of the com- 

pany’s business is done with 
other dealers. The average retailer 
cannot carry the big assortment 
that he carries and because the 
customer wants something in a 
hurry, and can’t wait, the answer 
is for the dealer to contact Ivy. 

“It takes about six weeks for 
& dealer to get a truck from the 
factory,” Ivy says. “Often it is 
impossible for the customer to 
wait because he has a job to do 
in a hurry, He wants that truck 
now. The dealer doesn’t have it. 
So he comes to us, knowing that 
we have a big stock.” 

Over the years the wholesaling of 
trucks has played an increasingly 
important part of Ivy’s business. 
Trucks have been sold to dealers 
as far away as Wyoming. 

The truck center covers six acres 

(Continued on Page 22, Col. 3) 


Challenge 


selves unable to adequately com- 

pensate a good truck salesman. 

They substitute cut prices for 
knowledge and service. 

The answer, according to indus- 
try men, is for recognition that the 
solution to the basic industry prob- 
lem lies not in cut prices but in 
accelerated training of salesmen, 
mechanics and service managers 
to do a better job of equipping the 
truck right in the first place and 
then following through with accu- 
rate analysis of the user’s service 
troubles and speedy service. 





Six-Man Custom-Builf Cab— 


The six-man cab is the big seller among custom bodies built by Scott Chevrolet's 
truck department, Oklahoma City. This cab and other custom units are built by Scott 


for all makes of trucks. 
a 





6-Man Cabs for All Makes Is Scott Chevrolet’s Big Seller ... 





Truck Dealer Builds Bodies, Too 


By L. H. Houck 
Travelling Correspondent 

OKLAHOMA CITY.— The truck 
department of Scott Chevrolet has 
developed a custom body building 
operation which contributes to the 
more than $100,000 monthly parts 
and labor sales volume, 

The Scott truck body has been 
sold in every state and has been 
installed on virtually all makes 
of trucks. Many new units sold 
by Scott include the new body 
because of the economic savings 
possible for the user who needs 
it. 

The body consists mainly of six- 
man cabs for everything from 

pickups to the big ones. The rea- 
son for six-man cabs is that it 
usually saves the owner another 
truck and driver. 

Utility companies, pipeline con- 
tractors, general contractors and 
oil companies use these units be- 
cause they can send the truck plus 
the entire crew. Most trucks pro- 
vide only space for two or three 
in the cab. The six-man Scott cab 
is especially valuable in winter and 
bad weather providing shelter and 
comfort, 

Scott’s body and truck depart- 
ment also builds special sleeper 
cabs for all makes of trucks, and 
is equipped to handle almost any 
kind of custom-body building job. 

These special units are sold 
directly to truck owners in this 
area but also are available to 
truck dealers anywhere in the 
country. 

R. T. Scott heads Scott Chevro- 
let, which does an annual business 
of about $7 million, including car 
sales, service and parts. 

The main dish at Scott Chevrolet 
is service, which promotes a high 
volume in truck sales, A card file 
of customers is kept in a special 
service room. These 8,000 cards, 
representing that many customers, 


* * * 





8,000 Names— 


R. T. Scott, left, owner of Scott Chevro- 
let, Oklahoma City, and Roy Fisher, service 
manager, check over records in the card 
file containing the names and vehicle his- 
tories of 8,000 customers. 


!can be pulled out at the ring of 


the telephone, giving the service 
department the history of the cus- 
tomer, his vehicles and previous re- 
pairs made. 

Roy Fisher, service manager, 
said this knowledge of the cus- 
tomer makes it easier to suggest 
the proper service, make recom- 
mendations according to the miles 
driven and the age of the vehicle 
and indicates to the customer that 
the Scott service department knows 
more about the vehicle than the 
owner. 

This service is particularly val- 
uable to the truck department, 
where service and parts costs are 
as important as economical main- 
tenance. 

Scott’s parts and labor sales 


average $100,000 per month, and 
of that customer labor runs 
about half. 

Since the truck and body depart- 
ment started building special bod- 
ies, six-man cabs and revising ex- 
isting new and used trucks for 
special operations or to better suit 
the job of the owner, it has become 
one of the most profitable depart- 
mental operations. 

“Another factor in this depart- 
ment has helped us, too,” R. T. 
Scott told Automotive News. “It‘ is 
that this business has been ac- 
quired and increased each year 
mostly by word-of-mouth adver- 
tising, and this kind of talk about 
Scott Chevrolet has enhanced our 
public image of being service- 
minded.” 





Suppliers’ Guide 
For Dealers 
Air Brakes 


Bendix-Westinghouse 
Frank-Dewey Co. 
Kelsey-Hayes 
Midland-Ross 

Sealco Air Brake 
Wagner Electric 


e 
Aluminum Bodies 
Alf-Herman 
Anthony Co, 
Baughman Mfg. 
Boyertown Body 
Brown Div. (Clark) 
Converto Mfg. 
Daybrook Equip. Div., 
Young Spring & Wire 
DeKalb Comm. Body 
Divco Truck Div. 
Dorsey Trailers 
Fruehauf Trailer 
Galion Allsteel Body 
Gar Wood Ind. 
Gerstenslager Co. 
Heil Co. 
Hercules Steel Prod. 
Koening lron Wks. 
Lyncoach & Truck 
Marion Metal Prod. 
McCabe-Powers Body 
Morrison Steel Prod. 
National Body 
Olson, J. B. E. 
Ontario Equip., Inc. 
Orrville Body 
Perfection Steel Body 
Proctor-Keefe Body 
Swift Body 
Trailmobile 
Unisteel Body 
Wells Cargo 


Ambulance Bodies 
Armbruster & Co. 
Automotive Conversion 
Boyertown 
Franklin Body & Equip. 
Heise Pacific, Inc. 
Highway Cruisers 
Montpelier Mfg. Co. 
(Continued on Page 45, Col, 1) 
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ALF-Herman Corp., 4400 Clayton Ave., 

St. Louis 10, Mo. 
A.M.T. Corp., 1225 E. Maple, Troy, Mich. 
American Coleman Co., Littleton, Colo. 
American LaFrance Foamite Corp., Elmira, N. Y. 
American Seating Co., 9th & Broadway, 

Grand Rapids 2, Mich. 
Anthony Co., Streator, Ill. 
Aeroquip Corp., 300 S. East Ave., Jackson, Mich. 
Armbruster & Co., Inc., 523 N. 9th St., Fort Smith, Ark. 
Ashton Power Wrecker Equip. Co., Inc., 

1701 Lafayette, Detroit 16, Mich. 
Auto Crane Co., 1214 S. Norwood, Tulsa, Okla. 
Automotive Conversion Corp., 2191 Cole, 

Birmingham, Mich. 
Automotive Industries, Inc., Owendale, Mich. 

B 


Baughman Mfg. Co., Inc., 160 Shipman Rd., 
Jerseyville, Ill. 

Bendix-Westinghouse Automotive Air Brake Co., 
Elyria, O. 

Blue Bird Body Co., P. O. Box 392, Fort Valley, Ga. 

Bostrom Corp., 133 W. Oregon St., Milwaukee 4, Wis. 

Boyertown Auto Body Works, Inc., Boyertown, Pa. 


Braden Winch Co., P. O. Box 547, Broken Arrow, Okla. 


Brown Trailer Div., Clark Equip. Co., 
Michigan City, Ind. 
Burton Supply Co., Youngstown, Ohio 


c 


Cal Corp., 2945 Coolidge Highway, Berkley, Mich. 

Canfield Tow Bar Co., 6017 E. McNichols Rd., 
Detroit 12, Mich. 

Carpenter Body Works, Inc., Mitchell, Ind. 

Central Fire Truck Corp., Manchester Rd., 
Manchester, Mo. 

Chelsea Products, Inc., Chelsea, Mich. 

Converto Mfg. Co., Cambridge City, Ind. 

Coons Custom Coach Mfg. Co., U. S. Highway 59, 
Oswego, Kan. 

Cree Coaches, Inc., Marcellus, Mich. 

Cresci & Son, Inc., A., Boulevard & Grape Sts., 
Vineland, N. J. 

Crown Steel Products, N. Main St., Orrville, O. 

Curtis Automotive Devices, Inc., Westfield, Ind. 


D. E. K. Mfg. Co., P. O. Box 135, Orrville, O. 

Dana Corp., 4100 Bennett Rd., Toledo 1, O. 

Darley & Co., W. S., 2810 W. Washington, 
Chicago 12, Ill. 

Dayton Steel Foundry Co., Dayton 1, O. 

DeKalb Commercial Body Corp., DeKalb, Ill. 

Divco-Wayne Corp., Richmond, Ind. 

Dorsey Trailers, Elba, Ala. 

Douglas Motors Corp., 1234 N. 62nd St., 
Milwaukee, Wis. 


TRUCK EQUIPMENT MAKERS 





E 
Equipment Div., Young Spring & Wire Corp., 
Bowling Green, O. 


F. A. B. Mfg. Co., 1249 67th St., Oakland 8, Calif. 
Frank-Dewey Co., Inc., 6481 Epworth, Detroit 10, Mich. 
Franklin Body & Equip. Corp., 1042 Dean St., 

Brooklyn 16, N. Y. 
Frigikar Corporation, 10858 Harry Hines Blvd., 

Dallas 20, Texas 
Fruehauf Trailer Co., 10940 Harper Ave., 

Detroit 32, Mich. 

G 


Galion Allsteel Body Co., Galion, O. 
Gar Wood Industries, Inc., Wayne, Mich., and 
Richmond, Calif. 
Gerstenslager Co., Wooster, O. 
H 


Hackney Brothers Body Co., Wilson, N. C. 
Heil Co., 3064 W. Montana St., Milwaukee 1, Wis. 
Hercules Steel Products Co., Galion, O. 
Highway Cruisers, Inc., 8117 E. Slauson Ave., 
Montebello, Calif. 
Holan Corp., J. H., 4100 W. 150th St., Cleveland 11, O. 
Holland Hitch Co., Holland, Mich. 
Holmes Co., Ernest, 2505 E. 43rd St., 
Chattanooga 7, Tenn. 
Howe Tire Apparatus Co., 1402 W. 22nd St., 
Anderson, Ind. 
Hubbard Mfg. Co., Inc., Farmland, Ind. 
Hunter Mfg. Co., 30525 Aurora Rd., Solon, Ohio 
J 


Jaeger Machine Co., 550 W. Spring, Columbus 16, O. 
Johnson Hydraulic Mfg. Co., 7100 S. Adams, Peoria, Ill. 


K 


Kelsey-Hayes Co., Romulus, Mich. 
Knapheide Mfg. Co., Inc., Quincy, III. 
Koening Iron Works, Inc., 12 Ella Blvd., 
P. O. Box 7726, Houston 7, Tex. 
Kold-Hold Div., Tranter Mfg. Co., 735 E. Hazel, 
Lansing, Mich. 
Kysor Heater Co., Cadillac, Mich. 
L 


Leland Equipment Co., Tulsa, Okla. 
Lindustries, Inc., 1041 Foch St., Fort Worth, Texas 
Long Mfg. Div., Borg-Warner Corp., 12501 Dequindre 
St., Detroit 12, Mich. 
Lundell Mfg. Co., Cherokee, Ia. 
Lyncoach & Truck Co., Inc., Oneonta, N. Y., and 
Troy, Ala. 
MM 


M. B. Corp., New Holstein, Wis. 
Marion Metal Products Co., Marion, O. 
May Brothers Mfg. Co., Inc., 21300 Eureka Rd., 
Taylor, Mich. 
(Continued on Page 45, Col, 3) 
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of ground in Athens. The grounds 
are enclosed in chain-link fence and 
out of the 100 to 200 trucks on hand, 
the desired model and size can usu- 
ally be found. 
ca o* * 

EALER contacts have been 

made through the years by 
Ivy’s attendance at dealer meetings 
throughout the South. He knows 
just about every major dealer in 
the country. He’s the first Dodge 
dealer in Georgia, having taken that 
franchise on in 1926. 

Special bodies are provided 
buyers by jobbing this work out 
through contacts Ivy has accum- 
ulated through years of experi- 
ence. 

Salesmen are kept on their toes 
with regular sales meetings at 
which customers lists are reviewed 
periodically. All salesmen are on 





Ivy Enlarges Service Facilities— 


New wing adds 1,500 square feet to service department of J. Swanton Ivy, Inc., 
Athens, Ga., while providing straight-through access. Truck at left was assembled out 
of crates by Ivy mechanics. It had been destined for Cuba, but was diverted. 


Cash in on Bonus Business 
with this New Concept 
in Rust Protection 


KENDALL 


UNDA-GARD 


The New Petroleum Base Underbody 
Protection that Means New Profits for You 


A new product that is applied at the lubrication 
lift without any special preparation ...no cleaning, 
masking or drop cloth required. Complete job in 
20 to 30 minutes ... as easy as greasing a car. 


An important part of winter car preparation, 
this low cost rust protection offers you a new service 
and profit opportunity. 


Cash in on this new bonus business by 
contacting the Kendall distributor in your area or 
sending in the coupon below. 


KENDALL REFINING COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists Since 1881 


. 
rape 


Sey 





KENDALL REFINING COMPANY 
Bradford, Penna. 


Gentlemen, 


| (©) Have your distributor call. 


Name A PR ee ANS, 


' 
i 
I 
| 
| 
Please send me complete information on Kendall Unda-Gard. 
| 
| 
i 
i 
| 
| 
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Lures Buyers Who Can’t Wait... 


Ivy Truck Center 
Deals from Big Stock 


(Continued from Page 21) 


commissions, and Ivy believes in 
seeing that they make calls. 

His son, J. Swanton jr., who has 
been associated with the firm for 
four years, says his father is a 
driver, but that’s what it takes to 
make sales. 

“He'll look at me about 9:30 in 
the morning and he’ll ask, ‘Just 
how many people have you con- 
tacted about a truck this morning?’ 
When he does that, you’d better get 
to work!” he says. 

K * ¥* 

VY salesmen are scattered 

throughout North Georgia, 
where much of the business life is 
in the production of broiler chick- 
ens. Ivy believes in keeping close 
contact with customers. 

“He has another pet theory,” 
said the son. “When anyone en- 
ters the front door he wants him 





Truck Group Told 





ae —.. # 
looked after, not 15 minutes from 

now, but right now. He says, 4 
a man comes in he has 2 reason 
for entering, so let’s find ovt why 
He can’t stand to have a visitor 
standing around unnoticed.” 

The truck center recently addeq 
1,500 more square feet to its gery. 
ice center, which already had goy. 
ered 15,000 square feet. 

“We've reached the pocint now 
where We can handle anything that 
comes along and dealers through. 
out North Georgia are sending their 
truck work to us, rather than tie yp 
service space and money in heavy 
equipment needed to do the jo f 
young Ivy said. : 

* + * 
_ many dealers referring 
truck service work to Ivy, the 
service department is able to keep 
an eye peeled to ascertain when 
company is ready for a new unit. 
As a result, the sales department 
works closely with the service de. 


partment. 
The service department is gs 
complete that recently four large 


jobs originally destined for Cuba 
were diverted. They were knock- 
ed-down and crated. The cases 
arrived at Ivy’s and the service 
men assembled them from the 
ground up. 

Ivy’s has built up a business that 
ranges from 300 to 500 truck sales 
a year by keeping in touch with 
the retail customers and by having 
a stock larger than the average 
retailer can handle. The wholesale 
business is a big factor in the firm 
becoming one of the larger truck 
dealers in the South. 

All because when a man wants a 
truck, he wants it yesterday. 

* OK * 


Ga., who maintains a stock of more than 
100 trucks at all times and who sells 300 
to 500 vehicles a year. At left is his son, 
J. Swanton jr., who joined the firm four 


years ago. i 
ee ee mL 


‘Dean of Dealers’ — 
“Dean of truck dealers” is the nickname 
given to J. Swanton Ivy sr., right, Athens, 


Atom-Age Cargo 
Safe to Transport, 


DENVER.—The hauling of radio- 
active materials—now much mis- 
understood by truckers—will de 
velop into a specialized motor 
transportation industry, according 
to George Kirshbaum, Los Angeles. 

Kirshbaum, in Denver to speak 
before the National Accounting and 
Finance Council of the American 
Trucking Assns., Inc., said the in- 
dustry is not at this time heavily 
engaged in hauling radioactive ma- 
terials, but will be in the not too 
distant future. He is vice-president 
for Transport Indemnity Co. 

“There is little possibility of 1088 
of life and property because of such 
hauling,” .Kirshbaum said. “I think 
in the future truckers will be de [ 
veloping a specialized motor trans- 
portation industry—one with special | 
equipment and specially trained 
personnel to handle radioactive ma- 
terials and wastes. There should be | 
no fear of this. The hauling of ra- 
dioactive materials is nationwide 
with truckers because of the AECS 
policy of dispersal of its facilities J 
as a defense measure.” | 

Kirshbaum. said one of his mis- J 
sions in addressing the council] was 
to give the assurance of the indus 
try’s own insurance company that 
hazards are small, if not nonexist- 
ent, in such trucking. 

The subject is of particular con- 
cern in Colorado where much 0 
the source material, such as ura 
nium, is mined and hauled to othet 
parts of the country. 


SOTTO ee: eT. 
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SMC DEALERS ARE A SPECIAL 
BRAND OF SELLERS! 


% A select group of truck specialists with the most advanced trucks in the 

industry. %# Men with customers who know true quality and honest value. GENERAL MOTORS 

#% Men who are backed up by the best advertising and sales promotion in the CORPORATION 
business. %# Men who are strategically located for the highest sales potential. 

% Men who have demonstrated that consistent, conscientious truck selling [rg IIMOVC 
effort brings gratifying results. GMC Truck Dealers are proud men—and justifi- | RI ( KS 
ably so with their outstanding selling success and enviable customer respect. FROM V2 TO 6O ate 


BUILT-IN BONUSES PAY OFF FOR GMC DEALERS 








24 








In TBEA Spotlight .. . 
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Selling Know-How 


(Continued from Page 20) 


end the evening of Oct, 4 with 
the suppliers’ reception for the 
TBEA president, followed by the 
annual banquet. 
A special program has been ar- 
ranged for women guests. 
* * * 


OLLOWING is a list of the ex- 

hibitors: 

General Logistics Division, Aero- 
quip Corp.; General Motors Allison 
Division; Aluminum Co. of Ameri- 
ca; American Seating Co.; Anthes 
Division, Gleason Corp.; Anthony 
Co.; Arctic Traveler Division, 
American Mfg. Co.; Armco Steel 
Corp.; Arrow Safety Device Co.; 
AUTOMOTIVE NEws. 

Baird Dynamic Corp.; Binkley 
Co.; Blue Bird Body Co.; Robert 
Bosch Corp.; Bostrom Corp.; 
Boyertown Auto Body Works, 
Inc.; Braden Winch Division, 
Nautec Corp.; Briskin Mfg. Co.; 


shock! 





THE HEIL co. 


MILWAUKEE 1, 


Brown Trailer Division, Clark 

Equipment Co.; E. L. Bruce Co. 

Carpenter Body Works, Inc.; 
Chelsea Products, Inc.; Chevrolet; 
Coldmaster Truck Refrigeration 
Division, Construction Machinery 
Co.; Collins Associates, Inc.; Co- 
lumbus Metal Products, Inc.,; 
Commercial Car Journal; Consoli- 
dated Metal Products, Inc.; Con- 
verto Mfg. Co., Inc.; Copeland Re- 
frigeration Corp. 

Delbar Products, Inc..; Detroit 
Automotive Products Corp.; Detroit 
Hinge Mfg. Co.; Ditzler Color Di- 
vision, Pittsburgh Plate Glass Co.; 


Hart Estate $591,000 


SACRAMENTO, Calif.—Floyd B. 
Hart, founder of F. B. Hart GMC 
Truck Co., Sacramento, and owner 
of Arcade White Truck Sales and 
Service in West Sacramento, who 
died Aug. 25, left an estate valued 
at $591,899. 


Divco-Wayne Corp.; Dodge; Dole 
Refrigeration Co.; duPont. 

Eberhard Mfg. Co.; Equipment 
Division, Young Spring & Wire 
Corp.; Fleet Owner; Flex N Gate; 
Ford Division; Frank-Dewey Co., 
Inc.; Frigikar Corp.; Hyman Freed- 
man Co., Inc. 

Galion Alisteel Body Co.; Gar 
Wood Industries, Inc.; General 
Seating Co.; Gifts for Industry,, 
Inc.; Great Lakes Steel Corp.; 
Grote Mfg. Co. 

Hamer Hardwood Mfg., Inc.; 
Heil Co.; Hercules Stee] Products 
Co.; Hewitt-Lucas Body Co., Inc.; 
Holland Hitch Co.; Impac Corp.; 
Johns-Manville Sales Corp. 

K-D Lamp Co.; King Bee Mfg. 
Co.; Koenig Iron Works, Inc.; Ko- 
neta Rubber Co., Inc.; Load Holder; 
Lyn Coach & Truck Co., Inc. 

Mation Metal Products Co.; M-B 
Corp.; Merit Automotive Parts, 
Inc.; Meyer Products, Inc.; Meyer 
Products, Inc.; W. H. Miner, Inc.; 
Minnesota Automotive, Inc.; Mold- 
ed Fiber Glass Co.; Monarch Road 
Machinery Co.; Mapco Industries, 
Inc.; Mash Brothers Co. 

National Trade Show Publica- 
tion, Inc.; Oneida Division, Mar- 
mon-Herrington Co., Inc.; Ontario 


Equipment, Inc.; Mobile Door Di- 
vision, Overhead Door Corp. 
Parish Pressed Steel Division, 

Dana Corp.; Paul Auto Specialty 

Co.; Perfection Equipment, Hupp 

Corp.; Perfection Steel Body Co.; 

Peterson Mfg. Co.; Polar Hard- 

— Mfg. Co.; Premier Mfg. Co., 
ne. 

V. D. Ramseur & Sons; Ramsey 
Winch Mfg. Co.; Re-Trac Mfg. 
Corp.; Reynolds Co. 

Schwartz Mfg. Co.; Sherwin-Wil- 
liams Co.; J. W. Speaker Corp.; 
Southco Division, South Chester 
Corp.; Standard Equipment Divi- 
sion, Dana Corp.; Stanley Publish- 
ing Co.; Stahl Metal Products, Inc.; 
Stratton Equipment Co.; Sund- 
strand Hydraulics, Sundstrand 
Corp.; Superior Coach Corp.; 
Schwitzer Corp. 

Thermo King Corp.; Perley A. 
Thomas Car Works, Inc.; Trader/ 
Body Builders; Kold-Trux Division, 
Transicold Corp.; Tranter Mfg., 
Inc.; Truck Lite Co., Inc.; Truck & 
Trailer Equipment Manufacturers; 
Tulsa Products Division, Vickers, 
Inc.; U. S. Metal Products Co., 
Inc.; United States Steel Corp. 

Van/Guard Truck Door Division; 
Velvac, Inc.; H. S. Watson Co.; 
Wesco Products Co.; T. Whiting 
— Corp.; Wisconsin Hydraulics, 
ne. 





- Years of shock loads prove it . . . all dump bodies are not alike! 


They don’t have Heil’s interlaced subframe to prevent sagging floors... 
Heil’s full box-section braces for extra strength . . . or Heil’s tough, heavy-duty 
(yet easy acting) hardware. Heil’s leadership in design, production 
and sales of dump bodies and hoists pays off for you in years of low-cost 
trouble-free operation. Your Heil distributor has the full story .. . 
how Heil delivers better performance, longer life. 


WISCONSIN 








DUMP BODIES and HOISTS 
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14 Improvements 


Offered by ATA 


Hodges Gets Request 
For Tougher ICC 


WASHINGTON.—A 14-page pro. 


insure the development of the 
American transportation syste m 
has been submitted to Secretary 
of Commerce Hodges by American 
Trucking Assns., Inc. The submis. 
sion was in response to an invita. 
tion from Hodges, who is prepar. 
ing to submit transportation ree. 
ommendations to the President by 
Nov. 1. 

The 14 points suggested contain 
five which deal with the so-calleq 
“gray area” abuses arising out of 
exempt transportation and with ep. 
forcement in this area. 

These five call for: 

1. Repeal of the exemption jn 
Section 204 (f) of the Interstate 
Commerce Act which permits the 
trip-leasing of a motor vehicle on 
the return trip following an initia] 
haul of exempt products. 

2. Tightening of the agricul- 
tural exemption because “tor. 
tured interpretations of this ex- 
emption has gone far from the 
original concept and it should be 
re-drafted to restore Congres- 
sional intent.” 

3. ICC registrations of exempt 
for-hire carriers. 

4. Repeal of the freight-forward- 
er household goods exemption. 

5. Stronger enforcement by the 
ICC to curb abuses by carriers ac- 
tually for-hire but masquerading 
as private carriers to limit the 
transportation of proprietary 
freight to bona fide private car- 
riage and of agricultural products 
to bona fide exempt products. 

Regulated carriers, especially 
common carriers by rail and truck, 
are suffering losses estimated at 
“upwards of several billion dollars 
annually” through abuses arising 
out of exemptions, the ATA state- 
ment said. 

“Destructive competitive rate- 
making” laid at the door of the 
railroads came in for sharp criti- 
cism in the trucking industry 
recommendations, and a demand 
for administration action to stop 
selective rate-cutting by carriers. 
Misinterpretation by the Inter- 
state Commerce Commission of 
rate regulatory provisions en- 
acted in 1958 ‘has allowed the 
railroads to indulge in drastic 
rate cuts, the statement said. 

Concerning the railroad proposal 

to be allowed to “integrate” with 
other forms of transportation, the 
trucking industry’s position was ex- 
pressed in these terms: 

“No consideration whatever 
should be given to the railroad pro- 
posal to destroy the independent 
trucking industry through a grant 
of permission to own and operate 
unrestricted motor carrier service 
as well as services by other modes. 
On the contrary the present stat- 
utes relating to this subject should 
be strengthened to prevent the con- 
tinuing erosion of Congressional 
intent.” 


A recommendation that if the 
Federal Government is to remain 
in the field of determination and 
establishment of standards of ve- 
hicle sizes and weights, it proceed 
at once to modernize existing 
standards to achieve maximum 
utilization of modern highway po 
tential. 

Legislation to enable the Post 
Office Department to utilize the 
true potential of the motor carrie! 
industry, now “severely handicap- 
ped” because of lack of proper 
authorization. 





White Acquires Property 
For New Home in Omaha 


CLEVELAND.—White Motor Co. 
has announced the purchase of 
property at 24th and Martha Sts, 
Omaha, for construction of a neW 
headquarters to replace those at 
20th and Leavenworth St. 

Although plans for thé 
building are not complete, 
Hough, Omaha branch manager, 
said it will provide approximately 
28,000 square feet of floor space 
on the ground floor for service, 
parts storage and branch offices. 
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nee Salesmen Intensively Schooled .. . 
peat tT TBS DDT 


Chevy Primed for Diesel Debut 


(Continued from Page 20) 


ount on, this matching of power 
to the job must be done with 
even greater care. 

Hence, Chevrolet started prepar- 
ing its own field force to properly 
sel] the four-cylinder diesel, which 
would be its initial entry into this 
field, as early as last January. 

* * « 

“INCE that time every regional, 
> zone, city and fleet truck man 
on the Chevrolet field force has 
been brought into Detroit for an 
intensive training program on die- 
sel alone. Its power ability and its 
advantages were gone into thor- 
oughly, as well as its limitations. 

A national survey of truck users 
in the weight classes that would be 
covered in the new Chevrolet entry 
was made and the results given to 
the field force. This survey showed 
a 185,000-unit market potential in 
the 16,001-25,000 GVW weight clas- 
sification where this first diesel 
power will fall. 

To make certain that proper 
service will be available to all 
buyers, every zone truck service 
manager has been given a week’s 
intensive schooling on the power 
plant alone. Inasmuch as Chev- 
rolet trucks will be powered by 
General Motors Diesels, dealer 
service will be augmented by the 
many GM Diesel distributor sta- 
tions from coast to coast. 

Starting Oct. 15 of this year, 2,500 
Chevrolet retail truck salesmen will 
be given intensive training on how 
to sell the diesel in the General 
Motors schools located in every 
part of the nation. The course will 
be a two-day school on both prod- 
uct and merchandising. 

* ok * 

HEVROLET is limiting its die- 

sel GVW ratings, even with the 

653 six-cylinder and more powerful 
diesel which will be offered in the 
line in November, at 25,000 GVW. 
This is just 1,000 pounds under the 
heavy-duty classification that 
starts at 26,000 pounds GVW. 

The 453 diesel is particularly 
adaptable in the medium duty serv- 
ice where operation is gauged on 
running time and not mileage, al- 
though many savings in both fuel 
consumption and maintenance 
costs have been recorded on high 
mileage operations. 

The big field for the diesel, 


Canadian Firm 
Develops New 


Container System 


MONTREAL. — Steadman Indus- 
tries, Ltd., Cooksville, Ont., has de- 
veloped and produced a new piggy- 
back system. 

The new “containerization” sys- 
tem for which broad cost-saving 
claims are being made, has been 
adopted by Consolidated Truck 
Lines, Ltd., and is being tested by 
Canadian National Railways, 

The system adapts 20-foot alu- 
minum containers to the piggyback 
idea and ships the containers on 
flatcars instead of truck bodies. 

Keys to the system are one-man 
operations and a turntable which 
permits side loadings of railway 
flat cars. The containers are moved 
hydraulically by their trucks and 
can stand on their own built-in 
legs. This eliminates need for ter- 
minal cranes and wheels to move 
piggyback cargo, enables shipment 
anywhere and frees trucks to other 
duty while the containers are on 
the flatcars. 

A hydraulically operated rocker 
beam lifts the front and rear of the 
container in turn so that legs on 
the four corners drop into position. 
The truck then can be driven from 
under it, 

For trucking operations, perma- 
nently installed hydraulic docks 
Provide an alternative method. For 
Side loading onto a flat car, the 
rocker beam aligns the container 
with the turn table, and the box 
then is pushed onto the turntable 
and locked into position. Thus the 
railway can quickly load and un- 
load containers in any order. 

Two of the standard 20-foot con- 
tainers can be coupled into one 
40-foot container. 





however, in this weight class is 
viewed as being in the multi-stop 
type of operation such as whole- 
sale deliveries, pick-up and de- 
livery by freight forwarders, 
garbage collection and such op- 
erations where idling time runs 
very high although mileage is 
comparatively low. 

The economy of the diesel shows 
up under these operating conditions 
as the diesel engine uses fuel in 
direct proportion to the load and 
proves highly efficient under idling 
conditions. 

Users say that the gasoline en- 
gine will use from three to four 
times more fuel than is used by a 
diesel under such operating condi- 
tions. But that is not all the sav- 
ings, according to these same op- 
erators. They point the complete 
absence of electrical trouble, which 
is said to cause 18 percent of all 
road failures in medium truck op- 
eration. 

* oe * 
T? FURTHER safeguard the 
buyer in line with Chevrolet’s 


owner relations program, all orders 
for diesel equipped trucks will be 
screened by the zone truck man 
before they are forwarded to the 
factory. 

If a mistake has been made in 
the recommendation for that par- 
ticular truck in line with the loads 
it will be asked to carry, the ter- 
rain it will operate over or in the 
assemblies that are recommended 
for that haul, the order will go 


back to the dealer to be corrected. ; 


Chevrolet is adamant in want- 
ing no dissatisfied customers. 

Fifteen models will be shown in 
the D-60 series, with GVW ratings 
from 15,000 to 23,000 pounds, An- 
other five models will come along 
in November, with GVW ratings 
up to 25,000 pounds. 

The Chevrolet truck line for ’62 
will consist of 183 gasoline and 20 
diesel models including the new 
327-inch and 409-inch V-8 gasoline 
engines. 
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Getting a Diesel Fill-In— 


More than 200 Chevrolet field representatives, including all zone, region, city and 
fleet men, have completed an intensive two-day training school on product and mer- 
chandising of the newly introduced diesel line. The line will encompass 20 models 
from 15,000 GVW to 25,000 GYW and 51,000 GCW. Two engines, an in-line four and 
a V3, will power the new offerings. Shown above are some of the zone truck service 
men who were also brought into home office and Detroit Diesel for intensive product 
training. 


ed 








special K-H 
brake power 
for every wheel 


Installed as original equipment 

on late model trucks, Kelsey-Hayes’ 
new air-actuated hydraulic 

braking system provides three 

extra safeguards for smooth, positive 
stopping under all driving 

conditions ... 


1. If rear hydraulic line or wheel 
cylinder fails, you still have 

full front brakes with their own 
power assist ! 


2. If front hydraulic line or wheel 
cylinder fails—you still have full rear 
brakes with their own power assist! 


3. If air supply should fail—you 
still have direct mechanical actuation 
of full rear brakes! 


It’s hailed as the industry’s safest 
truck brake! Write for full 
information. Kelsey-Hayes 
Company, Romulus, Michigan. 


KELSEY 
HAYES 
COMPANY 


World's largest producer of automotive 
wheels, hubs and drums 


OPERATIONAL PLANTS: Detroit, Jackson 
and Romulus, Michigan; Los Angeles, 
California; Philadelphia, Pennsyloania; 
Springfield, Ohio; Utica, New York; 
Davenport, Iowa; Rockford, IWinois; 


Windsor and Woodstock, Ontario, Canada. 
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As Equipment Distributor Sees It .. . 





Aggressiveness Is Called a Must 


(Continued from Page 20) 


with an aggressive truck depart- 
ment. 

The six-man sales staff formerly 
drove demonstrator trucks, but are 
being shifted to Falcon, Corvair and 
Lancer compacts. Lambert said the 
change was made because cost of 
truck demonstrators exceeded their 
sales value. 

In addition, he said, his men ar- 
rive in better shape after a half 
day’s drive in a passenger car. 

An exception is the Holmes 
Wrecker man, who drives a com- 
plete wrecker in making his 
rounds. A second unit) is main- 
tained for the six salesmen, who 
use it to make a “wrecker loop” 
of their territory once or twice 
@ year. 

In working with truck and. car- 
truck dealers, said Lambert, “we 
try to emphasize that our salesmen 
are good truck men. They can read 
handbooks and know how to com- 
bine equipment and truck to pro- 
duce a unit that will do the job. 

“Many top truck salesmen ask us 


to come in early on the sale, be- 
cause they know we insist our men 
never betray a confidence or carry 
leads between dealers. Right now 
the biggest chunk of our business 
comes from truck dealers.” 

In previous years, a truck-equip- 
ment showroom was maintained at 
the Olympic Blvd. address for deal- 
er and customer use. Current policy 
is for Lambert salesmen to arrange 
“on-the-job” demonstrations by a 
previous purchaser. 

“Buyers pay a lot more atten- 
tion to what our previous custom- 
er has to say than to a sales- 
man,” Lambert said. “We like to 
have demonstrations made by 
someone who’s already bought.” 

Lines handled by the Truck 
Equipment Division include: An- 
thony hoists, bodies and equipment; 
Austin fifth wheels, Arrow mirrors, 
B-K Hydrovac booster brakes, Ben- 
dix-Westinghouse air brakes, Bon- 
nin tandem suspensions, Bostrom 
seats, Brown bodies, Cambria 
springs, Coldmaster refrigeration 
units, Dana transmissions, Dayton 


belts, Detroit mirrors, Fabco tan- 
dem units, Grover air horns, Holmes 
wrecker equipment, 

MGM air brakes, MacDonald 
camper bodies, Michigan Fleet fuel 
tanks, Napco four-wheel drive as- 
semblies, Page & Page tandem 
units, Premier hitches, Ramsey 
winches, Stahl bodies, Sun equip- 
ment, Superior bus bodies, Tokeim 
fuel pumps, Tow Pilot tow bars, 


Truckstell Hydro-trac tandems,| 


Wagner air brakes, Watson free- 
wheeling hubs and West hand- 
crank lift gates. 

In addition, the company sells 
its line of bumpers, flat-bed bod- 
ies, custom frames, grille guards, 
lumber roller units, stake bodies, 
tractor buildups, trailer hitches 
and special purpose frames, 

Some time ago Lambert had a 
slide-film presentation, “First Aid 
from Lambert,” which was shown 
before dealer salesmen to impress 
on them that truck-equipment help 
was as near as the telephone. No 
sales-education program is present- 
ly active, although Lambert sup- 





Finishing Up— 





a 
is “fleet net,” accounting for the 
balance. 

When dealers bid on ficet ae. 
counts Lambert provides bid Priceg 
which often shave wholesale mar. 
gins, to bid levels. 

Fleet sales are handled two 
ways. Sales through a deaier are 
cooperative, with Lambert provid- 
ing a bulk bid on equipment 
and/or installation to match the 
dealers’ line. Frequently fleets wil] 
ask for prices on equipmen; only, 
in which case Lambert bids dj- 
rectly. 

Lambert considers secondary 


. equipment bids outside its dealer 


relationship, and makes no rebate 
payments to dealers from whose 
territory the bid originates. 

Many prime truck dealers main. 
tain demonstrators equipped by 
Lambert. This is done when a deal]- 


John Hernandez, a master welder at/er requests the Lambert salesman 


Lambert Co., Ltd., Los Angeles, completes 
the installation of an Anthony dump body 
on a customer's truck. 


plies dealers with mailing pieces 
and reproductions of manufactur- 
ers’ literature. 

Two published price lists are used. 
One is “dealer net,” which covers 
about 75 percent of business done 
by the Truck Division. The other 





there is a 





DIFFERENCE 





Because Boyertown truck bodies are “Better 
Built” to provide the ultimate in delivery truck 
service. Skill of engineering design; the relentless 
research for new body building materials; and the 
craftsman’s tireless attention to minute details on 
Boyertown truck bodies provide definite satisfac- 
tion to the Owners, the Driver-Salesmen, and the 
men who service and maintain them. “Better 
Built” of All High Strength Low Alloy Steel, 
Boyertown engineered body sectionalized con- 
struction makes possible money-saving service 
and repairs. Service proven features are built into 
each one of the more than 17 standard Boyertown 
delivery body models available for your wide 


BETTER BUILT TRUCK BODIES SINCE 1872 


TWX BOYERTOWN, PA. 59 


PHONE: BOYERTOWN FO 7-2146 


range of truck chassis models. Fast delivery can 
be made for most orders for standard Boyertown 
bodies. A reserve or “pool” stock of truck chassis 
at Boyertown, Penna., enables you to promptly 
expedite your Customer’s truck body order. These 
Plus Differences mean a “Better Built” truck 
body by Boyertown that will really work and do 
the particular job required by your truck cus- 
tomers. Encourage your Bakery customers to visit 
the Boyertown Auto Body Works Exhibit at the 
Baking Industry Exposition, October 7-12 to see 
“Better Built” bakery delivery bodies mounted 
on your make of truck chassis, 





AUTO BODY WORKS, «Inc. 
BOYERTOWN. PENNA 


whit RTOW 





for a specific equipment package, 
which he is sure to sell within 99 
days. 

Since each salesman has a flexible 
limit on the amount of “demo” 
equipment in his territory, the re. 
quest must be cleared with Lambert 
management. 

Once approved, the dealer sup- 
* 





Installing Drive Train— 

Odie 
Lambert Co., 
a new drive train and frame extension. 
In addition to straight frames, the com- 
pany also has heavy-duty drop frames 
for special applications. : 

* 


Green, mechanic-rebuilder for 
Inc., Los Angeles, installs 


plies the truck and Lambert the 
equipment and installation, The 
only restriction is that if the 
dealer decides to sell the truck 
without equipment, he must pay 
the cost of removal. 

Truck equipment orders are filled 
from a 60,000-item, $1 million parts 
inventory. Ten mechanics have 
28,000 square feet of shop area in 
which to install bodies, axles, trans- 
missions or complete truck modifi- 
cations. 

Lambert provides every dealer 
with service on all items installed 
or stocked. In this way, truck buy- 
ers continue doing business with 
their local dealer, who relies on the 
Lambert representative to follow 
up equipment questions. 

“We do everything we can to help 
dealers make money,” said Lam- 
bert. “If they don’t we've lost @ 
customer.” 

A continuing dealer aid is con- 
sumer advertising in local papers 
for small service truck bodies. 
Leads are passed to aggressive 
truck dealers, who put a salesman 
on the prospect. According to Lam- 
bert, a good truck salesman can 
make from $800 to $1,000 a month. 

Lambert believes that develop- 

ing the proper equipment to 40 
the job, and holding a fair gross 

(he mentioned 10 percent as an 

average figure) to make it profit- 
able, will build a solid truck 
business. 

Though large fleets provide most 
of their own service, the greatest 
number of trucks rely on dealer- 
ships for maintenance. 

One reason Lambert suggests that 
dealers select their truck-equipment 
house with care is because down 
time is so expensive for the truck 
owner. Fast equipment service is 
often more important in obtaining 
repeat business than a low purchase 
price. 

As to the factories, Lambert said, 





“the motor companies would help | 


business greatly if they’d establish 


a@ pool of trucks from which theif 7 


dealers could draw. 
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‘Truck News in Brief 


REVERLY HILLS, Calif.—David 
E. Bright, chairman and chief ex- 
ve officer of H & B American 
Corp., has announced the sale of 
H & B's interest in “Quick-Way’ 
Truck Shovel Co. to Universal Mar- 
Corp. 


ecutl 


ion 


H & B American, through its 
subsidiary, General Trading Co., 
acquired “Quick-Way” Truck 


Shovel in 1958 in a joint venture 
with a subsidiary of Fairbanks- 


Whitney Corp. 
* CJ 


Ceder to Handle Hyster 
LOUISVILLE. — Appointment of 
Martin A. Ceder, Inc., as a Hyster 
industrial truck dealer, has been 


announced. 
* * 


Safety Handbooks Embody 


New ICC Regulations 

WASHINGTON, — Two safety 
handbooks have been revised to in- 
clude the latest information on new 
regulations of the Interstate Com- 
merce Commission, the American 
Trucking Assns. announced, 

The two revised booklets are en- 


Million-Unit Year 
Forecast for ’62 


Dealers and Factories 
Join in Optimism 





(Continued from Page 20) 


to the door of haulers of frozen 
food products caught by new reg- 
ulations which call for much more 
strict adherence to maintaining be- 
low-zero temperatures. 

The general improvement in the 
economy of the nation and rising 
construction activity are also play- 
ing a major role in sales activity in 
the medium and heavy-duty trucks. 

All of these developments point 
up opportunities for both the 
truck dealer and the body equip- 
ment distributor to point out to 
users of older equipment the sav- 
ings in cost and maintenance 
that are now available with mod- 
ern trucks and equipment. 

While the trend among most 
truck manufacturers this year is 
to make running product changes, 
instead of introducing yearly mod- 
els, in all trucks over 16,000 pounds 
GVW, the new engines that have 
been introduced together with 
many other improved operating as- 
semblies should give both outlets 
much to talk about in proposing 
new equipment. 


N. C. to Repair, 
Retail Its Own 
Used Vehicles 


RALEIGH, N. C.—The State of 
North Carolina has revealed that it 
is going into the used-car business. 

In the past, surplus state motor 
vehicles have been sold in the same 
condition in which they are turned 
over to State Surplus Property Of- 
ficer P. H. Barnes, and have been 
sold by sealed bids to the highest 
bidder. 

Purchase and Contract Division 
Director Bill White said “we have 
been more or less hemmed in by 
the higher bidder.” A new plan is 
being inaugurated which he be- 
lieves will increase the amount of 
money received from sales of sur- 
plus vehicles. 

Under the new plan, cars and 


titled Revised Safety Regulations 
and Truck Drivers Handbook. Ma- 
terial in the booklets was compiled 
by the ATA Safety Department. 

* * * 


Rowitzer Named to Head 


California Trailer Firm 

LOS ANGELES. — Directors of 
Highway Trailer of California, Inc., 
elected Ray Rowitzer president and 
at the same time announced plans 
to expand the firm’s capacity by 
163 percent. 

C. L, Schneider, chairman, said 
that the expansion would enable 
the company to step up production 
of the new Highway 66 series of 
commercial truck trailers and to 
make a full line of flatbed trailers 
for the 11-state Western market. 

* * * 


N. Y. Thruway Approves 


Double Saddle-Mounts 


AUBANY.—The New York State 
Thruway Authority has amended 


its regulations to permit operation 
of double saddle-mounted vehicles 
on the 559-mile superhighway. The 
combinations may operate provided 
that: 

The wheels of no more than one 
axle or set of tandem axles of each 
transported vehicle are on the road- 
way during the course of transpor- 
tation; no such transported vehicle 
furnishes any motive power, and 
each such transported vehicle is 
mounted upon a device designed 
and constructed so as to be readily 
dismountable and which performs 
the function of a conventional] fifth 
wheel. 

+. a7 a2 


Gummed Labels Promote 


Truck Equipment Exhibit 


CHICAGO.—The Truck Body & 
Equipment Assn. is offering a de- 
scriptive gummed label to promote 
interest in and attendance at the 
14th annual convention and exhibit 
in Chicago at the Hotel Sherman 
Oct. 2-4, 

The label is available without 
cost in any quantity to members, 
exhibitors and others in the trade 
interested in aiding the association 
promote the annual gathering of 
manufacturers of truck bodies and 
equipment and distributors from 
across the nation who sell, mount 


and service these products. The 
labels are being packaged in boxes 
of 250. 


*” 2 * 
Shipper-Loaded Service 
Is Inaugurated by REA 


NEW YORK.—REA Express has 
inaugurated a new shipper-loaded 
small container service, according 
to E. Boykin Hartley, traffic vice- 
president. He said the company 
has asked the Interstate Commerce 
Commission to deny motor carrier 
and forwarder protests to its con- 
tainer charge tariffs. 

REA said its 80-cubic-foot wire 
mesh containers would be shipper- 
loaded with abrasives and tape and 
sealed at Albany and Troy, N. Y., 
for delivery under a single waybill 
overnight to Detroit and second 
morning to Grand Rapids, Mich. 
Proposed container charges are $51 
to Detroit and $55 to Grand Rapids. 

* * 


International Opens 


Second Buffalo Branch 


BUFFALO, — International has 
opened a second company-owned 
truck branch here at 350 Bailey 
Ave. International also operates a 
branch at 2335 Fillmore Ave. 

The new Bailey Ave. branch, in a 
17,000-square-foot building situated 
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on property that has a 280-foot 
frontage and ample space for cus- 
tomer parking, includes sales and 
administrative offices, parts depart- 
ment and fully-equipped service 
shop. New and used truck display 
areas are also located there. Branch 
manager is E. A. Hansen. F. A. 
Smith is the service center man- 


ager. 
* * * 


Rockwell Planetary Axles 


To Be Built in Britain 


CORAOPOLIS, Pa.—Col. W. F. 
Rockwell, chairman of Rockwell- 
Standard Corp., announced signing 
of an agreement with Centrax, Ltd., 
Newton Abbott, Devon, England, 
which provides for the manufac- 
ture and sale of Rockwell-Standard 
planetary axles in Great Britain. 

The new agreement broadens 
Rockwell-Standard’s active affilia- 
tions on five of the world’s conti- 
nents, with subsidiaries or affili- 
ates in Argentina, Australia, Brazil, 
Canada, Germany, Great Britain, 
India, Mexico and Switzerland, 

* * * 
Page Forms Truck Division 


ARLINGTON, Va.—Bill Page 
Ford has announced the formation 
of a truck division under the man- 
agement of Clyde D. Stevens. 


Will tomorrow’s cars 








wider ?...or narrower ? 


GLOBE 


GLOBE HOIST COMPANY 
Hoist 3 own middle name... 
ow only product bine 


trucks will get minor repairs and 
will be spruced up generally, with 
Prison labor doing the repairs, 
cleaning and polishing. Then the 
State will put a price on them, just 
like on used-car lots, 

White said the state expects to 
realize a considerable saving under 
the new plan, but lacks one sales 
gimmick to make his division truly 
competitive, It must have cash. It 
can’t finance. 

“This is a field people don’t give 
much thought to, kind of like the 
junk dealer,” he said. “He makes a 
lot of money but people don’t think 
much of the profession.” 


Why worry? Install a Globe Frame-Kontact hoist now and 
be ready for anything. This ground hugging, low profile 
hoist already handles the biggest domestic cars and the 
smallest foreign models— without adapters, and with inches 
to spare. It could easily handle new-design cars longer, 
shorter, wider or narrower. And it’s the only hoist on the 
market that you can Pre-Set quickly for 3 out of 4 cars on 
the road today. So if you want faster, easier hoist operation, 
plus complete protection for the future, make sure you 
get a Globe hoist. Right now, talk with your nearby Globe 
man. Or write for literature. Globe Hoist Company, East 
Mermaid Lane at Queen St., Philadelphia 18, Pa. 
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Dealer Credits Sales Methods, Location .. . 


200 Jeeps Sold in Year 


By J. H. Reed 
Staff Correspondent 

AN ANTONIO.—Superior Jeep, 

in the heart of downtown San 
Antonio, is one of the youngest 
automotive firms in the city, being 
only 15 months old. 

Yet during the last 12 months 
it has sold more than 200 trucks, 
far outdistancing many older and 
better-established competitors. 

Effective methods of stocking, 
selling and servicing have played 
an important part in the unusual 
showing. 

Superior Jeep is one of only two 
or three remaining downtown deal- 
erships. The others have moved 
farther out with the steady expan- 
sion of the city. 

But the company had a good rea- 
son for selecting its location at 314 
S. Flores St. be 

* 


T IS within three blocks of a 
ranch - outfitting store which 
ranchers, cattlemen and just plain 


farmers have been patronizing for 
three or more generations. This 
meant it would be easy to induce 
potential customers to visit the 
Jeep outlet’s display room and parts 
department. 

The mainstay of Superior Jeep’s 
business is the rancher, who has 
found the Jeep an ideal farm 
vehicle. 

Superior Jeep also sells fleets— 
one of the largest to a drugstore 
chain here—and specialized units 
to all sorts of business organiza- 
tions. 

Discussing the firm’s selling 
methods, Ted Mahone, general 
manager, said every salesman is a 
demonstrator. : 

“We select good men, particu- 
larly those who can ‘talk ranch’ 
and who intend to stay in the 
truck-selling business.” 

+ * * 
“WE TRAIN these to know the 
Jeep thoroughly and to be able 
to answer any question that may 


come up about it. How? In a once- 
a-week session devoted entirely to 
the Jeep, at which the men are 
encouraged to present the practical 
problems as they find them. 
“Finally, we train them to dem- 
onstrate their models. We feel 
that when a rancher gets behind 
the wheel and learns what his 

Jeep will do, over good roads 

and bad, and in the field, he will 

sell himself.” ; 

And the record shows that many 
ranchers do sell themselves each 
year. 

Superior Jeep carries $25,000 
worth of Jeep equipment in stock 
at all times, ranging from cabs 
through winches and all the way 
down to bumpers. A perpetual in- 
ventory makes sure that this sup- 
ply, mostly furnished from the 
Willys warehouse, never runs too 
low. 

“We do not carry or recommend 
any item which is not Willys- 
proved,” said Mahone. “We have 
found that this enables us to stand 
squarely behind our truck equip- 
ment and it is a real advantage in 
selling.” 

* ad * 


_— company carries a large 
inventory in parts — $15,000 





Compulsory Seat Belts 


Urged by N. Y. Lawyers 


NEW YORK.—The New York 
State Assn. of Plaintiffs’ Trial 
Lawyers has proposed compul- 
sory seat-belt use in a three-point 
program to reduce traffic acci- 
dents. Present laws were called 
“utterly inadequate.” 

The state’s largest group of 
lawyers handling personal-injury 
cases also urged physical exams 
at least once every three years 
for all operators, and a fixed min- 
imum distance between moving 
vehicles on highways. 





worth—at all times, to which the 
same principle applies. 

“We are open for service from 
7 a.m. to 6 p.m. 5% days a week, 
with all modern equipment, in- 
cluding aligning racks, dyna- 
mometers and frame straighten- 
er,” said Mahone. 

“But we do not maintain 24-hour 
service. We have found that we 
do not get enough night calls to 
meet the expenses involved in 
maintaining a 24-hour service. 

“For the most part, our custom- 
ers are farmers and ranchers who, 








Once again Perfect Circle Piston Rings are the overwhelming choice among win- 
ners of Fleet Owner magazine’s annual Maintenance Efficiency Awards. And 
what is a better test of piston rings than daily fleet use? In an industry where 


costs are counted in mills per mile, there’s little room for second-guessing. Only replacement 
parts of proved long-run dependability— equipment that will reduce operational costs and 
increase profits —are acceptable. That’s why, year after year, the majority of award-winning 
fleets rely on PC rings for greater efficiency on the road—less down time in the shop— 
and more black ink in the books. Here’s real proof of Perfect Circle’s superior performance. 


EXCLUSIVE PERFECT CIRCLE USERS AMONG 1961 M.E. AWARD WINNERS « 


ANDERSON HAULAGE COMPANY, COLUMBUS, 


OHIO « ARROW COACH LINES, BROWNWOOD, TEXAS « D.C. TRANSIT SYSTEM, INC., WASHINGTON, D.C. ¢ GARY TRANSIT, INC., 
GARY, INDIANA e GEO. A. HORMEL & COMPANY, FORT DODGE, IOWA e HARRISBURG RAILWAYS COMPANY, HARRISBURG, 
PENNSYLVANIA e KANSAS CITY TRANSIT, INC., KANSAS CITY, MISSOURI e LOUISVILLE TRANSIT COMPANY, LOUISVILLE, 
KENTUCKY « ROSE CITY TRANSIT COMPANY, PORTLAND, OREGON e THE CONNECTICUT CO., NEW HAVEN, CONNECTICUT e¢ 
THE £. KAHNS SONS CO., CINCINNATI, OHIO ¢ WASHINGTON, VIRGINIA, & MARYLAND COACH CO., ARLINGTON, VIRGINIA 
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PISTON RINGS + POWER SERVICE PRODUCTS 


HAGERSTOWN, 


CIRCLE .. /te Rings The ‘Pros 


INDIANA + DON MILLS. ONTARIO, CANADA 
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if they need repairs, are « ‘ntenteg 
to wait and come in the ne ¢ morn. 
ing. They are in no ir nediate 
hurry; what they mainly » int is a 
good spare part or repair ob, ang 
that’s what we try to give em,” 

The method by which  uperior 
Jeep salesmen are compen: .ted hag 
much to do with the succes of the 
business. 

“We pay our men 25 percent of 
the gross,” said Mahone. 

“Naturally, the more equipment 
a salesman can induce a customer 
to take with his truck, the higher 
will be his commission on ‘he sale 
so he does his best to sel! equip. 


ment as well as the chassis. 
a cf 
a HE does a good selling job, 
he can easily clear $200 for 
himself on a truck,” Mahone added, 

“And, of course, we give him 
all of the assistance he may need 
—or call for—so that he feels 
the company stands right behind 
him in his efforts to sell.” 

Superior Jeep takes full advan. 
tage of the Willys national teleyj- 
sion show, and supplements it with 
spot TV announcements of its own 
over a San Antonio station. 

“Early morning television and ra- 
dio broadcasts, around 6:30 when 
the rancher is sitting down to 
breakfast, do us the most good,” 
said Mahone. 

“At that hour he has time to look 
and listen,” he added. 

* od * 
ss, as an important part 
of its selling program, Superior 
Jeep never misses an opportune 
farm or ranch meeting at which to 
demonstrate its products. 

It doesn’t send just one sales- 
man. It sends a whole team, and 
enough trucks so that everyone 
attending the meeting will have 
an opportunity to drive one of its 
trucks. 

“If you have a complete stock of 
equipment and parts,” Mahone said, 
“and a well-equipped shop, it need 
not be open for 24 hours a day. 
When you can meet any require- 
ment a customer calls for, and 
back these up with salesmen who 
can go out to the ranches and 
demonstrate your trucks, selling 
presents few problems. 

“Your customers will proceed to 
sell themselves.” Superior Jeep has 
no trouble disposing of used trucks, 
Mahone said. 

Reconditioning and the same 
sort of selling used on new units 
keeps used-truck stocks at a mini- 
mum, he said. 


Truckers Fight 
REA Bid for 
Midwest Permit 


WASHINGTON.—Trucking serv- 
ice in the Midwest will be seriously 
crippled if the Railway Express 
Agency is given the right to operate 
as a common carrier, the Inter- 
state Commerce Commission has 
been warned. 

The charge was made in a brief 
opposing an application of the rail- 
owned REA for new truck rights 
in Illinois and Wisconsin. The brief 
was filed by the American Truck- 
ing Assns., Wisconsin Motor Car- 
riers Assn, Greyhound Corp, 
United Parcel Service, Inc., and 
four trucking companies. 

The REA seeks authority from 
the ICC to operate as a common 
carrier by motor vehicle over regu- 
lar routes, transporting general 
commodities between Chicago and 
Green Bay, Wis. 

The protesting group told the 
ICC that the type of rights sought 
by the rail-owned express company 
would allow it to compete directly 
with independent truck lines 4 
contrasted to the usual REA com- 
bination of railroad-and-truck serv- 
ice where the truck service is tied 
to an immediately prior, or imme 
diately following movement by rail. 

The group predicted that the 
REA, if given the requested rights, 
will duplicate existing railroad eX 
press service and also will be 
a position to perform a virtually 
unrestricted motor carrier service 
between major metropolitan centels 
in the Midwest. 





Dugger Rambler Ope 
DALLAS.—Dugger Rambler, 
E. Irving Blvd., Irving, has bee 
opened by W. L. Dugger, wh pul 
chased the dealership from Joka 
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62 Line Features Compact Unit .. . 
LD 


Dodge Trucks Offer New Styling 


rROIT. — Dodge has intro- 


od its ’62 line of trucks featuring 
a new compact delivery unit and 
new tyling. 

3yron J. Nichols, Dodge gen- 
eral manager, said design and 


engineering emphasis in the new 
modeis has been placed on in- 
creased driver comfort and han- 
dling ease, improved operating 
economy and greater vehicle re- 
liability and durability. 

“Krom the stylish Sweptline pick- 
up to the 2%-ton heavy tractor, our 
conventional-cab models present a 
fresh, clean and distinctive appear- 
ance highlighted by a new grille 
and repositioned name and model 
identification,” Nichols said. 

The exterior appearance of medi- 
um and high-tonnage low-cab-for- 
ward (LCF) models remains _un- 
changed for the second straight 
year, Nichols revealed. The LCF 
units were introduced in the ’60 line. 

“This reflects our policy of stand- 
ardization Wherever possible in the 
medium and high-tonnage field,” 
Nichols explained. “Standardization 
offers important benefits to truck 
operators. It enables them to inter- 
change parts freely and thus stock 
a smaller parts inventory, and it 
does not ‘date’ their fleet.” 

Nichols emphasized, however, 
that Dodge will continue to make 
running changes on LOF models 
whenever improved components 
can be introduced to benefit truck 
owners. 

The ’62 line has 141 basic models, 
including conventional-cab, LCF, 
forward-control chassis, four-wheel- 
drive, school bus chassis and tan- 
dem units. 

A highlight of the ’62 line is a 
compact, half-ton, forward-control 
delivery unit which provides excep- 
tional maneuverability and a short 
turning radius for operations in 
congested urban areas. 

Featuring a 104-inch wheelbase 
and a maximum gross vehicle 





Stake Model— 


Highly maneuverable on a_ 133-inch 
wheelbase, this '62 Dodge D-300 stake 
model features a 140-horsepower, inclined 
six-cylinder engine. Standard on the unit, 
which has a nine-foot body, is a four- 
speed transmission. The D-300 has a maxi- 
mum gross vehicle weight of 10,000 
pounds. 

a cae 


weight rating of 5,100 pounds, it is 
available with either of Dodge’s in- 
clined six-cylinder gasoline engines 
—the 225-cubic-inch, 140-horsepower 
model or the 170-cubic-inch, 101- 
horsepower version. 

Eleven gasoline engines, ranging 
from 101 to 228 horsepower are of- 
fered. Four six-cylinder engines are 
available with horsepower ratings 
from 101 to 140. Truck operators 
may choose from seven V-8s with 
178 to 228 horsepower. 

Seven Cummins diesel engines 
are available in the ’62 line, rang- 
ing from 160 to 250 horsepower. 

A closed crankcase ventilating 


system is standard on all eight-cyl- 
inder, four-wheel-drive models; on 
C-500 units with the 318-cubic-inch 
V-8 engine; on units with the 361 
and 413-cubic-inch V-8 engine, and 
on model WM-300. It is optional on 
all other gasoline models. 

. sealed crankcase system is 
Said to prolong engine life by re- 


stricting the formation of crankcase 
sludge and noxious gases, and’ pre- 


vents dumping of gases with heavy | standard equipment, 


oil content into the atmosphere. 


All gasoline models are equipped 
with a 35-ampere alternator as 





Wyoming Assn. Doubles 


University Scholarship 


SHERIDAN, Wyo.—The Wy- 
oming Automobile Dealers Assn. 
will increase from $250 to $500 
the amount of its annual scholar- 
ship to the University of Wy- 
oming. The university’s college 
of commerce and industry will 
announce this year’s recipient 
later in the fall. 

Association officers, who made 
the decision at a recent board 
meeting, include W. L. Riley, of 
Sheridan, president, and William 
R. Trotter, of Sheridan, and Ken- 
neth Naramore, of Gillette, di- 
rectors. 





and a 40- 
ampere alternator is available. 

The solenoid-shift starter, a pre- 
mium feature for many years on 
high-tonnage units, is being offered 
for the first time as standard equip- 
ment on all gasoline models except 


the WM-300. The solenoid starter § 


is exceptionally quiet and ensures 
positive cold weather turnover. 
Many features designed to in- 
crease driver comfort and mini- 
mize fatigue are incorporated in 
the new truck cabs. 
Conventional-cab models have a 
solid-vinyl seat cushion fabric of 


heavy-duty weight. A roller-spring : 


regulator gives the seats five inches 
of fore-and-aft adjustment, one- 
inch of vertical adjustment and 
forward-and-backward tilt posi- 
tions. 

GVW ratings on ’62 trucks range 
to 53,000 pounds and gross com- 
bination weight ratings to 76,800 
pounds. 
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One of 141 Basic Models Offered by Dodge— 


This D-100 Utiline pickup is one of 141 basic truck models offered by Dodge in 
1962. Featuring a 140-horsepower, inclined six-cylinder engine, it has a maximum 
gross vehicle weight rating of°5,100 pounds. The 122-inch-wheelbase model has a 74- 
foot body with platform steps on both sides. 





“Gar Wood’s equipment and service 
make our Sales J 
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says J. D. Alexander, White Pontiac Co., 
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Rosenburg, Texas 


ie 


Allan H. “Red” Collier (left) of the Gar Wood-Houston Truck Equipment Co. 
and J. D. Alexander, White Pontiac Co., Rosenburg, Texas. 


Truck dealers have come to expect top truck equip- 
ment service from Gar Wood - St. Paul—and they 
always get it. One man who can testify to this is J. D. 
Alexander of the White Pontiac Company, Rosen- 
burg, Texas. “It’s always a pleasure to work with our 
Gar Wood - St. Paul Distributor,” he says. “We 
couldn’t ask for better service.” 


Alexander’s experience with Gar Wood - St. Paul 
equipment and service is just one example of the 
competence of Gar Wood’s outstanding distributor 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan «+ 


organization. A nationwide network of Gar Wood- 
St. Paul Distributors, largest in the industry, is help- 
ing dealers make truck sales with the most advanced 
line of truck equipment on the market. 


It’s good, profitable business to form a sales team 
with a top truck equipment specialist—a man who 
can help you give your customer a fully equipped 
truck engineered to his individual requirements. 
There’s a Gar Wood - St. Paul Distributor head- 
quartered in your area. Call him soon. 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. ¢ Findlay, Ohio © Mattoon, Ill. © Richmond, Calif. e Exeter, Penna. 
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Sealed to Build 
Sleeve Plant 


MUSKEGON, Mich.— Sealed 
Power announces plans to build 
a new casting and machining plant 
in the Muskegon area. The new 
plant will cast and rough-machine 
cylinder sleeves, with particular 
emphasis on sleeve liners for alu- 
minum engines. Presently, the com- 
pany is furnishing a major pro- 
ducer of engine blocks with this 
product for use in one of the lead- 
ing car producer’s aluminum en- 
gines. 

The new plant building will con- 
tain about 50,000 square feet of 
floor space, The initial investment 
in plant and facilities will amount 
to approximately $1% million. 

Sealed Power also said a new 
labor agreement has been reached 
with the union for its main plant 
in Muskegon, This new agreement 
provides for a one-year extension 
of the present contract with the 
UAW, together with a wage in- 
crease effective March 1, 1962. The 
extension agreement expires March 
1, 1963. 
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Readies Program to Spur Dealers’ Interest... 


S-P Eyes Bigger Truck Share 


By Martin L. Whitmyer 
Staff Writer 

OUTH BEND. — Studebaker- 

Packard Corp. is entering the 
1962 model year intent on increas- 
ing its business in the truck sales 
field. 

Though S-P has been gaining a 
sizable number of truck orders 
from the United States govern- 
ment, it has not been strong in 
the domestic field for the past 
several years. 

Some dealers say the decline in 
the domestic field has resulted from 
the corporation’s failure to give 
them aggressive backing, while 
others say it has been due to the 

small range of vehicles they have 
had to sell against competitive 
makes. 
* * * 

UT of a total of some 2,100 deal- 

ers, only about 250 to 300 have 
done a good job all across the 
board, according to Frank Corco- 
ran, S-P’s truck sales manager. An- 
other 700 have been doing a good 


job on the light or pickup line, Cor- 


coran said. 
Now, with four new diesels in 
a lineup of 14 models up to two 
tons’ capacity, the corporation, 
through a truck-sales training 
program which will be announced 
this fall or early winter, is en- 
deavoring to get more of its deal- 
ers to participate in truck sales. 
Part of the program, which will 
be carried out by factory represen- 
tatives who will contact both deal- 
ers and zone personnel, will be films 


From Body Builder... 


on how to choose the right truck 
for the right job, Corcoran said. 

In addition, S-P is preparing a 
direct-mail program which dealers 
will use to contact prospects in 
‘their immediate areas. 

ok * oe 
LTHOUGH S-P was first to 
offer a diesel engine in the light 
truck field, officials know it won’t 
be long until competitors will be in 
it, too. Chevrolet will introduce a 
diesel in the same weight class, late 





Plea for Dealer Harmony 


By Sam Perdue 

Staff Correspondent 
OLUMBUS, O.—“I think coop- 
erating with truck dealers is 
the only successful way to market 
truck equipment,” said A. C. Hoff- 
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man, president, Buckeye Truck 
Body Builders. 

He said he reserves the right to 
sell to recognized fleets, pointing 
out that by recognized fleets he does 
not mean outfits that own two or 
three trucks: 

“Dealers don’t cooperate with 
the same attitude,” he said. The 
average dealer uses certain un- 
fair practices, he added, such as 
peddling prices to competitors, 
cutting down the price of a deal 
after it is made, getting a deal 
and then letting everyone know 
about it as a means of shopping 
for prices, 

Buckeye Truck serves a pie- 
shaped area of 36 counties in Cen- 
tral, Southern and Eastern Ohio. 
Springfield, with some 83,000 resi- 
dents, is the largest city in the 
company’s outlying area, 

Other cities include Mansfield, 
Cambridge, Chillicothe and Ports- 
mouth, 

Buckeye Trucks has 427 dealers 
on its mailing list, 50 of them ac- 
tive accounts. 

The company employs four sales- 
men and a sales manager. The 
salesmen are at the disposal of 
dealers to recommend, help close 
deals and give other assistance. 

ok oe of 


OFFMAN said there is no co- 

operation with dealers in his 
demonstrator program, But he re- 
ported that during the present year, 
Buckeye Truck has been cooperat- 
ing 100 percent with any demon- 
strator program offered by a fac- 
tory. 

As of Sept. 1, he said, his com- 
pany had about $20,000 tied up in 
demonstrator trucks and bodies. 

“I don’t feel that it has been 
worth it,’ Hoffman said, “With 
bodies on the 1961 trucks while 
new models are on the way, the 
demonstrator equipment can only 
be sold by taking a loss on the 
bodies and trucks.” 

He also explained that it is diffi- 
cult to get good truck-equipment 
salesmen to drive a demonstrator, 
especially the heavy-duty trucks. 
Hoffman commented that he has to 
have a driver for the truck while 
the salesman goes along in a car 
with a radio and heater. 

He said he has resolved that the 
only demonstrator program for him 
next year will be with firms that 
offer incentives for using demon- 
strators—such as a 10 percent dis- 
count after six months. 

* * * 

OMPENSATION of truck deal- 

ers on products they handle, if 

Buckeye Truck makes the sale it- 
self, is on an absolutely individual 
basis. Hoffman explained the main 
factor is the “intensity” of the co- 
operation of the dealers. 

He does not figure the compen- 
sation on a percentage basis. A 
credit memorandum or a check 
is sent to the dealer, he added. 
Buckeye Truck does not have a 

showroom. 

Hoffman said his company does 
not hold meetings with truck deal- 
ers’ salesmen to inform them of 
sales points and applications of his 
products. 

The long hours worked by deal- 
ers’ salesmen make it almost im- 
possible for him to schedule such 
a meeting, he said. 


S Vv Rambler Opens 





SALT LAKE CITY.—SW Ram- 
bler, 1716 S, State, held its grand 
opening. Jim Williams and Gordon 
Schettler are owners. 


—, 


this fall, and Ford probably won't 
be far behind. 
Using a General Motors diesel, 

S-P is faced with having the 

trucks serviced by GM Detroit 

Diesel Division distributor; ang 

dealers until such time as it ig 

profitable for S-P dealers to set 
up their shops to handle the work, 

S-P has not publicly announced g 
goal for its diesel jobs, but some 
officials are hopeful that the cor. 
poration will sell in the neighbor. 
hood of 1,000 the first year. But they 
feel it wouldn’t be profitable for 
dealers to stock parts and set up 
their shops for servicing diesels 
until such time as there is a “good 
population” of the corporation’s 
models on the road. 

Until that time, GM Diesel dis. 
tributors and dealers will service 
the engines and GM will honor the 
warranty on the engines, Corcoran 
said. 

In the pickup line, S-P will be 
able to compete with Chevrolet’s 
Corvair series and Ford’s Econoline 
series in price and weight, Corcoran 
said, with two sizes of boxes, two 
wheelbases and three GVW ratings, 
The 6%-foot box comes on a 112- 
inch wheelbase, and the eight-foot 
box on 122, 

Altogether, S-P dealers will have 
14 models with choices of wheel- 
bases, transmissions, axles, engines 
and other optional equipment. The 
lineup includes four diesel models, 
four pickup models, two one-ton 
gas models, two 1%-ton models and 
two two-ton gas models. 


2 New Sports Cars 
Displayed by Ford 
At Frankfurt Show 


COLOGNE, Germany.—Two new 
Ford products—the Taunus 17 MTS 
and the Consul Capri—made their 
European debuts last week at the 
Frankfurt International Automo- 
bile Show. 

The Taunus 17 MTS, built by 
Ford of Cologne, is a sports model 
with a new power unit. The exte- 
rior styling is the same as the 
Taunus 17 M introduced a year ago. 

The sports interior includes twin 
front bucket seats with adjustable 
backrests and a fold-back central 
armrest. The rear seat is styled to 
blend with the front seats, uphol- 
stery pleats being used to simulate 
the bucket theme. 

The car has a 1,758 cubic-centi- 
meter, four-cylinder engine devel- 
oped from: the 1.7-liter Super en- 
gine. The power output has been 
boosted from 67 to 77 horsepower 
at 4,750 revolutions per minute, the 
company said, giving a top speed 
range of 90 to 93 miles per hour. 

The Consul Capri, produced by 
Ford of Dagenham in England, 
also is a sports model, in the medi- 
um size and price range. The two- 
door derivative of the Consul 315 
carries two people in large bucket 
seats, with room behind for two 
occasional seats or luggage not car- 
ried in the trunk. 

The company said a dominating 
feature of its exterior appearance 
is the low roofline. The car has two 
wide doors with frameless windows, 
a 1,340 cc engine developing 54 
horsepower at 4,900 RPM, and has 
a top speed exceeding 80 MPH, the 
firm said. : 


House Approves 
Tire-Tax Change 


WASHINGTON.—The House has 
passed by voice vote a bill changing 
the time of imposition of the tax on 
tires sold through retail outlets of 
manufacturers. The bill, which was 
unanimously reported by the Ways 
and Means Committee, will result 
in a nonrecurring revenue gain of 
about $2 million. The bill is intend- 
ed to equalize the tax treatment of 
independent sellers of tires and 
tubes and of manufacturer-con- 
trolled retailers. 

Under present law, the tax on 
tires and inner tubes is imposed at 
the time they are sold by the man- 
ufacturer, producer or importer. In 
the case of manufacturers who ave 
their own retail outlets, this means 
that no tax is imposed until a sale 
is made at retail. In effect, the 
manufacturer who owns reiail 
stores pays no tax on his retai! in- 
ventory. 
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Manual Shifting, But No Pedal... 
American Features 


Clutehless ‘E-Stick’ 


What's New: 


Automatic - clutch transmission 
.., tandem braking system... 
self-adjusting brakes . . . 4,000- 
mile oil-change interval ... two- 
year coolant ... new grille sas 
two-ply tires ... “Lounge Tilt” 
seat .. . new automatic trans- 
mission ... two-year battery. 

* * a 


HE “E-Stick,” a manual trans- 

mission with an automatic 
clutch, is the highlight of the ’62 
Rambler American which goes on 
display Friday (Oct. 6) in dealer 
showrooms. 

Optional on all 12 American mod- 
els, the E-Stick will cost $59.50, 
about one-third as much as an 
automatic transmission. 

The E-Stick transmission 
makes use of a clutch that is 
activated by oil pressure from 
the running engine. A valve con- 
trolling the oil flow—and, there- 
fore, the clutch, is actuated by 
manifold vacuum. 

There is no clutch pedal. To start 
the engine, the gearshift lever is 
placed in neutral. To move away, 
the driver shifts to low and applies 
slight accelerator pressure, At the 
normal shift points, he simply eases 
up on the gas and shifts to second; 
then lifts his throttle foot again 
and shifts to third. 

* * * 

NOTHER innovation is a 

Double-Safety brake system. It 
is standard equipment on all 
models. 

With the tandem brake master 
cylinder, the hydraulic systems for 
the front and rear brakes are com- 
pletely separate. If one set of 
brakes fail, the other will continue 
to operate. Self-adjusting brakes, 
optional last year, now are stand- 
ard equipment. 

The recommended oil-change 
interval has been extended to 
4,000 miles. Two-ply tires are used 
this year, and Dowgard Full-Fill 
coolant is installed at the factory. 
It is guaranteed for 24 months or 
24,000 miles. A new Powr-Guard 
battery carries a similar guaran- 
tee. 

Another new option is a “Lounge 
Tilt” front passenger seat. The 
cushion may be raised or tilted to 
any desired degree. Steering effort 


* = * 





"E-Stick' Drive— 


An automatic-clutch transmission, called 
the “E-Stick," is available on the '62 Ram- 
bler American. It enables the driver to 
shift gears without using a clutch pedal. 
Engine oil pressure and intake manifold 
vacuum are combined to perform the func- 
tion of operating the clutch. 





Virginia Dealers 
Pick 10 Directors 


_RICHMOND, Va.—The Automo- 
tive Trade Assn. of Virginia an- 
nounces the election of 10 district 
directors. 

They are: W. H. Bowditch 
(Ford), Hampton; Philip Farrand 
(Ford), Norfolk; G. E, DuBose 
(Buick), Richmond; Fred W. Beck 
jr. (Mercury-Renault), Petersburg, 
and W. G. Stoneman (Chevrolet), 
Hillsville. 

Also, Stanley Nichols (Plymouth- 
Studebaker), Covington; 0. L. 
Painter (Dodge-Plymouth), Stras- 
burg; M. E. Tremain (Ford), Char- 
lottesvilie; K. B. Snider (Ford), 
Marion, and Erle R. Kirby (Dodge- 
Plymouth), Arlington. 


has been reduced, and rear springs 
and shock absorbers have been re- 
vised for improved riding qualities. 

In addition to the E-Stick, the 





Indiana Sticks to Rules 


On Over-Length Trucks 


INDIANAPOLIS.—The Indiana 
Highway Commission is sticking 
to its regulations governing over- 
length truck shipments. 

Fifty feet is the maximum 
length but longer loads are per- 
mitted under limited conditions. 
Truckers and manufacturers of 
Steel and concrete beams sought 
an easing of the conditions and 
were turned down. The proposed 
changes are to be reworded and 
presented to the commission 
again. 





’62 American has a new Filash-O- 
Matic automatic transmission. 
American Motors says it is more 
compact and better suited for the 
power and torque output of Ram- 
bler’s six-cylinder engines. 

& * * 


= American has a new grille, 
but there are no other styling 
changes. Wheelbase is 100 inches, 
and the car is 173.1 inches long, 70 
inches wide and 56.1 inches high. 
Deluxe and Custom models have 
an L-Head six-cylinder engine 
rated at 90 horsepower, while the 
400 Series uses a 125-horsepower, 
overhead-valve six. Displacement of 
each engine is 195.6 cubic inches. 


There are 12 models in the 
Deluxe, Custom and 400 series. 
Each has two-door and four-door 
sedans and a four-door station 
wagon. In addition, there is a 
two-door wagon in the Deluxe 
and Custom lines and a convert- 
ible in the 400 series. 

There were 15 models in ’61. Last 
year’s Super and Custom 400 series 
have been dropped. 

Bucket seats will be extra-cost 
options on 400 series models for ’62. 
They were standard on last year’s 
Custom 400 four-door sedan and 
convertible. 
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TANDEM MASTER CYLINDER 
HYDRAULIC RESERVOIRS 


MASTER-VAC 
FRONT .. . REAR 


POWER BRAKE UNIT 
(OPTIONAL) 








BRAKE PEDAL 
LINKAGE 










FRONT . . . REAR 
fe. HYDRAULIC BRAKE 
a PRESSURE CHAMBERS 
CHECK VALVE AND 
ENGINE INTAKE-MANIFOLD 
VACUUM CONNECTION 


AMC's 'Double-Safety’ Brake System— 


The “Double-Safety"’ brake system, standard equipment on all '62 Ramblers, has a 
tandem master cylinder and separate hydraulic systems for front and rear brakes. 
Should either set of brakes develop a hydraulic failure, the other set would permit 
the driver to stop his car safely. Rambler brakes are self-adjusting this year. 


New Ashmore Qwners 
KANSAS CITY, Kans.—Huffman | was vice-president of the firm until 
Walker and Frank Waters are the/| the recent death of Artie L. Ash- 
new owners of Ashmore Pontiac,| more jr., and Waters was general 
Inc., 1212 Minnesota Ave. Walker | manager. 





SPECIFY 
NEW PARISH COMPONENTS 


FOR RUGGED, MAXIMUM-CUBE 
TRUCK BODIES 


A major producer of components for truck bodies, 
Parish now offers new components that provide 


e stronger, more rugged bodies built of high- 


strength steel 


® maximum inside cube in bodies that are light 
in weight in relation to their strength 


The new Parish components are easier to assemble 
in less time than ever. They can be ordered sepa- 
rately or in complete kits for sizes up to 18’ long, 
96” wide and 96” high. There’s greater roof support, 
too, and maximum width door openings allow easy 


DANA 





PAR 


DIVISION OF DANA CORPORATION e 





Be sure to see the new Parish truck body 
components in Booth 126 at the TBEA Show 


passage for lift trucks. 


If you’re a truck body builder, you’ll find Parish 
components the key to greater sales and customer 
satisfaction. If you’re a fleet operator who buys 
truck bodies you’ll be better pleased with your cost 
picture if you specify new Parish components. 
Original cost is low, and upkeep is low. 


A catalog on our new, economy line truck body 
components is available to you without cost or 
obligation. It gives you complete details and speci- 
fications. Write for your copy today! 
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READING, PENNSYLVANIA 
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Bickelhaupt Correlates Needs .. . 


Tailoring Heavies to the Buyer 


By Everett A. Streit 
Staff Correspondent 
LINTON, Ia.—“You don’t SELL 
heavy-duty trucks—you help a 
buyer make an investment.” 

This is the sales philosophy 
which is credited by Bickelhaupt 
Motor Co, here for its solid and 
continuing success in the truck 
business during the last 40 years. 

In a normal business year, the 


Bickelhaupt firm, operating in a; 


city of 35,000, averages 25 to 30 new 
International Harvester truck units 
each year. About 75 percent of this 
volume is in the heavy-duty class 
of 19,000 pounds GVW and upward. 

A thriving and profitable whole- 
sale parts business also is conduct- 
ed by the firm, About 60 percent 
of that department’s business is 
represented by over-the-counter 
sales to operators of truck fleets 
which have their own repair shops. 

* ag om 


E. BICKELHAUPT, head of 
* the firm, personally directs the 


truck sales department and does 
much of the selling himself. One 
other salesman is on the staff and 
a truck salesman apprentice now 
is being trained. 

Bickelhaupt insists that a pro- 
spective buyer spend as much as 
two hours discussing the various 
types of equipment, gear ratios 
and engineering factors before a 
final decision is made. 

“Dealers must never lose sight of 
the fact,” Bickelhaupt says, “that 


in most cases a truck represents a 


Sports Cars Displayed 
In California Promotion 


EL CERRITO, Calif.—Hundreds 
of sports cars were displayed in 
the El Cerrito Plaza during the 
annual promotion of the El Cerrito 
Plaza Merchants Assn. 

The show featured displays of 
latest model sports cars by area 
dealerships, antique and restored 
vehicles and custom sports cars. 


man’s livelihood; his bread and but- 
ter. It is essential that he be fur- 
nished with a unit that not only 
best fits his needs, but that also 
can be operated as economically as 
possible. 

“During our conference with the 
prospect, we first determine how 
the truck is to be used, the terrain 
over which it will be operated, the 


desired road speed and whether one | 


driver or several will be behind the 
wheel. This information, coupled 
with factory engineering specifica- 
tions, forms the basis for our rec- 
ommendation.” 

* * eo 


eee says that most 
buyers will follow the sales- 
man’s recommendation. When they 
don’t that fact is plainly written 
across the face of the order. 
Despite the fact that no heavy- 
duty trucks are stocked, fast de- 
livery can be guaranteed, thanks 
to the fact that Clinton is a com- 
paratively short distance from the 


es 


It's Electric— 


New multistop electric delivery truck 
has a potential market of 2,000 units an- 
nually, according to its maker, Cleveland 
Electric Vehicle Co. Company claims ex- 
tensive savings in operational costs for 
the battery-powered unit. 


International’s truck processing 
plant in Indiana. 

It is not unusual to phone an 
order one morning, then fly there 
the following day to pick up the 
truck and drive it back to Clin- 
ton. 

The firm also specializes in 
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Only Auto-crat 
incorporates the 
patented attaching 
hardware that 
virtually eliminates 
the possibility of 
webbing tear. 





\ 


t 





Hacts 


the . 








A chain is no stronger than its weakest link; 

a seat belt is no stronger than each of its 
components. Only Auto-crat builds unsurpassed 
safety into each of its parts—the webbing, 
the buckle and the attaching hardware. 


Auto-crat webbing, made from super-strong 
genuine DuPont fibers, equals or exceeds 
the strength requirements of every specifying 
safety agency. 


Only the Auto-crat buckle is ‘‘human-engineered”’ 
for fast, easy use. It is easily operated 

with one hand; a flick of the fingers permits 
almost instant fastening, loosening or 
adjustment. Because Auto-crat belts are easy 

to use, they are used, for real protection. 
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8-N CORPORATION 


“The automobile 
seat belt is 

a the most effective 

accessory item 

: available in 

reducing traffic 

injuries and 

deaths.” 


AUTOMOBILE CLUB 





OF SOUTHERN 
CALIFORNIA 
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Auto-crat attaching hardware is designed to 
swivel with the direction of pull, virtually 
eliminating the possibility of webbing tear, with 
forged eye-bolts constructed to with stand 
nearly five tons body load stress. The webbing 
is fully adjustable at both ends to fit all cars. 
Auto-crat pioneered and leads the industry in the 
engineering and development of modern, 


effective attaching hardware for maximum safety. 


The Auto-crat swivel type has become the 
standard for all 1962 cars. 


Mr. Dealer:seat belts save lives! It 
is your responsibility to provide your cus- 


tomers with the safest and easiest-to-use 
seat belts . . . AUTO-CRAT! 





MANUFACTURING COMPANY 
™ 


2425 San Fernando Road, Los Angeles 65, California + 2850 Tyler Road, Ypsilanti, Michigan 
Charter Member American Seat Belt Council 


speedy service for those pu: ‘asing 
parts. About. $200 of th: firm’s 
monthly telephone bill rep -csentg 
calls to expedite parts orde ., 

Bickelhaupt maintains a «loge 
contact with one of the are: larg- 
er body and equipment m:nufae. 
turers. This company’s rep: senta- 
tive makes a personal call »¢ least 
every 10 days. On numerou: oceg. 
sions he has served as a liaison be- 
tween Bickelhaupt and a customer, 

ed + eo 


C IS Bickelhaupt’s contention that 
truck sales is a specialized fielq 


—a world apart from that of pas. 
senger cars. “It has been my ex. 
perience,” he explains, “that q 


salesman who can do an outstanq- 
ing job with the Mercedes-Benz anq 
Lark sales out of my dealership 
cannot adequately handle a truck 
customer. 

“Actually, a good truck sales- 
man requires the equivalent of a 
year of college training in truck 
engineering. Unfortunately too 
many won’t even avail themselves 
of the factory training programs 
which are available. 

“It is this lack of specializeq 
training which I feel is responsible 
for the fact that so many of the 
nation’s truck sales made today are 
improper sales; by that I mean the 
units do not completely meet the 
needs of the buyer.” 


White Introduces 
Line of Compacts 
With Diesel Plant 


CLEVELAND.—Practical use of 
diesel power in city and suburban 
hauling operations was announced 
by J. N. Bauman, president of 





J. N. Bauman 


White Motor Co., at the company’s 
introduction of a new line of White 
compact trucks equipped with 
White-Perkins diesel engines. 

He said that while the benefits 
of diesel power have been realized 
in long-mileage operations, the rel- 
atively high initial cost of diesel 
engines has made their use in city 
and suburban short-mileage opera- 
tions generally impractical from a 
cost and performance standpoint. 

Introduction of the White-Perkins 
diesel in the White compact, he 
said, now makes possible a vehicle 
that can provide important savings 
even when mileage averages less 
than 200 miles per week. 

H. J. Nave, executive vice-presi- 
dent, in charge of the White Divi- 
sion, said the engine installation 
was developed jointly by White and 
Perkins and is no larger or heavier 
than a gasoline engine of equal 
power. 

He said that when installed in 
the compact, it provides a unique 
combination for truck applications 
where gross weights of up to 28,000 
pounds are required. 

The White compact was _ intro- 
duced in October, 1960, with gaso- 
line power only. 


Controls Called 
Path to Profits 


WICHITA.—An auto dealer can 
improve his profit picture through 
the application of proper controls, 
Harold Draper, retired Saginaw 
(Mich.) Chevrolet dealer, said at the 
last of four “Management for Prof- 
it” sessions held by dealers groups 
in Wichita, Topeka, Hays and Gar- 
den City. 

“Controls of inventories, expenses, 
daily operation information and an- 
alysis of operation can help produce 
profits for the car dealer,” Draper 
said. 

More than 350 dealers and em- 
ployes attended the Wichita meet- 
ing, while the turnout at the other 
three sessions exceeded 800. 


H. J. Nave 
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The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. 
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At -o Helps Swing Sales... 


Equipment, Body Firm 


Is Dealer’s 


By Isadore Shrensky 
Staff Correspondent 

ITTSBURGH. — Although truck 
". ling isn’t his line, John Ww. 
Turnege is out to help swing any 
truc} ileal he can. 

As president of the Ateco 
Equipment Co. in suburban Wil- 
kins Township, Turnage believes 
that truck sales often require 
partnership effort from the equip- 
ment and body distributor. 

Turnage’s firm is one of the larg- 
est in the East handling its own 
and other makes of manufactured 
truck bodies and serving as a dis- 
tributor for a wide line of heavy 
trucking equipment. 

Ateco turns out dump, panel and 
stake bodies of aluminum and steel; 
platforms, and some specialized 
items such as beer delivery and 
utility bodies. It features hoists by 
Gar Wood Industries, Wayne School 
Bus bodies and cranes by Truco 
Corp. and Stedt Corp. as part of 
its equipment stock. 

* * OK 
ERE are about 1,000 new truck 
dealerships in the Western 
Pennsylvania sales area covered by 
seven Ateco salesmen and “we try 
to work with all of them,” Turnage 
said. 

“We try to encourage each deal- 
er to call on us when they have a 
prospect,” Turnage said, “and 
let our representatives help close 
the deal by discussing the body 
part of the overall purchase.” 

The dealer makes the complete 
sale, however. 

Ateco refuses to compete with 
dealers and does not make direct 
customer sales. All of its products 
must be installed on the truck chas- 
sis for delivery by the dealer. 

When a truck salesman requests 
help, an Ateco representative or en- 
gineer is on the scene quickly. 

“We send someone out right 
away,” said Turnage, emphasizing 
his teamwork approach to truck 
salesmanship. 

* * * 

[pees can generally realize 

a profit of about 20 percent on 
products delivered by Ateco but 
Turnage has noted a tendency on 
the part of dealers to forego the 
extra income. “There seems to be 
very keen competition among the 
dealers and they are often prone to 





Farmers Buying 


More Trucks 
New, Study Shows 


PHILADELPHIA. —Farmers, 
who buy over 300,000 trucks a year, 
are showing a growing preference 
for new trucks, according to a 
study made for Farm Journal mag- 
azine by Daniel Starch and Staff. 

Of the 2,170,000 farms owning one 
or more trucks, 50 percent reported 
that their last truck had been 
bought new. For their next pur- 
chase, however, 61 percent said they 
planned to buy a new truck rather 
than used. Only 38 percent of the 
farms reported their previous truck 
had been bought new. 


Currently, 69 percent of the farm 
trucks are pickups; 28 percent, 
stake trucks, and 18 percent other 
body styles. Of the farms planning 
to buy a truck in the near future, 
63 percent said they would buy a 
pickup; 19 percent a stake truck, 


and 17 percent some other body 
style. 


While half-ton trucks are owned 
by 50 percent of the truck-owning 
farms, only 40 percent of the farms 
Planning to buy soon expect to pur- 
chase this size. 

The study shows a trend toward 
heavier trucks. Trucks over one-ton 
capacity, previously reported by 32 
percent of the farms, now are re- 
ported by 39 percent. Trucks of one 
ton Or ‘ess were reported as pre- 
viously owned by 82 percent of the 
farms. Currently, 79 percent report 
this capacity, 


‘Partner’ 


skip the profit on the truck body,” 
he observed. 

Ateco salesmen, however, try 
to persuade the truck dealership 
to take its profits on both the 
chassis and body unit. 

Another sales aid offered by Ateco 
is demonstration models. Although 
showroom space is limited at the 
plant, Turnage sends out demon- 
strators to any dealer who requests 
them. At times, he’s had up to 10 
demonstration models of various 
body types ready for travelling dis- 
play, using chassis purchased from 
truck dealers. 

He also will mount one of his 
firm’s bodies on a dealer’s truck on 
a consignment basis. 

In addition, Turnage holds occa- 
sional sales meetings at his plant 
at which the application and ad- 
vantages of various Ateco products 
are discussed for dealers and their 


salesmen, Truck dealers are en-|; 
couraged to drop in at the firm of- 
fices to discuss their needs and 
problems. 

The sales area of Ateco ranges 
about 150 miles in all directions 
from Pittsburgh. The company has 
a@ payroll of 50 to 55, with 40 work- 
ers in manufacturing. The plant 
covers about 19,000 square feet. ! 

* +. + 


| Pps year, Turnage disclosed, 
Ateco’s gross income totalled 
$1,400,000. Volume is running about 
the same in 1961 although some- 
what different in character, he said. 
Demand for large body units is 

down, Turnage reported, but 
smaller bodies are going well. He 
cited as an example a huge in- 
crease in snowplow sales. Ateco : 
had disposed of over 100 in the |j Sd cai 
past three or four months—more iil 

than in all of 1960. i : 

Turnage attributed the drop in 
large body sales to the recent slump Lead White M erchandising M eetings— 
in the steel and coal industries, a Broadened marketing opportunities for parts and service of White Division, White 
dominant factor in the economy of | Motor Co., Cleveland, will be the subject of 11 meetings in as many cities in the 
Western Pennsylvania. He also | United States and Canada to be attended by parts and service personnel from White 
noted a slight decrease in the de-|salés and service branches and White distributors. In charge of the meetings, being 
mand for school bus bodies al-| held in New York, Philadelphia, Atlanta, Boston, Toronto, Cleveland, Chicago, Kansas 
though Ateco has managed to get a | City, Dallas, Los Angeles and Portland, is W. L. Pepin, center, service director, and 
bigger share of the overall orders | from right, E. Kaminski, field operations manager; T. W. Laver, field service manager; 
this year. So far, Ateco has sold 175 | Pepin; F. J. Kelly, service sales manager; D. F. Musfeldt, factory parts operations 
to 200 school bus bodies in 1961. manager, and W. E. Sedden, assistant field service manager. 








New 1961 Fruehauf 
Volume * Van 





TRUCK BODY 








ALUMINUM side wall posts on 18 
centers 

¢ Trailer strength « Lightweight 

INTEGRAL STEEL rear corner posts, 
header and crossmember 

¢ Stronger * Damage resistant * Lower 
maintenance 

EXTRA WIDE 881," rear opening 

¢ Many rear-end enclosure options 
available 

FULL 91” inside width 

¢ Maximum cube with full rubrail pro- 
tection at sidewalls 


TRAILER-STRONG1'4"composite floor 

¢11fulllength steel hat sections afford 
complete fork-lift protection 

STEEL rear corner castings 

e Extra protection where it is needed 
most 

5" STEEL CHANNEL mounting rails 

¢ Durable « Longer-lived 

HEAVY DUTY ALUMINUM lower rub- 
rail at no extra cost 

¢ Full. side wall protection—a truck 
body must! 

10-GAUGE steel crossmembers 

¢« Located on 18’ centers 





RUBBER MOUNTED lights 

¢ Shock resistant ¢ Watertight 

¢ Externally serviceable 

BEADED OR EXTERIOR POST alumi- 
ramet et hy ee 

Pe iat ei ete leelel 

oe bah ae deal an 

ALUMINUM front wall posts on 15 
orth a) 

¢ Added strength at critica! point 

BONDED aluminum roof bows to roof 
sheet on 18” centers 

e One-piece roof sheet « Watertight 

¢ Trailer-strong 


The Only Truck Body Built to the Strength of a Trailer! 


The new Fruehauf aluminum VolumexVan Truck 
Body is the first truck body specifically designed to 
incorporate the most advanced features of the 
truck-trailer. Feature-for-feature, here is the finest 
truck body being produced today . . . and it’s sub- 


“ENGINEERED TRANSPORTATION” 
—The Key to Transportation Savings } 








stantially LOWER IN cost! Your choice of long last- 
ing aluminum beaded panel or exterior post design, 
with a wide variety of doors, options and lengths. 
See it now at your local Fruehauf Branch or con- 
tact Fruehauf Trailer Company, Detroit 32, Mich. 


FRUEHAUF TRAILER COMPANY 
10952 Harper Avenue « Detroit 32, Michigan 


strong VolumeyxVan Truck Body. 
UN Pae i irsictulicen-seshesidcosinlcnsieiidalunaaiicdipeemaestemdiitentigendiiataielinmlanetiiiasia aie 
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Beaded Panel or Exterior Post Design 











At Rudolph Chevrolet .. . 


FURY!) Trucks Lead Cars 
On Profit in Phoenix 


By Shel Engel 
Staff Correspondent 

PHOENIX. — Rudolph Chevrolet, 
of Phoenix, now in its 52nd year 
of service to the community, start- 
ed on a road to greater truck profits 
in 1957. The general manager, C. W. 
Waddoups jr., reports on the suc- 
cess they have enjoyed with great 
enthusiasm. 

“The truck business is not an 
adjunct to our passenger line,” 
said Waddoups as he explained 
the complete specialization both 
in staff and facilities at Rudolph 
Chevrolet. 

That this plan is effective is at- 

tested to in Waddoup’s statement 
that “truck business is more prof- 
itable than the passenger business 
on a per unit gross profit basis.” 
As a result of Waddoup’s state- 
ment, “If you are going to expect 
truckers’ business, you’ve got to 
earn it,” Rudolph has set up a 
separate truck sales division for 
new equipment, a separate used- 
truck division, a separate service 
arrangement for truck equipment, 
an unusually large truck parts sup- 
ply and has adopted one of the 
most progressive compensation 
plans for truck salesmen in the 
state. 
Truck Manager Joe Winn, an au- 
tomotive veteran of almost 20 years, 
leads a staff which numbers up to 
10 men who specialize in truck 
sales and who absolutely handle all 
truck sales bigger than a one-ton 
unit. These salesmen receive a flat 
salary of $250 monthly plus a com- 
mission ranging from 24 to 28 per- 
cent of the gross profit on the units 
they sell. 
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ing to Rudolph officials. 

Although the used-truck divi- 
sion comes under the used-car 
and truck manager at Rudolph’s 
they have a separate lot with 
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V-6s Made Standard... 


A STYLING improvement for 
GMC conventional-cab models 
that gives the driver a wider angle 
of vision over the front and sides 
of the hood is announced by Calvin 
J. Werner, general manager of 
GMC Truck & Coach Division. 

He said the hood contour has 
been lowered on all conventional 
cabs, adding a new safe driving 
factor by providing better road 
visibility. The change covers all 
light trucks plus heavier models 
having 105-inch cabs. 

Werner also said more powerful 


profit potential in the used-truck 
field is exceptionally good, accord- 


floor time available to the truck . 


The theme of specialization for 
truck sales is carried out in the 
parts department by Parts Manager 
Bob Clifford who revealed that a 
$75,000 parts inventory to serve 


A runner is employed to move the 
parts to the service department to 
further reduce the down time so 
important to Rudolph’s truck cus- 
tomers. About one-half of Rudolph 
parts volume is wholesale but it is 
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Ford Publishes Guide 


On Construction Trucks 


DEARBORN.—A 48-page illus- 
trated guide to truck selection 
for the construction industry is 
now being distributed by Ford 
Motor Co. 

A special 22-page section is 
devoted to ready-mix concrete 
applications. Listed are mixer 
and agitator ratings and body 
specifications and a description 
of various types of mixer bodies 
and drives. Ready - reference 
weight distribution charts to as- 
sist in proper truck selections for 
all types of transit mix opera- 
tions also are included. 

Copies of this guide may be 
obtained by writing the heavy 
truck sales department, Ford Di- 
vision, Box 658, Dearborn. 





in the area of parts for their own 
service department that Clifford has 
made his department extremely 
important. 

“Parts and service must work to- 
gether in order to provide the serv- 


GMC Lowers Hood Lines 





ice our trucking customers need to 
keep their trucks rolling,” cop. 
cluded Clifford. 

In the area of service, Ri dolph 
Chevrolet perhaps strikes the 
greatest blow for custome, loy- 
alty, because, although no night 
or 24-hour service is offered, it 
is very seldom that midnight ojj 
is not burned in the service de. 
partment. 

“Accommodating Our customer 
at all costs” might well be the gj. 
rection set down by Waddoups. The 
service department will, by appoint. 
ment, work around the clock to get 
a client’s truck back on the road to 
cut his down time. Rudolph’s has, 
on occasion, even supplied a unit 
from the used-truck inventory ag g 
loaner to a trucking client. 

Another unusual aspect is that 
the service salesmen actually make 
outside calls on Rudolph’s trucking 
clients to schedule service, provide 
counsel and in other ways make 
themselves helpful. 

This has often turned up addi- 
tional truck sales. For this, there 
is a special financial reward for 
the service salesman’s efforts. 

While the body and equipment 
business in Phoenix is highly 
competitive, Rudolph’s succeeds 
in maintaining outstanding rela- 
tions with these firms through 
frequent meetings to work out 
mutual problems. 

Rudolph’s handles the body equip- 
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This includes the price of body 
and other specialized equipment. 
The percentage is scaled upward 
for the larger equipment. This 
plan compares with a straight- 
commission plan offered by many 
dealerships. 

Waddoups explained that this en- 
ables Rudolph Chevrolet to contact 
truck clients or prospects regularly 
as part of assigned duties for this 
flat salary. That this has been a 
successful procedure is confirmed 
by the average monthly sales of 60 
to 75 units. 

Waddoups speaks with a great 
deal of pride when he reveals the 
used-truck policies which have been 
important in building customer loy- 
alty for Rudolph’s. Only about one- 
third of the truck tradeins are con- 
sidered suitable for reconditioning 
and resale by Rudolph—all others 
are wholesaled. 

A fulltime buyer of used equip- 
ment has, as part of his duties, the 
checking on good, clean used trucks 
to keep the inventory balanced. The 


ICC Aide Urges 
Drive on Illegal 
Truck Operators 


SALEM, Ore.—Oregon is one of 
the states that has a high per capita 
number of illegal truck operators, 
according to Herbert Qualls, direc- 
tor of the Bureau of Motor Car- 
riers for the Interstate Commerce 
Commission. 

Qualls told the Portland Trans- 
portation Club that if increases in 
illegal truck operations are to be 
reduced, stricter Federal laws and 
greater state cooperation will be 
needed. 

It was alleged that shippers con- 
niving with truck operators are 
thinking up new ways to defeat ICC 
enforcement officers faster than the 
old methods are detected. 

Qualls made it clear that ship- 
pers who connive with fake leasing 
and “buy-and-sell” arrangements in 
order to ship as “private carriers” 
will be called “whenever possible” 
as defendants in enforcement ac- 
tions. 

Shippers increasingly give truck 
operators fake bills of sale, making 
it appear that they own the truck 
and have the driver on the payroll 
as required under the private “car- 
rier act” when in fact they are 
engaged in for-hire services, Qualls 
said. 
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305-cubic-inch V-6 engines will 
power all of GMC’s light and medi- 
um trucks for 1962. Among five en- 
gines in GMC’s V-6 gas engine fam- 
ily, the new 305s combine improved 
fuel economy with increased horse- 
power. They were offered optionally 
last year. 

Many models, such as the 48-inch 
aluminum tilt cab models, 72-inch 
steel tilt cab units and 90-inch “B” 
conventional models are being con- 
tinued by GMC. 

GMC has adopted larger, heavier 
transmissions in many heavy-duty 
models. 

























* * * 
ip mrgy are also frame changes, 
front and rear axle changes, 
wiring harness improvements and 
new brakes on some models. 

All conventional-cab units (mod- 
els 1000-5500) have the new sloping 
hood contours. Parking lamps have 
been restyled to harmonize with the 
sloping hoods. Instead of being part 
of the grillework, they are mounted 
directly in the hood panel. 

Truck interiors match the ex- 
teriors. In custom cabs, there is a 
choice of four color-harmonized 
interiors. New instrument panels 
feature printed electrical circuits, 
and, for the first time, directional 
signals are standard. 

Two types of seat fabrics are of- 
fered. A vinyl coated material for 
deluxe cabs and a woven nylon 
cloth with vinyl coated facings in 
custom cabs. 

Other styling changes include new 
hubcaps, new “V-6” emblems, cus- 
tom-cab trim features, standardized 
wheel paint scheme and three new 
exterior colors. Two-tone paint jobs 
again are available on both deluxe 


and custom cabs and bodies. 
* * * 


[as new engine versions accom- 
pany changes in drive lines in 
light and medium trucks, A 305D 
engine replaces last year’s 305A in 
model series 1000, 1500, 2500, 3000 
and 3500. In the 4000 series trucks, 
a new 305C is used in place of the 
previous 305B. 

The 305D has two-barrel carbu- 
retion and improved manifolding, 
resulting in better breathing and 
higher torque and horsepower, 
said Werner. 

While the 305D has non-rotating 
chrome-nickel-molybdenum alloy 
steel intake and silchrome XB ex- 
haust valves as standard compo- 
nents, positive rotating silchrome 
XB intake and silchrome-10, hard- 
faced exhaust valves are available. 

* oF * 
PPARALLELING the 305D engine 
improvements are those in the 
















305C engine powering 4000 series;ment as an accommodation to ( 
models. Consequently, the economy | trucking customers and does not ' 
and performance of this engine| seek to make a profit on this equip- t 
have been substantially improved|™ent. In bidding for truck busi- I 
over last year’s 305B, GMC stated. ae with special equipment, it is f 
e practice to bid the truck units I 
a the 305C and 305D have/ and then add the equipment quota, 
1%-inch duplex carburetors and| Another public relations effort t 
one-piece, steel expander type oil} which has been appreciated by both | V 
control rings. the truckers and body-equipment t 
On 7000 series models powered | manufacturers is the annual Ru- t 
by 702-cubic-inch V-12 engines, | dolph trucking party held in the s 
the previous two-plate, 14-inch | firm’s service facilities. This “truck- t 
solid disc clutch is replaced by a | eroo,” which features refreshments, a 
two-plate, 14-inch dampened disc. | provides an opportunity for the 
The higher performance 401 V-6| body and equipment manufacturers t 
gasoline engine is now an option in| t© display their new products. : 
the tandem BWV5000 and BWA5000 Demonstrators featuring body 
series. It is used with the 305V deep, | equipment have been built with : 
low main transmission and the Op-| the cooperation of Chevrolet Di- ‘ 
tional 6041 auxiliary. vision and have been made avail- s 
The model B6000 now incorpo-| able for demo purposes in the 
rates a heavy-duty 307V transmis-| market. This service is utilized 
sion. li to great advantage by Rudolph 
Chevrolet. | 
The specialized approach is car- 
ried out through the extensive ad- < 
vertising promotion and public re- t 
lations program utilized by Rudolph 
Chevrolet. While general media e 
such as radio, newspapers and tele- | s 
vision are employed for announce- | b 
ments of new services and the like, h 
direct mail is the primary media tl 
‘|in reaching the truck clients and it 
prospects. A mailing every other c 
month of a special Rudolph news- pe 


letter entitled Truck Talk describes 
new products, new services for 
f} Rudolph customers and may feature 
stories on some of Rudolph’s truck 
personnel. 

Announcements may be included 
from time to time on special truck 
sales events but it has been a policy 
that no prices will be included in 
Truck Talk. Used trucks are ad- 
vertised in the classified section of 
the newspaper. 

What about future plans of Ru- 
dolph to better serve the trucking 
industry? Waddoups leaned back 
in his chair and indicated that he 
was going to give a lot of thought 
to expansion of the truck leasing 
operation. As far as new equipment 
to sell, his enthusiasm about the 
new diesel by Chevrolet indicates 
this is one of the most exciting 
developments in the automotive in- 
dustry. 
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5000 Tractor— 

Reflecting the styling improvements in 
GMC's new conventional-cab models is 
this 5000 Series highway tractor. The 
sloping hood gives the driver greater 
downward visibility. Besides offering re- 
styled conventional models, GMC Truck 
& Coach Division continues its 48-inch 
aluminum tilt-cab models, 72-inch steel 
tilt-cab units and 90-inch “B" conventional 
models. 









GMC's New Suburban Wagon— 





Car styling and truck dependability are combined in this new GMC Suburban station f pe 
wagon for 1962. Coil rear springs and independent front suspension give the unit | o 


excellent riding and handling qualities. It seats eight passengers. The vehicle is 
powered by GMC's V-6 gasoline truck engine. B 
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Top Dealer Exalts Truck End 


By Thomas L, Forbes 
Staff Correspondent 

FICIENT service and an ever- 
E ample supply of parts are 
among the major reasons ad- 
vanced by a leading Rhode Island 
dealer for the success of his truck 
operation. 

Robert W. Pierce sr., president 
of Pierce Chevrolet, Inc., and the 
neighboring dealership of Pierce 
Buick, Inc. both in Pawtucket, 
R. L., speaks with ill-concealed en- 
thusiasm of the part trucks play in 
his overall business. 

He reflects and transmits to 
his personnel the regard he holds 
for truck operation by making it 
possible for his 18 new-car sales- 
men to sell trucks also. This is 
in addition to an employe as- 
signed full-time to the promotion 
of truck sales. 

The Pierce conception of the 
truck end of the business is de- 
scribed by the veteran dealer, a 
past president of the RIADA, as 
twofold. 

First is recognition of the fact 
that trucks have a duty to per- 
form as required by owners in the 
everyday process of making money. 

K * * 

ECONDLY, the dealer has the 

responsibility to see that a 

truck owner gets the right com- 
bination of truck options to per- 
form properly, dependably and eco- 
nomically. 

“If this step is handled properly, 
the dealer has a satisfied owner 
who has made money for him at 
the time of sale, and who will con- 
tinue to pay his proportionate 
share of the dealer’s overhead 
through the requirements of parts 
and service,” Pierce observed. 

Any profitable operation, he con- 
tinued, demands that it absorb a 
percentage of the dealer’s over- 
head. Such absorption can best be 
attained through truck sales, be- 
cause trucks represent more labor 
and parts per job order than pas- 
senger cars, it was pointed out. 

On the matter of parts, Pierce 
holds that the dealer is duty- 
bound to carry stock suffi- 
cient to render effective service 
promptly. 

Regarding service, the dealer 
should strive to “keep trucks on 
the road, and the owners happy.” 

“If this is accomplished,” he add- 
ed, “truck owners will return to the 
same dealer time after time, and 
prefer to pay more to a dealer who 
has proven dependable and reliable 
than patronize another dealer sell- 
ing the same make, but less dedi- 
cated to the post-sale satisfaction 
of his customers.” 

ok * * 

TIERCE concludes that success 

in the truck field “depends al- 
most entirely upon the attitude of 
the dealer himself. 

“If he likes trucks, his organ- 
ization will reflect his enthusiasm, 
and will both be profitable and suc- 


Brockway Model 
OK’d for Hauling 
On N.Y. Thruway 


CORTLAND, N. Y. — Brockway 
Huskie tractors are the first gaso- 
line-powered, heavy-duty tractors 
to be granted permits to haul 
double-bottom rigs on the New 
York State Thruway, according to 
Brockway Motor Trucks. 

In giving the go-ahead, the Thru- 
way Authority issued the permit to 
Robert Hinson, owner, Penn Yan 
Express, Inc., after lengthy tests. 

Penn Yan operates a fleet of over 
112 travelling units, and maintains 
six terminals in New York and New 
Jersey. All tractors in the fleet are 
Brockways, and the model used for 
double-bottom rig hauling is the 
standard 257T tractor. 

To secure the permit, the manu- 
facturer is required to certify that 
its tractor is capable of maintain- 
ing minimum non-stop speeds of 20 
miles per hour over Thruway grades 
that reach a maximum of 3 percent. 

Until now all double-bottom rig 
power units on the Thruway have 
been diesels, and the majority have 
been tandem-axle tractors, accord- 
ing to Brockway. 








cessful in a truck operation,” he 
added, 

Pierce has made it a practice 
to work with body and equip- 
ment distributors, but expresses 
concern over the small margin 
of profit in this area. Consequent- 
ly, he has made it a policy to 
“stick with proven people” in 
this phase of the business. 

With reference to the merchan- 


Carey Paul Ford Opens 
ATLANTA. — Carey Paul Ford 
has opened. Carey Paul, president, 
has been in the auto business 21 
years and has headed both new-car 
and used-car outlets. 


dising of used trucks, the Rhode 
Island dealer recommends mini- 
mum delay in any salvage pro- 
cedure, and a “conscientious sell- 
ing job of salable units for a good 
price with warranty.” 

Salesmen in the Pierce organiza- 
tion are paid a base salary, plus a 
percentage and income from the 
organization’s profit-sharing plan. 

The truck operation is so set up 
that around-the-clock service is 
available on demand. A feature of 
the firm’s service equipment is a 
Sun scope, while another major 
item is a truck front-end aligning 
rack, 





"Travelling Showroom'— 


This “travelling showroom" is now on the road for Bryant Electric Co., Bridgeport, 
Conn. The first in a fleet of three, it offers a working display of the entire Bryant 
line of electrical products. Built into the body of a Chevrolet Corvair 95, this mobile 
display consists of four sets of two panels on which the products are mounted. These 
dual panels pull out of the side of the van and then are opened up. Each panel is 
integrally illuminated, practical demonstrations of installation techniques are pro- 
vided, and such units as wall switches are operational. 





NOW...the 


new 


McQUAY-NORRIS 








The MI-IOOO engine bearing has an “extra thin” 
babbitt lining only .0O1 of an inch thick, electrolytic- 


us . synonymous with quality 





ENGINE BEARING 


EXTRA 


Durability 
Conformability 
Iimbedability 






the new MI-IOOO 
ENGINE BEARING 


1. Precision Steel Back 
2. Sintered Copper-lead Lining 
3. Barrier Plate 


4. One thousandth of an inch 
Babbitt Overlay 


5. Pure Tin Flash 










ally applied on a hard and durable sintered copper- 


lead base. The MI-IOOO has the fine anti-friction 
qualities of babbitt plus the terrific strength of cop- 
per-lead—so it is easy on the shaft, yet won’t pound 


out under the most severe service. 


The combination of the MI-IOOO plus McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 
Piston Ring set, not only keeps the job running 


longer, but also cuts gas and oil costs. 


McQUAY 
NORRIS 


McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS e TORONTO 








DODGE DART 440 


DODGE DART 440 








INTRODUCING FOR 1962 





THE NEW LEAN BREED OF 


DODGE 


Look what’s going for Dodge and Dodge 
Dealers in 1962. A new lean breed of Dodge. 
More live action because there’s less dead 
weight. A complete new line-up of full-size 
and compact models to cover the market. 
A host of features a salesman can really 
work with to spur sales. 


ECONOMY: DODGE HAS IT! A \ot 
of people talk about economy. Here it is in 
the 1962 Dodge Dart 440, shown at the 
left. First of the Action-Economy cars. A 
low price, full-size Dodge that will out- 
economize most any car around. 

Proof? Go back to this year’s Mobilgas 
Kconomy Run. A 1961 Dodge Dart 6 got 
better than 23 miles to the gallon. This 
year’s comparable 1962 Dodge Dart, over 
the same course, under the same conditions, 
would do five percent better. Or 24 miles 
to the gallon. Frankly, we don’t think 
anyone but a professional driver could get 
a figure like this. But it does indicate our 
new car’s potential. 


ACTION: DODGE HAS IT! This same 
car that does so well with the gas, is also 
a real performer. Thousands of miles of 
testing prove it accelerates seven percent 
quicker from a dead stop. Action and econ- 
omy in the same car! It’s a fact. It’s what 
the market has been waiting to hear. With 
Dodge you can say it and make it stick. 


EASY HANDLING: DODGE HAS IT! 
You'd think power steering was standard. 
That’s how easy a Dodge goes. This is for 
a couple of reasons: Less dead weight on 
the front wheels and a new low-friction 
steering gear developed this year. Through- 
out the line, dead weight has been engi- 
neered out. For instance, the automatic 
transmission (with V8s) weighs 60 pounds 
less than last year’s. The case is aluminum 
alloy. It is stronger, less bulky and (here’s 
another good sales point) allows a consid- 
erable reduction in the front floor hump. 
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RIDE AND COMFORT: DODGE 
HAS IT! You just can’t get by these 
days with something that doesn’t feel right 
to the buyer. And mushy coil spring's aren’t 
about to match an improved Torsion-Aire 
Ride. It’s smooth. It’s stable. It holds a 
car flat on fast turns. And what buyer 
isn’t interested in comfort? True automo- 
tive comfort. So, what do we do? 

We build seats chair-high. We offer 
bucket seats. And for the man who wants 
the comfort and security of a bucket seat, 
along with the room he needs for the fam- 
ily, we include a fold-down center armrest 
up front. Up—there’s room for a crowd. 
Down—there’s individual comfort. The fold- 
down armrest is standard equipment on 
every Dodge Dart 440 model. 


DEPENDABILITY: DODGE HAS IT! 
Rustproofing from top to bottom. Unitizing 
of body. Brakes that adjust themselves 
automatically just by backing up. Lubri- 
cation that lasts 32,000 miles between 
major lubrications. An alternator, as well as 
a new, quiet, high-speed starter that puts 
less drag on the battery. Couldn’t you make 
a lot of sense to prospects with features 
like these? Dodge has every one of them. 


COVERAGE: DODGE HAS IT! The 
full-size Dodge Dart! In three series. Seven 
body styles, 23 models in all. 

A luxury, prestige car! You know that 
some people will not take less than an all- 
out machine. With Dodge you’d have it. The 
Polara 500. This car is built to out-gun 
and outrun just about anything on wheels. 
Inside it’s unadulterated luxury. Bucket 
seats. Thick carpets. The works. 

The compact Lancer! In three series, 
four body styles. And introducing for 
1962 the new Lancer GT. 

A whale of a compact! The Lancer GT 
is America’s first Sports Compact. It’s got 
bucket seats, all-vinyl interior, sill-to-sill 
carpeting, and real sizzle. 








A PLAN: DODGE HAS THAT,TOO! 
We think we’ve made our point: There’s 
a great deal going on at Dodge and a great 
deal going for Dodge and Dodge Dealers. 
We've got the cars (and the trucks!), the 
dealer support, the market strategy, and 
a tough new vigor that’s going all-out 
for sales success! 

To the successful sales managers and 
general managers who are tired of fiddling 
to someone else’s tune, we have a few 
special words: What you see here for 1962 
is just the beginning. 

We're a new team at Dodge. And we’ve 
got some battle scars to prove just how 
fast and how far we're going to bite into 
the automotive pie. If you could see our 
product plans for next year, and 1964 and 
1965, you'd start making some far-reaching 
decisions right now. At least you can 
get the facts that may lead to the most 
profitable change of your life. 

No two ways about it. We are going to 
need more good dealers. Men of action to 
match the increasing impetus of a vital 
new Dodge. The right men may find that 
becoming a Dodge Dealer is a lot easier 
than they think. 

We can arrange up to 75% of the financ- 
ing needed to get you started as a well- 
staffed, well-equipped, well-stocked Dodge 
Dealer. | 

We can assure you the highest possible 
sales and profit opportunities because our 
Market Programmed Sales Agreement plan 
closely controls the number of Dodge Dealers. 

We are confident that if you get all the 
facts, chances are good, you'll get with 
Dodge. Your inquiry will be handled in strict 
confidence. Write, wire, or phone, today. 


JOHN B. NAUGHTON 
GENERAL SALES MANAGER 


DODGE DIVISION 
7900 JOSEPH CAMPAU 
DETROIT 11, MICHIGAN 





DODGE LANCER GT 


DODGE POLARA 500 
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No Substitute, Says Manager .. . 
‘Personal Contact’ Moves Trucks 


By Wesley Stilwell 
Staff Correspondent 


READING, Pa.—“The personal 
touch is our greatest asset.” 

The speaker was Robert W. 
Chelius, manager of truck sales 
and service for Fred Morganstern 
Chevrolet Co. here. 

“I believe in personal contact,” 
said Chelius, “both in selling a 
new or used truck and in servic- 
ing trucks. Personal contact is 
the greatest asset any business 
can have, and we try to practice 
it every chance we get. 

“I make it a rule to have our 
truck salesmen call on our fleet 
accounts every 30 days. Sure, we 
send out cards and letters periodic- 
ally, but they can’t substitute for 
a personal call.” 

When a customer buys a new 
truck, the manager explained, he 
always is introduced immediately 
to the service manager and shown 
where the service department is 
located. He said the salesman who 


sold the truck always calls back 
on the purchaser to check on the 
performance of the vehicle. 

Chelius reported that Morgan- 
stern practices a sales technique 
used by no other dealer in Berks 
County. 

“We sell new trucks with no 
money down and allow the pur- 
chaser 48 months to pay. Of 


Laibe Named President 


Of Lima (O.) Dealer Unit 


LIMA, O—J. Ramon Laibe, of 
Laibe Lincoln-Mercury, has been 
elected president of the Lima New 
Car Dealers Assn. He succeeds 
Richard F. Daulton, Daulton-Rip- 
ley, Inc. (Rambler). 

Laibe formerly was _ vice-presi- 
dent of the association. Other new 
officers are: Allan Rhodes, of Allan 
Rhodes, Inc., vice-president, and 
Lou Manning, Better Business Bu- 
reau, secretary. 


course, we don’t make this offer 
to anyone who comes along, but 
if a businessman has a good 
credit rating and his business is 
solid, we allow him to buy a 
truck under this plan,” he added. 


At the same time, he added, 
Morganstern shuns the leasing 
plan adopted by some other dealers. 

Chelius makes sure that he al- 
ways has 30 new trucks on hand, 
usually divided among light duty, 
medium duty and heavy duty, in 
panels, pickups, stake bodies and 
dump bodies. He reported that the 
light-duty trucks move the fastest, 
with the medium duty next and 
then the heavy duty. 

Morganstern’s truck division 
works with 10 different body-and- 
equipment distributors, the man- 
ager explained, and he termed each 
very helpful with technical prob- 
lems. He estimated profits from 
body-and-equipment sales at 10 
percent of the overall profit. 

Sale of used trucks is equal 





Cpening Up— 

Design highlight of International’s new 
diesel 400 Series is the forward-tilting 
hood and fender assembly. The fiberglass 
unit opens to a full 90 degrees for easy 
accessibility to all front-end components. 
Some models in the series have a set-back 
front axle. 


to the sale of new trucks, the 
department head said. 

A truck taken in a trade, he said, 
has to be reconditioned from stem 
to stern before it is put up for re- 





Here’s more profit 


for you! Push 


seat belts made with 


Du Pont Nylon! 


Belt business is big now—and growing fast. Na- 
tional publicity is under way on built-in seat-belt 
anchors for ’62 U. S. cars. So feature belts that 


afford customer safety and give 
youa generous profit—belts made 
with Du Pont Nylon! They give 
youthesales power of the Du Pont 
name, an assurance of dependa- 


ble performance. 


Illustrated is the Auto-crat 
Model 100 belt made witha 100% 
Du Pont nylon shell and a 100% 
‘‘Super Cordura’’* rayon filling. 
It passes federal, state and SAE 


Patented Auto-crat attach- 
ment hardware is designed 
to swivel with the direction 
of pull—virtually eliminates 
chance of web tearing! 


specifications, and it’s a standard accessory for 
one of the “Big Three”’! Stock up now for the big 


rush! E. I. du Pont de Nemours 
& Co. (Inc.), Textile Fibers Dept., 
Wilmington 98, Delaware. 


*Du Pont’s registered trademark for its high tenacity rayon yarn. 


@U POND 


REG.U.S.pat.oFF. 
Better Things for Better Living 
. «through Chemistry 








cc. 
sale. The reconditioning includes 
removing any lettering, rebuildj 
or repairing the body and motor 
and repainting the body. 

“We have to recondition our useq 
trucks to move them,” Cheliug ag. 
serted. “If we didn’t, they’d sit here 
forever.” 

Morganstern stocks parts for 
automobiles and trucks valued at 
$90,000, with approximately $25,009 
worth allotted for truck servigj 
In most instances, 24-hour parts 
service can be provided, but this 
depends on the size of the part, 
Discounts are allowed on any parts 
sold at wholesale. 

Three salesmen are assigned 
full time to selling trucks, Chel- 
ius said, but any of the other 
Salesmen available may sell a 
truck. Also, a truck salesman 
may sell an automobile. The 
salesmen are paid a salary and 
commission, and receive a per- 
centage on any special equipment 
they sell. One of the full-time 
truck salesmen formerly wag a 
truck mechanic. His knowl 
of trucks adds to his value ag a 
salesman, according to the man- 
ager, 

All Morganstern salesmen work 
with distributors.in building up 
demonstrations, Chelius said. 

Although Morganstern’s service 
department closes daily at 6 pm. 
Chelius would like to see it stay 
open longer, and, in fact, would 
favor 24-hour service. 

So, far, he said, the company’s 
truck business this year is on a par 
with the same period a year ago, 

In recapitulating, Cheliugs de 
clared: 

“In everything we do, we try 
to live up to a rule we have in 
this department—never forget the 
truck owner and never let him for- 
get you.” 


Few of Vehicles 
Used by Migrants 
Ruled Off Road 


WASHINGTON. — The Interstate 
Commerce Commission has made 
public an analysis of detailed safe- 
ty checks of 106 motor vehicles 
used to transport 1,582 agricultural 
workers northward from Florida in 
early June. 

“The safety inspections revealed 
a number of violations of the com- 
mission’s motor carrier safety reg- 
ulations,” Chairman Everett Hutch- 
inson said. “However, it was found 
possible in all but four instances to 
obtain the required compliance and 
thereby make continued operation 
safe. 

“As a result it was not necessary 
to resort to the formal ‘Out of Serv- 
ice’ procedure which would have 
caused lengthy tieups of the vehi- 
cles and their migrant-worker pas- 
sengers.” 

Of the 106 northbound vehicles 
inspected in northern Florida and 
South Carolina during the weeks 
ending June 2 and 16, passengers 
were carried in 51 buses, 21 trucks, 
and one tractor-semitrailer, and 
baggage was carried in 33 trucks. 

The comm.ission’s bureau of 
motor carriers checked the vehicles 
for mechanical defects, lack of re- 
quired equipment for safe opera- 
tion, provisions for passenger com- 
fort and health, and driver qualifi- 
cations. 


N. Y. State Fair 
Marks Truck Day 


SYRACUSE, N. Y.—Truck Trans- 
portation Day was observed at the 
New York State Fair. The truck in- 
dustry of New York displayed the 
earliest and latest developments in 
the industry. 

A 1907 International, one of the 
first of its kind with a two-cylinder 
air-cooled engine, was on display 
with many other antique trucks. 
The Lyons Antique Truck Club ex- 
hibited a 1917 Oldsmobile truck 
used as a troop carrier and am- 
bulance in World War LI. 

Today’s Macks, Brockway’S, 
Whites, Internationals, Fords and 
GMCs, along with Fruehauf and 
Strick trailers, also were on display. 


75 Buses Added 


WASHINGTON. —D. C. Transit 
System, Inc., serving Washington 
and nearby Maryland, has pul- 
chased 75 new 51-passenger ail- 
conditioned buses from General 
Motors for a total cost of $2.5 mil- 
lion. 


Bneaann 
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USE OUR 
TRAINING FILMS 
TO BUILD 
TIME-SALES 
REVENUE 


PP cesseeeaneeettenteee emai 


An Extra Service from The Associates 


Our new 1962 training films, starring Jonathan Winters, are 


just out—and a representative from our branch office is ready ‘aii 


to show them to you! We call the new series ‘“The Associates 

Profit Pointers for Automobile Salesmen,”’ and they should ASSOCIATES 
prove to be excellent sales aids. They cover all the angles of 
a sale in some detail, but they pay particular attention to the 


financing part of it. So if time sales are important to your Associates Discount Corporation * Associates Discount South Bend, 
: . . 
income, and you’d like to boost them both, use these films. (Canada) Limited « Emmeco insurance Company ndiane 


INVESTMENT COMPANY ASSOCIATES 


To get them, just call your local Associates representative. 
He’ll show them to you and yoursalesmen whenever convenient. 
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Fleet Delivery— 


These Chevrolet Series M70 tandems, with 36,000-pound gross vehicle weight rating 
and 230-horsepower, V-8 engines, are delivered by Tom Medlock, left, salesman, and 
Verle Bargis, right, truck manager, Service Chevrolet Co., Ada, Okla., to B. J. Philpot 
and his son, Gerald, owners of Grade A Sand and Gravel Corp., Ada. The units fea- 
ture a Hendrickson bogie, two Eaton axles and Allison automatic transmission. The 
units will be used to furnish material for the $60 million water pipeline between 
Atoka and Oklahoma City. 





Own Company Formed. . 


Financing Is Called 
Mack Dealer’s Key 


By L. H. Houck 

Travelling Correspondent 2 
RAPID CITY, S. D.—“There’s 
nothing wrong with the retail truck 
business that good financing 
couldn’t cure, so we’re starting our 
own finance company,” Ron E. 
Freemole, secretary-treasurer, Hills 
Motor & Implement Co, (Mack), 

told AuTomotive News. 

Hills Motor was incorporated in 
1957 to sell Mack trucks, John 
Deere tractors and John Deere 
farm and industrial equipment, 
Davis trenchers and Wisconsin 
engines. These are the lines it 
sells today. The company’s vol- 
ume for the first fiscal year was 
$421,087.62. In 1959 the volume 
was $483,858.62. The year 1960 was 
a dry year for cattle raisers and 
farmers, but in spite of this hand- 
icap the volume rose to $617,- 
987.81. 

While this seems like good pro- 


gress, Freemole said the potential 
was more than $1 million gross a 
year, and that the increase to that 
figure would increase overhead but 
little. 

The company has been licensed 
under the Motor Vehicle Retail In- 
stallment Sales Law, which per- 
mits them to carry their own con- 
ditional sales contracts, and this 
has enabled them to finance many 


Case Elected President 


Of Fort Myers Dealers 


FORT MYERS, Fla.—Fort Mey- 
ers Automobile Dealers Assn, has 
reelected Harold C. Case (Chevro- 
let-Cadillac), president. 

Other officers include W. L. de- 
Bordenave (Imperial-Chrysler- 


Plymouth), vice-president, and 
Robert Lincoln (Oldsmobile), secre- 
tary-treasurer. 


—_, 


contracts that would have beg, 
lost, Freemole said. 

But the new plan is to sct upa 
complete finance company in the 
same building, since the com 
has a large building near the down. 
town section and half a biock o 
more of space. The finance com. 
pany is headed by Freemole., 


The need for a company-owned 
finance company stems from the 
fact that large trucks are no. 
toriously hard to finance through 
banks. and conventional finance 
companies unless they have an 
established truck departmer:t with 
personnel well acquainted with 
the heavy-truck business. 


The need also stems from the fact 
that both Ford and General Motors 
have their own finance companies 
which make it convenient for such 
dealers to get their deals financeg, 
Without equal financing the Mack 
sometimes loses out. 

Another advantage to both dealer 
and buyer is that with an experi- 
enced truck man heading the f.- 
nance company, he can take deals 
that would be turned down at a 
bank because he knows the hauling 
business. As Freemole pointed out, 
the company would have a profit in 
the sale as well as in the financing, 

John C. Rowe, supervisor of 
truck, trailer and industrial-equip- 





Youll like these LIVE ROEGER 
LIFT PPADS’ on Ausco One-End Lifts. 

They can't slip and they protect paint 

and chrome. 


YOU CANT BEAT THIS 
AUSCO JACK FOR ALL- 
AROUND-THE-SHOP USE. 
ROTATING AND CHANGING 
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ment financing for the Bank of 
America, recently said at a trailer 
convention: 

“, .. the few sellers of vehicles 
who provide their own financing 
may give more consideration to 
the collateral. They, of course, 
have a profit in the sale as well 
as the finance charge. 

“If they should become unwilling 
owners, they have a better market 
for the vehicles than do banks and 
are in a better position to condition 
them for the best market price.” 

This year the main street in front 
of Hills was torn up for widening 
during a greater part of the year, 
but in spite of this, Freemole said 
’61 business was going to reach 
$750,000. 

Big trucks are used in this area 
by propane, oil and cattle haulers, 
and some mines. Crop and weather 
conditions play a big part in the 
truck business, Freemole said. 

“Last winter was a mild winter,” 
he said, “and you’d think that would 
please almost everybody.. But it al- 
most put the propane haulers out of 
business because their distributors 
|didn’t need so much propane for 
heat. 

“With our own finance com- 
pany, we would be in a position 
to know the situation and be able 
to tide these owners over the bad 
‘times with lower payments s0 
they could keep their rigs. 

“Other financial institutions want 
the money or the rig because they 
don’t understand the hauling situ- 
ation. Repossessing the rigs is not 
the profitable way to handle situa- 
tions like this,” he said. 

Hills Motor is a family-owned 
company, with Fred Freemole, 
Rapid City, president; Ken E. Free- 
mole, Sioux Falls, vice-president, 
and Ron E. Freemole, Rapid City, 
secretary-treasurer. 


Alabama Revises 
Truck Regulations 


MONTGOMERY, Ala.—Alabama 
has made a number of changes in 
regulations affecting trucks. 

The height limit has been raised 
to 13% feet and the mileage tax 
has been replaced with a new tag- 
ging system for trucks for hire 
which is based on gross vehicle 
weight. 

A fuel use tax has also been set 
up. Truckers will be taxed on the 
amount of gasoline used in the 
state and are expected to pay an 
additional $500,000 to the state. 










Piggyback Terminal 


TAMPA, Fla.—A 10-acre terminal 
to handle piggyback freight is be 
ing constructed here by Seaboard 
Air Line Railroad Co. The termi- 
nal will be in operation by Aug. 1. 
Tampa recently received its first 
long-distance shipment of assem- 
bled automobiles via t ri p! e-deck 
flatears. They came from the Lin- 
coln-Thunderbird plant in V/ixom, 
Mich. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WAT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT Aij>s! Are 
you? 
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Marion Metal Prod. 
Perfection Steel Body 
Santa Anita Mfg. (Venco) 
Unisteel Body 


es 7 
Extinguishers, Complete 
e 
Fire Equipment 

American LaFrance 

Baughman Mfg. 

Central Fire Truck 

Darley & Co., W. S. 

Fruehauf Trailer 

Howe Fire Apparatus 





Diveo Truck Div. 
Dorsey Trailers 
Franklin Body & Equip. 
Fruehauf Trailer 
Gerstenslager Co. 
Holan—{Timpte Div.) 
Lyncoach & Truck 
McCabe-Power Body 
Mid-West Body & Mfg. 
Montpelier Mfg. Co. 
National Body 
National Coaches 
Olson, J. B. E. 

Omaha Body & Equip. 


Supplier Guide 
For Dealers 





(Continued from Page 21) 


Young Spring & Wire 


National Coaches 
Holmes Co., Ernest 


Pierce Auto Body Wks. 


roctor-Keefe Body Hubbard Mfg. Premier Mfg. ° 
seca Coaches Koenig Iron Wks. frame Body idea Farm Bodies (Truck) 
Stewart Steel Prod. McCabe-Powers Body Swift Body ee ee Anthony Co. 
Superior Coach Corp. Ontario Equip., Inc. Timmons Metal Prod. Baughman Mfg. 
Wayne Works Div. Santa Anita Mfg. (Venco) Unisteel Body Converto Mfg. 
: . Stringfellow & Co. Universal Body Cresci & Son, Inc. 
Armored Truck Bodies Truck Equip. Co. Wells Cargo Dorsey Trailers 


Utility Body Co. 
Weld-Built Body 


Fruehauf Trailer 
Galion Allsteel Body 
Gar Wood Ind. 





Franklin Body & Equip. 


Montpelier Mfg. Co. Department Store 


National Body Custom Built Bodies Delivery Bodies Heil Co. 
Booms Alf-Herman Alf-Herman New Brockway Models— Hercules Steel Prod. 
Anthony Co. Bo Bod . Holan—{Timpte Div.) 
a. Y yertown Y Shown are three of the 14 new medium! jo icon Hyd, Mfg. Co 
Anthony \0. Armbruster & Co. Brown Div. (Clark) and medium-heavy truck models announc- ; gee 


Knapheide Mfg. Co. 
Marion Metal Prod. 
Mid-West Body & Mfg. 
Omaha Body & Equip. 
Ontario Equip., Inc. 
Perfection Steel Body 
Proctor-Keefe Body 


Ashton Wrecker 
Auto Crane Co. 
Canfield Tow Bar 
Daybrook Equip. Div., 
Young Spring & Wire 
Hoimes Co., Ernest 
McCabe-Powers Body 
Stringfellow & Co, 


Baughman Mfg. 
Boyertown Body 
Brown Div. (Clark) 
Converto Mfg. 

Coons Custom Coach 
Crown Steel Prod. 
vaybrook Equip. Div., 


Crown Steel Prod. 
DeKalb Comm. Body 
Divco Truck Div. 
Dorsey Trailers 
Fruehauf Trailer 
Gerstenslager Co. 
Highway Cruisers 


ed by Brockway Motor Trucks. All models 
measure 90 inches from bumper to back 
to cab. Improvements and engineering de- 
velopments include box-type frame, wide- 
track front axle, an all-steel cab of bolted 
construction, enlarged frontal area and 
cooling system and improved front sus- 


, Young Spring & Wire Lyncoach & Truck ension. 
Weld-Built Body Deka Comm. Body McCabe-Powers Body P Forward Control : 
ivco Truck Div. id- . 
Boxes for Side of Carvey Tratlore aie tae. co" Heil Co. ae 
Pick-up Body Franklin Body & Equip. National Body Hercules Steel Prod. (Truck) 
: heed Fruehauf Trailer Olson, J. B. E. Holan—{Timpte Div.) Alf-Herman 

Crown — rod. Galion Allsteel Body Omaha Body & Equip. Johnson Hyd. Mfg. Co. Boyertown Body 
Hackney Bros. Gar Wood Ind. Orrville Body Koenig Iron Wks. Crown Steel Prod. 


Holan Corp. 
Koenig Iron Wks. 


Marion Metal Prod. 


Gerstenslager Co. 
Omaha Body & Equip. 


Heil Co. 


Premier Mfg. Co. 
Proctor-Keefe Body 


DeKalb Comm. Body 
Diveo Truck Div. 


McCabe-Powers Body Hercules Steel Prod. ; Ontario Equip., | 

i . Swift Body a Gerstenslager Co. 
Ee ee ae Highway Cruisers Union City Body Perfection Body Co. Lynceach : Truck 
eat Body & Equip. Holan Corp. Unisteel Body ‘ McCabe-Powers Body 
Ontario Equip., Inc. os og Universal Body Elevating Body (Truck) Montpelier Mfg. Co. 

°. r i 

Orrville Sa spacentl % Truck — Converto Mfg. Grae tea 
Pierce Auto y Merten Metal Bod * Cresci & Son, Inc. . 
Reading Body Wks. ere. Diggers (Post Hole) poseid Eee. hh, Pierce Auto Body 
Stah! Metal Prod. Mid-West Body & Mfg. Holan Corp. Young Spring & Wire Union City Body 


Steel Prod., Inc. 
Utility Body Co. 


Bus Bodies, School 


Armbruster & Co., Inc. 
Blue Bird Body 
Boyertown Body 
Carpenter Body 
Coons Custom Coach 
Hackney Bros. 
Highway Cruisers 
Montpelier Mfg. Co. 
National Coaches 


Galion Allsteel Body 
Gar Wood Ind. 

Heil Co. 

Marion Metal Prod. 
Perfection Steel Body 


Elevating End Gates 


Anthony Co, 

Curtis Auto. Dev. 

Daybrook Equip. Div., 
Young Spring & Wire 

Fruehauf Trailer Co. 

Galion Allsteel Body 


Koenig Iron Wks. 
McCabe-Powers Body 
Stahl Metal Prod. 
Truck Equip. Co. 
Utility Body Co. 


Dump Bodies (Truck) 


Anthony Co. 

Converto Mfg. 

Cresci & Son, Inc. 

Daybrook Equip. Div., 
Young Spring & Wire 


Montpelier Mfg. Co. 
Morysville Body Wks. 
National Body 
National Coaches 
Omaha Body & Equip. 
Ontario Equip., Inc. 
Orrville Body 
Pak-Mor Mfg. Co. 
Perfection Steel Body 
Pierce Auto Body 
Premier Mfg. Co., Inc. 
Proctor-Keefe Body 
Reading Body Wks. 


Universal Body 


Frozen Foods Bodies 
(Truck) 


Alf-Herman 

Brown Div. (Clark) 
Divco Truck Div. 
Dorsey Trailers 
Franklin Body & Equip. 
Fruehauf Trailer 
Gerstenslager Co. 
Hackney Bros. 


wow uneses 


Olson, J. B. E. 
Oneida Div. 
Stageway Coaches 
Stewart Steel Prod. 
Superior Coach 
Thomas Car Wks. 
Union City Body 
Ward Body Wks. 
Wayne Works Div. 


Cabs, Crews & Sleeper 


Armbruster & Co., Inc. 
Automotive Ind., Inc. 
Boyertown Body 

Coons Custom Coach 
Crown Steel Prod. 

D. E. K. Mfg. 

Franklin Body & Equip. 
Highway Cruisers 
Holan Corp. 

Koenig Iron Wks. 
Montpelier Mfg. Co. 
Morrison Steel Prod. 
National Body 
National Coaches 
Orrville Body 

Orrville Metal Spec. 
Proctor-Keefe Body 
Utility Body Co. 


Camper Bodies 
Cree Coach Corp. 
Highway Cruisers 
Traville Corp. 


Cargo Holding Devices 
Aeroquip Corp. 


Cranes, Wrecker 
Ashton Wrecker 
Avio Crane Co. 
Canfield Tow Bar 
Daybrook Equip. Div., 

Young Spring & Wire 

Douglas Motors 
Holmes Co., Ernest 
Hubbard Mfg. 
Morysville Body Wks. 
Weld-Built Body 


Cranes (Truck-Load 
Handling-Hydraulic) 


Anthony Co, 

Ashton Wrecker 
Burton Supply Co. 
Canfield Tow Bar 
Daybrook Equip. Div., 


Stageway Coaches 
Stahl Metal Prod. 
Swift Body 

Timmons Metal Prod. 
Union City Body 
Unisteel Body 

Utility Body Co. 
Ward Body Wks. 


Delivery Bodies— 
Beverage 


Alf-Herman 
Boyertown Body 
Brown Div. (Clark) 
Crown Steel Prod. 
DeKalb Comm. Body 





Steel Circle— 


Companion drums roll a steel section 
into a circle, completing the first step 
in the manufacture of Goodyear Tire & 
Rubber Co.'s new truck rim. Precision-built 
to within .031 of an inch of a true circle 
to better industry radial and lateral run- 
out tolerance standards by 50 percent, 
the rim virtually eliminates excessive tire 
wear and vehicle vibration caused by flat 
or “out of round" conditions. The com- 
pany. will retool Akron (O.) facilities to 
manufacture the new rim in all standard 
sizes for either disc or cast wheel assem- 
blies. 


Dorsey Trailers 
Fruehauf Trailer 
Galion Allsteel Body 
Gar Wood Ind. 


Gar Wood Ind. 
Heil Co. 


Hercules Steel Prod. 


Lyncoach & Truck 
Mid-West Body & Mfg. 
(Continued on Page 50, Col. 3) 





TRUCK EQUIPMENT MAKERS 


(Continued from Page 21) 


McCabe-Powers Body Co., 5900 N. Broadway, 
St. Louis 15, Mo. 
Michigan Fleet Equip. Co., 2350 Chicago Drive S.W., 
Grand Rapids 9, Mich. 
Midland-Ross Corp., Owosso Div., Owosso, Mich. 
Mid-West Body & Mfg., Paris, Ill. 
Montpelier Mfg. Co., Montpelier, O. 
Morrison Steel Prod., Inc., 
601 Amherst St., Buffalo 7, N. Y. 
Morysville Body Works, Inc., 813 S. Reading Ave., 
Boyertown, Pa. 
N 
Napco Industries, Inc., 17th St. and N. Lyndale, 
Minneapolis 11, Minn. 
National Body Corp., 10400 Devine St., 
Detroit 13, Mich. 
National Coaches, Inc., Knightstown, Ind. 
° 
Olson Corp., J. B. E., 600 Old Country Rd., 
Garden City, N. Y. 
Omaha Body & Equip. Co., Inc., 4400 N. 30th St., 
Omaha, Neb. 
Oneida Div., Marion-Harrington Co., Inc., 
1511 W. Washington, Indianapolis 7, Ind. 
Ontario Equipment, Inc., Route 66 and Grand Ave., 
McCook, III. 
Orrville Body Co., 375 Orr St., Orrville, O. 
Orrville Metal Specialty Co., Orrville, O. 
P 
Pak-Mor Mfg. Co., P. O. Box 14147, 
San Antonio 14, Tex. 
Page & Page Co., 0605 S.W. Curry St., Portland 1, Ore. 
Perfection Steel Body Co., Galion, O. 
Pierce Auto Body Works, 315 S. Pierce Ave., 
Appleton, Wis. 
Premiere Mfg. Co., Inc., 5730 Northwestern Ave., 
Indianapolis 8, Ind. 
Prior Products, Inc., P. O. Box 7608, Dallas, Tex. 
Proctor-Keefe Body Co., Inc., 7741 Dix Ave., 
Detroit 9, Mich. 
R 
Ramsey Winch Co., Box 3057, 5531 E. Admiral 
Place, Tulsa, Okla. 


Reading Body Works, Inc., 420 Gregg Ave., Reading, Pa. 


Santa Anita Mfg. Corp., 4961 N. Double Dr., 
Temple City, Calif. 
Sealco Air Brakes, Inc., 13530 Nelson Ave., 
City of Industry, Calif. 
Snyder Tank Corp., P. O. Box 14, Buffalo 5, N. Y. 
Stageway Coaches, 414 E. Court St., Cincinnati, O. 
Stahl Metal Products, 4750 W. 160th St., 
Cleveland 35, O. 
Stewart Steel Products, Inc., 1785 E. New York Ave., 
Brooklyn 7, N. Y. 
Stringfellow & Co., Inc., W. T., 125 12th Ave. N., 
Nashville, Tenn. 
Superior Coach Corp., Lima, O., and Koscuisko, Miss. 
Swift Body Co., Inc., 106 Hoyt St., Saginaw, Mich. 
T 


Thermo King Corp., 314 West 90th St., 
Minneapolis 20, Minn. 

Thomas Car Works, Inc., Perley A., Dept. F-6, 
High Point, N. C. 

Timmons Metal Prod. Co., 845 Harrisburg Pike, 
Columbus 16, Ohio 

Trailmobile, Inc., 31st & Robertson Ave., 
Cincinnati 9, O., and 901 Gilman St., 
Berkeley 10, Calif. 

Traville Corp., 1014 Ford Bldg., Detroit, Mich. 

Truck Equip. Co., 3963 Walnut St., Denver 5, Colo. 

Tulsa Products Div., Vickers, Inc., Tulsa, Okla. 


Union City Body, Inc., Union City, Ind. 

Unison-Action Div., American Metal Prod. Co., 
5959 Linsdale, Detroit 4, Mich. 

Unisteel Body Co., Galion, O. 

Universal Body Sales, Inc., Delaware, O. 

Utility Body Co., 1530 Wood St., Oakland, Calif. 

Ww 

Wagner Electric Corp., 6469 Plymouth Ave., 
St. Louis 14, Mo. 

Ward Body Works, Inc., Conway, Ark. 

Waterous Co., 80 E. Fillmore Ave., St. Paul 7, Minn. 

Wayne Works Div., Divco Wayne Corp., 
Richmond, Ind. 

Weld-Built Body Co., Inc., 5903 Preston Ct., 
Brooklyn 34, N. Y. 

Wells Cargo, Inc., 1503 W. McNaughton St., 
Elkhart, Ind. 

Wyatt Mfg. Co., Inc., 500 N. Fifth St., Salina, Kan. 








MEET THE 
PRESIDENTS OF 
MOPARS 
NATIONWIDE 


PARTS MANAGERS 


CLUBS 


These are the leaders of MoPar’s national organization 

of Chrysler Motors Corporation Dealer Parts Managers. 
Other chapters are springing up in all major markets of the 
country... helping to improve merchandising and management 
of dealer parts business... helping to serve the best interests 
of the motoring public. With the founding of this network 

of clubs, MoPar is proud to salute a key man in any service 
operation—the parts manager—the man who sees to it 

that the right part is at the right place at the right time! 
This is another example of how Chrysler Motors Corporation 
Dealers are “serving America’s new quest for quality.” 


PARTS 
AND 





ACCESSORIES 


MoPar Parts and Accessories, Chrysler Motors Corporation, Detroit 31, Michigan 
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JOHN C. INGRAM (58x) JAMES M. ROSS (77%) JAKE MUNSCH (104+) 
Haverstraw, N. Y. Webster, N. Y. Lafayette, La. 
Sosna Sales & Service, Inc. Ross Motors Webster Corp. Lafayette Motor Co. 






sa 


ARTHUR RIVELIS (61) JOHN F. WOOD (26) EARL MARK (102) 





Brooklyn. N. Y. Boulder, Colo. Canton, Ohio 
Henry Caplan, Inc. Crouch Motor Co. Kempthorn Motors Inc, 





FASANO (57 *) MURRAY L. MADEEN (7) : Fi 





NALD L. 








JOHN E. SNYDER, JR. (74) 
New Holland, Penna. Montclair, N. J. Butte, Mont. 
Showalter & Horning DeCozen Montclair Company Wilson Motor Company 
4 
4 
} 
7 
; 
LAWRENCE D. RUPERT (64) DAVE B. PLANK (15x) BODO PFEIFFER (82x) 
Lincoln, Neb. lowa City, lowa San Antonio, Texas 
DeBrown Auto Sales Co. Jim Dickerson Motors 0. R. Mitchell Motors 





ROBERT G. O’CONNER (36%) LEONARD W. ZIEMEK (67+) MAX WEISMANTEL (42%) 


Kalamazoo, Mich. Philadelphia, Penna. Marion, Ind. : 
H. J. Cooper, Inc. Charles A. Bott, Inc. Howard Auto Sales 





EARL MAYHUGH (79) IVAN SIDLER (3x) RONALD PILE (100%) 
Wood River, Ill. Altoona, Penna. ; Wichita, Kans. 
Stuart Motors, Inc. Sheraw Motor Co. R. D. McKay Motor Co. 









m7} iin, & , x € 
RAYMOND E. INMAN (46x) BOB INGOLD (17) W. H. HENDRIX (21%) 3 F 
Chattanooga, Tenn. Salisbury, N. C. Greenville, S. C. ’ 


Austin Motor -Sales Foil Motor Co. A. H. Easterby Motors, Inc. 
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THOMAS J. NOONAN (11+) 
Stamford, Conn. 
Mohawk Motors, Inc. 







FRED K. KALTENHAUSER (27 *) 
Ames, lowa 
Motor Sales & Service 





RAY WALLIS (103 *) 
Napa, Calif. 
The Gasser Motors, Inc. 


ai 


JOHN HARWORTH (71%) 
Portland, Ore. 
Roy Burnett Motors, Inc. 





JACK HANSEN (87>) 
Oak Harbor, Wash. 
Oak Harbor Garage 











ANTHONY S. SALVATORE (20) 
Cleveland, Ohio 
Walter H. Stearns Motors, Inc. 





a 
ROBERT D. JOHNSON (25>) 


Moline, Ill. 
Fisher Dodge, Inc. 


Woodland, Calif. 
Martin Motors 





EUGENE B. HUFFMAN (47 x) 
Danville, Ky. 
Whitehouse-Humphry 






* 
BEN J. PARKER (85) 


San Francisco, Calif. 
S & M Motors 





FRANK C, DAVIS (16) 
Pineville, W. Va. 
City Auto Service 





ANTHONY CIPRIANO, JR. (14) 
Blackwood, N. J. 
Pollock Brothers, Inc, 


PAUL LANCE (31) 
Madisonville, Ky. 
Hawkins Motor Sales 





FELIX J. LUKE (60%) 
New Orleans, La. 
Luke Motor Co., Inc. 















a 


EUGENE W. ZIEGLER (54x) 
West Allis, Wisc. 
Hub Auto Sales 


CHARLES R. BRADER (86x) 
Trucksville, Penna. 
Howard Isaacs 


BLYTHE WHITE (48x) 
Pine Bluff, Ark. 
Pines Motor Company 


PAUL J. TRAMEL (43) 
Jackson, Miss. 
Craigs Motors 


THURMAN ADAMS (76+) 
Lynchburg, Va. 
Adams Motor Company 











ARDEN W. JONES (8%) 
Binghamton, N. Y. 
Miller Motor Car Corp. 


HAROLD HANSEN (18x) 
Winnetka, Il. 
Indian Hill Motors 


T. M. WALLACE (62) 
Norfolk, Va. 
Green Gifford Motor Corp. 


0. M. MICKELSON (55) 
Minneapolis, Minn. 
Anderson Motor Co. 


LAWRENCE McQUOWN (53x) 
West Palm Beach, Fla. 
Blank & Smith, Inc. 





* 


JOSEPH T. McREYNOLDS (93) 
Syracuse, N. Y. 
Pepper Auto Sales, Inc. 





Pe, : a 2 
W. A. SPARKS (38%) 


High Point, S. C. 
Southern Motors, Inc. 





ALBERT KERR (12%) 
Rockville Center, N. Y. 
Kastner Motor Sales 


RAYMOND G. SCHAF (37) 
Sheboygan, Wisc. 
Hoekstra Bros., Inc. 


ROBERT M. FADER (73) 
Kingston, N. C. 
Weeks Motor Co. 









a 


CHARLES R. MULLEN (30%) 
Erie, Penna. 
Fairway Garage 





es 
RICHARD H. MILLER (33 *) 


Goshen, Ind. 
Auto Sales Co., Inc. 


MAXWELL HUMPHREY (96) 
Sandusky, Ohio 
Overmyer & McCulough 


WILLIAM ALEXANDER (72x). 
Taunton, Mass. 
Roberts Motors 


CARL R. FULLER (83) 
San Bernardino, Calif. 
Empire Dodge 





aa: 


W. C. WALLINGER (75) 
Petersburg, Va. 
Ted Curry Motors 


GEORGE PITTMAN (94) 


Auburn, Wash. 
Brewer Motor & Equipment Co. 





FLOYD DYKEMAN (1) 
Schenectady, N. Y. 
Schenectady Plymouth, Inc. 


RALPH E. JONES (4x) 
Pompa, Texas 
Parker Motor Company 


J, W. DOUGHTY (106 x) 
Lexington, Neb. 
Dawson County Motor Co. 





< 


CECIL HARWELL (49) 
San Fernando, Calif. 
San Fernando Valley Motors, Inc. 


JIMMY HACKETT (24x) 
Weatherford, Texas 
Lindsay Motor Co. 


D. B. SETLIFFE (5%) 
Chattanooga, Tenn. 
Citizens Motor Co., Inc. 


FRANK SILVA (34x) 
Modesto, Calif. 
Dean Jones 


HOWARD |. BROWN (89) 
Sioux Falls, S. D. 
Ray Quinn Company 





MoS 


THOMAS L. ROWAN (97) 
Langhorne, Penna. 
Reedman Dodge, Inc. 


NEIL MULOCK (32%) 
Hunter, N. D, 
State Oi] & Auto’Co, 


JOHN D. WILROY (6+) 
Baltimore, Md. 
County Car Center, Inc. 


FRANCIS V. KNOX (10%) 
Somerville, Mass. 
Knox Bros. Motor Co., Inc. 


CALVIN E. KEEFER (39%) 
Chambersburg, Penna. 
Shrocly Motors, Inc. 
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New V-8 Engine for ’62.. 


AUTOMOTIVE NEWS, OCTOBER 2, 1961 


14 ‘Big Cars’ in Chevrolet Line 


What's New: 


New grille and bumpers .., . re- 
styled roofline ... new V-8 en- 
gine ... lighter Powerglide trans- 
mission ; . . two-ply tires ... 
heater standard equipment .. . 
model lineup revised with four 
models dropped. 

* * * 

OR ’62, Chevrolet offers 14 models 

in its bread-and-butter lineup— 
the full-sized, 119-inch-wheelbase 

Biscayne-Bel Air-Impala group. The 
cars went on display last week in 
dealer showrooms. 

Chevrolet likes compacts, but 
the division has no false notions 
about where the bulk of its sales 
come from. General Manager Ed- 
ward N. Cole predicts that 1.9 
million Chevrolets will be sold in 
1962, and he expects 1.3 million 
of them—68 percent—to be full- 
sized models. 

Chevrolet says its ’62 offerings 
have a crisp, tailored look. The 
basic lines of the car are un- 
changed from ’61, but sheet metal 
work is new and so are the grille, 
bumpers and ornamentation. 

There are new exterior colors 
and restyled interiors. Sedans and 
the Impala two-door hardtop have 
new rooflines. The Impala roof 
treatment is the boxy design that 
has been adopted for other General 


Motors hardtops. 
eo * 


HEATER is standard equip- 

ment, and two-ply tires will be 
used on all models except station 
wagons. 

Chevrolet has a new V-8 engine. 
It is a 250-horsepower unit with 
piston displacement of 327 cubic 
inches. The 327 replaces the 348- 
cubic-inch engine, except for use in 
heavy trucks. 

The company says the perfor- 
mance of the 327 equals that of 
the 348 and that the new engine 





Senate Approves 
Bill to Step Up 
Fight on Pollution 


WASHINGTON. — An air pollu- 
tion bill which revises the 1955 law 
has been passed in the Senate by 
voice vote. On the House side, it 
remains in the Interstate Com- 
merce Committee. 

The measure, sponsored by Sena- 
tor Thomas H. Kuchel, California 
Republican, and four other sena- 
tors, would give the Department of 
Health, Education and Welfare and 
the United States Public Health 
Service additional authority to find 
an answer to smog problems. 

The Kuchel bill would continue 
the $5 million annual appropriation 
ceiling on research but would ex- 
tend the existing law until June 30, 
1966. The expiration date of the 
original Kuchel Act is 1964, 

Under the proposed measure, the 
surgeon general could call a public 
hearing whenever he felt an air 
pollution problem was interstate in 
character. A board would then 
make recommendations to the sur- 
geon general but they would not be 
in any way binding. 

This bill was passed unanimously 
by the Senate last year but it died 
because it remained in the House 
Interstate Commerce Committee. 
Rep. Kenneth A, Roberts, Alabama 
Democrat and chairman of the 
Health and Safety Subcommittee, 
has not scheduled hearings on the 
bill. 


Olds to Relocate 
Pacific Offices 


LANSING.—The Pacific regional 
and the Oakland zone offices of 
Oldsmobile will move soon to new 
quarters in the First Western 
Building, 14th and Broadway, Oak- 
land. 

The new offices will occupy 4,000 
square feet of space on the 17th 
floor of the 18-story skyscraper. 


Willys for Kearns 
DENVER. — Jack Kearns has 
opened Jack Kearns Motor Co. 
(Willys) at 3211 S. Broadway. 





offers greater fuel economy and 

operating efficiency. 

A new Powerglide automatic 
transmission will be used with the 
327-cubic-inch unit, Extensive use 
of aluminum makes it about 85 
pounds lighter than previous Pow- 
erglide transmissions, 

Chevrolet’s regular engine setup 
is unchanged. Standard in all 14 
models is a six-cylinder power 
plant. Displacement is 235 cubic 
inches, and horsepower is 135. 

* & og 
To. the new 327 is specified, 
V-8 models will be equipped 
with a 283-cubic-inch engine that 
delivers 170 horsepower. V-8s are 
extra-cost options on all models. 

Chevrolet has a 119-inch wheel- 
base, and an overall length of 209.3 
inches. The car-is 74.8 inches wide 
and 55.5 inches high. 

Corvette, Chevrolet’s fiberglass- 
body sports car, has a grille fin- 
ished in black, new side-cove 
ornamentation and an aluminum 
molding below the doors. 

The new 327-cubic-inch engine is 
standard on the Corvette. Horse- 
power is 250, but higher ratings 
are available with special equip- 
ment. Horsepower jumps to 360 
with fuel injection. 

There are 32 models wearing the 
Chevrolet nameplate this year—14 
standards, nine Chevy IIs, eight 
Corvairs ‘and the Corvette. 

ok * * 

HE 14 full-sized models compare 

with 18 in this category last 

year. Chevrolet has dropped the 
Biscayne business coupe, the 
Brookwood nine-passenger wagon, 


Three Wagons in Chevy II Line— 


Three station wagons are offered in the new Chevy Il line, and all are four-door 
models. Also available are two-door and four-door sedans, a two-door hardtop and 


a convertible. Chevy Il wheelbase is 110 
bumper to bumper. 





What's New: 


Monza station wagon added... 
new front-end design ... two-ply 
tires . . . 102-horsepower engine 
offered .. . restyled taillights and 
rear grille . .. heater standard 
equipment. 

K * 
ORVATIR, Chevrolet’s original 
compact, began its third sea- 
son last week with a new role in 
the division’s marketing structure. 

With the basic-transportation 
niche being filled by the new Chevy 
II, the rear-engine Corvair becomes 
the “fun car’—the auto for the 
buyer who is looking for something 
different. 

That means increased emphasis 
on the highly successful Monza, 
the first of the bucket-seat com- 
pacts. 

In ’61, the Monza series was ex- 
panded to include a four-door 
sedan, For ’62, there is a Monza 
station wagon with bucket seats 
optional. 

* OK * 
FRDVETRY sources report that 

Chevrolet is prepared to devote 
as much as 80 percent of Corvair 
production to Monzas during the 
’62 model year. It was 56 percent 
at the close of the ’61 run. 

Corvair has eight models for 
62. The 500 series consists of a 
coupe, while the 700 and Monza 
series offer a coupe, a four-door 
sedan and a four-door wagon. 


Monza Wagon Arrives... 


New Role for Corvair 





the Bel Air four-door hardtop and 
the Impala two-door sedan. 

Station wagons now bear the reg- 
ular series names instead of last 
year’s Brookwood -Parkwood- 
Nomad designations. 

Here is Chevrolet’s lineup of 
standard-sized models for ’62: 

Biscayne — Four-door sedan, 
two-door sedan and four-door 
two-seat station wagon. 


Bel Air—Four-door sedan, two-|! 


door sedan, two-door hardtop, four- 
door two-seat station wagon and 





four-door three-seat station wagon.| Chevy I] Convertible— 


Impala — Four-door sedan, four- 


door hardtop, two-door hardtop, Ch 


convertible, four-door two-seat sta- 
tion wagon and four-door three- 
seat station wagon. 








Joining the compact convertible field this year is the Nova 400, top model jn 
evrolet's new Chevy II line. The Nova series also includes a two-door hardtop 


and a four-door wagon. A 120-horsepower six-cylinder engine is standard equipment 
on Novas, while other Chevy II models utilize a four-cylinder, 90-horsepower unit, 


* * * 


Chevy II Has 4-Cylinder Engine 


Highlights: 

Nine models in three series .. - 
four-cylinder and six-cylinder en- 
gines . . tapered-plate rear 
springs ... unitized construction 
heater standard equipment 
- « . 110-inch wheelbase .. . 183 
inches long . .. two-ply tires... 


single headlights. 
* + Ed 


St dropped the much- 
discussed Chevy II into the 
market last week. It landed right 
next to Falcon. The new line is 


inches, and the cars are 183 inches from 












Rounding out the line is the 
Greenbrier sport wagon, which 
has a van-type body. A convert- 
ible is scheduled to appear next 
spring. 

There were nine Corvairs last 
year. The 500 four-door sedan and 
wagon have been dropped and, as 
mentioned, the Monza wagon has 
been added. 

Styling is virtually unchanged. 
Front-end ornamentation has been 
revamped, and taillights and the 
engine exhaust grille at the rear 
have been redesigned. 

* * * 


XTERIOR dimensions are the 
same as last year. Wheelbase 
is 108 inches, and the car is 180 
inches long, 67 
51.5 inches high. 
Greenbrier wheelbase is 95 
inches, and this unit is wider (70 
inches) and higher (68.5 inches) 
than other Corvairs. 

A heater is standard equip- 
ment on all ’62 models, and new 
two-ply tires are used. 

Corvair’s six-cylinder aluminum 
engine delivers 80 horsepower and 
displaces 145 cubic inches. Com- 


pression ratio is 8 to 1. Monzas|# 


equipped with automatic transmis- 
sion are rated at 84 horsepower 
and have a 9 to 1 compression ratio. 

Also available is a higher-per- 
formance package—102 horsepower 
and 9 to 1 compression ratio. This 
option developed 98 horsepower last 
year. 



























































inches wide and| , 


offered in nine models, including a 
convertible. 

A comparison of the specifica- 
tions of the two cars leaves little 
doubt that Chevy II is aimed di- 
rectly at the high-selling Ford 
compact. 

Chevy II has a 110-inch wheel- 
base and is 183 inches long. Fal- 
con has a 109.5-inch wheelbase 
and is 181.1 inches overall. 

Chevy II is 70.8 inches wide; Fal- 
con is 70.6. Chevy II is 55 inches 
high; Falcon is 54.5. 

Piston displacement and horse- 
power are similar, but the standard 
engines themselves are different. 
Chevy II has a four-cylinder power 
plant, the first four that Chevrolet 
Division has used since 1928. It’s a 
153-cubic-inch unit that develops 
90 horsepower. Compression ratio 
is 8.5 to 1. 

* * * 

ALCON’S standard six-cylinder 

engine displaces 144 cubic 

inches and is rated at 85 horse- 
power. Compression ratio is 8.7 to 
1. A 170-cubic-inch 101-horsepower 
engine is offered as an option. 

Chevy II also has a six, which is 
larger and more powerful than 
either Falcon unit. It is a 194-cubic- 
inch, 120-horsepower engine with 
an 85 to 1 compression ratio. 

Both Chevy II engines and the 
Falcon plant are front-mounted, 
and both have cast-iron blocks, 

Chevrolet has big plans for the 
new line. General Manager Edward 
N. Cole predicts 400,000 sales for 
Chevy II and at least 200,000 for 
Corvair. If that 600,000 goal is 
reached, it would put Chevrolet in 
first place in the compact-car field. 

The division refers to Chevy II 
stlying as “refined simplicity.” The 
lines are smooth and pleasing. It 
won’t be confused with the full- 
sized Chevrolet, but there is noth- 
ing radical about the appearance 
of the Chevy II. 


* * * 


T HAS a lattice-type grille flank- 
ed by single headlights, and 
there are no tail fins. Side molding 
is confined to a single full-length 
spear. 

Integral body-frame construction 
is used, with bolt-on front end. 
Chevrolet says the body-frame de- 
sign provides unusual strength and 
torsional rigidity, along with weight 
savings. Chevy II is about 1,000 
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pounds lighter than a standard 
Chevrolet. 

The division also notes that the 
unitized front-end structure with 
bolt-on fenders provides easier 
access to components and parts 
for repair or replacement. 

An engineering innovation is tap. 
ered plate rear springs. Chevrolet 
says this “climaxes years of re 
search for rear-axle cushioning 
which would cut the weight and 
assembly time of multileaf and coil 
suspensions and provide friction. 
free ride quality.” 

The tapered-plate springs are 
mounted in heavy rubber insulators 
for maximum noise isolation. Coil 
springs are used in front. The new 
spring is a five-foot, shot-peened 
steel bar which varies in thickness 
and width to provide uniform stress 
distribution, 

* * * 

Wa two-mty tires are used on 

the Chevy II, and a heater is 
standard equipment on all models, 
Optional equipment includes a re- 
designed Powerglide transmission 
that uses aluminum extensively and 
is 85 pounds lighter than former 
Powerglide units. 

Nine models are available in 
three series. The 100 has two- 
door and four-door sedans and a 
four-door two-seat station wagon, 
while the 300 offers two-door and 
four-door sedans and a four-door 
three-seat wagon. 

Top series in the line is the Nova 
400, which consists of a two-door 
hardtop, a convertible and a four- 
door two-seat wagon. 


The four-cylinder engine is 


standard equipment on 100 and 300 


models, and the six-cylinder unit | 


is optional. The six-cylinder engine 
is standard in the Nova series. The 
four-cylinder engine is not avail- 
able on Nova models. 


Missouri Dealers 
Loan 375 Cars 


JEFFERSON CITY, Mo.—Driver | 


education reached its peak in Mis- 
souri in 1961 when automobile deal- 


ers provided 375 driver-education | 


cars to schools throughout the 
state. 

The value of the loaned cars was 
$697,056, and 274 were loaned free, 
according to W. Earl Zenge, presi- 
dent, Missouri Automobile Dealers 
Assn. 





"62 Corvette Has New Engine— 

A new 327-cubic-inch engine will be standard on the '62 Corvette. Regular horse 
power is 250, but higher ratings are available with special equipment. A fuel-injection 
version develops 360 horsepower. Styling changes include a black radiator grilic, new 
side-cove treatment and an aluminum molding below the door. 
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“Mothers taxi 


service demands 


a limited slip differential 


Selling limited slip differential to on-the-go mothers—who 
must often transport their precious cargoes of children un- 
der the most trying conditions—is easy when they can see 
for themselves what this amazing device will mean to them 
in added security. Limited slip differential directs power to 
the rear wheel with the greater traction, thus protects the 


driver from getting stuck in sand, mud, snow or ice. It’s a 
natural to demonstrate and it sells itself when you show a 
prospect how it works. Besides busy mothers seeking peace 
of mind, made-to-order prospects include police depart- 
ments, taxi operators, doctors, rural letter carriers, sales- 
men, and utility companies. 


Once Your Prospects See It Perform It’s Easy To Sell Limited Slip Differential—So Be Sure To DEMONSTRATE! 
POR RRA 15 TELE 


Here’s how to demonstrate limited slip differential... 





Rad oth 


Use your gravel drive or a grassy strip where you can 
run one rear wheel off into soft soil. You can put on a 
powerful demonstration of how easy it is to get going 
instantly—with limited slip differential. 


Stop your right rear wheel on a pile of wet leaves which 
you can place at the curb yourself, then demonstrate 
how limited slip differential lets you start up smoothly 
and with no wheel spin—because the power goes to 
the wheel with the traction. 








In the winter, if you’re where the temperature goes 
below freezing, put one rear wheel on a patch of ice or 
packed down snow and show your customer how 
limited slip differential lets you start up instantly. 


Dirt really flies when a car with a conventional diffe- 
rential starts with one wheel in the mud. You can 
make a mud puddle in your used car lot or in a field— 
and show how limited slip differential insures a quick, 
clean take-off. 


DANA CORPORATION ¢ TOLEDO 1, OHIO 
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THE QUALITY CONTROL OF E/S 
“E” SERIES HRC* WHEEL CYLINDER 
CUPS WITH EXPANDERS AND SPRINGS 


Ask your POwen ef) 
EIS Distributor POWER BRAKE TESTERS - HOLD-DU S + GRAKE GLEEDERS 
or write for catalogs BRAKE FLUIDS + MYORAULIC CLUTCH REPAIR KITS ANO CYLINDERS 


EIS AUTOMOTIVE CORP., Middletown, Conn. 


eee 


CHEV © PONT © OLD ¢ G.M.C.—3, 9, 12, 15, 18 PASS. COACHES 


Wess 


414 EAST COURT STREET, CINCINNATI 2, OHIO PA 1;4880 


More run for 
your Money! 


selling 


WARN 
HUBS 


for all 4-WHEEL DRIVES 


Everybody gets more of everything 
with Warn Hubs: more value, more 
dependability, more mileage, more 
satisfaction. And as a dealer, you 
also get more sales, more sales help, 
more satisfied customers, more net 
profits, more referrals. In fact, you 
sell more 4-wheel drives because of 
Warn Hubs, as well as more Warn 
Hubs. It’s a happy circle because of 
Warn’s overwhelming popularity 
with everybody concerned! 



























Fastest? selling accessory made 
for 4-wheel Drives! 
The Original 
“Selective Drive”’ 


WARN MFG. CO., INC. 
Riverton Box 6064 AN2, Seattle 88, Wash. 





Supplier Guide 


For Dealers 





(Continued from Page 45) 


Montpelier Mfg. Co. 
National Body 
Olson, J. B. E. 
Premier Mfg. Co. 
Proctor-Keefe Body 
Swift Body 


Fifth Wheels 


Dayton Steel Fdy. Co. 
Fruehauf Trailer 
Holland Hitch Co. 
Leland Equip. 
Snyder Tank Corp. 


Fuel Tank Bodies 


Fruehauf Trailer 
Heil Co. 

Hercules Steel Prod. 
Mich. Fleet Equip. 
Ontario Equip., Inc. 
Prior Prod. 
Trailmobile 


Furniture Van Bodies 
(Truck) 


Alf-Herman 
Boyertown Body 
Brown Div. (Clark) 
DeKalb Comm. Body 
Divco Truck Div. 
Dorsey Trailers 
Fruehauf Trailer 
Gerstenslager Co. 
Lyncoach & Truck 
McCabe-Powers Body 
Mid-West Body & Mfg. 
Montpelier Mfg. Co. 
Morrison Steel Prod, 
National Body 
Omaha Body & Equip. 
Pierce Auto Body 
Premier Mfg. Co. 
Proctor-Keefe Body 
Swift Body 

Union City Body 
Unisteel Body 
Universal Body 
Wells Cargo 


Garbage & Sanitary 
Bodies 


Anthony Co. 

Baughman Mfg. 

Converto Mfg. 

Cresci & Son, Inc. 

Daybrook Equip Div., 
Young Spring & Wire 

Fruehauf (Hobbs Div.) 

Hercules (Hydro E-Z Pack Div.) 

Gar Wood Ind. 

Heil Co. 

Hercules Galion Pro. 

Hercules Steel Prod. 

M-B Corp. 

Marion Metal Prod. 

Omaha Body & Equip. 

Pak-Mor Mfg, Co. 

Perfection Steel Body 


Grain Bodies 


Anthony Co. 
Baughman Mfg. 
Brown Div. (Clark) 
Converto Mfg. 
Cresci & Son, Inc. 
Daybrook Equip. Div., 
Young Spring & Wire 
Dorsey Trailers 
Fruehauf (Hobbs Div.) 
Galion Allsteel Body 
Gar Wood Ind. 
Heil Co. 
Hercules Steel Prod. 
Holan—{Timpte Div.) 
Johnson Hyd. Mfg. Co. 
Knapheide Mfg. Co. 
Marion Metal Prod. 
Mid-West Body & Mfg. 
Omaha Body & Equip. 
Ontario Equip., Inc. 
Page & Page Co. 
Perfection Steel Body 
Proctor-Keefe Body 
Trailmobile 


Hi Lift Bodies & 
Cargo Loaders 


Baughman Mfg. 

Brown Div. (Clark) 

Converto Mfg. 

Cresci & Son, Inc. 

Daybrook Equip. Div., 
Young Spring & Wire 

Galion Allisteel Body 

Gar Wood Ind. 

Heil Co. 

Marion Metal Prod. 

National Body 


Perfection Steel Body 
Unisteel Body 


Hydraulic Hoists & 


Bodies 


Anthony Co. 

Converto Mfg. 

Cresci & Son, Inc. 

Daybrook Equip. Div., 
Young Spring & Wire 

Fruehauf Trailer 

Galion Allsteel Body 

Gar Wood Ind. 

Heil Co. 

Hercules Steel Prod. 

Holan Corp. 

Johnson Hyd. Mfg. Co. 

Koenig Iron Wks. 

Lundell Mfg. Co. 


62 Dodge Offers 
2 Polara Models 


Marion Metal Prod. 
Ontario Equip., Inc. 
Perfection Steel Body 
Pierce Auto Body 
Stahl Metal Prod. 
Tulsa Products Div. 
Wyatt Mfg. Co. 


Hydraulic Brakes 


Kelsey-Hayes 
Midland-Ross 
Wagner Electric 


Lift Gates & Loaders 


Anthony Co. 

Converto Mfg. 

Curtis Auto, Dev. 

Daybrook Equip. Div., 
Young Spring & Wire 

Fruehauf Trailer 

Galion Allsteel Body 

Gar Wood Ind. 

Heil Co. 

Hercules Steel Prod. 

Marion Metal Prod. 

Mid-West Body & Mfg. 

Perfection Steel Body 

Santa Anita Mfg. (Venco) 


Lime Spreader Bodies 


—Sand, Salt & 


Fertilizer 


Baughman Mfg. 
Galion Allsteel Body 
Hercules Steel Prod. 


With Bucket Seats | ivestock & Cargo 


DETROIT.—Dodge offers a pair 
of bucket-seat models for ’62 in its 
Polara 500 series. The series con- 
sists of a two-door hardtop and a 
convertible. 

The Polara models have the same 
basic styling and exterior dimen- 
sions as the Dart, but the grille 
and side trim are different. 

Wheelbase is 116 inches, and 
overall length is 202 inches. The ’61 
Polara, which was a separate line, 
had a 122-inch wheelbase and was 
212.5 inches overall. 

Powering the ’62 Polara is a 
high-performance V-8 engine with 
four-barrel carburetor, high-lift 
camshaft and dual exhausts. 
Horsepower is 305, and displace- 
ment is 361 cubic inches, 


In addition to bucket seats, the 
Polara interior has all-vinyl uphol- 
stery, a console between the front 
seats, padded instrument panel and 
a deluxe steering wheel with twin 
spokes and a chrome-plated center- 
piece. 

Other Polara features include 
fully unitized construction, self- 
adjusting brakes, 32,000-mile chas- 
sis lubrication interval, an “air- 
craft-type” starter, a new auto- 


matic transmission and a new 
heating and ventilating system. 
* * * 





Spaced Headlights— 


Widely spaced headlights, an ‘‘open- 
scoop” grille and a long hoodline identify 
the Dodge Polara 500. Bucket seats, all- 
vinyl upholstery and a front floor console 
are other features of Dodge's top series 
for "62. 


e 

Bodies 
Anthony Co. 
Baughman Mfg. 
Boyertown Body 
Brown Div. (Clark) 
Clark Equip. Co. 
Converto Mfg. 
Dorsey Trailers 
Fruehauf Trailer 
Galion Allsteel Body 
Gar Wood Ind. 
Gerstenslager Co. 
Heil Co. 
Hercules Steel Prod. 
Holan—{Timpte Div.) 
Johnson Hyd. Mfg. Co. 
Knapheide Mfg. Co. 
Lyncoach & Truck 
Mid-West Body & Mfg. 
National Body 
Omaha Body & Equip. 
Perfection Steel Body 
Proctor-Keefe Body 
Trailmobile 
Unisteel Body 
Wells Cargo 


Milk (Tank Bodies— 


Truck) 


Fruehauf Trailer 
Heil Co. 


Mixers, Concrete 


Ready Mix (Truck) 


Hercules Galion Prod. 
Jeager Mach. Co. 


Panel Bodies 


Alf-Herman 

Boyertown Body 
Dayton T. Brown, Inc. 
Brown Div. (Clark) 
DeKalb Comm, Body 
Dorsey Trailers 

Divco Truck Div. 
Franklin Body & Equip. 
Hackney Bros. 
Lyncoach & Truck 
McCabe-Powers Body 
Mid-West Body & Mfg. 
Montpelier Mfg. Co. 
National Body 


Olson, J.. B. E. 
Proctor-Keefe Body 
Swift Body 


(Continued on Page 55, Col. 1) 





Polara 500 Tops Dodge Line— 


Featuring a high-performance engine and bucket seats, the Polara 500 series tops 
Dodge's ‘62 linevp. A two-door hardtop and a convertible are offered. Polara models 
have a 305-horsepower, 361-cubic-inch engine. Wheelbase is 116 inches, and overall 
length is 202 inches, the same as the Dodge Dart. 
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Tr uckin’ e ce e eo By Jack Weed 
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(Continued from Page 20) 


Sales, Chicago; Art Herring, Ruck- 
: ‘slifornia Co., Oakland, 


tell 
C Stan Olson, Chas. Olson and 


Ca 


Sons, Inc., Minneapolis; Harry! 
Amster, Auto Safety House, Phoe- 
nix; Carroll Smythe, Perfection 


Spring and Equipment Co., Bos- 
ton; Lon Collier, Perfection eee 
an 


ment Co. Oklahoma City, 
others that slip my mind at the 
moment. 

A bellwether in that great dis- 
tributing setup, who always headed 


the fight for clean business, was 
Jack Maynard, of Knorr-Maynard 
Co., Detroit. 
a * * 
A Policy at Chevy 
ERHAPS one of the reasons for 
Jack’s being so outspoken in his 
demands that the organization al- 
ways play fair with the truck 
dealer was because he operated 
just a short distance from the 
General Motors Building, where the 
late Al Cosgrove, assistant sales 
manager in charge of truck equip- 
ment for Chevrolet, played his im- 
portant part. 
Cosgrove would not okay any 
piece of equipment to the Chevro- 
let truck dealers, where the manu- 


facturer did not have a well-policed | 


policy of always selling through 
dealers. 

I well remember that at a 
truck equipment show Chevrolet 
staged in Chicago during that pe- 
riod, more than one manufactur- 
er came crying on my shoulder 
because Cosgrove would not let 


them show their products in that | 


show. 


putting first things first: Service, 





the makers of bodies and truck 
equipment is Dodge’s intention of 
adding to their modification center 
program that was slated to be cut 
a short time ago. 


Factory men have been com- 
plaining during the past year 
that truck dealers have even 
been asking for trading allow- 


tories and some have even gone 
so far as to ask the factory to 
underwrite their poor deals. 
Factories say that during the 
past few years there has been a 
steadily decreasing engineering 
ability and lack of imagination 
displayed by truck salesmen. 
Some of this can be laid to lack 
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laid to the lack of incentive on the 
part of both the average truck 
dealer and his salesmen to make 
certain they understand all of the 
buyers’ hauling problems _ before 
they make a recommendation. 

Far too many dealers and sales- 
men are too prone to take the 
prospect’s word as to the type and 





Cosgrove had the complete back- | 


ing of two other stalwarts for deal- | 


ers making a profit on every thing 
they sold. They were Bill Holler, 
then general sales manager of 
Chevrolet, who fought for the Qual- 
ity Dealer Program, and Bill Fish, 
assistant sales manager for trucks, 
who had neither the showmanship 
of Holler nor the fiery dynamics of 
Cosgrove, but who was a sound and 
steady merchandiser. 


Last year, the board of directors | 


of the Truck Body and Equipment 
Assn., went on record condemning 
the cutthroat tactics that prevailed 
in the industry. But the association 
seemed to lack a man of sufficient 
dedication to carry the fight to get 
the resolution off the ground. 


* * oo 
Groundswell 


oe as we approach another 

truck selling year there seems 
to be some sound practical truck 
factory support building up for a 
return to better truck merchandis- 
ing and saving some profit in the 
sale of trucks. 

Gene Staley, general sales man- 
ager of Chevrolet, and his two 
truck “righthands,” Jim Conlon, as- 
sistant sales manager for trucks 
and Al Olson truck sales manager, 
are dedicated to the “owner rela- 
tions” program that has been grow- 
ing in that organization for over a 
year now. 

They know that to have sat- 
isfied owners that become “tele- 
phone” customers, the owner has 
to be sold the right truck for the 
job it is being purchased to do. 
They know that the quickest way 
for a truck dealer to lose a re- 
peat customer is to not sell him 
a big enough job for the work the 
truck is being purchased to do 
and that its body and equipment 
must be matched to the size and 
power of the truck. 

In their approach to the 1962 
selling season, they are doing every 
thing they can to lay the ground- 
work, as far as the factory can go, 
to insure that every Chevrolet will 
be sold properly. 

* * * 


Teamwork Approach 


OTH Chevy and Ford advise 
their dealers to work with the 
body and equipment distributors in 
their areas, to get all the technical 
Sales aid and help they can from 
these specialists so as to make cer- 
tain that the trucks their dealers 
sell will deliver economical and 
long-life service in the hands of the 
owners. 
Dodge, in its new approach to 
the truck merchandising area, is 





proper equipment and availability 
of units in the field. Of interest to 


ances in addition to the normal 
discounts given them by the fac- 


of sales training on the part of the 
retail salesmen and much can be 


size of unit he needs, rather than 
dig for the basic information. 








THERE'S DIRTY WORK AT THE CROSSROADS 


(and LAND CRUISER loves it! ) 
ee ee 


Land Cruiser is the only all purpose 4-wheel drive 
utility vehicle with the power and stamina to take the 
gruelling punishment of road construction. The Land 
Cruiser’s power comes from its durable 135 HP 
6-cylinder Toyota engine which drives all 4 wheels 
through a rugged, 6-speed transmission. That's 
nearly double the horsepower of any competitive 
4-wheel drive vehicle! Use it for climbing steep 54% 
grades with 7 passengers or a big payload of equip- 
ment. The Land Cruiser’s stamina is built in...from 
its massive, all-steel chassis to its heavier pintle 
hooks. No wonder the Toyota Land Cruiser weighs 
nearly 1000 Ibs. more than its chief competitor! 


Drive a Toyota LAND CRUISER 


at your nearest Toyota dealer and see for yourself. 





This ad is one of a series running in: 
SPORTS ILLUSTRATED ¢ TRUE « ARGOSY « SUNSET ¢e FARM JOURNAL 
LUMBERMAN ¢ TIMBERMAN « MINING WORLD ¢« WESTERN BUILDING 
WESTERN CONSTRUCTION ¢« CALIFORNIA BUILDER ¢ CALIFORNIA 
FARMER ¢ PACIFIC ROAD BUILDER « ARIZONA SPORTSMANS NEWS 
WESTERN OUTDOOR « LOS ANGELES MAGAZINE ¢ DESERT MAGAZINE 
AIRPORT SERVICES MANAGEMENT ¢ SOUTHERN CALIFORNIA RANCHER 
In these ads, the coupons offer to supply the reader with further information 


and the name of his nearest dealer. 
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MEANWHILE BACK IN THE OFFICE the Land Cruiser 
is helping everybody turn in more productive time- 
sheets. That’s because it works harder, gets more 
done, while paying for itself. It saves initially because 
the Land Cruiser hardtop or soft top costs no more, 
comparably equipped, than other 4-wheel drive vehi- 
cles with half the horsepower! It saves on every trip- 
mile because the Land Cruiser’s efficient engine gives 
up to 28 MPG of regular gas. It’s even more economi- 
cal to maintain a Land Cruiser because every part 
needing periodic inspection is immediately accessible. 
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Protected Land Cruiser franchises are available in certain : 
areas. For further details, without obligation, complete and a 
return this coupon to TOYOTA MOTOR DISTRIBUTORS, INC. ; 
(Dept. A-1), GO32 Hollywood Bivd., Los Angeles 28, Calif. i 
A 
i 
Name. hessiiclaeitaelhaniepeeslesbeeciaiatmaian ose ii sii sialaieies ; 
i 
i 
Address__— a 
t 
City. State 
’ 
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NOW or Wort -a 


OPENS A NEW WORLD OF OPPORTUNITY FOR CHEVROLET DEALERS! 


Corvair Monza Club Coupe 


62 CORVAIR 


MONZA 


RAD NADUDITH the car that puts sport in 
()2 CORVETTE the driver’s seat! 


America’s only all-out sports car! 


All spruced up to make an even 
bigger hit on the road and in 
the showroom is the ’62 version 
of the Corvair. It’s got saucier 
styling, snappier interiors and 
bigger brakes to team up with 
that sure-footed rear-engine 
traction. Here’s one for people 
who want sports car spice with- 
out a sports car price. 


Rounding out the versatile Chev- 
rolet lineup for ’62 is the swing- 
ingest, swashbucklingest Corvette 
yet. It’s got new go with a smooth 
new 327-cubic-inch V8 and new 
dash with dramatic new styling 
refinements. 


Ba act citi aia i 





i w’s this for wooing and winning over customers? For ’62, Chevrolet dealers have just the right car to please just about anybody —three 
arate lines with a total of 33 different models to pick from. There are the luxurious new Jet-smooth Chevrolets for people who want all the 
| oom, refinement and riding comfort they can lay hands on. The totally new line of Chevy II's for the customer who wants modern basic trans- 
i yrtation in the best Chevrolet tradition. Nine saucier-than-ever Chevy Corvairs for driving enthusiasts who want sports car spice on a budget. 
sd, for those who are looking for the ultimate in sporty driving, there’s the ’62 Corvette. With this whole new world of worth to explore, no 
yonder more people than ever like what they see and see what they like at their Chevrolet dealer’s One-Stop Shopping Center! 


Impala Sport Coupe—that roof line looks enough like a convertible’s to be one! 









Bel Air 4-Door 6-Passenger Station Wagon 





rich new styling with 


JET-SMOOTH RIDE! 


Here are all the fine things a new-car customer 
could reasonably want. A road-gentling Jet- 
smooth ride. A new choice of V8 voom. Built- 
for-keeps beauty—even down to new front 
fender steel underskirts that fend off rust, 
stones and slush. Clean-etched elegance with 
incomparable Body by Fisher craftsmanship. 
So many things much more expensive cars 
thought they had a corner on. 





Chevy II Nova 400 Sport Coupe* 


EN CHRVY I 


modern basic transportation in 
its finest fashion!!! 








LS 


Here’s a new line of cars that means new 
customers! A new-size car that’s easy to 
park, pack and pay for. Choice of a Chevy II Nova 400 Convertible* 
thrifty 4- or spunky 6-cylinder engine in 

most models. Rides big-car smooth. 


*soon to be available 























HEAVY-DUTY LIFT — Heavy - duty twin- 


post and triple-post lifts with variable ad- | 
accom- | 
modating any bus, truck or tractor-trailer | 


justments for wheelbase length, 
unit up to 108,000 pounds, have been an- | 
nounced by Weaver Mfg. Div., Dura Corp., 
2100 S. Ninth St., Springfield, Ill. A chain- | 
type ratchet extension mechanism permits 
adjustment of the twin-post lift'’s front 
cylinder and of the front and rear-end | 
cylinders of the triple-post lift, enabling 
either to accommodate any specified 
wheelbase range, it is said. The triple- 
post lift consists of a standard model EC- 
106 twin post lift with an added rear 
EC-106 adjustable third post assembly, 
piping and trailer saddle positioning con- 
trol valve. To accommodate various wheel- | 
base lengths, the triple-post lift has a sta-| 
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| TRUCK NEW PRODUCTS 


Farber-Mats to its line of auto in- 
terior accessories. The mats are 
made of felt-backed rubber and are 
contour-molded and 


the firm said. 
“ # * 


Pt ey | 
. 





tionary center post and two adjustable | 
end posts. Both the lifts feature ‘‘dead- | 
man” controls, as well as safety orifices | 
in each cylinder that automatically pre- 


ROLL-A-WAY DOOR—xX-trudedoor, the 
all aluminum roll-a-way door, is now} 
available to the entire truck and body- 





vent lowering in less than one-half minute | 
—even if oil lines should break, it is| 


claimed. 
* * * | 





BRAKE CONTROL — Williams Power 
Brake Equipment Co., Portland, Ore., has 
announced an air control device for spring 
actuated parking brakes. The device (WM- 
325) controls the air pressure between the 
tank supply and the spring brake units. A| 
check valve maintains high governor set- | 
ting air pressure against the springs at 
all times, it is claimed. Manual applica- 
tion is possible at any time and automatic 
application will take place between 35) 
to 40 pounds per square inch tank pres- | 
sure. There is no transient condition of | 
partial application, it is said. 

* * * 
Rubber Mats 


Farber Brothers, Inc., 821 Linden 
Ave., Memphis, Tenn., has added! 
* * * 








| specially designed extrusion which forms | 
| its own hinge when linked together. Lub- 


| most any door opening. X-trudedoors can 


| used bodies and adapted to new door 


| er. As shown in photo, the drawer accom- 


| drawer which will support 300 pounds, 


| when loaded, it is said. Drawer may be 


building industry for vans and semitrail- | 
ers. Main component of the door is a 


rication is not needed, it is said. The door | 
is available in sizes up to 96 inches wide, | 
to almost any height. The extrusions are 
cut to any width, and by using the same 
hardware which comes with the original 
door, an X-trudedoor can be fitted to al-| 


be installed on any body; salvaged from 
openings of the same or smaller widths. | 


Timmons Metal Products Co., Box 86, Col-| 
umbus 16, O. | 


rug-textured, 








CUSTOM MIRRORS—A line of custom 
designed mirrors has been introduced by 
Arrow Safety Device Co., Georgetown, 
Dela. Cataloged as the “Custom Line,” 
models are available for all standard truck 
makes and models as well as the Volks- 
wagen and the Ford Econoline, Chevrolet 
Corvan and Jeep FC. All mirrors feature 
three-way adjustment — full 360 degree 
swing, up-and-down and in-and-out ver- 
tical. Heavy-duty construction is featured 
along with a quarter-inch, deluxe plate- 
glass vision area with a stainless steel 
mirror backing. Plated models offer a 
stainless steel mirror head and chrome 
plated arms and brackets, while the paint- 
ed models have hammertone gray mirror- 
heads and cadmium plated arms and 
bracket assemblies. 











TOOL DRAWER—For installation in Ford 
Econoline and Chevrolet Corvan trucks, 
Stahl Metal Products, Inc., Cleveland 35, 
O., offers the material and supplies draw- | 


modates tools and materials used by the 
service trades. Stahl roller - and - guide 


mechanism provides an _ easy-to-operate 


even when fully extended; rolls easily 





installed to open outside door of truck. 
.S oe 


BULK FEED BODY—A compartmented bulk feed transport body said to be low in 
initial cost and operating cost has been introduced by Baughman Mfg. Co., Jersey- | 
ville, Ill. Known as the SF-8, the body is available in 16 lengths from 10 to 40 feet, 


with number of compartments ranging from three to 10, and volume from 314 to} 


1,250 cubic feet. Each compartment is four 


feet wide (where length of body is not} 


divisible by four, second compartment is two feet wide). The compartmented con- 


struction of the body permits the handling of 


several types of bulk feed simultaneously, 


it is said. Material is unloaded through a system of auger-type conveyors, including 


a 15-foot discharge stack which rotates in a 


280-degree arc and elevates to a height 


of 17% feet. Rate of delivery is 3%, to one ton per minute. 





LIGHT SWITCHES—A series of stoplight 
switches for air brake equipped trucks 
has been announced by Velvac, Inc., 3534 
W. Pierce St., Milwaukee 15, Wis. The 
57A Series switches are said to be de- 
signed to put on the brake lights at less 
than two pounds air pressure. A non- 
metallic case is used to increase the in- 
sulating barrier between the hot terminal 
and metal parts grounded to the frame of 
the truck. Internal contacts are brass and 
silver plated to reduce arcing and internal 
heat, it is said. No electric current passes 
through the spring so it will not heat up 
and lose its temper. The spring is stainless 
steel to prevent rust. The contacts in the 
switches are said to be selfrenewing be- 
cause a circular contact plate floats free 


| and is permitted to rotate gradually so 


that new surface is presented to the termi- 
nal contacts. The Velvac stoplight switches 
are available in a variety of electrical and 


| piping arrangements to interchange read- 
| ily with all other makes. 


* * * 





REPAIR PANELS—The repair and main- 
tenance of '55, '56 and '57 Chevrolet and 
GMC truck bodies have been simplified 
with the introduction of Schofield Head- 
Lite Panels P-809L (left) and P-809R (right). 
The panels are die-formed duplicates of 
the headlight sections on the -ton and 











%4-ton Chevrolet and GMC models. Scho- 
field Mfg. Co., 1140 E, 222nd St., Euclid 
7; 0, 

a 


Tire-Repair Plugs 


Compression plugs for on-the- 
wheel repair of tubeless tires have 





been added to the Camel-brand 


line of H. B. Egan Mfg. Co., Box) 


1406, Muskogee, Okla. 








CATERING VAN — A mobile catering 
unit with food handling and merchandis- 
ing capabilities has been introduced by 
Vanette Division, Body Sales, 
Inc., Box 360, Delaware, O. Known as the 
Universal Chef Van, the unit is built on 
either an eight or 10-foot Vanette body. 
It is designed to store enough food for | 
complete route coverage, cool or warm it | 
as required, and display it. In addition | 


Universal 


to the warming system, standard equip- 


ment includes large counter area, display | | 


shelves, both cold and dry storage facili- 
ties, commercial coffee urn with hot water 
available, and functional and display 
lighting. 





UTILITY BODY — A utility body job- | 
planned to carry in file-box fashion the | 
many special tools and materials required | 
in excavation work has been manufactur- | 
ed by Reading Body Works, Inc., Reading, | 
Pa. A special storage area is provided in| 
the body for gas and acetylene tanks. 
Weathertight outside compartments are | 
fitted with removable shelves and adjust- | 
able bin dividers, providing individual 
space for a variety of tools and small | 
parts. Inside the body is storage space for | 
larger objects. Compartment doors are 
built with die-formed double panels, sus- 
pended on free-action hinges. The body | 
is of unitized, welded steel construction, 
reinformed at all critical stress points. The 


unit is undercoated. 
* * * 








TANK TRAILER—The latest techniques in tank fabrication and welding e iployed 2 
at Fruehauf Trailer Co.'s Uniontown (Pa.) plant are said to assure years of dep -— 
liqui 
and bulk materials will be manufactured from mild steel, hi-stensile steel, aluminum 


service for tank trailers similar to this steel 


on the 


| Automotive 


| ried 





TRUCK MIRRORS — Five truck mirrors, 
one aluminum West Coast, one tilt cab, 
and three junior West Coast, have been 
introduced by R. E. Dietz Co., 225 Wilkin. 
son St., Syracuse 1, N. Y. The aluminum 
West Coast mirror (No. 78-AL, above) feg. 
tures a 6 by 16-inch hexagon embossed 
anodized aluminum head with replaceable 
front surface glass. Highly reflective front 
surface glass allows distortion free, per. 
fect image viewing, and will not crack, 
peel, or chip, it is claimed. Aluminum 
steel reinforced arms extend 19 to 29 
inches, and the unit includes all mounting 
hardware and GMC brackets. Replace. 
able front surface glass is also featured 
tilt cab model, which universal 
mounts on all cabs 76 inches or wider, 
and also includes all hardware. 

Ce 





CREW CAB—A crew cab for GMC and 
Chevrolet trucks has been announced by 


Industries, Inc., Owendale, 
Mich. The lines of the basic cab are car- 
through the added length of 38 
inches. The rear seat is of the same con- 
struction and matches the seats that come 
as original equipment, it is said. The in- 
terior is painted and trimmed to match 
the original color of the rest of the cab. 


BRAKE BLEEDER ADAPTOR — Ammco 
Tools, Inc., 2100 Commonwealth Ave., 
North Chicago, Ill., has announced avail- 


ability of the No: 3535 brake bleeder 


adaptor specially designed for 1960-'61 
Chevrolet and GMC trucks. It is for use 
with Ammco's Model 4200 one-man 


bleeder. 
* * * 


petroleum unit. The transporters fc 


or stainless steel according to hauling requirements. 
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(Continued from Page 50) 


Union City Body 
Universal Body 


e 
Pick-up Bodies 
Brown Div. (Clark) 
Coons Custom Coach 
Daybrook Equip. Div., 
Young Spring & Wire 
Dorsey Trailers 
Galion Allsteel Body 
Holan Corp. 
Koenig Iron Wks. 
McCabe-Powers Body 
Mid-West Body & Mfg. 
National Body 
Omaha Body & Equip. 
Perfection Steel Body 
Pierce Auto Body 
Stah| Metal Prod. 


Petroleum Products 
Bodies (Truck) 


Fruehauf Trailer 

Heil Co. 

Mid-West Body & Mfg. 
Premier Mfg. Co. 


Platform & Stake Bodies 


Anthony Co. 

Converto Mfg. 

Cresci & Son, Inc. 

Daybrook Equip. Div., 
Young Spring & Wire 

Dorsey Trailers 

Fruehauf Trailer 

Galion Allsteel Body 

Gar Wood Ind. 

Heil Co. 

Hercules Steel Prod. 

Johnson Hyd. Mfg. Co. 

Knapheide Mfg. Co. 

Koenig Iron Wks. 

Leland Equip. 

Marion Metal Prod. 

McCabe-Powers Body 

Mid-West Body & Mfg. 

National Body 

Omaha Body & Equip. 

Page & Page Co. 

Parks Body 

Perfection Steel Body 

Proctor-Keefe Body 

Stewart Steel Prod. 

Universal Body 


Power Take-Offs 
Assemblies 


American Coleman 
Anthony Co. 

Ashton Wrecker 
Braden Winch 
Chelsea Prod. 
Dana-Spicer 

F. A. B. Mfg. Co. 
Galion Allsteel Body 
Gar Wood Ind. 
Heil Co. 

Hercules Steel Prod. 
Holan Corp. 

Koenig Iron Wks. 
Marion Metal Prod. 
McCabe-Powers Body 
Napco Ind. 
Perfection Steel Body 
Ramsey Winch 
Stahl Metal Prod. 
Tulsa Products Div. 
Utility Body Co. 
Waterous Co, 


Power Windows 
A.M.T. Corp. 


Radiator, Screens 
(Filters) 


Cal Corp. 


Refrigerated Bodies— 
Ice Cream, Milk, Etc. 


Alf-Herman 

Boyertown Body 

Brown Div. (Clark) 
DeKalb Comm. Body 
Divco Truck Div. 
Dorsey Trailers 
Franklin Body & Equip. 
Fruehauf Trailer 
Gerstenslager Co. 
Hackney Bros. 

Heil Co. 
Holan—{Timpte Div.) 
lyncoach & Truck 
Mid-West Body & Mfg. 
Montpelier Mfg. Co. 
National Body 

Olson, J. B. E. 

Omaha Body & Equip, 
Premier Mfg, Co. 
Proctor-Keefe Body 
Swift Body 


Thermo King Corp. 
Trailmobile 

Union City Body 
Unisteel Body 
Universal Body 


= 
Refrigeration Equipment 
Frigikar Corp. 
Hunter Mfg. Co. 
Kold-Hold Div. 
Kysor Heater Co. 
Lindustries, Inc. 


Retarders 
Dana-Spicer 
Long Mfg. Div. 


Safety Tanks 


Fruehauf Trailer 
Mich, Fleet Equip. 
Prior Prod., Inc. 
Snyder Tank Corp. 


Seats, Trucks 
American Seating Corp. 
Bostrom Mfg. Co. 
Unison-Action Div. 


Side Dump Bodies 
(Truck) 


Converto Mfg. 
Daybrook Equip. Div., 
Young Spring & Wire 
Galion Allsteel Body 
Gar Wood Ind. 
Heil Co. 
Hercules Steel Prod. 
Holan—{Timpte Div.) 
Koenig Iron Wks. 
Marion Metal Prod. 
Ontario Equip., Inc. 
Perfection Steel Body 


Tire Equipment 
May Brothers Mfg. 


o 

Towing Hooks 
Ashton Wrecker 
Canfield Tow Bar 
Fruehauf Trailer 
Holland Hitch Co. 
Holmes Co., Ernest 
Hubbard Mfg. 
McCabe-Powers Body 
Stahl Metal Prod. 
Stringfellow & Co. 
Utility Body Co. 
Weld-Built Body 


Truck-Car Air 


ene s 
Conditioning 
Frigikar Corp. 
Kysor Heater Co. 
Lindustries, Inc. 
Thermo King Corp. 


7 
Utility Service 
Baughman Mfg. 
Boyertown Body 
Dayton T. Brown, Inc. 
Crown Steel Prod. 
Divco Truck Div. 
Dorsey Trailers 
Hackney Bros, 
Highway Cruisers, Inc. 
Holan Corp, 
Hubbard Mfg. 
Koenig Iron Wks. 
Leland Equip. 
McCabe-Powers Body 
Montpelier Mfg. Co. 
Morysville Body Wks. 
Morrison Steel Prod. 
Olson Corp. 
Omaha Body & Equip. 
Ontario Equip., Inc. 
Orrville Body 
Perfection Steel Body 
Pierce Auto Body 
Reading Body Wks. 
StahI Metal Prod. 
Swift Body 
Truck Equip. Co. 
Union City Body 
Universal Body 
Utility Body Co. 
Wells Cargo 


Bodies 


Tailgate Lifts & Loaders! Van Bodies 


Anthony Co. 

Converto Mfg. 

Curtis Auto. Dev. 

Daybrook Equip. Div., 
Young Spring & Wire 

Fruehauf Trailer 

Galion Allsteel Body 

Gar Wood Ind. 

Heil Co. 

Hercules Steel Prod. 

Marion Metal Prod. 

Mid-West Body & Mfg. 

Perfection Steel Body 

Santa Anita Mfg. (Venco) 

Unisteel Body 


Tank Bodies 


Baughman Mfg. 
Fruehauf Trailer 
Heil Co. 

Mich, Fleet Equip. 
Trailmobile 


Alf-Herman 

Boyertown Body 
Brown Div. (Clark) 
Cresci & Son, Inc. 
DeKalb Comm. Body 
Divco Truck Div. 
Dorsey Trailers 
Franklin Body & Equip. 
Fruehauf Trailer 
Gerstenslager Co. 

Heil Co. 
Holan—{Timpte Div.) 
Lyncoach & Truck 
McCabe-Powers Body 
Mid-West Body & Mfg. 
Montpelier Mfg. Co. 
National Body 

Olson Corp. 

Omaha Body & Equip. 
Pierce Auto Body 
Premier Mfg. Co. 
Proctor-Keefe Body 





How to Salvage a Profit . . . 


‘Maintaining the Potential’ 


By William V. Humphrey 
Staff Correspondent 

CHICAGO.—Truck dealers in this 
area would be more successful if 
they made a stronger effort to 
“maintain the profit potential” of 
the products sold to them by body 
and equipment distributors, ac- 
cording to John R. Sass, Axle & 
Equipment Sales Co., 3035 S. Cicero 

Ave., Cicero. 

When dealers cut their profit 
potential in order to close a sale, 
the distributor is often “caught 
in the middle,” he claimed. 

“We want the dealer to sell items 
on his truck at a better price than 
that charged by us. We are out to 
make him more profit. It’s as simple 

as that.” 

When quoting fleet costs, Sass 
said, his firm made a net cost fig- 
ure which far exceeded the cost. 

“This is done,” he explained, “so 
that the dealer has a goal to shoot 
for, and if he maintains it, he will 

show a profit.” 

Covering an area of some 200 
miles in Northeast Illinois and 
Northwest Indiana, Axle & Equip- 
ment Sales serve 855 dealers. But 
of this total, only 25 dealers work 
closely with them, Sass said. 

With a staff of three salesmen, 
Axle & Equipment Sales works 
with dealers to “sell” prospects in 
their areas. The firm sets up peri- 


odic meetings with dealers to 
show applications of the products 
it handles, and tries to “pep up” 
dealer salesmen. The firm does 
not maintain a showroom. 

When a distributor salesman 
helps a dealer to close a sale, the 
dealer gets the profit—even if the 
dealer did little or nothing to help, 
Sass said. 

“When the dealer makes a sale 
with our help, we are then in a 
better position to sell him more 
products,” he said. 

Don Platt, sales manager, secre- 
tary and treasurer of Platt, Inc., 
8600 S. Hoyne Ave., Chicago, said 
he regards local dealers as his best 
customers, since his organization 
maintains both a wholesale and re- 
tail outlet. 

Platt explained that he tries to 
work closely with dealer salesmen 
te promote sales, and they often 
make calls on prospects. 

Although Platt has had no sched- 
uled sales meetings with dealers in 
recent years, he does make many 
personal calls, as do his seven 
salesmen. Platt explained that most 
of his dealers have only one man 
assigned to truck sales. For this 
reason, it is impractical to hold 
meetings. 

The Platt organization serves 30 
counties in Illinois and in the Calu- 
met region of Indiana. 


Swift Body 
Trailmobile 
Union City Body 
Unisteel Body 
Universal Body 
Wells Cargo 


Winches—Power— 
Hand 


Ashton Wrecker 
Braden Winch 
Canfield Tow Bar 
Fruehauf Trailer 

Gar Wood Ind. 
Hercules Steel Prod. 
Holan Corp. 
Hubbard Mfg. 
Koenig Iron Wks. 
McCabe-Powers Body 
Ramsey Winch 

Santa Anita Mfg. (Venco) 
Stahl Metal Prod. 
Tulsa Products Div. 
Utility Body Co. 


Wrecker Bodies & 
Towing Equipment 
Ashton Sales 
Canfield Tow Bar 
Douglas Motors 
Fruehauf Trailer 


Holmes Co., Ernest 
Hubbard A‘fg, 





An automobile, 
sails, existed in Holland about 
1600 A.D. 





Morysville Body Wks. 
Pneumatic Discharge Vehicles 
Reading Body 

Stringfellow & Co. 

Tulsa Products Div. 
Weld-Built Body 


LUBRIPLATE 


AUTO-LUBE A 





KEEP CUSTOMERS 
COMING BACK 
FOR SERVICE! 


Once you do a LUBRIPLATE lubrication job for a 
customer, he will come back again and again. 
Drivers can quickly feel the difference. They mar- 
vel at the smoother riding and easier car han- 
dling after a complete LUBRIPLATE lube job and 
a LUBRIPLATE H.D.S. Motor Oil change. Yes, 
LUBRIPLATE lubricants are business builders. 


Al Complete Line 


Auto-Lube ‘“‘A”’ 
Best for chassis, wheel bearings, 
universals and other car parts 
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All-Purpose 
Gear Lubricant 
Best for standard transmissions 
and all differentials 


H. D. S. Motor Oil 
Best for all crankcase use Ut : “- i 
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ROT ae 
SEAR LuBRICA 






Automatic 
Transmission Fluid 
Type A, Suffix A 5 
Best for all automatic transmis- 
sions (fully approved) 













Other Lubriplate Lubricants 


Made especially for trucks, busses and tractors 


If your jobber does not regularly carry LUBRIPLATE 
lubricants, write us. for source of supply. LUBRi- 
PLATE lubricants are nationally advertised, Point 
of sale material available. 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 


LUBRIPLATE / 
i al 














Recessed Instrument Panel— 


A recessed instrument panel is a feature of Studebaker’s '62 Gran Turismo Hawk. 
Front bucket seats, separated by a console with built-in ash tray and storage box, 
are standard equipment. A four-speed transmission with floor-mounted shift lever 


is optional. 


Foulks Buys Out Elliott 
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\ Hardtop Has Flat Roof, Long Hood... 


What's New: 


New body with flat roof, long 
hood and clean lines . . . hardtop 
styling—no center pillar ... new 
grille . . . recessed 
panel... bucket seats . . 
floor console, 

+ * ok 

HE Studebaker Hawk has been 

given a completely new styling 

treatment for ’62. It is the most 
sweeping design change since the 
company began building its low- 
slung sport coupes in 1953. 

The new model has a flat roof, 
@ long tapering hood and a re- 
designed grille. Below the trunk 
lid is a chrome grille-like panel 
that is flanked by vertical tail- 
lights. The single headlights have 
been retained. 

The boxy superstructure and 


. front- 


instrument « 


Studebaker Restyles the Hawk 


|lineage to one of its own dream, the Gran Turismo Hawk. It’s g 





















cars. hardtop this year—there is no 
me center pillar. 
HAT would be the Packard Pre-| The Hawk interior ha. front 


dictor, an “idea car” that was] bucket seats separated by a padded 


displayed at auto shows early in| vinyl-covered console which con- 
1956. It embodied many of the styl-|tains an ash tray and a lift-lid 
ing and interior features found in| storage box. Ash trays also are lo- 
today’s Hawk. cated on the backs of the bucket 

Studebaker calls the new model | seats. 
The instruments are set in g 





wood-grain panel. At the right of 
the cluster, the recessed radio and 
glove compartment are decorated 
with chrome-plated facings. Padded 
instrument panel is standard equip. 
ment, 


Dow Begins Production 


Of Butanol in Texas 


MIDLAND, Mich.—In a bid to 
capture a share of the nation’s 
$15 million a year butanol mar- 
ket, Dow Chemical Co. is pro- 
ducing normal-butanol and iso- 
butanol at a new plant in 
Freeport, Tex. 

Industry’s principal uses of 
butanol are in lacquers, brake 
fluids, agricultural chemicals, 


* * * 


sees standard items include 
acoustical vinyl headliners, 
wheel disks, a folding center arm 
rest in the rear, backup lights, two- 
speed electrical windshield wipers 
and dual exhausts. 


Under the hood is a 289-cubic- 


wide recessed rear window give the 
Hawk a Thunderbird look. But 
Studebaker, with considerable justi- 


SACRAMENTO, Calif. — George| automobile finance and real estate 
W. Foulks, a partner in Foulks| firm, announced he has purchased 
Motor Co. (Oldsmobile) and in Val-| the interests of John Elliott Co. in 






inch engine that develops 210 
horsepower and has a compres- 


surfactants, butylated resins and 
glycol ethers. 





ley Investment Co. of California, an| the two firms, 








fication, can trace the new Hawk’s 


Now! Stromberg-Carlson: 
all-transistorized custom auto radios 
are the newest, broadest line in the industry 


They’re new, they’re fully-transistorized, they’re custom 
auto radios that slip into place in a wink—and stay 
there because they’re virtually maintenance-free. Now 
STROMBERG-CARLSON solid-state engineering has taken the 
tubes out of auto radios. You get even finer quality, even 
finer features (automatic volume control, continuously 
variable tone control, seven tuned circuits including RF 
stage, and a full 2% watts of power-packed performance) 
and the same fine name. 


And we protect your profits as fiercely as if they were 
our own. With units that can’t be topped for fast-n’-easy 
installation. With units so trouble free that customers come 
back with a grin instead of a gripe. So close up the com- 
plaint department and stand by the cash register... with 
carefree STROMBERG-CARLSON custom auto radios. 
For the profit-potent facts on STROMBERG-CARLSON auto 
radios, write: Commercial Products, Box BC-1,1410 North 
Goodman Street, Rochester 1, New York. 


GID 
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sion ratio of 8.5 to 1. Horsepower 

jumps to 225 with an_ optional 

four-barrel carburetor, 

Three-speed manual transmission 
is standard, and overdrive and au- 
tomatic are available at extra cost. 
Another option is a four-speed 
manual] transmission with floor- 
mounted gearshift lever. 

Although the body is new, the 
Hawk dimensions have not been 
changed. Wheelbase is 120.5 inches, 
and the car is 204 inches long and 
55.5 inches high. 

*x 





ok 
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The New Hawk— 


Studebaker’s new Hawk, which goes on 
sale later this month, has been completely 
restyled. The '62 model is a hardtop in- 
stead of a two-door sedan. Under the 
hood is a 289-cubic-inch engine that de- 
livers 210 horsepower. 


Firestone Opens 


Plant in France 


BETHUNE, France. — Harvey S. 
Firestone jr., chairman of Fire- 
stone Tire & Rubber Co., presided 
at the formal opening of a new 
tire plant in Bethune, the com- 
pany’s first in France and seventh 
in Europe, 

Three other officers of the Fire- 
stone organization also joined in 
the ceremonies, They included Ray- 
mond C. Firestone, president; J. E. 
Trainer, executive vice-president, 
and W. D. Waugh, president of 
Firestone International Co. 

The Bethune facility is Fire- 
stone’s 24th tire plant, including 18 
in foreign countries. It has the 
largest initial capacity of any for- 
eign plant ever built by the com- 
pany, and produces tires and tubes 
for passenger cars, trucks, buseS, 
farm equipment, motorcycles and 
scooters, Firestone said. 


$100,000 Fire Hits Deal 


INDIANAPOLIS. — An estimated 
$100,000 damage to the building and 
cars Was caused by flames which 
swept through Superior Chevrolet, 
Inc. Emil J. Voelker, president, 
said five autos were destroyed and 
11 others were damaged by heat 


and smoke. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. ‘ ‘ 


MINNEAPOLIS 


Minneapolis Auto Auction, Inc., Sale 
every Wednesday. Prices are for sale of 
up- 


Sept. 20. W holesale soft. Retail good, 
ply short. Sold 44 cars from 89 consign- 
ments. 


BUICK—’56 Super 4-dr., $345*. 
’55 Super 2-dr. Riviera, $355*, 


CADILLAC—’52 (62) 4- dr., $145*. 

CHEVROLET — ’58 Biscayne (8) 2-dr., 
$720. 

57 Two-ten (8) 2-dr. hardtop, $715*; 
4-dr., $640*. 

55 Bel Air (6) 4-dr., $360*. 


$105. 


54 Two-ten 4-dr., 
$100*. 


53 Two-ten 4-dr., 


DeSOTO — ’55 Firedome 2-dr. hardtop, 
$220°. 

DODGE—’57 Coronet (8) 2-dr. hardtop, 
$595*. , 
FORD—’57 Fairlane (8) 4-dr. Victoria, 
$680* (ps); Custom 300 (6) 2-dr., 

$490*. 
*55 Country Squire (8) 4-dr., $275*; Cus- 
tom (6) 4-dr., $150*. 
154 Custom (8) 4-dr., $150. 
MERCURY—’55 Custom 4-dr., $265*. 


OLDSMOBILE—’58 (88) S u per 4-dr., 
$885* (ps). 

’56 (88) Super 4-dr., 

’55 (88) Super 4-dr., 

"54 (88) Super 4-dr., 
2-dr. Holiday, $150*. 

*53 (88) Super 4-dr., $115*. 

PLYMOUTH—’59 Fury (8) 4-dr., 
Savoy (8) 4-dr., $580. 

*58 Belvedere (8) 2-dr, hardtop, $650*; 
Savoy (8) 2-dr, hardtop, $580*; Savoy 
(6) 4-dr., $335. 

"56 Savoy (6) 4-dr., $205. 
PONTIAC—’57 Chieftain 4-dr., 
’55 Chieftain conv., $185*. 
54 Chieftain 4-dr., $120*. 
MISCELLANEOUS—’46 Dodge 

pickup, $165. 


ALBANY 


Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Sept. 18. 
Retarded car sales in the East are slowly 
paring back the prices on used cars, Es- 
pecially 1960s and 1961s. With only 13 
more sales left for this year we advise 
setting your house in order and be ready 
for the new crop when the new cars start 


$450* (ps), 
$320*. 


$175* (ps); (88) 


$1,100*; 


$650*. 


1%-ton 


to roll, Sold 89 cars from 114 consign- 

ments, 

BUICK — ’58 Special 2-dr. Riviera, $850* 
(ps). 

53 Super 2-dr., $125*. 

CADILLAC—’59 (62) 4-dr., $2,600* (ps). 

ST (62) 4-dr., $1,500* (ps); (60) Spe- 
cial 4-dr. hardtop, $1,400* (ps). 

‘56 (75) limousine, $785** (ps). 
CHEVROLET—’61 Impala (8) 2-dr., $2,- 
325*; Corvair (6) 4-dr., $1,950*. 

’60 Impala (8) 4-dr., $1,800* (ps); Bis- 
cayne (8) 4-dr., $1,530* (ps). 

‘59 Impala (8) 4-dr., $1,540* (ps); Bis- 
cayne (6) 2-dr., $1,050; Bel Air (6) 
4-dr., $970*. 

58 Bel Air (8) 4-dr., $1,075*, $740*; 2- 
dr., $920*; Impala (8) sport coupe, 
$950* (ps); Brookwood (6) 4-dr., 
$900; Biscayne (6) 2-dr., $850, $825*; 
4-dr., $710. 

‘57 Bel Air (8) 4-dr., $875*, $550*; sport 
sedan, $835*; conv., $780*; Bel Air (6) 
4-dr., $600*; Two-ten (8) 4-dr., $735* 
(ps); 2-dr., $675; One-fifty (6) 2-dr., 
$525. 

‘56 Two-ten (8) station wagon 4-dr., 
$600*; Two-ten (6) 2-dr., $550; sport 
Sedan, $500*; station wagon 4-dr., 
$500*; Bel Air (6) sport coupe, $525*; 
2-dr., $510*; sport sedan, $480*. 

‘54 Two-ten (6) 2-dr., $150*. 
CHRYSLER—’57 Windsor 4-dr., $290*. 
DeSOTO ’58 Firesweep 4-dr. hardtop, 

$750* (ps). 
DODGE ’58 Custom Sierra (8) 4-dr., 
$800* (ps). 
oe Thunderbird (8) 2-dr. hardtop, 
425% 


60 Galaxie (8) conv., $1,670* (ps); Star- 
liner, $1,650* (ps): Falcon (6) Deluxe 
4-dr. station wagon, $1,525. 

‘59 Fairlane (8) 4-dr., $850. 

58 Fairlane 500 (8) conv., $850*; 
try Sedan (8) 4-dr., $760* (ps). 
"57 Ranch Wagon (8) ‘oa dr., $575*. 


Coun- 


36 Fairlane (8) conv., $400* (ps); 2-dr. 
Victoria, $305*; Custom (8)  2-dr., 
$380*; 4-dr., $160* (ps); Main (8) 4- 
dr., $350. 

‘55 Fairlane (6) conv., $220*; Ranch 
Wagon 2-dr., $110. 

MERCURY—'61 Commuter 4-dr., $2,400*. 

58 Colony Park 4-dr., $950* (ps). 

‘57 Monterey 4-dr., $590* (ps); Com- 
Muter 4-dr., $670* (ps). 

‘55 Monterey station wagon 4-dr., $140. 


OLDSMOBILE — ’58 (88) conv., $1,050* 
(ps). 
’57 (88) 4-dr., $710*. 
"56 (88) 4-dr., $485* (ps), $250*; (98) 
4-dr., $360* (ps). 
"55 (88) 4-dr., $390*. 


PLYMOUTH — ’59 Suburban 
4-dr., $930*. 
’57 Plaza (6) $290*; 
4-dr., $185*, 
‘56 Suburban (8) Custom 4-dr., 
Savoy (6) 2-dr., $150. 
’55 Savoy (6) 4-dr., $130*. 


(8) 


2-dr., 


Savoy 


Custom 


(8) 
$200; 


"54 Belvedere (6) 4-dr., $165. 
PONTIAC—’56 Star Chief conv., $420*; 
Chieftain 4-dr., $400*; 4-dr, Catalina, 
$310*, $170*. 
RAMBLER—’57 Super (6) 4-dr., $270. 
STUDEBAKER—’59 Lark (6) 2-dr., $800, 
$775. 
MISCELLANEOUS — ’59 Chevrolet El 


Camino P.U., $1,070. 
’54 Chevrolet %-T stake, $325. 


FLINT 


Flint Auto Auction. Sale every Wednes- 


day. Prices are for sale of Sept. 20. 


97 cars from 255 consignments. 


Sold 


BUICK—’61 Invicta 4-dr. hardtop, $2,850* 


(ps); 
(ps), $2,520* (ps); 2-dr., $1,980 
dr. hardtop, $2,555* (ps), $2,550* 
$2,510* (ps), $2,380* (ps); 
luxe 4-dr., $2,110*. 

’60 Electra 4-dr, hardtop, $2,350* 
Invicta 2-dr., $2,225* (ps); 
155* (ps); LeSabre conv., 
(ps); 4-dr. hardtop, $2,150* 
dr. hardtop, $2,100* (ps), 

59 LeSabre conv., $1,450* (ps); 
hardtop, $1,385* (ps); 4-dr., $1, 
2-dr., $1,360* (ps), $1,190*. 

’58 Special 4-dr., $1,060*, $925* 

’57 Special conv., $700* (ps); 
4-dr. Riviera, $700* (ps). 

’56 Special conv., $250*. 

CADILLAC—’61 (62) conv., 
$4,460* (ps). 

60 de Ville 4-dr. hardtop, $3,650* 
(62) 2-dr. hardtop, $3,425* (ps). 

CHEVROLET — ’61 Parkwood (8) 
$2,395* (ps); Impala (8) conv., 
330* (ps); sport coupe, $2,230* 
Corvair (6) Monza 2-dr., 
880, $1,860, $1,855*; Bel 
r., $2,005*. 

’60 Impala (8) sport 
(ps); Parkwood (8) 
(ps); Biscayne (8) 4-dr., $1,415; 
cayne (6) 2-dr., $1,375*, $1,340. 

’59 Parkwood (8) 4-dr., $1,460* 
Parkwood (6) 4-dr., $1,195; 
(8) sport sedan, $1,415* (ps); 
(6) 4-dr., $1,375*; Bel Air (8) 
sedan, $1,105*; Biscayne (6) 
$1,000, $965*, $945; 2-dr., 

"58 Impala (8) 2-dr., $1,015* 
conv., $950* (ps); 
$925*, $805, $750*, 
(8) 4-dr., $855*; 
$810. 

’57 Bel Air (8) 
$855*; 4-dr., $735*; 2-dr., $665*; 
ten (6) station wagon 4-dr., $ 
2-dr., $790*, $765*; 4-dr., 
$640*, $500*; Two-ten (8) 4-dr., 

56 Bel Air (8) 4-dr., $600*; 
$480* (ps); Bel Air (6) 4-dr., 

"55 Two-ten (6) 2-dr., $275*; 
wagon 4-dr., $160*; 
$170. 

’54 Bel Air 2-dr., 
$185. 

CHRYSLER — 
$3,750* (ps). 

DeSOTO—’56 Firedome 4-dr., $450* 

DODGE—’56 Coronet (8) 2-dr., 

FORD—’61 Thunderbird (8) 2-dr, har 
$3,160* (ps); Falcon (6) station 
on 4-dr., $1,800; 4-dr., $1,520. 

’60 Country Sedan (8) 4-dr., 
Galaxie (8) 2-dr., $1,420* 
lane (8) 4-dr., $1,300*; 
2-dr., $1,185, $1,170; Falcon 
tion wagon 4-dr., $1,300; 
285*; 2-dr., $1,225; Fairlane 
4-dr., $1,300* (ps); 2-dr. 
Custom 300 (6) 2-dr., $1, 135*, 

59 Thunderbird (8) conv., $2,040* 
Galaxie (8) 4-dr., $1,400* (ps), 
210; conv., $1,190; Fairlane 500 
4-dr., $1,035; Ranch Wagon 
$1,030; Fairlane (8) 4-dr., 
Custom 300 (6) 2-dr., $905, 
Custom 300 (8) 2-dr., 900*, 
4-dr., $700*. 

’58 Fairlane 500 (8) 4-dr., $790*; 
Victoria, $660* (ps); Country 
(8) 4-dr., $630* (ps); Custom 
4-dr., $625. 

’57 Custom 300 

"56 Custom (6) 

"55 Thunderbird (8) conv., 
Fairlane 500 (8) 2-dr., 

MERCURY—’60 Monterey 4-dr., 

OLDSMOBILE—’61 (98) Starfire, 
(ps); (88) 2-dr. Holiday, $2,575* 

"60 (98) 4-dr., $2,340* (ps); 
4-dr., $2,175* (ps); 4-dr., $1,76 

’59 (88) 4-dr. Holiday, $1,665* 
2-dr. Holiday, $1,465*. 


(ps 


Ce 


$4,550* 


coupe, 
4-dr., 


$715; 
Delray 


Brook 
(6) 


$ 


$3 
st 


’61 (300G) 2-dr, har 


(ps); 


(6) 
4-dr., 


$1, 


$ 


$500*. 
$175. 
$1,010* 
$150* 
$1,50 


(6) 4-dr., 
2-dr., $175* 


conv., 
$2,175* 


$2,025", 
Air (8) 


$140*. 


Fairlane 


500 


$3, 


LeSabre 2-dr. hardtop, $2,650* 


s. 4- 
(ps), 


Special De- 


(ps); 
$2,- 


); 2- 


$1,900*. 


4-dr. 
250*; 


(ps). 


ntury 


(ps), 
(ps); 


4-dr., 
$2,- 
(ps); 
$1,- 
4- 


$1,875* 
$1, 


875* 
Bis- 


(ps); 


Impala 
Impala 


sport 


4-dr., 
$945. 


(ps); 


Biscayne (6) 2-dr., 


wood 


4-dr., 


station wagon 4-dr., 


Two- 
855* ; 


$650*, 


620*. 


convy., 


95. 
ation 


Bel Air (6) 2-dr., 


$310; Two-ten 2-dr., 


dtop, 
(ps). 
* 


dtop, 
wag- 


$1,660*; 


Fair- 
(6) 
sta- 
$1,- 
(8) 
170*; 


(ps); 
$1,- 
(8) 


(6) 4-dr., 

$1,010*; 
835* ; 
$650*; 


4-dr. 


Sedan 


(6) 


(ps); 


(ps). 


5*. 
425* 
(ps). 


(88) Fiesta 


O*. 
(ps); 








’58 (88) 4-dr., $540. 
‘57 (88) 2-dr. Holiday, $505* (ps). 
"56 (88) 4-dr. Holiday, $565* (ps). 
’55 (88) conv., $190*, 

PLYMOUTH—'60 Valiant (6) 4-dr., $1,- 


225; Belvedere (8) 2-dr. hardtop, $1,- 
215, 

’59 Suburban (8) Custom 4-dr., $1,105*; 
Belvedere (8) 2-dr., $S880*. 

’56 Savoy (6) 4-dr., $175. 

’55 Belvedere (8) 4-dr., $130. 


PONTIAC—’61 Bonneville 4-dr, Vista, $2,- 
690* (ps); Tempest (4) 4-dr., §$1,- 
800*. 

’60 Catalina sport coupe, $2,075* (ps). 








Bert. 


ALABAMA 


omens Rates: Listing (maximum: three lines of 
minimum space, | inch on 1 column—maximum 
Automotive News, Detroit 7, Michigan. 





© 1961, by Automotive News 


’59 Star Chief 4-dr., $1,700* (ps); Cat- 
alina 4-dr., $1,560*; sport coupe, §$1,- 
500, $1,270* (ps), $1,250; 2-dr., $1, 
375*. 

"58 Chieftain 2-dr., $590*. 

’57 Chieftain 4-dr., $465*. 

RAMBLER—’59 Ambassador (8) Custom 
4-dr., $1,265* (ps). 

‘58 Super (6) Cross Country 4-dr., $780. 

STUDEBAKER—’'60 Lark (6) Deluxe 2- 


dr., $950. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day, Prices are for sale of Sept. 19, 


LEADING USED-CAR AUCTION DIRECTORY 


e)——$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
aches on 2 columns.) For display Rates contact Want Ad 


MICHIGAN 


JOHNSON AUTO aN cee 


AUCTIONS 


Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our 5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 


A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds. 


MARYLAND © 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 





DETROIT'S 


Oldest, Largest and Very Best | ‘|. 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /z mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 





@ "DUAL RING" 2 lines running simultane- 
ously. 

® Conveniently located in the heart of the 
automobile world 

@ Ten acres of completely fenced parking 
area, 

© Always a fine selection of sharp cars. 

@ Friendly relations prevail at all times, 

®@ Congenial auctioneers, 

@ Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-318! 











NEW JERSEY 





Laine 


Sia yt a 


OVER 


600 CARS|..>,. 


EVERY WEEK LANES 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N. J. Turnpike + AXminster 8-3400 


Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions, 
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BUICK—’61 Invicta 4-dr, hardtop, $3,015* 


(ps). 

’*60 LeSabre 2-dr., $2,085* (ps); 2-dr. 
hardtop, $2,000* (ps). 

’59 Invicta 4-dr, hardtop, $1,720* (ps); 
LeSabre 4-dr., $1,150*, 

58 RM conv., $775* (ps). 

"57 Century Estate Wagon 4-dr., $700* 
(ps); Super 4-dr,. Riviera, $655* (ps); 
RM conv., $550* (ps). 

’56 Super 4-dr., $490* (ps). 

’55 Special 2-dr., $190*. 

CADILLAC—’'61 (62) conv., $4,455* (ps). 

’59 (62) 4-dr. hardtop, $2,500* (ps), 

’57 (62) conv., $1,200* (ps); 2-dr, hard- 
top, $1,100* (ps); 4-dr., $945* (ps). 
55 (62) 4-dr., $590* (ps); 2-dr. hard- 
top, $575* (ps); Coupe de Ville, $550* 

(ps); conv., $500* (ps). 

"54 (62) 4-dr., $450* (ps). 
CHEVROLET—’61 Impala (8) 4-dr., $2,- 
250* (ps); Corvair (6) Greenbrier sta- 


tion wagon 6-dr., $2,075*, 
*60 Impala (8) sport sedan, $1,995* (ps). 
’59 Impala (8) sport sedan, $1,360* 
(ps). 


’58 Impala (8) sport sedan, $985* (ps); 


conv., $850* (ps); Biscayne (8) 4-dr., 
$815*; Bel Air (8) sport sedan, $700* 
(ps). 

’57 Bel Air (8) sport sedan, $815*; Bis- 
cayne (6) 4-dr., $620. 

’56 Bel Air (8) conv., $400*. 

55 Bel Air (8) 4-dr, $500*; Two-ten 
(8) 4-dr., $465*, $300. 

COMET—’60 Comet (6) 2-dr., $1,450. 


DeSOTO—’55 Fireflite 2-dr. hardtop, $230*. 
DODGE—’60 Dart (8) Pioneer station wag- 


on 4-dr., $1,700* (ps); Matador (8) 
4-dr., $1,580* (ps). 

’59 Coronet (8) 4-dr., $920*. 

’57 Coronet (8) 4-dr., $615* (ps); Coro- 


net (6) 4-dr., $450*, 

’56 Coronet (8) 4-dr., $575*. 

’55 Royal (8) 2-dr, hardtop, $430*, 

FORD—'61 Thunderbird (8) 2-dr, hardtop, 

$3,525* (ps); conv., $3,510" (ps); 
Falcon (6) 2-dr., $1,500. 

"60 Thunderbird (8) 2-dr, hardtop, $2,- 
840* (ps); conv., $2,550* (ps); Galaxie 
(8) 4-dr. Victoria, $1,650* (ps); 2-dr., 


$1,310* (ps); Country Sedan (6) 4-dr., 
$1,180. 

’59 Country Sedan (8) 4-dr., $1,300* 
(ps); Fairlane 500 (8) 2-dr., $1,265* 
(ps); Fairlane (8) 4-dr., $880, $710*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
735* (ps); Fairlane 500 (8) 4-dr, Vic- ~ 
toria, $760* (ps), $575* (ps); 2-dr., 
$755* (ps). 


(Continued on Page 60, Col, 2) 









NEW JERSEY 








Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Gvarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 





NEW YORK 


IRV, MONDORE’S 
Be SYRACUSE AUTO 


Insured Checks and Titles 
EVERY WEDNESDAY at NOON 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 











ONLY BUICK DEALERS HAVE 


MERICA’S 


Why are Buick Dealers kicking up their heels like colts these days? Because they alone have America’s only 


V-6 (six for savings, V for voom!)—a sizzling sales-maker. Another reason? It’s pictured here—the new Buick 
Special convertible, dreamiest top-downer to come down the pike. Still another reason? Advanced Thrust—a 


great, demonstrable exclusive found in every full-size °62 Buick! And, we could go on and on! For example, the 
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ONLY V-6! 


61 Buick has been getting rave notices from its extremely satisfied owners for its exceptional reliability and 
quality. No wonder Buick sales have been zooming! 
General Motors Corporation. 





And, watch ’em go in ’62, too/ Buick Motor Division— 


UICK 


RIDE THE TIDE OF SUCCESS WITH 











IN DETROIT 


FORO eH HEHEHE EE EOD 


’57 Fairlane (8) 4-dr., $560; Ranch Wag- 
on (6) 2-dr., $380. 





a 
enviles you 


lane (8) 2-dr., $400*; 2-dr. Victoria, 
$300. 
’54 Custom (8) 4-dr., $375*. 
IMPERIAL — '57 Imperial 4-dr., $1,125* 
(ps). 
LINCOLN—’61 Continental 4-dr., $4,300* 
THE (ps). 
MERCURY—’60 Montclair 4-dr., $1,440* 
(ps). 
’58 Monterey 2-dr, hardtop, $715. 
’57 Montclair 2-dr, hardtop, $735* (ps). 
’55 Custom 2-dr., $350*. 
OLDSMOBILE — ’61 (88) $2,510* 


(ps). 

"60 (88) 4-dr., $2,200* (ps); (98) 4-dr., 
$2,185* (ps). 

758 (88) 4-dr., $940*. 

’57 (88) 2-dr., $525*. 

"56 (88) 4-dr., $475. 

’55 (88) 4-dr, Holiday, $325* (ps). 

°54 (88) 4-dr., $250*. 

PLYMOUTH — ’59 Belvedere (8) 4-dr., 

$960* (ps), $950* (ps). 

’5T Savoy (8) 2-dr., $390*, 


CK 
FORT 
SHELBY 


Lafayette Bivd. at First St. 


Only 2% blocks 
from Cobo Hall 


CORO O Oe eee eee ee eee eee eeeeeeeeer 


4-dr., 


. 56 Suburban (8) Custom 4-dr., $460*. 
908 air egy ays PONTIAC—’60 Bonneville conv., $2,100* 
rooms from $6. (ps); 4-dr, Vista, $2,070* (ps), $2,- 
CORREO Oe Tee ee ee 005* (ps). 


’59 Bonneville 4-dr, Vista, $1,975* (ps). 
RAMBLER—’60 Custom (6) station wagon 
4-dr., $1,480*. 
’56 Custom 4-dr., $300*. 
MISCELLANEOUS—’ 61 Falcon 2-dr. pick- 
up, $1,315. 
’58 Ford panel 2-dr., $390. 


MELVINDALE, MICH. 


Aptco Auto Auction, Sale every Wednes- 
day, Prices are for sale of Sept. 20. 
BUICK—’61 Invicta 4-dr. hardtop, $2,580* 

(ps). 

60 Invicta conv., $2,110* (ps). 

’59 Electra 2-dr. hardtop, $1,450* (ps). 

’58 RM 4-dr. Riviera, $1,120* (ps), 

’57 Special 2-dr., $700* (ps), $675* (ps); 
Super 2-dr., $585* (ps). 

CADILLAC—’61 (62) conv., $4,375* (ps); 
2-dr. hardtop, $4,100* (ps). 

"60 (62) 2-dr, hardtop, $3,300* (ps). 

’58 (62) Coupe de Ville, $1,775*. 

’57 (62) 2-dr, hardtop, $1,100* (ps). 

"56 (62) Coupe de Ville, $920* (ps), 
CHEVROLET—’ 61 Impala (6) sport coupe, 

$1,950. 

’60 Impala (8) sport sedan, $1,900* (ps); 
2-dr., $1,835; sport coupe, $1,825, $1,- 
800*; Impala (6) 2-dr., $1,725*; Park- 
wood (8) 4-dr., $1,855* (ps); Brook- 
wood (8) 4-dr., $1,550, Bel Air (6) 2- 
dr., $1,475* (ps); Biscayne (8) 4-dr., 
$1,430*; 2-dr., $1,415*. 

’59 Impala (8) 4-dr., $1,400* (ps); sport 
coupe, $1,400* (ps); Impala (6) sport 
coupe, $1,275; Brookwood (6) 4-dr., 
$1,200; Bel Air (6) 2-dr., $1,120; Bis- 
cayne (6) 2-dr., $965, 

’58 Impala (8) conv., $1,160* (ps); 2- 
dr., $1,060*, $970*; sport coupe, $1,- 
010*; Bel Air (6) sport coupe, $1,020* 
(ps); Bel Air (8) 2-dr., $1,000*; Bis- 
cayne (6) 4-dr., $925* (ps), $825, 
$785*; 2-dr., $725. 

’57 Bel Air (8) 4-dr., $1,000* (ps), $835* 
(ps), $675*; 2-dr., $955*; Two-ten (6) 


No Charge for children under 12 


Television and radio 
in all rooms 


POCO ee eee eee eee eeeeeeeeeees 


Parking on all sides of hote/ 


Jerry Moore, gen'/. mgr. 
WOodward 3-7100 
FREE TELETYPE RESERVATIONS 


AT ALBERT PICK HOTELS 
AND MOTELS 











Our Bird Dog Plan 
Will Increase Your Car Sales 
At a Cost of Only 


$29.75 


Also Other Promotion Plans 


LICENSE PLATE HOLDERS 
PENNANTS 


Used Car tags with chains 
Used Car Guarantee Forms 
Collection Letter Systems 


Scotchlite Car Signs 2-dr., $680*. 
"56 Bel Air (6) station wagon 4-dr., 
Many other needed forms for the $500; 2-dr., $240. 
Auto Dealers 55 Bel Air (6) station wagon 4-dr., 
420* 


Write for Free Sample Kit 
SANZO SPECIALTIES 


Box 68-A Endicott, New York 


(ps). 

COMET—’60 Comet 4-dr., $1,485; 2-dr., 
$1,445. 

DODGE—’60 Phoenix (8) conv., $1,550 
(ps). 

’59 Coronet (8) 2-dr., $855. 
EDSEL—’59 Ranger 4-dr., $900. 
FORD—’60 Thunderbird (8) 2-dr., $2,630* 

(ps); Galaxie (8) 4-dr., $1,610*, $1,- 

300; 2-dr., $1,225; Galaxie (6) 4-dr., 

$1,300* (ps); Fairlane (8) 4-dr., $1,- 

425*, $1,375; Ranch Wagon (8) 4-dr., 

$1,310*; Falcon (6) 2-dr., $1,260; 

Fairlane 500 (8) 2-dr., $1,185. 
*59 Country Sedan (8) 4-dr., 

Ranch Wagon (8) 2-dr., $1,145*, 

990*; Custom 300 (6) 2-dr., $1,015* 







“OUT OF ROUND” 
tire trouble too? 


i AMiC 
get the Ose ©) story 
oO sat rT 


SLL La 


(ps). 
58 Thunderbird (8) 2-dr, hardtop, §$1,- 


ea 820* (ps); Fairlane 609 (8) eonv., 

- $890* (ps); ‘airlane 0 (8) -dr., 

a a) TC se06* we: Gaua S06 66) Ses. 
$590*. 


’57 Country Squire (8) 4-dr., $780* (ps), 
$600* (ps); Country Sedan (8) 4-dr., 
$510; Fairlane 500 (8) 4-dr., $540*; 
Custom (8) 4-dr., $480, 

’55 Country Sedan (8) 4-dr., $270*. 

MERCURY—’59 Monterey 2-dr., $1,300* 
(ps), $1,050* (ps). 

’57 Commuter 4-dr., $565*. 

’56 Monterey station wagon 4-dr., $525*. 

OLDSMOBILE—’61 F-85 (8) 4-dr., $1,745. 

’59 (88) 4-dr. Holiday, $1,800* (ps). 

56 (98) 4-dr., $550* (ps). 
PLYMOUTH—’60 Valiant (6) 4-dr., $1,- 
220, $1,175; Savoy (6) 2-dr., $1,015. 
’59 Suburban (8) Custom, $1,275; Fury 

(8) 2-dr., $1,250* (ps). 

’58 Suburban (8) 4-dr. Deluxe, $825*; 
Fury (6) 2-dr., $760* (ps), 

’57 Belvedere (8) 2-dr., $515* (ps). 


TOP-SELLING ACCESSORY FOR 


ALL-WEATHER 
PROTECTION fo 


STATION \\_ 4 
aees Vir 


PONTIAC—’61 Bonneville conv., $2,495* 
(ps). 
60 Catalina 4-dr., $1,970* (ps); 2-dr., 
$1,650*. 
’59 Star Chief 4-dr., $1,730* (ps); Cata- 
the original JET STREAM* lina 4-dr., $1,660* (ps), $1,625* (ps); 
Bonneville conv., $1,650* (ps), 
RAMBLER—’59 Ambassador (8) Custom 


Air Deflectors 


List $9.95 
© Keeps exhaust fumes out! Per Set 


¢ Keeps rear window clean! | your cost only 


e New all stainless steel! 
$ 597 


e Installs in minutes! 
Model #707 


station wagon 4-dr., $1,325, $1,275; 
Custom (6) 4-dr., $1,000* (ps), $800. 

*58 Super (6) Cross Country 4-dr., $750, 
$725. 


CHICAGO 


Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 19, Market 


e Fits all station wagons! 
steady. Sold 335 cars from 507 consign- 


Also Shock Springs and Helper Springs ments. 
ee ee BUICK—’61 Electra 225 conv., $3,115* 
(ps); LeSabre 4-dr, hardtop, $2,350* 
(ps). 


SUPERIOR INDUSTRIES} 


° *60 Invicta 4-dr. hardtop, $2, * * 
7260 Atoll Ave. * No. Hollywood, Calif. 4 ee, ae. Cece Cheer 


’59 LeSabre 4-dr. hardtop, $1,720*, $1,- 
475* (ps); conv., $1,400*; Electra 225 





Name — ; 4-dr, hardtop, $1,710* (ps); Electra 
4-dr, hardtop, $1,600* (ps); 4-dr., $1,- 

Address__ 365* (ps). 
iy... sarees AMRIT icici III eases ’58 RM 4-dr, Riviera, $1,150* (ps); Cen- 
Lewes weeeoeewooeewoeeee= tury 4-dr. Riviera, $1,080* (ps), $1,- 











’56 Country Sedan (8) 4-dr., $585*; Fair- 








Used-Car Auction Prices 





(Continued from Page 57) 


000* (ps); Super 4-dr. Riviera, $965* 
(ps); Special 4-dr, Riviera, $850*. 
’57 RM 4-dr, Riviera, $875* (ps), $775* 
(ps); 2-dr, Riviera, $315* (ps); Cen- 
tury 4-dr. Riviera, $650*; Super 2-dr. 
Riviera, $585* (ps), $500*. ‘ 

’56 Special 4-dr. Riviera, $505* (ps). 


’55 Century Estate Wagon, $435* (ps). 
CADILLAC—’61 (62) 4-dr. hardtop, $4,- 
200* (ps). 

"60 de Ville 4-dr, hardtop, $3,775* (ps); 
2-dr. hardtop, $3,725* (ps); (62) 4- 
dr, hardtop, $3,750* (ps); conv., $3,- 
560* (ps), 


’59 (62) 4-dr. hardtop, $2,860* (ps), $2,- 
625* (ps), $2,235* (ps); 2-dr. hardtop, 
$2,435* (ps), $2,235* (ps). 

’58 (62) 4-dr, hardtop, $2,215* 
Coupe de Ville, $1,960* (ps); 
de Ville, $1,935* (ps). 

‘57 (62) 4-dr. hardtop, 1,385* 
Coupe de Ville, $1,275* (ps); 
$1,215* (ps). 

"56 (62) Sedan de Ville, $935* (ps); 4- 
dr., $750*. 

CHEVROLET—’61 Corvette (8) conv., $3,- 
235; Impala (8) sport sedan, §$2,- 
330* (ps), $2,300* (ps), $2,100*, $2,- 
005; Corvair Monza (6) 2-dr., $1,870. 


(ps) ; 
Sedan 


(ps) ; 
conv., 


’60 Impala (8) sport sedan, $1,965* 
(ps), $1,950* (ps), $1,950*, $1,910* 
(ps), $1,905*, $1,905* (ps), $1,875* 


(ps); conv., $1,895* (ps), $1,855* (ps); 
4-dr., $1,595* (ps); Impala (6) sport 
sedan, $1,915*; 4-dr., $1,805*; Brook- 
wood (8) 4-dr,, $1,590*; Bel Air (8) 2- 
dr., $1,500*; Corvair 700 (6) 4-dr., 
$1,240; 2-dr., $1,175; Corvair 500 (6) 


4-dr., $1,165, $1,075. * 


59 Corvette (8) conv., $2,155*; Impala 
(8) sport sedan, $1,535*, $1,490*, $1,- 
375*; conv., $1,500* (ps); 4-dr., $1,- 
475; Bel Air (8) 4-dr., $1,265*, $1,- 
175*; Parkwood (8) 4-dr., $1,165*; Bis- 
cayne (8) 2-dr., $1,135*, $1,100*, $1,- 


000*. 

’58 Impala (8) sport coupe, $1,285*, $1,- 
140*, $1,120* (ps), $1,050*, $1,010*, 
$945*; Brookwood (6) 4-dr., $1,045*, 


$925*; Bel Air (8) 4-dr., $875* (ps); 
2-dr., $850*; Biscayne (8) 2-dr., $850*, 
$830*; 4-dr., $800; Delray (8) 4-dr., 
$825*; 2-dr., $795*, $770*, $710, $705*. 
’57 Corvette (8) conv., $1,400*; Two-ten 


(8) sport sedan, $910*; Bel Air (8) 
conv., $905* (ps), $900* (ps); sport 
sedan, $850, 
°56 Bel Air (8) 4-dr., $650*, $545*, 


$535*, $500*; sport sedan, $605* (ps). 
55 Bel Air (8) conv., $700* (ps); 4- 
dr., $570*, 

’54 Bel Air 4-dr., $325*, $300. 
CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,535* (ps); 4-dr., $1,375* (ps), 

’58 Windsor 4-dr. hardtop, $940*, 
’57 (300) 2-dr. hardtop, $1,290* (ps), 
’56 NY 4-dr., $700*. 
’55 NY 2-dr, hardtop, $300* (ps). 


DeSOTO—’59 Fireflite 4-dr., $1,250* (ps), 
$1,150* (ps). 
’58 Fireflite 4-dr, hardtop, $985* (ps); 


Firesweep 2-dr, hardtop, $580* (ps), 
$320* (ps), 

’57 Fireflite 4-dr, hardtop, $725*. 

DODGE—’59 Coronet (8) conv., 
(ps); Coronet (8) 2-dr., $685*. 

’57 Royal (8) 4-dr., $550*; Coronet (8) 
4-dr, hardtop, $525*. 

FORD—’60 Thunderbird (8) 2-dr, hard- 
top, $2,635* (ps), $2,595* (ps), $2,- 
335* (ps); Galaxie (8) conv., $1,695* 
(ps); Fairlane 500 (8) 4-dr., $1,335* 
(ps); Fairlane 500 (6) 2-dr., $1,040*; 
Falcon (6) 4-dr., $1,300*, $1,215*, $1,- 
150; Fairlane (6) 4-dr., $1,075. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
180* (ps), $2,125* (ps), $1,910* (ps), 
$1,865* (ps), $1,825*; Galaxie (8) 4- 
dr, Victoria, $1,435* (ps), $1,350*, $1,- 
270* (ps), $1,270*; conv., $1,325* (ps); 
4-dr., $1,075*; Ranch Wagon (8) 4-dr., 
$935*; Fairlane (8) 4-dr., $1,015* (ps), 


$1,115* 


$955* (ps); Custom 300 (8) 2-dr., 
$870. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
400* (ps); Fairlane 500 (8) conv., 
$895* (ps); Skyliner, $865* (ps); 
Fairlane 500 (6) 4-dr., $660* (ps); 
Country Sedan (8) 4-dr, (9 pass.), 


$840* (ps); (6 pass.), $775*, $735*. 
’57 Country Sedan (8) 4-dr., $670* (ps); 
Fairlane 500 (8) 2-dr., $595*; Custom 
300 (8) 2-dr., $475*; 4-dr., $475*; 
Ranch Wagon (6) 2-dr., $315*. 
IMPERIAL—’60 Imperial 4-dr. hardtop, 
$2,935* (ps), 
’58 Imperial 2-dr. hardtop, $1,030* (ps). 


LINCOLN—’61 Continental 4-dr., $4,760* 
(ps). 

’59 Continental Mark IV conv., $2,430* 
(ps). 


’58 Continental Mark II conv., $1,765* 
(ps). 
MERCURY—’61 Colony Park 4-dr., $2,- 
700* (ps). 
’59 Monterey 4-dr., $1,190*; 2-dr, hard- 
top, $1,065*. 
’58 Monterey 4-dr., $520*. 
’57 Monterey 4-dr. hardtop, $505* (ps); 


4-dr., $310*. 

OLDSMOBILE—’61 F-85 station wagon, 
$2,165*, 
60 (98) 4-dr, Holiday, $2,235* (ps); 
(88) Super 4-dr., $2,225* (ps); (88) 
4-dr. Holiday, $2,225* (ps), $2,015* 


(ps); conv., $2,010* (ps). 

’59 (88) Super Fiesta 4-dr., $1,795* (ps); 
(98) 4-dr. Holiday, $1,750* (ps); (88) 
4-dr., $1,335* (ps), 

’58 (88) Super Fiesta 4-dr., $1,275* (ps); 
4-dr., $1,125* (ps); (88) 4-dr., Holiday, 


$1,260* (ps); 4-dr., $950* (ps), $930* 
(ps); (98) 2-dr. Holiday, $1,105* (ps), 
$875* (ps), 

56 (88) 4-dr., $550* (ps), $325*; 2-dr. 
Holiday, $450*, $370* (ps), 


PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 
$1,405* (ps), 

’59 Fury (8) 4-dr, hardtop, $1,375* (ps); 
2-dr. hardtop, $1,140*; 4-dr., $1,000* 
(ps); Belvedere (6) 4-dr., $805*; 2-dr., 
$730". 

’58 Plaza (6) 4-dr., $350. 

’57 Belvedere (8) 4-dr., $330*, 

’56 Plaza (8) 4-dr., $300*. 

PONTIAC—’61 Bonneville conv., 
(ps); 4-dr, Vista, $2,700* (ps); 
Chief 4-dr. Vista, $2,600* (ps); 
$2,300* (ps); Catalina Safari 
$2,450* (ps), 

°60 Bonneville 4-dr, Vista, 2 at $2,330* 
(ps), $2,325* (ps), $2,315* (ps); conv., 
$2,220* (ps); Ventura sport coupe, $2,- 
100* (ps). 

’59 Bonneville 4-dr. Vista, $2,005* (ps), 
$1,750* (ps), $1,670*; Catalina 4-dr., 


$2,800* 

Star 
4-dr., 
4-dr., 
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$1,575* (ps), $1,300* (ps). 

’58 Bonneville conv., $1,180* (ps); sport 
coupe, $1,100* (ps). 

’57 Chieftain 4-dr, Catalina, $600*; Star 
Chief conv., $595*, $305* (ps); Super 
4-dr., $585*. 

RAMBLER—’60 Rebel (8) Custom station 
wagon, $1,655* (ps). 

’59 American (6) 2-dr., $800. 

’58 Custom (6) 4-dr., $720; Deluxe (6) 
station wagon, $565*. 

’57 Custom (8) Cross Country, $650*, 
$650, 

’56 Super Cross Country, $360*, 

MISCELLANEOUS—’59 Ford pickup, $885. 

’56 GMC %-ton pickup, $660. 


DOTHAN, ALA. 


The Auto Auction, Sale every Wednes- 


day. Prices are for sale of Sept. 20, Con- 


signment was good but still short of good 


clean late model cars and buyers. 


BUICK—’57 Special 4-dr., $700*. 
‘56 Special 2-dr. 
4-dr., $330* (ps). 
’55 Special 2-dr., $225°*. 
CADILLAC—’58 (62) conv., $1,795* (ps). 
’56 (62) conv., $600* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 


$1,810*; Corvair (6) 4-dr., $1,130*. 

‘59 Impala (8) sport coupe, $1,430*; Bel 
Air (6) 4-dr., $995*. 

’57 Two-ten (8) station wagon 4-dr., 
$320; Two-ten (6) station wagon 4- 
dr., $310. 

"56 Bel Air (8) 4-dr., $410*%; Two-ten 


(8) 2-dr., $360*; station wagon 4-dr., 
$310* (ps); Two-ten (6) 2-dr., $325*. 
55 Bel Air (8) conv., $435*; 
(6) 4-dr., $315*; Two-ten (8) 4-dr., 
$195*. 
DODGE—’55 Coronet (8) 4-dr., $215*. 
FORD—’61 Galaxie (8) Starliner, $2,085*. 
’60 Galaxie (8) Starliner, $1,600* (ps); 
Falcon (6) 4-dr., $1,180. 
’59 Thunderbird (8) 2-dr, hardtop, $1,- 
885* (ps); Fairlane (8) 4-dr., $890* 


Model Breakdown 
Of Auction Averages 




















Sept., Aug., July, 

Model 1961 1961 1961 
1961... $2,291 $2,378 $2,366 
1960.. 1,829 1,797 1,846 
1959.. 1,417 1,423 1,457 
1958.. 956 984 958 
1957. 612 641 650 
1956... 432 421 422 
1955... 310 320 300 
1954 220 205 212 

Overall 

Average $1,008 $1,021 $1,026 





Riviera, $400*; Super 


Bel Air 


——~asigl 
(ps); Fairlane 2-dr. 


Viet 
$760* (ps). —_ 
’58 Fairlane (8) 2-dr. Victoria, $7g5e 
(ps). 
’57 Ranch Wagon (8) 4-dr., $590*; Paip. 
lane (8) 4-dr. Victoria, $580"; Custom 
300 (8) 2-dr., $495*; Custom 309 (6) 


4-dr., $335. 
’56 Country Sedan (8) 4-dr., 56g 


(8) 


$300*; Ranch Wagon (8) 2-dr., $4959" a 


$380*. 
MERCURY — '55 Monterey 2-dr. hardtop, 
$325°*. i? 
OLDSMOBILE—’61 F-85 (6) 4-dr., $1,- 
960. a 
’60 (88) 4-dr. Holiday, $2,530* (pg). © 
(88) Super 4-dr., $2,295* (ps). . 
’58 (88) 4-dr., $740* (ps). 


'56 (98) 4-dr. Holiday, $520* (ps); (gg) 








Super 2-dr, Holiday, $390* (ps); 4-dr., BS) 


$310. 
'55 (98) 4-dr. Holiday, $435* (ps), 


PLYMOUTH—’56 Fury (8) 2-dr. hardtop 
$400*; Belvedere (8) 4-dr., $310*, ' 
’565 Belvedere (6) 4-dr., $250. 
PONTIAC—'56 Star Chief 2-dr. Catalina, 
$410* (ps). 
STUDEBAKER—’60 Lark (6) 2-dr., $655, 
MISCELLANEOUS — ’59 Chevrolet (6) 
Apache %-ton pickup, $535. 
’58 Ford (8) %-ton pickup, $320, 
’57 Chevrolet (8) %-ton pickup, $329; 
Ford (8) %-ton pickup, $320. i 
55 Willys Jeep, $345; Chevrolet (8) 4. 
ton pickup, $100. 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 
Thursday. Prices are for sale of Sept, 21, 
Buying is starting to fall off very much, 
Sold 53 cars from 78 consignments. 
BUICK—’58 Super 2-dr. Riviera, $660*, 

’57 Super 4-dr. Riviera, $675* (ps); Spe. 

cial 2-dr, Riviera, $400*. 


CHEVROLET — '58 Bel Air (8) sport 
coupe, $995* (ps); Impala (8) cony,, 
$900* (ps); Delray (8) 4-dr., $735. 


’57 Bel Air (8) 
$725*; Two-ten (6) 2-dr., $650*, 
"56 Two-ten (8) 
$375*, $265*; 2-dr., $350. 
’55 Bel Air (8) 4-dr., $325; 2-dr., $275, 
DeSOTO—’59 Firedome 2-dr. hardtop, $1,- 
000* (ps). 
’57 Firedome 2-dr. hardtop, $525* (ps), 
’56 Firedome 2-dr. hardtop, $250* (ps); 
4-dr. hardtop, $250* (ps). 

FORD — ’59 Country Squire (8) 4-dr,, 
$775*; Custom 300 (8) 2-dr., $725*. 
’58 Fairlane 500 (8) conv., $675* (ps); 
Country Squire (8) 4-dr., $600* (ps); 

Ranch Wagon (8) 4-dr., $575*. 
’57 Fairlane 500 (8) 2-dr. Victoria, 
$450*. 
’56 Fairlane (8) 4-dr. Victoria, $275; 
2-dr, Victoria, $260*; 2-dr., $110*. 
’55 Fairlane (8) 2-dr. Victoria, $200. 
’53 Fairlane (6) conv., $200*; Crest (6) 
2-dr., $125*. 
(Continued on Page 62, Col. 2) 


Used Import Car Prices 


Albany 
Austin—’61 850 2-dr., $600. 
Borgward—’61 Arabella 2-dr., $650. 
Citroen—’59 SD19 4-dr., $675. 
Lloyd—’58 Sunroof 2-dr., $185. 
Vauxhalli—’60 113 2-dr., $995. 


Bordentown, N. J. 
Fiat—’60 4-dr., $680. 


Caldwell, N. J. 
Borgward—’59 4-dr., $665. 
Hillman—’60 Minx conv., $885. 
Jaguar—’55 conv., $500. 
Porsche—’58 1600 2-dr., $1,550. 
Simca—’59 Vedette 4-dr., $455. 
Volkswagen—’60 2-dr., $980. 
Volvo—’59 2-dr., $775. 

Chicago 
Alfa-Romeo—’57 conv., $1,050. 
Triumph—’61 TR3 conv., $1,875. 

’59 TR3 conv., $1,150. 
Vauxhall—’59 4-dr., $395. 
Volkswagen—’61 2-dr., $1,700. 

’60 Microbus, $1,220; 2-dr., $1,175. 

"58 2-dr., $705. 

Volvo—’59 544 2-dr., $835. 


Danville, Va. 
Mercedes-Benz—’58 4-dr., $2,400. 
Renault—’59 4-dr., $400. 
Volkswagen—’52 2-dr., $325. 
Volvo—’57 2-dr., $510. 


Detroit 
Volkswagen—’60 Karmann-Ghia 2-dr. hard- 
top, $1,430, 


Dothan, Ala, 
Ford (English)—’60 Anglia 2-dr., 
Volkswagen—’61 2-dr., $1,310. 


Dyer, Ind. 
Renault—’59 4-dr., $395. 
Vauxhall—’59 4-dr., $455. 
Flint 
Renault—’59 Dauphine 4-dr., 


Fontana, Wis. 
Volkswagen—’60 Microbus, $1,295. 


Kansas City, Mo. 
Renault—’59 4-dr., $502. 
Simeca—’60 4-dr., $725. 
Volkswagen—’60 2-dr., 

’57 2-dr., $660. 
Volvo—’57 station wagon, $425. 


Los Angeles 
Austin-Healey—’61 300 roadster, $2,345. 

’60 roadster, $2,175. 

’55 roadster, $825. 

Borgward—’57 Combi station wagon, $280. 
Fiat—’61 1100 4-dr., $675. 

57 1100 4-dr., $325. 

Ford (English)—-’59 Anglia 2-dr., 
Hillman—’59 conv., $870. 

’58 conv., $540. 
Metropolitan—’59 2-dr., 3685. 

58 2-dr., $625, $550. 
Peugeot—’58 403 4-dr., $335. 
Renault—’57 4-dr., $295. 
Simea—’56 4-dr., $260. 
Taunus—’58 station wagon 2-dr., $495. 
Volkswagen—’61 2-dr., $1,550. 
Volvo—’57 station wagon, $435. 

56 2-dr., $330. 


Manheim, Pa. 

Borgward—’60 2-dr., $725. 
Fiat—’59 conv., $925. 
Goliath—’59, $885. 
Hillman—’60 2-dr., $620; Husky, $610. 
Jaguar—’54 2-dr., $315. 
Liloyd—’60, $400. 
MG—’61 roadster, $1,870. 

’59 conv., $1,040. 


$500. 


$120. 


$1,025. 


$465. 








Mercedes-Benz — ’56 300C conv., 
190SL, $1,450. 
Metropolitan—’60 2-dr., $800. 
Opel—’58 2-dr., $650. 
Peugeot—’59 2-dr., $610. 
Taunus—’58 station wagon 2-dr., $335. 
Triumph—’59 TR3, $1,375. 
’58 conv., $880, 
Vauxhall—’60 4-dr., $625. 
Volkswagen—’61 Karmann-Ghia, 
2-dr., $1,595, $1,540; 
$1,590; conv., $1,550. 


Sunroof 2-dr., 


60 Sunroof 2-dr., $1,325; 2-dr., $1,280. | 


’59 conv., $1,335, 
’56 Microbus, $470; 2-dr., $450. 


Mason City, Ia. 
Lloyd—’60 station wagon, $435. 
Volkswagen—’60 2-dr., $1,125. 


Minneapolis, Minn. 
Vauxhall—’59 4-dr., $500. 
Volkswagen—’59 Microbus, $995. 

’57 Microbus, $775. 


Newington, Conn. 
Simca—’59 Elysee 4-dr., $275. 
Salt Lake City, Utah 
Opel—’59 station wagon 2-dr., $905. 


Volkswagen—’60 2-dr., $1,235. 
’59 2-dr., $600. 








STATEMENT REQUIRED BY THE ACT OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, JULY 2, 1946 
AND JUNE 11, 1960 (74 STAT, 208) SHOW- 


ING THE OWNERSHIP, MANAGEMENT, 
AND CIRCULATION OF 
Automotive News, published weekly at Detroit, 
Michigan for October 1, 1961. 


1. The names and addresses of the publisher, 
editor, managing editor, and business managers 
are; 

Publisher: Slocum Publishing Company, 
965 E. Jefferson Ave., Detroit 7, Michigan. 

Editor: B. J. Wembhoff, 965 E, Jefferson Ave, 
Detroit 7, Michigan. 

Managing Editor: Robert M, Finlay, 965 EB 
Jefferson Ave., Detroit 7, Michigan. 

Business Manager: Richard L, Webber, 965 B 
Jefferson Ave., Detroit 7, Michigan. 

2. The owner is: (If owned by a corporation, its 
name and address must be stated and also imme 
diately thereunder the names and addresses 
stockholders owning or holding 1 percent or more 
of total amount of stock. If not owned by @ 


Ine. 


poration, the names and addresses of the individ- 
ual owners must be given. If owned by a partner 
ship or other unincorporated firm, its name ad & 
address, as well as that of each individual mem- 
ber, must be given.) 

Slocum Publishing Company, Inc., 965 E. Jeffer 
son Ave., Detroit 7, Michigan. . 

M. H. Slocum, 965 E. Jefferson Ave., Detrull 
7, Michigan. 


security holders owning or holding 1 percent @ 
more of total amount of bonds, mortgages, or 
other securities are: (If there are none, so state.) 

None. 

4. Paragraphs 2 and 3 include, in cases where 
the stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or Col 
poration for whom such trustee is acting; also thy 
statements in the two paragraphs show the affiant’s 
full knowledge and belief as to the circumstances 
and conditions under which stockholders and securl- 


ty holders who do not appear upon the books 
the company as trustees, hold stock and securities 
in a capacity other than that of a bona fide 
owner. 


5. The average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the 
12 months preceding the date shown above Was: 
(This information is required by the act of June 
11, 1960 to be included in all statements regardless 
of frequency of issue.) 42,741. : 
RICHARD L. WEBBER, 
Business manager. sth 

Sworn to and subscribed before me this 1 
day of September, 1961. 

MARY H. CAVANAGH. 
(My commission expires April 24, 1964.) 
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DETROIT: 


before spending 
another dollar in 


new car advertising... 
look atall 3! 











| 43 ORSAT NEWSPAPERS 


In the Savage Battle for New Car Sales—Which of Today’s ‘Big 3’ 
Advertising Buys is Precisely Fashioned to Help you Sell Cars at a Maximum Profit— 
with massive national audience, with solid big-city support for your 
biggest dealers, with top-quality 4-color exposure for your new models, at lowest possible cost? 


You can “Buy Big” with television—but at 
what risk? 
At the risk of: 


. having your program fail to win the savage battle 


for rating points—and fail to reach the vast audi- 
ence you need to build your share-of-market. 


. losing your show entirely—a victim of television’s 
gy y 


high mortality rate—thus losing exposure of your 
new models before a public already confused by 
a variety of new car makes and names. 


- passing up the opportunity for high-quality, 


4-color exposure of your new models... particu- 
larly important at announcement time! 


. having even a successful show deliver relatively 


small audiences in the major metropolitan areas 
where multi-channel competition cuts ratings... . 
where your biggest dealers demand support! 


You can “Buy Big” with a list of general 
magazines—but at what cost? 
At the cost of: 


. paying a premium price for each unit of circula- 


tion—with heavy duplication that raises the high 
prices you’re already paying! 


. paying top dollar for the color you need for effec- 


tive selling—even though top-quality color is 
available through other media at a lower cost. 


. Spreading your dollars so thin across the nation 


that you short-change yourself and your biggest 
dealers in today’s “‘make-or-break” big city mar- 
kets ... where sales potential is greatest. 


. risking important dollars on “pass-along”’ circu- 


lation of questionable quality. At best, a delayed 
audience—weeks or even months too late when 
timing is important. 


3 


THE MOST POWERFUL SELLING FORCE IN PRINT 


cnr mex 14,100,000 


BUT—to get the biggest results at lowest 
cost— 
“Buy Big” with THIS WEEK: 


. puts highest-quality 4-color reproduction of your 


new car models before more of your customers— 
over 14,100,000 families each week—and does this 
at lowest cost-per-thousand! 


. more concentrated impact in 43 big city markets 


than any weekly magazine or even the average 
half-hour “Top Ten” TV show...in the major 
trading areas which produce 73.6% of all new car 
sales! 


. greater circulation outside these markets than 


the total circulation of leading weekly magazines. 


. editorial setting tailor-made to enhance your 


message —unlike television, where violence. and 
mediocrity prevail. 








62 
Top City Manager 
Chosen by C-P 


NEW YORK. Frederick W. 
Michael, New York manager of 
Chrysler-Plymouth, has been 


named “city manager of the year,” | MERCURY—’56 Custom 4-dr., $350*. 
according t0O|/ OLDSMOBILE —’58 (88) 4-dr., $1,100* 
n (ps), $1,000* (ps). 
E. M. eae "| °56 (88) 2-dr., $385* (ps), $315* (ps). 
general sales] 55 (88) Super 2-dr., $300* (ps). 
manager. PLYMOUTH—'57 Plaza (6) 2-dr., $250. 
Michael was| ‘56 Belvedere (8) 2-dr. hardtop, $510"; 
1 18 Belvedere (6) 4-dr., $135*; Savoy (8) 

Gist ve sak it 4-dr., $255". 

istrict and City) +55 savoy (8) 2-dr. hardtop, $135*; 2- 


dr., $115*. 


managers from 
PONTIAC—'56 Chieftain 4-dr., $235*. 


all parts of the 
United States to 


170. 
be cited, Selection . 





MISCELLANEOUS—’52 Chevrolet pickup, | CADILLAC—’60 (62) conv., 


Used-Car Auction Prices 





(Continued from Page 60) 


RM 4-dr. Riviera, $1,125* (ps). 

’57 RM 4-dr. Riviera, $840* (ps); Super 
conv., $605* (ps). 

’56 Century 2-dr. Riviera, $540* (ps), 
$270* (ps); Special 4-dr. Riviera, 
$435* (ps), $370*; Super 2-dr. Rivi- 
era, $425* (ps), $295* (ps). 

’55 Special 2-dr. Riviera, $300*. 

’54 Super 2-dr. Riviera, $155* (ps); 4- 
dr., $145*; RM 2-dr. Riviera, $125* 
(ps); Special 4-dr., $125*. 

’53 Super 2-dr. Riviera, $200*, $135*. 


$4,205* (ps), 
$4,050* (ps), $3,925* (ps); 2-dr. hard- 
top, $3,780* (ps); 4-dr. hardtop, $3,- 
690* (ps); de Ville 4-dr. hardtop, $4,- 


MERCURY—’60 Park Lane conv., 


NASH — 
OLDSMOBILE—’60 


AUTOMOTIVE NEWS, OCTOBER 2, 1961 


IMPERIAL—’60 Crown 2-dr. hardtop, $3,- 


550* (ps). 

’59 LeBaron 4-dr, hardtop, $2,875* (ps). 
’57 LeBaron 4-dr. hardtop, $1,480* (ps), 
$1,285* (ps); 4-dr., $1,290* (ps). 
56 Imperial 2-dr. hardtop, $850* (ps). 


LINCOLN—’'60 Continental Mark V 4-dr. 


hardtop, $3,340* $3,075* 
(ps). 


’56 Premiere 2-dr. hardtop, 


(ps); 4-dr., 
$820* (ps). 
$2,295* 
$1,595*, $1,535. 
hardtop, $1,825* 
$1,735* (ps). 


(ps); Comet 2-dr., 
59 Park Lane 4-dr. 
(ps); Voyager 4-dr., 
’57 Monterey 4-dr., $645*. 
’56 Montclair 2-dr. hardtop, $460* 
$390* (ps); Medalist 2-dr., $205. 
’55 Montclair 4-dr., $360*; Monterey 2- 
dr. hardtop, $340. 
’54 Monterey station wagon 4-dr., $235* 
(ps), $170*. 
’53 Monterey 2-dr. hardtop, $135*. 
52 Monterey 2-dr. hardtop, $135*, $115*. 
’54 Statesman (6) Super 4-dr., 


(ps), 


$150*. 


(88) Super Fiesta 4- 





ie was based on LOS ANGELES 200* (ps),’ $4,100* (ps); 2-dr, hardtop, dr., $2,970; (88) Fiesta 4-dr., $2,900* 
, persona] scores . $3,885* (ps). (ps); 4-dr., S2,700* (ps); (98) 2-dr. 
F. W. Michael of a dozen quali- Harold Henry’s Los Angeles Dealer Auto ’59 (60) Special 4-dr. hardtop, $3,585* ; Holiday, $2,655* (ps). 
- . = . | Auction. Sale every Tuesday. Prices are (ps), $3,285* (ps); (62) conv., $3,- 59 (88) Super 4-dr. Holiday, $1,825* 
fying points in the field of busi-/ for sale of Sept. 19. 520* (ps), $3,350* (ps), $3,305* (ps);| ,_ (PS). ; 
ness management assistance tO} BUICK — '61 Electra 225 conv., $3,715* 2-dr. hardtop, $3,365* (ps); de Ville “uaa $1,085* (ps); 4- 


4-dr. hardtop, $3,380* (ps). 


(ps) 
’58 Eldorado 4-dr. hardtop, $3,550* (ps); 


ps). 
Chrysler and Plymouth dealers, ’59 Invicta 4-dr. hardtop, $1,700* (ps); 


’57 (88) Super 4-dr. Holiday, $875* (ps); 








day, $655* (ps), $375*; 2-dr,, o. 
(88) Super 4-dr. Holiday, $459+ ’ 
’55 (88) 4-dr, Holiday, $380* (ps); 9.4, 

Holiday, $235*. ‘@ 
’54 (98) 2-dr. Holiday, $385* (ps). (88) & 
2-dr, Holiday, $275* (ps); (88) ‘Super * 
4-dr., $220* (ps). 
52 (98) 4-dr., $110*. 
PACKARD—’55 Clipper 4-dr., 2709+ (ps); @ 
2-dr., $210* (ps). ‘si 
PLYMOUTH—’61 Fury (8) 4-cr. hardtop 
$2,280* (ps). ; 
*60 Belvedere (8) 2-dr, hardtop, $1,695) 
(ps); Valiant 200 (6) 4-dr., $1,630* © 
(ps); Valiant 100 (6) 4-dr., $1939 
(ps); Savoy (8) 4-dr., $1,410* (pg) 


59 Suburban (8) Custom 4-dr., $1,499¢ 
(ps), $1,260*; Fury (8) 2-dr, hardtop 
$1,380*; Belvedere (8) 2-dr., $1,260 © 
(ps); conv., $1,085* (Ps); Savoy (6) 
2-dr., $780, $685. j 

’58 Suburban (6) Custom 4-dr, (9-pags, ) § 
$775. q 

‘57 Belvedere (8) 2-dr, hardtop, $7258 | 
(ps); 2-dr., $635* (ps); 4-dr. hardtop, 


$575*; 4-dr., $460*; Savoy (8) 4-dr, 9 
hardtop, $510*. , 
’56 Suburban (8) Sport 4-dr., $575». 
Custom (8) 4-dr., $395*; Savoy (g) | 
4-dr., $465*; 2-dr., $385*; Belvedere 
(8) conv., $395*; Plaza (8) 2. 
$325* (ps). * 


’55 Plaza (6) Suburban 4-dr., $450; Be). 
vedere (8) 4-dr., $320*; Savoy (g) 4. 
dr., $250*, 











(ps), $1,525* (ps); (62) 4-dr. hardtop, 
$1,600* (ps); Coupe de Ville, $1,525* 
(ps); 2-dr. hardtop, $1,355* (ps). 

’56 (62) 2-dr. hardtop, $1,085* (ps), $1,- 
060* (ps); Sedan de Ville, $1,035* 
(ps); 4-dr., $955* (ps). 

’54 (62) 2-dr. hardtop, $750* (ps), 2 at 
$510* (ps). 

’53 (62) 4-dr., $275. 

CHEVROLET—’'61 Impala (8) sport coupe, 

$2,490; Corvair Monza (6) 4-dr., $2,- 
140*; 2-dr., $2,085*, $2,085, $2,010*. 


Michael joined Chrysler Corp. in LeSabre 4-dr. hardtop, $1,635* (ps) conv., $2,390* (ps); conv., $830 (ps): (98) 2dr Holida 
; -dr. ° ’ . B : ps); (62) Coupe de , PS); r, day, , ns I 
1954 in the New York region. ’58 Super 2-dr. Riviera, $1,170* (ps); Ville, $2,450* (ps), $2,200* (ps); $965* (ps); (88) 4-dr. Holiday, $660*; aes cna li 1 a eee 4-dr., $1,610, 
—— Sedan de Ville, $2,250* (ps), $2,150* 4-dr,, $625* (ps). atalina 2-dr., $2, (ps). 
(ps), $2,135* (ps), $2,050* (ps); 2-dr. ’56 (88) 2-dr. Holiday, $655*; 4-dr, Holi- (Continued on Page 63, Col. 1) 4 
hardtop, $2,185* (ps); 4-dr. hardtop, aa ; —— Fj 
$2,185* (ps); conv., $2,085* (ps). 4 
’57 (60) Special 4-dr. hardtop, $1,700* NOW! NEW! 5 
q 


ARBER-WMIAS 








7 


tf ’60 Impala (8) sport coupe, $2,190* 
(ps), $2,095* (ps), $1,985*; conv., 

$2,050*; sport sedan, $1,930"; Park- 

wood (8) 4-dr., $2,110* (ps), $2,095* 

(ps); Kingswood (8) 4-dr., $2,005* 

(ps); Bel Air (8) 4-dr., $1,835* (ps); 

Biscayne (6) 4-dr., $1,400*, $1,310; 


Corvair 700 (6) 4-dr., $1,360, $1,330*, 
$1,245*; Corvair 500 (6) 4-dr., $1,300*. 
59 Impala (8) sport coupe, $1,790* (ps), 


YOU'LL 





$1,710* (ps), $1,665*; conv., $1,525* 
(ps); sport sedan, $1,435, $1,420*; 
Parkwood (8) 4-dr., $1,685* (ps), $1,- 
Ss . O +4 E 550; Kingswood (8) 4-dr., $1,685*; : 
Bel Air (6) 4-dr., $1,225, $1,200*. 
‘58 Impala (8) sport ‘coupe, $1,350* For all Standards, 4 Compacts, S$ 
(ps), $1,060* (ps); Nomad (8) 4-dr., 


$1,280* (ps); Bel Air (8) sport coupe, 
$1,255; sport sedan, $915* (ps); Brook- 
wood (8) 4-dr., $1,250* (ps); Biscayne 
(6) 4-dr., $860. 


EVERY 


Exclusively From Farber Brothers 
... these mats are made of the 





’57 Bel Air (8)-sport coupe, $1,035*, b / 
Tl ME $985*; 4-dr., $875*; Two-ten (8) sta- highest-quality rubber on the quotation on this large-volume, 
sar. 3740; cecany ¢) aan ees. market: They are precision-tai- 7 high-profit item . . . and also 
XQ '56 Two-ten (8) Delray, $695*; station lored, contour-moulded and rug- / quotations on our complete lines 
h ae, | sage oem. (6), : -.. textured with felt backing for / of auto interior accessories . . . 
600*; 4-dr., ; Bel Air (8) 4-dr., 
When You Use |_ 0:F «as longer wear, today! 
’55 Bel Air (8) sport coupe, $710*; 4-dr., 
$485*, $410*; conv., $485*; 2-dr., 


$310*; Bel Air (8) 2-dr., $590*; Two- 
ten (8) station wagon 4-dr., $440*, 
$385; 4-dr., $385*; Two-ten (6) 4-dr., 
$410; Delray, $385. 
’54 Bel Air 2-dr., $335; One-fifty station 
wagon, $235; Two-ten Delray, $230*. 
°53 Two-ten 2-dr., $185*; Bel Air 4-dr., 


821-41 Linden Ave. 
Memphis, Tenn. 
JA 5-7481 


Automotive News Classified Want Ads 











Made in the newest, most modern plant in the U.S.A. 








FARBER 


BROTHERS, INC. 





Large warehouse stock 
carried in Memphis and at 
our mill. Direct, prompt 
delivery to any city or port in 
the U.S.A. on a Prepaid 
Freight-Shipment Basis, 


s 


tation Wagons, Universals and Trucks 


Distributors, Jobbers and Dealers 
/ ... don't delay! Ask for your 


Nashville, Tenn. 
and 
Little Rock, Ark. 


$145*, ‘ 
CLASSIFIED RATES: 22¢ per word for each insertion. Minimum 15 words. | CHRYSLER —'07 Windsor 2-ar. haratop, NTRS OF amhons: 
Position Wanted: 11c per word. Add $1 per insertion for use of box num-| °56 Windsor 4-dr., $360* (ps). AIR COOL / SEAT / GENUINE 
’55 Windsor 2-dr, hardtop, $380* (ps). CUSHIONS / COVERS / CARPETS ' 


ber. Contract rates available on request. ‘49 Windsor conv., $160, 


DeSOTO—’59 Firesweep 4-dr. hardtop, $1,- 








DISPLAY CLASSIFIED RATES: $12.30 per column inch for each insertion. 480* (ps); Firedome 4-dr., $1,380* = 
Minimum one inch—maximum ten inches. Contract rates available on war” ccatiaie 2-dr. hardtop, $1,030* 


(ps); Firedome 4-dr. hardtop, $725* 
(ps); 4-dr., $720* (ps); Firesweep 2- 
dr. hardtop, $595* (ps), 

DODGE — ’60 Polara (8) station wagon 
4-dr., $2,300* (ps); Pioneer (8) station 
wagon 4-dr., $1,980* (ps); (9-pass.), 
$1,815*; Matador (8) 4-dr., $1,630*. 

’5S Sierra (8) 4-dr. (9-pass.), $1,100* 
(ps). 

’57 Coronet (8) 2-dr, hardtop, $815*, 
$800* (ps); 4-dr, hardtop, $675* (ps); 
2-dr., $450*, $400*; 4-dr., $335*; Sierra 
(8) 4-dr., $800*; Suburban (8) 2-dr., 
$775*. 

’55 Coronet (8) 2-dr. hardtop, $210*. 

EDSEL—’59 Villager station wagon 4-dr., 
$1,600* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,050* (ps), $3,925* (ps), $3,855* 
(ps), $3,735* (ps), $3,610* (ps), $3,- 
600* (ps); Falcon (6) station wagon, 


$2,050". 
: t ae, ’60 Thunderbird (8) 2-dr. hardtop, §$2,- 
(ps), $2,780* (ps); 


885* (ps), $2,855* 

Galaxie (8) 4-dr. Victoria, $1,980* 

(ps), $1,780* (ps), $1,725* (ps); Sun- 

liner, $1,875* (ps), $1,800* (ps); Coun- 

try Sedan (8) 4-dr., $1,870*; Ranch 

ai oe — . — _ —_ Wagon (6) 2-dr., $1,550, $1,300; Fal- 
con (6) 2-dr., $1,380; 4-dr., $1,360*; 
Fairlane (6) 2-dr., $1,200. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
300* (ps); Country Sedan (8) 4-dr., 
$1,430*, $1,410*; Fairlane 500 (8) 
4-dr. Victoria, $1,375** (ps); Galaxie 

gia dn oe r fy (8) 2-dr., $1,270*; Fairlane (8) 4-dr., 
$1,135*; Custom 300 (8) 2-dr., $1,- 
100*, $1,050; 4-dr., $1,025*; Custom 
300 (6) 2-dr., $1,030*. 

’58 Thunderbird (8) 2-dr. 
125* (ps), $2,020* (ps); Fairlane 500 
(8) Skyliner, $1,250* (ps); 2-dr. Vic- 

| toria, $1,010* (ps); Custom 300 (8) 

4-dr., $645. 

’57 Thunderbird (8) conv., $1,800*; Fair- 
lane 500 (8) 2-dr. Victoria, $900* 
(ps), $835* (ps); 4-dr,. Victoria, $685* 
(ps); Country Sedan (8) 4-dr., $825, 
$610*; (9 pass.), $810* (ps); Custom 
300 (8) 2-dr., $760*; Custom 300 (6) 
4-dr., $560. 

’56 Fairlane (8) 


request. 


Closing Deadline: Six days in advance of publication date. Advance pay- 
ment required. 





Use this space for your classified advertising message. Indicate size 
desired if display. 





PRODU 








GREY IRON 
P 





PRODUCTION 
CS 


hardtop, $2,- 


Number of Insertions: Amount Enclosed $ 


Name: 





hl eae 





Company: 


Address: 





2-dr., $510, $340*; .2- 
dr, Victoria, $495*, $475*, $320*; 
conv., $485* (ps); Country Sedan (8) 


Clip and Mail This Form To: 4-dr. (9-pass.), $500*, $445*; Custom 
(8) 4-dr., $335*, $320". 


WANT AD DEPARTMENT ’55 Fairlane (8) 2-dr. Victoria, $435* 


Automotive News 


$240*; Custom (8) 4-dr., $295*; Coun- 
965 East Jefferson Avenue, Detroit 7, Michigan 


CHATTANOOGA 





try’ Squire (8) 4-dr., $250*, $160*, 
’54 Crest (8) 2-dr. Victoria, $285*, $265*; 
conv., $230*; Custom (8) 2-dr., $245*, 
$235*; 4-dr., $180. 
’53 Crest (8) conv., 
4-dr., $125*. 


$150*; Custom (6) 











elie e 


CTION 


CASTINGS 


oI 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 


FOUNDRIES 


ESTABLISHED 1866 


D FOUNDRY 


DIVISION OF GORDON STREET, INC, 


MAIN OFFICE AND MANUFACTURING PLANTS 


2, TENNESSEE 
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| Used-C ar Auction Prices 
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(Continued from Page 62) 


59 Catalina Safari 4-dr. (9-pass.), $2,- 
20 (ps); sport coupe, $1,855* (ps); 
Bouneville sport coupe, $2,185* (ps); 
4 Vista, $1,810*. 

58 Chieftain 4-dr. Catalina, $885*. 

56 «(Chieftain § 4-dr. Catalina, $485*, 
$305* 2-dr, Catalina, $480*, $475*; 


Star Chief 2-dr, Catalina, §475* (ps). 
155 Chieftain 4-dr., $375* (ps), $260*. 
59 American (6) station 


BLER — 
eo mn, $980*; 2-dr., $700. 
57 Custom (6) Cross Country, $550*. 


156 Custom Cross Country, $550*. 
55 Super 2-dr., $235. 
IDEBAKER—’60 Lark (8) 4-dr., $1,- 
eS 2-dr., $900; Lark (6) 2-dr., $1,- 
135, $1,060, 
59 Lark (6) 4-dr., $750. 
155 «6President (8) Speedster 
$410* (ps). 
MISCELLANEOUS —’60 Chevrolet (8) El 


hardtop, 


Camino, $1,955*; (6) %-ton pickup, 
$1,320, $1,290. 

159 Chevrolet (8) El Camino, $1,470; 
Ford (8) %-ton pickup, $1,120; (6) 
%-ton pickup, $1,015; (6) Ranchero, 
1,085*. 

‘on Chevrolet (6) %-ton pickup, $850; 
Ford (6) %-ton pickup, $690. 

57 Chevrolet (8) %-ton pickup, $735; 
Ford (8) %-ton pickup, $680*. 


156 Ford (6) %-ton pickup, $630; (8) %- 
ton pickup, $465*; (6) Courier, $270; 
Chevrolet (6) 3200 %-ton pickup, $615; 
Studebaker (6) %-ton pickup, $360. 

55 Chevrolet (6) 1-ton open van, $605; 
(8) %-ton pickup, $490; (6) %-ton 
pickup, $395; GMC (8) %-ton pickup, 
$600; Ford (8) %-ton pickup, $350; 
Dodge (8) %-ton pickup, $285. 

154 Chevrolet %-ton panel, $290. 

53 GMC (6) 1-ton flatbed, $550; Willys 
(6) 2-dr., $145. 

’51 Chevrolet delivery sedan, $100, 

49 Chevrolet %-ton pickup, $200, 

48 Chevrolet %-ton stake, $260. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 19. Clean 
merchandise still being eagerly sought. Off 
cars moving at a price. Sold 187 cars from 
247 consignments, 

BUICK—’59 LeSabre 2-dr. hardtop, §$1,- 
625* (ps); 4-dr, hardtop, $1,225* (ps). 
























58 Century 4-dr., $1,140* (ps); Special 
Estate Wagon, $800* (ps). 
’57 Special 4-dr. Riviera, $760* (ps); 


2-dr, Riviera, $600* (ps); 4-dr., $310* 
(ps); RM 4-dr, Riviera, $550* (ps); 
Super (8) 4-dr., $425* (ps); 2-dr, Rivi- 
era, $280* (ps). 

"56 Century 2-dr, 
Special 4-dr., $470* (ps). 

’55 Special 4-dr., $184*, $130*. 
CADILLAC—’60 (62) conv., $3,460* (ps); 
4-dr. hardtop, $3,000* (ps), 
"59 (62) 2-dr. hardtop, $2,830* 

"58 (62) 4-dr., $1,760* (ps). 

’5T (62) conv., $1,132* (ps), $865* (ps). 

"56 (62) 4-dr., $625* (ps). 

"55 (75) 4-dr., $505* (ps). 

OHEVROLET—’61 Impala (8) conv., $2,- 
200, 

’60 Impala (8) sport sedan, $1,855* (ps); 
sport coupe, $1,830* (ps), $1,785* 
(ps), $1,475* (ps), $1,370* (ps); conv., 
$1,800*, $1,785*; Kingswood (8) 4-dr., 
$1,730*; Parkwood (8) 4-dr., $1,690*; 
Bel Air (8) 4-dr., $1,525*, $1,505*, 2 
at $1,500*, $1,485*, $1,475*, $1,455*, 
$1,385* (ps), $1,325*, $1,300*, $1,- 
150*, $1,125* (ps), $1,100*; 2-dr., $1,- 
435*; Brookwood (8) 4-dr., $1,330, 
$1,305; Biscayne (6) 4-dr., $1,285, $1,- 
100; Corvair (6) 4-dr., $1,275*, $1,- 
170. 

’59 Biscayne (6) 4-dr., $1,050; Parkwood 
(8) 4-dr., $1,035, $1,005*; Bel Air 
(8) 2-dr., $1,025, $1,020, $990, $970, 
$950, $954; 4-dr., $1,020, $1,015, $1,- 
010, $1,000, 


Riviera, $490* (ps); 


(ps). 


"58 Impala (8) sport coupe, $1,155, 
$975*; conv., $1,010* (ps); Bel Air 
(8) sport sedan, $950* (ps); Nomad 


(8) 4-dr., $860*; Brookwood (8) 4-dr., 
$675*; Delray (6) 2-dr., $500. 
"57 Bel Air (8) 4-dr., $900* (ps). 


55 Bel Air (6) 2-dr., $260*; Bel Air 
(8) 4-dr., $200*, $170*; Two-ten (6) 
4-dr., $200. 


"53 Bel Air (6) 4-dr., $155*, $110; conv., 
$130; Two-ten (6) 4-dr., $105*. 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,590* (ps). 

"57 NY 4-dr., $910* 
2-dr, hardtop, $570*. 
"53 Windsor 4-dr., $210*. 
'O—’56 Firedome 4-dr., $300*. 

"55 Firedome 4-dr., $435*. 

DODGE — '57 Custom Royal (8) 2-dr. 
hardtop, $530* (ps); Coronet (8) 4-dr. 
hardtop, $350* (ps). 

FORD—’61 Thunderbird (8) 2-dr, hardtop, 
2 at $3,350* (ps); Falcon (6) 4-dr., 

: $1,800* (ps), $1,790*; 2-dr., $1,750. 
60 Thunderbird’ (8) 2-dr. hardtop, $2,- 


(ps); Windsor 


350* (ps); Country Sedan (8) 4-dr., 
$1,370*; Fairlane 500 (8) 2-dr., $1,- 
350*, $1,220*, $1,195*; 4-dr,, $1,305*, 
$1,300*, $1,250*, $1,220*, $1,210; Fair- 
; lane (6) 2-dr., $1,000*, 
59 Galaxie (8) conv., $1,130* (ps); 
Galaxie (6) 2-dr. Victoria, $990; Fair- 
lane (8) 2-dr., $1,015*, $1,000*; 4- 
; dr., $950*. 
58 Country Squire. (8) 4-dr., $820* 
(ps); Custom 300 (6) 2-dr., $595; 
Ranch Wagon (6) 4-dr., $570; Fair- 
: lane (8) 2-dr., $385. 
57 Custom 300 (8) 4-dr., $570*; Custom 
(8) 4-dr., $525*; Ranch Wagon (6) 
; 2-dr., $325. 
56 Main (8) 2-dr., $205, 
53 Main (8) 2-dr., $115. 
LINCOLN — ’59 Premiere 4-dr., $1,975* 


(ps). 
*S7 Capri 4-dr, hardtop, $710* (ps); 
4-dr., $610* (ps). 


MERCURY—’59 Monterey 2-dr. hardtop, 


wn t405* (ps); 2-dr., $1,050*. 

"58 Monterey 4-dr., '$595* (ps). 

57 Montclair 4-dr., $660* (ps); Com- 
Muter 2-dr., $525*; Monterey 2-dr. 


3 hardtop, $405. 
Pann erey station wagon 4-dr., $210* 
s 
55 Monterey 4-dr., $200*, $100* (ps). 
52 Monterey conv., $100*. 
OLDSMORILE—'59 (88) Super 2-dr. Holi- 
day, $1,660* (ps); (98) 4-dr, Holiday, 


‘ (ps). 
98 (88) 4-dr. Holiday, $1,105*. 

87 (98) 4-dr., $900* ‘(ps). 

56 (88) 4-dr., $595* (ps); 4-dr. Holiday, 



















PONTIAC—’60 Catalina 4-dr. 


$400* (ps); (98) 2-dr. Holiday, $455* 


(ps). 
"54 (98) conv., $135* (ps), $125*. 


PLYMOUTH—’61 Fury (8) conv., $2,235* 
(ps); Fury (6) 4-dr., $1,780* (ps); 
Valiant (6) 4-dr., $1,710* (ps). 


’60 Fury (8) 4-dr. hardtop, $1,660* (ps); 
Savoy (6) 2-dr., $11,25. 
’59 Belvedere (8) 4-dr., $1,105*, $1,075* 


(ps), $1,005*; Suburban (6) Deluxe 
4-dr., $635. 

’58 Suburban (8) Custom 4-dr., $795* 
(ps); Belvedere (8) 2-dr, hardtop, 
$740* (ps). 

’57 Belvedere (8) 4-dr.. $475*; 4-dr. 


— $275* (ps); Plaza (8) 4-dr., 

80. 

"56 Belvedere (8) 2-dr. hardtop, $185*; 
Plaza (6) 4-dr., $175; Savoy (8) 4-dr., 
$120", 

55 Savoy (6) 4-dr., 
4-dr., $250*, 


$340*; Plaza (6) 

Vista, $1,- 
920* (psy; Safari 4-dr., $1,900* (ps). 

’°59 Catalina conv., $1,700* (ps); Bonne- 
ville (8) conv., $1,690* (ps); 2-dr., 
$1,325* (ps). 

’58 Chieftain 2-dr. Catalina, $975*. 

’57 Star Chief 2-dr. Catalina, $815* (ps). 

‘55 Star Chief 4-dr. Catalina, $200; 2- 
dr., $100* (ps). 

’52 Chieftain 4-dr., $105, 


RAMBLER—’59 Rebel (8) 4-dr., $1,135*; 


American Deluxe (6) station wagon 2- 
Ir., $435, 

"58 Super (6) Cross Country 4-dr., $985; 
American (8) 2-dr., $300. 


STUDEBAKER—’54 Champion (6) 4-dr., 
$200. 
MISCELLANEOUS—’'54 GMC truck panel, 
$300. 
’52 Dodge panel, $110. 


DYER, IND. 


Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Sept, 22. Lots of 
action on all cars. Sold 234 cars from 
308 consignments. 

BUICK—’59 Invicta 4-dr., $1,265* (ps). 

’57 Century 2-dr. Riviera, $610*. 

’56 Special 2-dr., $425*. 

’55 Special 2-dr. Riviera, $290*, $265*; 

4-dr., $200* (ps). 

’54 Super 2-dr., $210*. 

’53 Special 2-dr. Riviera, $105*. 
CADILLAC—’57 (62) 2-dr. hardtop, $975*. 

’53 (62) 4-dr., $130*. 

’46 4-dr., $220. 

CHEVROLET—’61 Impala (8) sport coupe, 


$2,285* (ps); sport sedan, $2,220* 
(ps); Bel Air (8) 4-dr., $1,845*. 

60 Impala..¢8) sport coupe, $1,915* (ps), 
$1,745*; sport sedan, $1,860* (ps); 
Bel Air (8) 4-dr., $1,480*; sport coupe, 
$1,450*; Biscayne (6) 2-dr., $1,475*; 
4-dr., $1,405*; Corvair 500 (6) 4-dr., 


$1,110*. 
’59 Impala (8) sport coupe, $1,425* (ps); 


conv,, $1,405* (ps); sport sedan, §$1,- 
390* (ps); Bel Air (8) 4-dr., $1,215*; 
2-dr., $1,190*. 

’58 Impala (8) conv., $1,065* (ps); Bel 
Air (8) 4-dr., $925*%, $895*, $850* 
(ps); Bel Air (6) 2-dr., $745, $720; 
Biscayne (8) 2-dr., $765*. 


’57 Bel Air (8) sport sedan, $840*, $765* 
(ps); station wagon, $805*; Two-ten 
(8) sport coupe, $660*; One-fifty (8) 
4-dr., $515*. 

’56 Bel Air (6) station wagon, $570; 4- 
dr., $495*; Bel Air (8) 4-dr., $460*; 
sport coupe, $445*; One-fifty (8) 4-dr., 
$365*, $345*, $300*, $250*; One-fifty 





CHRYSLER—’58 NY 4-dr., $1,180* (ps). 
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’55 Royal (8) 4-dr., $225*; Coronet (6) 


2-dr., $135*. 

EDSEL—’58 Ranger 2-dr., $485°. 
FORD—’61 Galaxie (8) 2-dr. Victoria, $2,- 
150* (ps); Falcon (6) 4-dr., $1,585. 
60 Galaxie (8) Starliner, $1,610* 
Fairlane (8) 4-dr., $1,285*; 

(6) station wagon, $985. 

’59 Galaxie (8) 2-dr. Victoria, $1,345* 
(ps); Country Sedan (8) 4-dr., $1,260* 
(ps), $1,250*. 

’58 Fairlane 500 (8) conv., $900*; 2-dr., 
$735*; Fairlane (8) 4-dr., $630*; Cus- 
tom 300 (8) 4-dr., $540*, $530*; 2-dr., 
$450". 

’57 Fairlane 500 (8) 2-dr. Victoria, $600; 
conv., $575*, $575* (ps), $430*, $320*; 


(ps); 
Falcon 


2-dr., $550*; Country Sedan (8) 4- 
dr., $550*%; Custom 300 (8) 2-dr., 
$395*; Fairlane (6) 4-dr., $350; Fair- 
lane (8) 2-dr. Victoria, $350*; Custom 
(8) 2-dr., $300*. 
56 Fairlane (8) 4-dr., $390*, $385*; 


Country Sedan (8) 4-dr., $385*; Main 





: , . (8) 4-dr., $290*; 2-dr., $210*. 
; a ae ’55 Fairlane (8) 2-dr., $235*; 2-dr, Vic- 
toria, $210*; conv., $140*; Custom 
THE UNITED WAY | _ £2),.28) 8 ci For. 
$110*. 
*54 Custom (8) 2-dr., $140*. 
’53 Custom (8) 4-dr., $115*. , 
. ’52 Country Sedan (8) 4-dr., $200*. 
(6) 2-dr., $225; Two-ten (8) sport} ‘50 2-dr. (customized), $1,130. 
sedan, $355*. MERCURY — ’58 Montclair 4-dr., $685*; 
’55 One-fifty (8) 4-dr., $215*. Commuter 4-dr., $580*. 
’54 Two-ten 4-dr., $175*. ’57 Commuter 4-dr., $550*; Monterey 


2-dr, hardtop, $525* (ps). 
’56 Medalist 4-dr. hardtop, $175*. 
’55 Monterey 2-dr, hardtop, $310*. 


’53 Two-ten 2-dr., $145. 
’48 2-dr., $180, 





’57 NY 2-dr. hardtop, $850* (ps); 4-dr.,| OLDSMOBILE "59 (88) 4-dr. Holiday, 
$775*; Windsor 2-dr. hardtop, $570*. $1,400* (ps). 

DeSOTO—'57 Fireflite 4-dr., $550* (ps); ’57 (98) 4-dr., $755* (ps); (88) 2-dr. 
Firedome 4-dr., $450* (ps). Holiday, $525* (ps), $480* (ps). 
DODGE—'59 Custom Royal (8) 4-dr., $1,- 56 (88) 2-dr. Holiday, $320*; 2-dr., 

135* (ps). $180* 


55 (88) Super 4-dr., $330* (ps); (88) 


’57 Custom Royal (8) 4-dr., 2 at $540*. 
(Continued on Page 65, Col, 1) 


’56 Coronet (6) 4-dr., $125*, $120*. 














Power Packer — 16 to 20 cu.yds. 


Link your name and truck line with Daybrook — 
a name backed by years of experience in the 
truck field — supported by a reputation for fair 
dealing — well-known and respected by the truck 


Dump Bodies — 1'4 to 27 cu.yds. 


Power Loaders — Straight boom -4,000 Ib. capacity, 


A COMPLETE LINE OF QUALITY TRUCK EQUIPMENT... 


industry. You'll find the right combination of 
Daybrook equipment for your customers’ needs : 
hoists, bodies, truck-mounted cranes, hydraulic 
tailgates — more than 75 different models. 









Power Gate © — 800 to 5,000 Ib. capacity. 


Jib boom -7,000 Ib. capacity. 








A NATION-WIDE 
helpful DISTRIBUTOR 
ORGANIZATION 





i 

i 

I 

Daybrook distributors will work | 

with you in sales, application, | 
installation and service. Check 

with your nearest distributor or contact us! | 

l 

I 

i 

i 
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YOUNG 


SPRING & WIRE 
CORPORATION 





BOWLING GREEN, OHIO ... Manufacturer of 
DAYBROOK TRUCK EQUIPMENT 


SEND US THE LATEST 
on the following Daybrook products: 


[ ] HOISTS 


[ ] PACKERS 


Pa POWER GATES 


id I! want the name of my nearest distributor 


Name 


Address 


HARD-HITTING PROMOTION THE YEAR 'ROUND... 


To give you the sales support you need to help 
build customer preference, to pre-sell Daybrook 
equipment, every Daybrook product is backed 


by an alert, aggressive merchandising program. 
This includes national advertising, literature, 
sales aids, personal assistance. 





INFORMATION 


ed BODIES 


s POWER LOADERS 
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be in 400, 600, 1,000 and 1,500-line 
sizes. 

Magazine advertising has been 
designed to reach specific reader- 
ship groups, it was stated. The 
classifications include mass con- 
sumption national publications, 
weekly news magazines, men’s 
books, automotive performance 


Accumulators 
Seen Replacing 


Power Options 


CHICAGO.—Inexpensive hydrau- 
lic accumulators may soon replace 








Besta by Testa... 


Auto Advertising 


tory,” “Alpine Steeplechase,” “Al- 











By Martin L. Whitmyer 
Staff Writer 






successful 


turers. 

OAI introduced a new automo- 
bile called “Testa” on 100 outdoor 
panels in Detroit in June, and, ac- 
cording to results of a Daniel 
Starch survey, the response was 
27 percent higher than the real 
compacts got in their first bill- 
board appearance. 

The Testa design showed a 
slightly cambered front wheel and 
the gull sweep of a fender, imply- 
ing a low-slung, fast-moving sports 
car. Copy concentrated on one fea- 
ture, “V-3 Powered,” suggesting 
newness. 

The poster also included a phone 
number which could be called for 
additional information. The inclu- 
sion of a telephone number was a 
deliberately imposed handicap, OAI 
said, inasmuch as the poster is not 
an ideal medium for the develop- 
ment of a large number of phone 
calls, because the viewer must stop 
to write down the number or try 
to memorize it. 

The 100 posters were displayed 
for 30 days and solicited 2,183 
phone calls for “information” from 
as far away as Cleveland and Buf- 
falo. Calls also came from almost 
every agency and manufacturer in 
the automotive capital, but the ma- 
jority came from Detroiters whose 
curiosity has been aroused by 
Testa. 

Making the task more difficult, 
the test took place at a time 
when Detroit, hard hit by unem- 
ployment, had just witnessed in- 
troduction of a food stamp plan, 
make it hardly the climate to 
welcome another new car, 

Also, Testa had no corporate 
image on which to rely; none of 
the glamour which usually sur- 
rounds introduction of a new car, 
no personalities, no press releases, 
no public anticipation. 

Further, Testa campaign used 
only the normal, or average, No. 100 
showing to acquaint the public 
with the new car; copy, stripped 
to its barest essentials, featured 
no attention-getting devices such 
as special inks, pretty girls or car- 
toons. No prizes or rewards were 
offered for calling—just informa- 
tion. 

Yet, Starch found that the poster 
was remembered by 164,000 males, 
or one of every four, and by 96,000 
females. Starch’s second study, to 
determine brand awareness, reveal- 
ed that Testa registered as a com- 
petitive new car with 78,000 De- 
troiters. 

Starch also discovered that the 
closer those interviewed were to 
buying a new car, the greater was 
the awareness of Testa. 

From the imaginative design of 
the poster, respondents themselves 
put together Testa’s selling story— 
a story which was merely implied 
by OAI, but to which poster read- 
ers added such concepts as “new- 
ness,” “sports car look,” “new en- 
gine,” “economy,” “low-slung styl- 
ing,” “speed,” “new compact car,” 
“power,” “futuristic design,” and 
many others. 

In Detroit last week to present 
the results of the survey to auto- 
motive people were Felix Coste, 
vice-chairman of OAI; Kent H. 
Lee, president, and Frank Cawl, 
director of research. 

o * * 


17 Rootes Films Available 


Rootes Motors, Inc., has announc- 
ed the availability for free showing 
to sports car clubs, dealers and 
other interested organizations of 17 
color films with sound on races, 
rallies and other automotive ac- 
tivities reflecting enjoyment, endur- 
ance and performance. 

Arrangements for group viewing 
can be made by writing to Films 
Department, Rootes Motors, Inc., 
9830 West Pico Blvd., Los Angeles 
35, Calif. 

The films offered by Rootes in- 
clude “The Triple Crown of Vic- 








A “paper car” campaign to dem- 
onstrate the marketing effective- 
ness of outdoor advertising proved 
and has put Outdoor 
Advertising, Inc., national sales 
representative for the medium, in 
a strong position for a “hard sell” 
campaign with the auto manufac- 































pine Rally,” “High Speed Test,” 
“Team Champions,” “1,000 Miles in 
14 Hours,” “European Holiday,” 
“Alpine Challenge,” “Shock Treat- 
ment,” “Sunbeam Talbot Wins 
Again,” “European Tour,” “Ordeal 
in the Alps,” “Minx to Moscow,” 
“Alpine Experience,” “Proud Heri- 
tage,” “Conquest of the Alps,” and 
“Greek Acropolis Rally.” 
cg * * 


Auto History to be Traced 


The 20th Century love affair be- 
tween the American people and the 
automobile will be featured in one 
of the 40 “DuPont Show of the 
Week” programs on national net- 
work television during the 1961-62 
season, 

Scheduled for Oct. 22, “Merrily 
We Roll Along,” with Groucho 
Marx ag narrator, wiil utilize a 
Selection of vintage motion pic- 
tures, culled from more than one 
million feet of film. It will be on 
the air from 10 to 11 p.m., Eastern 
Daylight Time, on the National 
Broadcasting Co. television net- 
work, 

Among the high spots will be a 
picture of America as it might look 
without automobiles, a nostalgic 
glimpse of a small town’s reaction 
to its first horseless carriage, the 
effect of the auto age on salesman- 
ship, and a whimsical analysis of 
driving “styles,” NBC officials said. 

* * ak 


Dodge Announcement 


A strong print campaign, backed 
by extensive spot TV and outdoor 
schedules, spearheads Dodge’s 1962 
passenger car introductory adver- 
tising. 

W. D. Moore, Dodge director of 
advertising, said the balanced 
multimedia approach provides 
dealer support in all key sales 
areas, plus broad national cover- 
age. 

“Our October schedule, which 
combines comprehensive newspaper 
advertising with extensive outdoor 
and magazine schedules, is design- 
ed to achieve deep penetration at 
local levels while also reaching 
large sections of the total national 
car-buying public.” 

A two-week TV “teaser” cam- 
paign highlighted Dodge’s pre- 
introductory advertising. Some 265 
stations in 97 key Dodge sales mar- 
kets carried 8 and 10-second IDs 
in a saturation effort. 

An announcement broadside in 
evening newspapers of Sept. 27 and 
morning papers of Sept. 28 launch- 
ed introductory ‘advertising. More 
than 2,400 newspapers in 1,500 
major Dodge sales markets from 
coast to coast carried the an- 
nouncement message, which fea- 
tures the Dart 440 and the compact 
Lancer GT, in 600, 800, 1,000, 1,400, 
1,800 and 2,400-line sizes. 

More than 1,600 newspapers will 
receive follow-up advertising on 
Oct. 3-4 and Oct. 17-18, Moore said, 
emphasizing that additional heavy 
newspaper schedules will be placed 
in late October and in November 


and December. Follow-up ads will 
* * * 


Testa—the Bell Ringer— 


magazines and fleet publications. 


A four-color bleed spread of car 
illustrations only surrounding four 
vertical half-page copy inserts 


kicked off the magazine campaign 


in the Sept. 29 issue of Life and 


will be in the Oct. 7 issue of Satur- 
day Evening Post. A four-color 
bleed spread featuring the deluxe 
Dart 440 and the new Lancer GT 
sports model is slated for the Oct. 
24 issue of Look. 

Tire, Newsweek, Sports Illus- 
trated and Sunset will receive 
single-page, four-color bleed ads 
featuring the Dart 440. Follow-up 
four-color ads are planned for each 
publication. 

Outdoor Life, Sports Afield, Field 
& Stream, True and Argosy will 
carry single-page, black and white 
bleed Dart 440 ads in their Novem- 
ber and December issues. 

Five of America’s leading auto- 
motive performance magazines will 
run 12-page action story inserts on 
the Dart 440 in their November 
issues. Included are Hot Rod, 
Motor Trend, Motor Life, Road 
and Truck and Car and Driver. 

Special black and white fleet, 
taxi and police ads featuring both 
Dart and Lancer are scheduled in 
Purchasing Week, Fleet Owner, 
Automotive Fleet, American Sales- 
man, Sales Management, Business 
Week, Nation’s Business, Police 
Chief, National Sheriff, Law ¢ 
Order, California Highway Patrol, 
Taxicab Industry and ATA News. 

The Dart 440 will receive exten- 
sive multiple board outdoor post- 
ing in 308 major Dodge markets, 
starting Oct. 5. 

Millions of sports fans from coast 
to coast are expected to see all of 
the new Dodges during the World 
Series as part of Chrysler Corp.’s 
television sponsorship. 

cd * * 


Personnel Changes 


James O. Luce from group head 
in the radio-television department 
in New York to media director of 
the Detroit office of J. Walter 
Thompson Co. ... E. Kent Mitchel, 
publisher of the American Home, 
to additional duties as general 
manager of Ladies’ Home Journal. 









electrical power equipment on au- 
tomobiles, with one small accumu- 
lator “powering” steering, brakes, 
convertible tops and seats, accord- 
ing to Ideal Roller and Mfg. Co. 

Ideal Roller, producer of the sep- 
arator bladder that is the “heart” 
of each accumulator, said the hy- 
draulic units now are used in a 
variety of applications ranging 
from missiles to ships to aircraft. 
They operate guiding mechanisms 
in rockets, move hatch covers 
weighing as much as 35 tons on 
ocean-going freighters, raise and 
lower aircraft landing gear and 
rapidly perform a multitude of 
tasks requiring considerable en- 
ergy. 

The accumulators store fluid 
under pressure and basically con- 
sist of a separator bladder inside a 
metal container. The bladder, man- 
ufactured of Hycar rubber, a prod- 
uct of B. F. Goodrich Chemica] Co., 
contains air or nitrogen under 
pressure that can vary from a few 
pounds per square inch to 3,000 
p.s.i. The fluid outside the bladder 
normally is stored at double the 
pressure of the air or gas. 

When the accumulators are ac- 
tivated the fluid goes to work at 
the maximum pressure at which it 
was stored. The last drop is ex- 
hausted from the accumulators at 
half this maximum—the pressure 
of the air in the bladder. When 
the task is finished a simple pump 
returns the fluid to the accumu- 
lator. 

Greer Hydraulics, Inc., Los An- 
geles, manufacturers of the accum- 
ulators in which the Hycar blad- 
ders are used, said work is now 
under way to develop inexpensive 
hydraulic accumulators to power 
all the accessories on an automo- 
bile. Such an accumulator would 
cost less than one piece of optional 
power equipment on the market 
today, the firm said. 

Hycar was chosen for the blad- 
ders because it withstands high 
pressures and extreme tempera- 
tures without rupturing, resists 
damage from oils and chemicals 
and is easily fabricated, Goodrich 
said. 


Die Casters Expect Upturn 
To Continue in ’62 


CHICAGO.—After a poor first 
quarter, the output of custom die 
castings has grown steadily and 
there are indications that by year’s 
end, production will be a rate equal 
to that of 1960, it was reported 
here. 


Die casters attending the an- 
nual two-day meeting of the 
American Die Casting Institute 
and Die Casting Research Foun- 
dation also said they have high 
hopes that the upturn will con- 
tinue into 1962. 


If predictions of improving busi- 





ness conditions are accurate and if 
rapidly changing world conditions 
do not upset these forecasts, the 
ADCI report said the die-casting 
industry can face the short-term 
future with considerable optimism. 

Die casters are confident the pro- 
duction of aluminum die castings 
will set a record in 1962, and that 
the output of zine castings will ap- 
proach the 350,000-ton level normal 
for a year of high auto production. 


Walter E. Brown, executive vice- 
president of Kiowa Corp., Marshall- 
town, Ia., was elected president of 
the ADCI, and W. G. Newton jr., 
president of Newton-New Haven 
Co., West Haven, Conn., was named 
vice-president. 

Elected directors for three-year 
terms were Alfred Schneier jr., 
Denville, N. J.; R. I. Kopper, 
Cleveland; R. C. Shirtum, St. 
Louis, and Frank D. Yaussi, 
Glendale, Calif. 

W. N. Brammer, Cleveland, was 
chosen to complete the unexpired 
term of A. D. Weigolt, who has re- 
tired. 

The annual Doehler Award, high- 
est honor of the die-casting indus- 
try, was presented to Alfred F. 
Bauer, manager, Doehler-Jarvis Di- 
vision, National Lead Co. 

Bauer was cited for his leader- 
ship in the production of the first 
aluminum die-cast engine for an 
American auto, and for his years of 
service in the custom die-casting 
industry. 
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Power for Options?— 


These bladders, made of Hycar rubber, 
are a key part in hydraulic accumulators, 
The accumulators are seen as a source of 
power for automobile options. Under this 
system, a gas is stored in the bladders 
and hydraulic fluid is stored in a metal 
container which is around the bladder, 
Fluid pressure is used to do the work | 
normally done by electricity on power 
options. 


Porsche 62 B Line 


Gets New Features 


Ventilation Redesigned; 
Windows Are Enlarged 


STUTTGART, Germany. — Al- 
though the basic styling of the 1962 
Porsche B models is unchanged, a 
number of other new features have 
been announced. 

The company said the ventila- 
tion and fresh-air system have 
been redesigned completely, with 
the air now entering through an 
intake grille in front of the wind- 
shield. 

The front and rear windows in 
the coupe have been enlarged and 
there is a new flat gasoline tank 
which makes room for more lug- 
gage in the trunk compartment. 


The hood has been enlarged to 7 
provide easier access to the trunk, | 
and the gasoline filler-cap cover | 
has been removed from the trunk 
and placed in the right front 
fender. 

The dual-air-intake grilles which 
have been used on the Carrera 
models have been adopted for all 
62 B models. 

The following items now are 
standard equipment: 

A zipper around the rear win- 
dow of the cabriolet, allowing the 
rear panel of the convertible top 
to be folded down so that the 
roof provides protection against 
the sun. 

A self-winding electric clock. 

Secured but adjustable reclining 9, 
seats which prevent the back rest 
from falling forward in event of 
emergency braking. 

A shift-lever lock said to make 
the car even more theft-proof than 
before. 

A new, variable-speed wind- 
shield-wiper system. 

A glareproof mirror. 

An electric-powered sliding roof 
on the coupe and hardtop. 

ok * * 





















































































Detroit automotive executives look over the Testa poster that was displayed through- 
out the automotive capital last June and which Outdoor Advertising, Inc., said re- 
ceived 27 percent greater response than the real compacts got in their first billboard 
appearance. Looking at the poster are, from left, Kent H. Lee, president of OAI; 
Herman P. Sattler, assistant general sales manager for Chevrolet; Felix W. Coste, 
vice-chairman of OAI; Ross Fraser, Chevrolet manager of parts and accessories, and 
E. J. Reeser, account supervisor at J. Walter Thompson Co., Detroit. 


Bigger Backlight— 


Enlarged rear window provides 
proved visibility on Porsche's new 356 8 


The Doehler Award, established 
in 1949, recognizes outstanding con- 
tributions to the die-casting art. 

At the annual ADCI banquet, models. Other innovations are a ‘© 
special citations were made for ex-| designed ventilation system and a lower 
traordinary service to the institute} gasoline tank, making room for more 
and its research arm. luggage space. 
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4-d $310*, $170*. 
54 | 9-dr. Holiday, $175*. 
’60 Belvedere (6) 2-dr, hard- 


m™MoUTH 
oer op $1,135*; 
(8) 4-dr., $675*; 2-dr., 


Savoy (8) 4-dr., $1,000*. 
$645*. 





ae "Be vedere (8) 2-dr., $650*; Savoy 
(8) dr, hardtop, $545*. ; 

157 Belvedere (3) 2-dr. hardtop, $510*; 
4-dr $480*; Belvedere (6) 4-dr., 
$40 Plaza (8) 4-dr., $330*; Plaza 
(6) 4-dr., $275*. « 

56 Belvedere (6) 4-dr. hardtop, $245*. 

55 Belvedere (6) 4-dr., $250; Savoy (8) 
4-dr $200*; Plaza (6) Suburban, 
$190*; 2-dr., $105*. 

PONTIAC—’ 60 Bonneville sport coupe, $2,- 
260 ; 

159 Bonneville sport coupe, $1,625* (ps); 
Catalina sport coupe, $1,100*. - 

56 Chieftain 2-dr, Catalina, $340*; 4- 
dr.. $315%, $240*; 4-dr. Catalina, 
$310*; 2-dr., $295. 2 

55 Chieftain 2-dr. Catalina, $170*. 


Topics Announced 


For Parley on 


Fleet Maintenance 


NEW YORK.—A wide variety of 
subjects will be covered by speakers 
at the annual Fleet Maintenance 
Conference Oct. 23-25 in the New 
York Coliseum. 

On Oct. 23 there will be a panel 
discussion on What Higher Speeds 
Mean to Maintenance, and work- 
shop seminars on the following 
topics: Recruiting and Training 
Mechanics, Parts Stocking and 
Control, Problems in Meeting Safe- 
ty Requirements. 

Instrumentation for Fleet Main- 
tenance and Refrigeration will be 
the subject of panel discussions 
Oct. 24. There will be workshop 
seminars on the following: Mechan- 
ics and Instruments, Supervisor and 
Management-Training Programs 
and Tire Problems, 

Problem clinics will be held Oct. 
25. Maintenance problems in the 
following will be discussed: 

Power-train components, new 
electrical components, bus engines, 
vehicle cleaning, new truck diesels, 
new body and frame materials, 
service brakes and retarders. 





Coming Events 


(Continued from Page 14) 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 

* * * 

General 
Oct. 1-5—National Truck Leasing System, 
Edgewater Beach Hotel, Chicago. 


Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago, 


Oct, 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 


Oct. 19-20—Iéth Midwest Conference of 
the American Society for Quality Con- 
trol, Chase-Park Plaza Hotel, St. Louis. 


Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 


Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-I1—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 


geles. 

1962 
* Jan. 11-12 — Maintenance committee, 
Regular Common Carrier Conference, 
Hotel Tuller, Detroit. 
Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. 


Hendrickson Specialising 


In Caterpillar Diesel Work 


INDIANAPOLIS—The new 
turbocharged Caterpillar diesel en- 
gine, which provides 220 horsepower 
at 2,200 revolutions per minute with 
a 525 cubic-inch displacement, has 
been installed in a DC75T Autocar 
by Hendrickson Mfg. Co., Lyons, 
Ill. The engine drives through a 
14-inch two-plate clutch, Fuller 
5-C-72 five-speed transmission, Ful- 
ler Model B-65 three-speed auxil- 
lary and 4.88 rear axle. 


“After observing the excellent 
Performance of Caterpillar’s truck 
engine,” said a Hendrickson 
spokesman, “we have set up a 
complete consultation and installa- 
tion service to Caterpillar dealers. 
This program includes installation 
kits sent to the Cat dealers and 
Complete installation service in 
trucks owned by the customer, new 
trucks from the factory, new trucks 
Sent up from dealers, used trucks, 
and Hendrickson up-dated and new 
trucks 
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(Continued from Page 63) 


’54 Chieftain 2-dr, Catalina, $180*; 2-dr., 
$105*. 
RAMBLER—’57 Super (6) Cross Country, 
$275*, 
’56 Super Cross Country, $110*. 
STUDEBAKER—’59 Lark (6) 2-dr. hard- 
top, $775*, 
MISCELLANEOUS—’58 Ford (8) 1%-ton 
truck, $2,095. 
’56 Ford (6) panel, $125. 
’55 Ford (6) pickup, $350. 





Firestone Terms New Tire 


More Flexible When Cold 


AKRON. — Budene, a polybuta- 
diene rubber, has been incorporat- 
ed into all Suburbanite winter tires 
manufactured by Goodyear Tire & 
Rubber Co., the firm announced. 

Traction has been improved up 
to 16 percent on ice and 7 percent 
on snow by a blend of Budene and 
conventional synthetic rubber in 
the winter tire tread, according to 
chief chemist S. C. Nicol. Nicol said 
Budene compounds are relatively 
insensitive to temperature change, 
thus do not tend to stiffen and be- 
come hard when the thermometer 
plunges. 





"53 GMC dump, 
$365; Chevrolet 
1%-ton, $230. 

"52 Dodge %-ton truck, $160. 

’51 Chevrolet walk-in, $165. 

’49 International wrecker, 
$400. 

’48 Willys Jeep, $375. 


* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (Sept. 20). Storm held 
down registrations but not dealer activity 
as buyers outnumbered the cars which 
brought top dollar, Sold 72 percent of 278 
consignments. 


$680; %-ton truck, 
(6) truck, $275; (8) 


$400; truck, 


* * * 


CHICAGO 
Greater Chicago Auto Auction. Sale every 
Thursday (Sept. 21). Volume was strong 
with prices still holding firm, Sold 384 
cars from 621 consignments, 
* * 


FONTANA, WIS. 

Fontana Auto Auction. Sale every Thurs- 
day (Sept. 21). Sharp units still demand- 
ing top dollar. Used-car inventory in deal- 
ers’ hands very low. Sold 116 cars from 
204 consignments. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Sept. 22), Weather: Clear, Sold 76 
percent of 711 consignments. 

* * * 


MASON CITY, IA. 
Central States Auto Auction. Sale every 
Wednesday (Sept. 20). First signs of re- 


apparently aware that cars are a year 
older this week. Still many calls for sharp 
late models, especially heavy cars, Sold 
160 cars from 173 consignments, 


65 





Dealers Meet S-P Sales Chief— 


A group of key Studebaker-Packard dealers in the Memphis zone met with Frank 
J. Suslavich, general sales manager, Studebaker-Packard Corp. Seated, from left, are 
J. C. Burgett, Blackwell-Burgett Motors, Lewisburg, Tenn.; E. C. Maxey sr., Maxey & 
Donnelly Motor Co., Nashville, Tenn.; Suslavich; Jack A. Chamblin, Jack Chamblin 
Motor Co., Inc., Memphis; Don E. Chambiin, Lex Chamblin & Sons, Meridian, Miss.; 
sistance to the strong market. More dealers | Oliver Cinnater, Crescent City Motors, New Orleans; Dave Province, Barksdale Motors, 
Inc., Bossier City, La.; Grady Lee, Studebaker and Packard of Monroe, Monroe, La.; 
Vv. P. Chamblee, Chamblee Studebaker, Inc., Greenwood, Miss.; L. Roy Martin, zone 
sales manager, and E. L. Appolone, zone administrative manager. 


only genuine Timken-Detroit 
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UE 


WUE AY 


TUTE 


a 
a Sai 


You bought the best—replace with the best. Because they are manufactured to the same rigid engineer- 
ing specifications as the original equipment and carry the same manufacturer’s guarantee, Timken- 
Detroit replacement parts save you time, money and trouble. Extra machining or fitting operations 
are eliminated. Labor and adjustment costs are cut to a minimum. Parts take less time to install. 

Authorized vehicle dealers are located everywhere. They can supply you with Timken-Detroit 
replacement parts quickly and expertly. 


CORPORATION 


Transmission and Axle Division, Detroit 32, Michigan 
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NOW! 


Completely new for ’62! New Forward Flair Design| 
| 


The all-new Plymouth unveils the richest, most luxurious interiors N 
it has ever used to dress and sell a car. Strikingly handsome fabrics | m 
display unmistakable good taste. And sparkling new instrument panel } © 


What a year to be a Plymouth dealer! Sales points piled on sales 
points offer enough ammunition to blast any competition. 


Just look at it! The exciting ’62 Plymouth is completely new in the 
way it looks, drives, saves, and persuades. And it’s full-size! No 
confusion for you or your customers. It’s the beautiful difference in 
the low-price field! For instance, you have... 

NEW FORWARD FLAIR DESIGN 
Forward Flair is an entirely new design concept in Plymouth’s field. 
No low-price car ever looked like this before! Slender new look all 
around. Gleaming new grille. Tailored, tapered hood. Rakish new 
roof line. Look what else you have to talk about... 


EXCITING NEW BEAUTY INSIDE 


PR dt 


features big, easy-to-read dials. Then there’s important new quality | 


to talk about too for the ’62 Plymouth meets... 
NEW QUALITY STANDARDS 


Production standards and quality controls for the ’62 Plymouth are i A 
more exacting than ever. You can count on devotion to detail and} 0 


careful workmanship to please the eye of the choosiest buyer. ; q 
as 


Plymouth’s sales story this year is solid because it’s based on 





b 


Neu beauty inside! New quality! New profits! 


| RUGGED NEW DURABILITY 


yrs | New full-unit construction in the ’62 Plymouth is even tougher and 

s | More aloof to miles and years than famous Plymouth Unibody. In 
nel | eVery way, the ’62 Plymouth is engineered not just to sell this car, 
ty | but to sell satisfied customers you'll see again. Another edge Plymouth 


| dealers will have over competition is noticeably . . . 


EAGER NEW PERFORMANCE 
ure} A test drive’s a real awakening! The new Plymouth really moves 
nd | out, surging to cruising speed as much as 10% faster than last year’s 
t. | quick one. And new, improved center-of-balance makes handling a 
Snap. ’62 sales features don’t stop here, you close strong with . 


IMPORTANT NEW ECONOMY 
The ’62 Plymouth offers probably the best gas mileage of any full-size 
car. Add a 32,000-mile lube cycle on major chassis points, twice as 
many miles between oil changes, self-adjusting brakes and you’ve 
got an economy story compacts would have trouble matching! Soooo, 
get with the ’62 Plymouth. Write to E. M. Braden, General Sales 
Manager, Chrysler-Plymouth Division, Detroit, Michigan. 


THE PROFITABLE DIFFERENCE IN THE LOW-PRICE FIELD 


THE NEW PLYMOUTH 


QUALITY ENGINEERED BY CHRYSLER CORPORATION 
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Calif. Highway Patrol Makes Tests .. . 


56 Air-Brake Devices OK’d 





By Jean Begin 
Staff Correspondent 

SACRAMENTO, Calif. — Cali- 
fornia Highway Patrol, after two 
years of testing, has approved 56 
separate air-brake safety devices 
for use on private vehicles in Cali- 
fornia, Commissioner Bradford 
Crittenden has announced. 

A 1959 state law makes the 
safety devices mandatory, requir- 
ing that vehicles using compres- 
sed air for actuating the brakes 
must be equipped with an ap- 
proved air-brake safety device on 
and after March 15, 1963. 

Hither of the following two types 
of devices may be used: 

1. Devices to prevent the loss 
of air pressure if an air line breaks 
or a diaphragm is ruptured. 

2. Devices, which upon loss of 
air pressure, apply the brakes to 
the wheels of the vehicles. Motor 
vehicles using brake application de- 
vices must have the brakes gradu- 
ally applied either by manual or 
by automatic means, while trailers 
using brake application devices 


Simea Dealers Get 
$20 Ad Payment 
For Each Purchase 


LOS ANGELES.—A $20-per-car 
ad payment for dealers and expan- 
sion of Simca’s “key dealer” pro- 
gram were announced by Peter 
Nunez, general sales manager, dur- 
ing a meeting with the automotive 
press. 

Beginning in Los Angeles, where 
J. A. Pipkin, newly appointed Simca 
western area sales manager, has 
been interviewing prospective Sim- 
ca exclusive dealers, Simca plans 
to expand the present distributor 
network from seven to 30 “key” 
dealers. An additional 450 to 575 
associate dealers are expected to be 
appointed in the expanded Simca 
program. 

“We feel the most effective adver- 
tising is at the dealer level,” Nunez 
said, “so we'll give each dealer $20 
advertising money on every car he 
buys. Then for every $20 he spends 
for advertising, we’ll match it dol- 
lar for dollar.” 

Key dealers on the West Coast 
will be appointed in Los Angeles 
(for Southern California), in San 
Francisco (for Northern Cali- 
fornia) and in Seattle. The key 
dealer will handle Simca exclusive- 
ly. He will retail from his point, 
and will wholesale in his assigned 
area. 





Simca plans to “drop-ship” as- 
sociate dealer units so the key deal- 
er need only handle the paperwork, 
local sales promotion and parts 
service. For this the key dealer 
is given an override on associate 
dealer purchases. 

The new “Simca 5” is priced at 
$1,650 p.o.e. East Coast and $1,740 
p.o.e. West Coast, including heater- 
defroster and all vinyl upholstery. 
The only option is to be whitewall 
tires. 

According to Nunez, the entire 
first shipment of ’62 models (2,000 
units) has been sold to the current 
Simca dealer body. A shortage of 
cars is expected for the next three 
or four months. 


9 More Railroads 
Sign with REA 


NEW YORK. — Nine additional 
major railroads have signed agree- 
ments with REA Leasing Corp., | 
bringing total membership to 16 in 
the new national railroad piggyback 
trailer and container pool operated 
by the REA Express subsidiary. 


Discussions and studies of speci- 
fic equipment needs are being con- 
tinued or have been launched with 
other prospective members, said 
Palmer Bayer, general manager of 
REA Leasing. 

Newly signed railroad parties to 
the Uniform Railroad Membership 
Agreement are: Chicago, Burling- 








ton & Quincy; Clinchfield; Erie- 


Lackawanna; Lehigh Valley; Mis- 
souri Pacific; Reading; St. Louis- 
San Francisco; Seaboard, and Wa- 
bash. 


must have the brakes automatically 
applied, 

The approved devices include 
only those submitted for testing 
prior to Jan. 1, 1961. Devices sub- 
mitted after that date are being 
tested now, and those approved 
are to be announced by the Cali- 
fornia Highway Patrol at a later 
date, Crittenden said. 

Air-loss preventive devices ap- 
proved are: Axle protection 
valves manufactured by Hydro- 
Aire, Model Hytrol 35-513, and 
W. L. Keehn Model Keehn-OC, 
and wheel-protection valves man- 
ufactured by Hydro-Aire, Model 
Hytrol 35-513, and W. L. Keehn, 
Model Keehn-OC. 

Brake-application devices by 
type, manufacturer, and model 
marking are: 

Spring-applied brakes, Bendix- 
Westinghouse SB-1; Berg Airomech 
1701; Airomech 1702; Airomech 1703; 
Hydro-Aire, Hytrol 10-009; Hytrol 
10-010; Hytrol 10-240, and Hytrol 
10-300; Maxibrake 30-60-C1 and 
30-60-CO; 30-75-C1 and 30-75-CO; 
MGM 410-A, 410-B, 500-B, 575-A, 
and Midland-Ross N-30027. 

Pressure-holding quick-release 
valves, MGM Valtronic 3100 and 
Sealco 3800. 

Quick-release valve, Bendix- 
Westinghouse QRV; Berg 1600 and 
1601, 1602, 

Dash-control valves, manual, 
Bendix-Westinghouse TW-1; Mid- 
land-Ross N-14488; Wagner PB,XB; 
Midland-Ross N-1344-H. 

Dash-control valves, automatic, 
Berg 1505, 1555, 1705, 1705M, 1755 
and 1785, and Sealco 99600. 

Hand-control valves, modulating, 
Midland-Ross N-3973-B, N-30023. 

Tractor-protection valves, Berg 
1501, Sealeo 3700, Wagner TC. 

Relay-emergency valves, Bendix- 
Westinghouse RE-4. 

Relay-emergency valves, 
lated, Wagner ED and EE. 

Relay valves, Sealco 9100; Wag- 
ner RD and RF. 

Single-check valves, Sealco 2200 
and 10200. 

Double-check valves, Bendix- 
Westinghouse DC-4, Midland-Ross 
N-12488, and Sealco 7200. 

Special systems for motor ve- 
hicles only are Fawick Hydro-Aire 
PL-580 (hydraulic pump); PL-184 
(Type 30 brake chamber); PL-183 
(Type 24 brake chamber); PL-180 
(hose kit with self sealing connec- 
tion), and PL-181 (hydraulic tractor 
protection valve); Fawick (Neate) 


modu- 


104; Reliant A-100, and Safestop 54- 
1002 (pump with 54-2002-30 brake 
chamber.) 

In the above named special sys- 
tems, the Fawick system consists 
of a lever-operated hydraulic pump 
and appropriate size brake cham- 
bers with hydraulic pistons, 

The hose kit and tractor-pro- 
tection valve must be used if the 
truck system is connected to the 
trailer system. However, the trail- 
er system is not automatically ap- 


plied and therefore does not meet 
the California Highway Patrol 

requirements for trailers. 

The three other special systems 
for motor vehicles only are the Fa- 
wick (Neate) system consisting of 
a hand-operated lever and cable 
system for applying force to rear 
slack adjusters; the Reliant system, 
which uses protected-air reservoirs 
for each wheel and is automatically 
or manually applied through elec- 
tric solenoid valves, and the Safe- 


—___ 


stop system, consisting of an auto. | 
matic and manually contro!led elec- 
tric pump supplying pressure to 
hydraulic pistons on the 
chambers. 


brake 


Zimmerman Sells to May 


GREENVILLE, O. — Robert 
Zimmerman has sold Zimmer. 
man Chevrolet, Inc., to John §, 
May. The concern will operate ag 
May Chevrolet, Inc. 


New Commercial-Car Registrations, 
26 States for August, 1961-1960 


































































































Truck registrations by states are 
released here weekly, as compiled Brock- 
a si — representatives in way 
sta’ ca als. 
Alaska ‘61 33 | 1 24| 3| 19| | | | 2 7) 
‘60| 21 | 20 22 10 7 2 | 3) oe 
Colorado *6l| 452 3) +17; 398 136 267 a 14 82 6) 1528 
60! 538 4] 741 (379 144 nM 4 1 7 94) 24] 1399 
Delaware ‘él 68 8} 55 19 31 70 9 5 a) 
60} 4 72 | 13] 52 2! 46 27 2 5 i a 
District of Columbia "él | | 74 | 13| ‘103! 15| 22 4) 8 15| 284 
60) 57 3 9} 62 28 23 2 8 8} 63] og 
Florida "61 | 573| 9) 91; 885 162 185 23 | 7 19 100 169) 2733 
60) 590 8| 64; 682 186| 207 36| 6 30} 102) 153 | an 
Hawaii 61 33 7, oS 14 34 i 23) 17\ 204 
Ps 60} 53 7| 65 14 27 5 10} 36) a7 
Idaho “él | 180| ] 75| «199 73; ‘106 5 1 1| 25 13| 678 
'60) 194} 47|_—-177|_~—=—«107 80 2| 10| 9 31 28) 485 
Illinois "él | I 852| 7) 166; 958; 235 610 él) 14 68 49 170| 3191 
2 ‘60| | 1078] 31] 195; ~—-764| ~—256| ~——478 25| 29| 78| 8! 165| 3180 
lowa él | 418) 1| 48; 376 83 241 3 4 8| 15 19) tale 
60) | __382 6| 45 414 120 236) 7| 12| 16} 47| 1285 
Maryland 6l| I 617) 2 61; 400) 87| 232 17| 2| 22/ 51 77\ 1569 
60} 4| 324 92| 271 105) 193 21) 2 32 34 43} 1121 
Nebraska "él 285 | . 45 379 80; (165 12} 4) 4| " 25| ‘1016 
'60) 330) 6 29 323 89} 142} 80 3 15} 20 23} 1040 
New Hampshire "el | 70 8| 72| 23 56 6| 1 3 18) 4\| 2% 
60) 2) 85 8 15 105 25 40 5 4 2 30) 33) 34 § 
New Mexico *6l 284 8! 303 90 87 3 4 5 9 25| oS 
60 442| 37 327 80 85 3| 7 4 27 16} 1028 § 
North Carolina "| 710) 86, 1114 143 177 16 5 20 25 47, 23a F 
i 60 888 | 58| 930 175| 186 4| 20 39 40 76| 24I7 | 
North Dakota "él 86 18 74 17 67 2 7; om 
ip "60) | __159| ! 23 166 31 78 2 I 3] 3| 4 
Ohio "él 1 688 8 147; 1040 253 520 71 i" 94 % 110| 3039 
: *60| 853 12 156 799; 351 386 51 19 69 86} 136} 2918 
Rhode Island ‘él 55 3 72\ 13 4% 2 I | 12} 20! 25 
60) 32 16 60 i 28 6 3 3 3} 28} 1% 
South Carolina "l| | 329 | 24, «362 a 95| 6| 2/ 7 2| 14) 905 
aie "60 570 61 255 60 57 6 2 7 15 26} 1059 
South Dakota "6! 123 19 182 30 88 2) 12 6| 482 
eae "60 | 150 2| I 150 rT 88 l 6 2 9 12} 47 
Tennessee "él 469 54, 44 126 171 17 2 44 22 33| 1379 
60 509 2 40 526 123 165 24 ll 19 24 29) 1472 
Utah “él 205 2 77 275 49 7I 3 2 7 24 36| 751 
"60! 129 | 15 117 53 48 I 5 13 16| 398 
Vermont "él | 50 7 37 29 40 I | 14 18) 19% 
a "60/ I 82 ! 10 5| 31 35 7 3 39 16} 2% 
Virginia él) 492 I 108; 1008 140/252 23 6 5 55 70; 2160 
"60/ 47| 134 515 117 188 17 13 12 39 72| 1578 
West Virginia "él | 179 3 34 191 56 85 3 2 5 65 25| 648 
60) 265 49 210 98 89 i 4 14 él| 24| 825 
Wisconsin "él | 384) 3 58| 474 89 238 17 5 25| 36 63) 1392 
"60/ | 429} 4 58} 400 154 221 25 10 14 47 78| 1440 
Wyoming “él | 123 21; —«*126 42 118 I 2 3 28 7) 4 
"60 134 15 118 51| 53 2 2 4 28 8} 45 
26 States Reported "él | 3| 7832 45 1397| 9603} 2077) 4023 369 82 370 789, 1086) 27676 
To Date for August *60) 11} 8837 90} 1274} 7938] 2493} 3300 366 176 394 866] 1145] 26890 
Year él | 526| 181782 1130) 24434| 175156| 40628; 65266| 5517| 3383| 8134| 16571) 20869) 5433% 
To Date "60 706| 201478} 1718] 26933] 177539} 50922} 70483} 7231} 3163] 9791] 17492] 27767| 595223 












































*—Connecticut not reported for second quarter. 


for August, 1961-1960 
























































































































































Car registrations as 
compiled by R. L. Polk Buick | Cadil- is- | Pe 
& Co. lac mobile| tiac 
Alaska "6l| 19| 1 5 6 12 44 1| 2 14| él 4 3 66 5| 8 86 2 55| 235 
60) 23] 8 3 8 57 76 62 iD 9 82 7| 8 59 10 10} 94} 7| 107] 388 
Delaware "él 84| 22 2 él 68 153 407 12 22 25 466) 62 37| «416 47| % 658) 7| +14) ~=«4@2 
"60/ 109) 18 | 6 114) 101 240 341 3 42 42 428 46 31 591 92 114 874 24) 175 1850 
District of Columbia ‘6 155 | 5! 5 94 175 325 581 | 8 56 75 720 106 57 725 126; 132) —«41:146 26 247| 2619 
60) (168) 44] 7| 4 114 191 360 420) 9 44 68 541, 65 67 708 123} 143} «1106! 28 340) 2543 
idaho “él| ‘162 23] I 79 147 250 342) 9| 42 63 456 10! 35; 320; +~«100 121 677 23 137| 1705 
"60| 183] 19| 3 8 102 104] 236 254 5 40 51 350 83 37| 379 88 120 707 38 140} 1654 
Mlinois "6l| 1985) 479 43! 850|  1403|  2775| 6279 147 630, 765) 7821) ~—«1554 769; 8635, 1353!  1949| 14260 196| 1236) 28273 
"60| 242/362! 62| 66] 1882} 1868} 4240] 6428 123 711} 1163] 8425) «1388 870} 10363} 1806] 2737) 17164 552| 1746! 34569 
lowa "6l| 473] 88 4 317 394 803| 1598 10 173 183| 1964 294 72; 1613| «283 288| 2550 45 202| 6037 
60} 579} 53 5} 29 376 467 930] 1918 16 180 246| 2360) 289 119} 2261} 398 373) 3438 10! 287| 769% 
Maryland ‘6l 691; 172] 7 471 791| 1441] 2547 30! 162| -381{ 3120) 351 153] 2817; 430) +~=—«420|~—=«4 171 73| 672| 10168 
60} 793) = s«138 2I 38 746 996| 1939} 2578 14 134 274| — 3000 276 150| 3474 434 480} 4814 160 977| 11683 
Nebraska "6l| 252 68 2] 173| 223 -466| «(1087 6 106 95| (1294) «154 42; 1155) ——-202)—s«195| ~—«1748) 30; 228) + 40/8 
"60 349| 65 8} ul 272 215 571] — 1084] 5| 107 93} 1289 126 80} 1314 229 203} — 1952| él 185} 4407 
New Hampshire 1 177| 27 2 94 108 231 416 8 46 75 545) 57 29 525 55 75 741 27 245| 1966 
‘60 205 | 17 3 102 116 238 434 4 46 77 561 66 38 578 7I 79 832 58 292! 2186 
North Carolina ‘el| 468 138 9 335; 608! 1090) 2736 22 166 303/ 3227 444 117) 2160 419 456) 3596 23| 8953 
60 413 8! 14 24 405 588} 1112} 2458 17 138 268} 288! 354 165) 2745 402 560| 4226 137 3 14| 9683 
North Dakota 61 | 91 29 1 | 54 75 159 258 é 53 42 359 37 18 305 62| 47 469 8 33, ‘INN 
60! «116! 24| 4| 4 93 105 230 338 6 46 56 446 58 21 373 79 8! 612 28 bl} 1493 
Ohio "6l| 1694) 327 48 1126 1593] 3094] 7063 84 707; «1389 —«9243/~—=«1:358 401| 7125 1330) 1628) 11842 1406| 27505 
60/2075 281 7I 86] 2168} 2272] 4878] 7015 7I 738} 1723] 9547] 1263 526] 9153] 1703] 2256] 14901 ro neal 33638 
Rhode Island él) 230) 26 74 181 281 599 10 22 84 715 76 32 414 55| 68 645 12 273| 2156 
60! 253] 31 5} 3 10! 215 355 547 13 36 8I 677 6! 63 492 62 7I 749| 36 296| 2366 
South Carolina él 235 52| 4 130 243| 429, _~—«1:224 9 38 169| 1440 195 6I{ 1063 180/204) ~+~+1703 10; 198) 405 
"60 250 35 5 12 156] 335 543} 108! 2 56 112] 1251] 143 65} 1237 157| 245) «1847 36 290) 4217 
South Dakota “él 107 24] 3| 54 101 182 500| 2 48 39 589 78 15 474) 68 57 692] 10} 84) 1664 
"60 108 22 4 83 107 216 420 | 54 35 510 60 27 493 84 87 753 24} 67| 1678 
Tennessee "el 397 47| 5 244 301 597| 1554 21 5 239/ 1909 265 Bl] 1734 264, —«347| ~—«2691 17| 5949 
"60 442 56 10 22 322 420 830] 1630 18 141 202} 1991 248 131] 2327} += 386 451 3543 33| 318 7417 
Utah “él 190 33 7 85 i 236 492 8 42 89 631 107 32 397 132} 106 774 28| 2069 
"60 147 30 2 12 123 150 317 390 5 49 60 504 89 42 422 126 137 816 a" 95 2033 
Vermont *6l 74 14 55 73 142 235 2 8 32 277 52 9 239 27 49 376 “68 967 
60} «121 13 I | 64 102 186 305 | 20 35 361 47 13 325 24 34 443 2 242| 13% 
Virginia él 570 143 9 440 707; -1299| —-2819/ 37 180 373| 3409| ~—«469|+~=S«*1'33|+=«2907| +~=«476|~=SOG03| 4588 1276| 11231 
'60 597 126 ai 33 558 868] 1606} 2478 20 199 380} 3077} 414 201} 3094 490 701} 4900} 1Se 14606) 11942 
West Virginia él 171 43 4 152 243; «442 767 2 88 I51{ 1008 155 44 758 188 160| 1305 jaa) 3142 
60} 294 4] 5 8 233 321 608} 764! 1 99 128} 1002 212 65! 1057 174 253| 176! 33 273) 4016 
Wisconsin “él 935 156 17 455 423; 1051; 2113 27 231 274| (2645 510 151| 2385 532 467 359, 9122 
"60| 1246 150 18 24 697 559; 1448] 2475 27 248 358} 3108 495 220} 3136 678 777| 5306} 1% 632, 916 
Wyoming "l 78 14 2 43| 60 9 229 4l 38 308 | 55 14 270 69 60 8 104) 1006 
*60/ 83 19 3 5 60 75 162 189 3 31 24 247 68 22 324 58 67 539 3 9 W147 
22 States Reported "61| 9238| («1977 175 5391|  8034| 15577) 33890 461 2958| 4898| 42207| 6484/ 2305| 36503) 6403/7536) 59231 0 8213' 135481 
To Date for August 60| 10996] 1633} 273 404] 8779| 10232] 21321] 33609 374 3170| 5485] 42638] 5858] 2961] 44905] 7674 39791 a7 By 1214 159917 
Year "el! 214924 54052) 6342 136935| 181778) 379107| 801799| 17369; 72206] 111179/1002553| 169788] 84306] 956824| 184014] 216301/1611233) 41896] 235079 | 3404792 
To Date '60] 266094] 48198] 9624] 16942] 234706| 284606] 594076] 860199] 13460| 94999] 73866] 1042524] 159484] 89401/1070188| 210374 248669/1778116| 69316! 32654° 407667 


*.-Connecticut not reported for second quarter. 
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Ex-G Vi President Dead at 71... 


‘Wilson’s Labor Feats Stand Out 


(Continued from Page 1) 


companies and other leaders in 
pusizess, labor and government. 

Mr. Wilson gave up one of the 
highest paying positions in civilian 
life to become secretary of defense 
and promptly got himself into a 
period of controversy because of 
his penchant for blunt and often 
jmpolitic comment. 

But he never lost his sense of 
humor and he retained his post 
as head of the Defense Department 
longer than any of his four pred- 
ecessors. He served nearly five 


ars. 
ye * * * 


HEN President-elect Eisen- 
W hower chose Wilson for the 
cabinet post late in 1952, Wilson’s 

sition as president of General 
Motors had paid him as much as 
$626,000 in salary and bonus in a 
single year. But the “call to duty,’ 
as Wilson called it, in the $22,500- 

a-year cabinet post was to cost 
him much more. 

He was required to sell his 
General Motors stock, valued at 
more than $2% million as well as 
shares due him as a bonus, The 
capital-gains tax when he sold 
the stock was estimated at sev- 
eral hundred thousand dollars. 
Mr. Wilson later estimated his 

total loss, counting what he might 
have made on stock gains and in 





Obituaries 
Rowland J. Goldie, 78; 


Timken-Detroit Ex-VP 

DETROIT.—Rowland J. Goldie, 
78, who retired in 1945 as vice- 
president of Timken-Detroit Axle 
Co., died Sept. 25. He was a director 
of Rockwell-Standard Corp. 

Before joining Timken-Detroit, 
he had been with Columbia Axle 
Co., Cleveland; Ruggles Motor 
Truck, Saginaw; Nice Ball Bearing 
Co., Philadelphia; Oakland Motor 
Car Co. and Chalmers Motor Car 
Co. He also was one of the original 
Glidden Tour drivers. 

Oo” ca * 


Ernest L. Bishop 
BOWLING GREEN, O.—Ernest L,. Bish- 
op, 72, a retired auto dealer, died here re- 
cently. 
* * * 
Charles B. Voorhis 
PASADENA, Calif.—Charles B. Voorhis, 
91, vice-president of Nash Motors Co, from 
1916 to 1928, died recently. 
* * * 
Lewis L, Alderman Sr. 
TARPON SPRINGS, Fla.—Lewis L. Al- 
derman sr., 66, died in a Sarasota hospi- 
tal Sept. 18 of injuries suffered in an auto 
accident. A Pontiac dealer in Tarpon 
Springs since 1935, he operated Alderman 
Motors. 
* * * 
Sigmund Waldes 
LONG ISLAND CITY, N. Y.—Sigmund 
Waldes, 83, president and chairman of 
Waldes Kohinoor, Inc., and a partner in 
Waldes affiliates in England and Spain, 
died Sept. 18, 
* * * 
oO. C, It 
COLUMBUS, 0O.—O. C. Belt, 84, a for- 
mer distributor of the old Franklin and 
Graham cars, died Sept. 11, He joined 
Packard Columbus Co., Inc., in 1937 and 
served as president and general manager 
in 1954. 
* * * 
Harry R. Mize 
ST. LOUIS.—Harry R, Mize, 56, sales 
vice-president of Sterling Aluminum Prod- 
ucts Corp., of nearby St. Charles, was 
found shot to death Sept, 25 in his home. 
He had suffered from a heart ailment for 
about a year. Coroner Frank Amalong 
called the death an apparent suicide. 
* * 


* 
Thomas D. Hunter Sr. 
ASHEVILLE, N, C.—Thomas D, Hunter 
sr., 70, owner and president of Parkland 
Chevrolet Co. in Asheville since 1938, died 
of a heart attack Sept. 19. Prior to his 
coming to Asheville in 1938, Mr. Hunter 
had served as district manager in Chev- 
Tolet’s Baltimore zone, assistant zone man- 
ager in Louisville, and zone manager in 
Charlotte. He had served on the Chevrolet 
Dealer Planning Committee. 
* * * 
Robert W. Tarratus 
SAVANNAH, Ga.—Robert W. Tarratus, 
an Oldsmobile dealer here from 1943 to 
1960, died Sept. 17. He had been in the 
automobile business for 40 years. 
* * * 
Frank J. McLaughlin Sr. 
DETROIT.—Frank J. McLaughlin §sr., 
70, former General Motors executive and 
auto dealer, died Sept. 21. 
* * 


* 
Dr. Oswald Kolbert 
sGENEVA, N. ¥.—Dr. Oswald Kolbert, 
62, technical director of Waldes Kohinoor, 
Inc., died of a heart attack here Sept, 20. 
* * 


* 
Charles W. Dragoo 


BOISE, Id.—Charles W. (Chuck) Dra- 
=, 34, was pronounced dead early Sept. 
0 at his Dragoo Auto Sales, 1215 Main. 


Investigators said he was found near the 
front portion of a ear on which he ap- 
parently had been working, Officers said 
the cause of death was not known. 








salary he could have received be- 
fore reaching the retirement age, 
amounted to $4 million. 

Mr. Wilson himself once remark- 
ed that he had what he called “a 
foot-sized mouth.” 

“The price of progress,” he said, 
“is trouble, and I must be making 
lots of progress.” 

* ok * 

NE remark attributed to him, 

even before he was confirmed 
for the cabinet post and reportedly 
made a meeting of the Senate com- 
mittee considering his nomination 
was: “For years I thought that 
what was good for General Motors 
was good for our country.” 

Later, it was explained that what 
he actually said was “... I thought 
that what was good for our coun- 
try was good for General Motors 
and vice versa.” 

Other comments considered 
impolitic included a statement to 
a House committee that “a sort 
of scandal, a draft-dodging busi- 
ness” developed in National 
Guard enlistments during the 
Korean war. 

Mr. Wilson won a lot of caustic 
congressional comment when he 
referred to “phony” moves in Con- 
gress to increase appropriations for 
the Air Force. 

ca * x 

HERE was still another occa- 

sion when Wilson, at a Detroit 
news conference at which unem- 
ployment was being discussed, said: 

“T’ve always liked bird dogs bet- 
ter than kennel dogs; you know, 

one will get out and hunt for food 
rather than sit on his fanny and 
yell.” This won a lot of protests 
from labor leaders who interpreted 
it as suggesting that, if there were 
no jobs in one area, some of the 
idled workers should seek work 
elsewhere. 

Mr. Wilson gave complete in- 
formation about his financial af- 

fairs to the Senate committee 
considering his cabinet appoint- 
ment. When the committee later 
decided to issue a record of his 
testimony, he said he had no 
objection. 

“A goldfish bowl] is all right with 
me,” he said. “I do not think any 
of the assets I have have been 
taken away from anybody. I helped 
create some new wealth and a 
piece of it stuck to me. I am not 
ashamed of it. I am not proud of 
it, but I am not ashamed of it, 
so you men do what you want with 
the record.” 


* 
R. WILSON 


* * 
was born in Min- 


erva, O., on July 18, 1890. One 

of his early ambitions was to be 

an engineer, probably because his 

early home was between that of 
two locomotive engineers. 

The Wilson family moved to 

Pittsburgh when he was 14. In 


Pittsburgh, he was graduated from 
Carnegie Institute of Technology 
before his 19th birthday, with a 
degree in electrical engineering. 
His first job after graduating was 
with Westinghouse. 

In 1912, he designed the first 
automobile starter motor made 
by Westinghouse. In 1916, he was 
placed in charge of all Westing- 
house’s electric equipment engi- 
neering. 


He was with Westinghouse about 


10 years, leaving to accept a post , 


as chief engineer and sales man- 
ager of Remy Electric Co.’s auto- 
motive division. In 1926, he was 
named president and general man- 
ager of the Delco-Remy Corp., a 
division of General Motors. 

* oe * 


Y 1939, Wilson was executive 

vice-president and ,a member 
of General Motors policy and ad- 
ministrative committees. He be- 
came president of General Motors 
when William S. Knudsen resigned 
that post in 1941 to direct indus- 
trial production in the national 
defense program. 

Mr. Wilson was president of GM 
until his appointment to the cab- 
inet post in the Eisenhower ad- 
ministration. 

It was under Mr. Wilson’s 
leadership at General Motors that 
the big automotive concern pro- 
duced about $12 billion worth of 
armament for the Allied nations 
in World War II. 


Mr. Wilson had a heavy thatch 
of white hair early in life. He pos- 
sessed a tremendous capacity for 
work. He was a chain cigaret 
smoker. 

He was hospitalized with a brok- 
en hip suffered while ice-skating 
when he conceived the idea of a 
cost-of-living or “escalator” plan 
of worker pay adjustments, This 
tied wage adjustments to living 
costs as determined periodically 
by the Bureau of Labor Statistics. 


* * * 
A® PART of the wage scales 
provided in agreements with 
the United Auto Workers, it was 
widely hailed in industry and labor 
union circles as contributing to 
peace in the car industry. 

When he left the Eisenhower 
cabinet in 1957, Mr. Wilson re- 
tired from active business, al- 
though he did become a member 
of General Motors’ board. 

He was married in 1912 to Jessie 
Ann Curtis, of Wilkinsburg, Pa. 
They had six children. Two sons 
operate a Pontiac-Cadillac dealer- 
ship in Birmingham, Mich. Two 
sons-in-law own Matthews-Har- 
greaves Chevrolet Co., Royal Oak, 
Mich, 





DETROIT.—B. E. Hutchinson, 73, 
retired Chrysler Corp. finante ex- 
pert and one of the earliest associ- 


ates of Walter P. Chrysler, died 
of a heart attack Sept. 27. 
When he retired in 1954, Mr. 


Hutchinson was a director of the 
company and chairman of its Fi- 
nance Committee. Prior to that he 
had served as vice-president, treas- 
urer and as an officer of several 
Chrysler divisions. 

He became associated with Wal- 
ter Chrysler in 1921 when the latter 
purchased the old Maxwell Motor 
Corp., and handled the financial 
end when Chrysler Corp. was 
formed. 

Mr. Hutchinson, an engineer who 
became an astute financier, was 
chairman of Plymouth Motors when 
the Plymouth developed into a con- 
tender in the low-price market 
dominated by Ford and Chevrolet. 

He was a life member of the Mas- 
sachusetts Institute of Technology 
Corp. and a director of the Auto- 
mobile Manufacturers Assn. Other 
affiliations included: 

Society of Automotive Engi- 
neers, Automotive Safety Founda- 
tion, American Enterprise Assn., 
Foundation for Economic Educa- 
tion, Institute for Economic Edu- 


Guided Chrysler Corp. Finances . . . 


Bb. E. Hutchinson, 73, Dies 








cation and the Tax Foundation. 

Detroit Board of Commerce, En- 
gineering Society of Detroit, Amer- 
ican Ordnance Assn., Automotive 
Old Timers and the Princeton En- 
gineering Assn. 

Mr. Hutchinson had served as a 
director, national vice-president and 
member of the Executive Commit- 
tee of the National Assn. of Manu- 
facturers. He also was a director 
of the National Bank of Detroit. 





Chrysler Helps Develop 
Model of Its Slant Six 


DETROIT.—A working plastic 
model of the Chrysler Corp. 
Slant-Six engine, accurate in 
every detail, will be introduced 
this fall. 

The one-quarter scale model is 
designed and manufactured for 
hobby enthusiasts and automo- 
tive training programs by Revell, 
Inc. Chrysler said its engineers 
worked closely with Revell engi- 
neers in the development of the 
scale model engine. Approximate- 
ly 300 parts make up the engine 
kit. It is battery-powered and op- 
erates at varying speeds. 
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Wilson, Coyle at GM Production Ceremonies— 


M. E. Coyle, left, and Charles E. Wilson, right, as they took part in ceremonies 
observing production of General Motors’ 25-millionth car in 1940. At that time, Coyle 
was Chevrolet general manager, and Wilson was executive vice-president of GM. 
Cthers in the picture include the late William S. Knudsen, second from left, then GM 
president, and Alfred P. Sloan jr., second from right, then board chairman and 


today honorary chairman. 
- 


M. E. Coyle Is 


* 


Dead at 73; 


Led Chevrolet 13 Years 


DETROIT.—M. E. Coyle, 73, for- 
mer executive vice-president of 
General Motors, died last Wednes- 
day (Sept. 27) at San Bernardino, 
Calif., of Parkin- 
son’s disease. 

At the time of 
his retirement 
from Genetal 
Motors on Jan. 1, 
1951, Mr. Coyle 
was executive 
vice - president, a 
director and a 
member of the 
operations policy 
and administra- 
tion committees 
of the corporation. 

For the past several years, he 
had lived in California. 

The progress of his career with 
General Motors closely paralleled 
the growth of the corporation. The 
year he took his first GM job, 1911, 
was only the corporation’s third 
year, and it was the first year for 
Chevrolet, which joined GM in 1918 
and which Mr. Coyle later led for 
13 years. 

Mr. Coyle, often called Mr. 
Facts and Figures, worked in the 
GM office in Detroit and in the 
Cartercar and Oakland Divisions 
in Pontiac during his first five 
years with the corporation. Then, 
in early 1917, he was transferred 
to the Chevrolet Division where 
he built his reputation for man- 
agerial talent and achievement. 
In Chevrolet, he advanced suc- 

cessively to positions of comptrol- 
ler, assistant to the president, and 
vice-president. He was appointed 
president and general manager in 
1933, and led Chevrolet for 13 years 
until his promotion to executive 
vice-president of GM on June 3, 
1946. He was also made a vice-pres- 
ident and director of General Mo- 
tors Corp. in 1937. 

Chevrolet maintained its leader- 
ship in the automobile industry 
during his tenure as general man- 
ager, averaging more than one mil- 
lion car and truck sales each year. 

Mr. Coyle supervised the conver- 
sion and reconversion activities of 
the Chevrolet Division in World 
War II, and directed the division’s 
varied and extensive contributions 
to the war effort. When automobile 
production in GM. was ended early 
in 1942, Chevrolet’s facilities and 
talent were devoted to armored 
cars, aluminum and steel forgings, 
magnesium castings, antiaircraft 
guns, and shells. 

Mr. Coyle was born on a farm 

in Crawford County, Pa., Oct. 8, 
1887, but spent much of his youth 

in Fairmount, Ind., and he was 
graduated from schoo] there. He 
then took a job with a cooperage 
firm in Louisville and worked for 
the firm for three years before 
he went to Detroit on Christmas 

Day in 1911 to answer an adver- 

tisement offering a job with an 
automobile firm. 





M. E. Coyle 


mented it with a formidable 
amount of reading throughout his 
life, mostly in history and biog- 
raphy. 

He once related how he learned 
accounting as a young man on his 
first job. Because his boarding 
house was gloomy and bleak, he 
spent evenings at the office and, 
not having funds to buy books, he 
studied the company’s ledgers. ; 

Mr. Coyle provided a demonstra- 
tion of his extraordinary memory 
of GM’s production and financial 
statistics in 1948 when he testified 
in Washington before a Senate 
subcommittee investigating corpo- 
rate profits. His quick and accurate 
response to senators’ questioning 
earned him the nickname, “Mr. 
Facts and Figures,” from newsmen 
and observers at the hearings. 

At this hearing, he devised a 
dramatic illustration of the auto- 
mobile industry’s position on the 
issue before the committee by 
parking a 1929 Buick and a new 
1948 Chevrolet side by side in 
the Capitol driveway, beside a 
sign pointing out the profits 
which had accrued to customers 
from the improvements in the 
later automobiles. 

Mr. Coyle was deeply dedicated 
to his work and his company, and 
devoted an amount of time and 
energy to it which was exceptional 
even for an automobile executive. 
But he was also fond of sports, 
especially golf and fishing. 

While he was general manager 
of Chevrolet, the division began its 
sponsorship of the Soap Box Derby, 
and he became an enthusiastic 
patron of this youth project. He 
contributed a trophy to each city 
winner of the derby, and a gold 
trophy to the national winner. 

Mr. Coyle’s survivors include two 
sons who are Chevrolet dealers— 
Robert in San Jose, Calif., and Jack 
in San Bernardino, Calif. 





Enviable Record— 


Running up an enviable record is Frank 
Palmer sr., left, founder and president, 
Palmer Ford, Inc. Hyattsville, Md. He is 
shown receiving his 13th consecutive Dis- 
tinguished Achievement Award from D. O. 


Although his formal education| Wiggins, Ford Washington district sales 
ended with high school, he supple-! manager. 
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Industry Average Dips One Percent... 


Chevy I Prices Close to Falcon 


and 700 sedans are $13.05 less than 
comparably equipped ’61s. 

In addition to heater, standard 
equipment on these models now in- 
cludes front-seat armrests, glove- 
box light and cigaret lighter. This 
package was a $10.80 option last 
year. Monzas are down $2.25 from 
61. 

Biscayne sedans are $21.40 less 
than comparable ’6ls, and Bel 
Aires, Impalas and wagons are 
$11.40 less. An oil filter has been 
made standard on six-cylinder 
models in these series. It was 
already standard on V-8. 

Corvette is up $1.55, and the 
Greenbrier Sports Wagon is up $4. 
Heater is not standard on the 
Greenbrier. 

In the equipment field, automatic 
transmission is $167.40 for the 
Chevy II, and a six-cylinder engine 
is available for $60 on Chevy II 



















cause of shifts in excise and fac- 
tory handling charges. Lincoln 
prices are unchanged from ’61. 
10. Buick’s Special V-6 two-door 
sedan is $2,304, which is $100 less 
than last year’s V-8. This is not a 
price cut, however. By comparison, 
the Tempest four-cylinder two-door 
sports roadster will be $5,439. sedan is $2,186 and the Oldsmobile 
8. Chrysler Newport models are! F-85 V-8 is $2,403. 
an and = ae. ee ee are 
POF’ our-door sedan remains at! “\HEVY II was the big news at 
$2,964, the nationally advertised C Chevrolet, but the division also 
price of the '61 model. made slight reductions in the prices 


9. Imperial dipped $4.50 to $6 be-| of its other models. Corvair 500 
* * * * + * 


GM Prices—'62 vs. ‘6 


(Including federal tax and suggested dealer-preparation charges.) 


(Continued from Page 1) 


Custom -‘models are $18.90 more 
than in ’61. 

7. The Thunderbird hardtop 
and convertible are up $42 at 
$4,321 and $4,788, respectively. 
The new Landau model will be 
$4,398, and the new two-passenger 






























CADILLAC 100 and 300 models, The six is stand- 
Series Sixty-Two "62 *61* Difference ard on the Nova. 
4-dr. Hardtop ee 
(4-window or 6-window)) ............ $5,213 $5,208.70 +$4.30 E V-8 engine for full-sized 
Town Sedan 4-dr. Hardtop Chevrolets remains at $107, and 
(short deck) the new 327-cubic-inch V-8 is an 
2-dr. Hardtop 5,020.70 + 4.30 additional $83.95, Turboglide trans- 
NINE Ars cay sncdatsiseedyersetavabedsescode 5,583.70 + 4.30 mission has been discontinued. 
Sedan de Ville 4-dr. Hardtop Powerglide is $188.30 for sixes and 
(4-window or 6-window) .......... 5,631 5,626.70 + 4.30 $199.10 for V-8s. 
Park Avenue 4-dr. Hardtop Chevrolet and Chevy II buyers 
(short GOCKE) ...........ccsessececssesseceseeeee 5,631 5,626.70 + 4.30 may order a “Delcotron” generator. 
Coupe de Ville 2-dr. Hardtop......:. 5,385 5,380.70 + 4.30 This is GM’s version of the alter- 
Eldorado Biarritz Convertible .... 6,610 6,605.70 + 4.30 as 
Sixty Special More Prices 
gksissphiehebeen Wonks cdvesysdncesevs 6,361.70 + 4.30 Additional tabulations of ’62- 





car prices appear on Page 72. 





*—’'61 prices adjusted to include heater, which is standard equipment on ’62 models. 
**__New model; not offered in '61. 
(Automatic transmission, power steering and power brakes are standard on all 
’61 and ’62 Cadillacs.) 


nator. Prices vary with the output 
of the unit. 

Standard Plymouth and Dodge 
Dart have reduced the price of 
every model in their new, smaller 











OLDSMOBILE 





















a "62 "61* Difference y 
* =a gonna $2,457 $2,458.24 —$1.24 62 lines, and they also slashed 
— IR CR Gide cchssadssivsakvubatcsastolesbiien ! aomet “ “et the price of every Valiant and 
Ae she rag Le vodtnsini sp bevciceoasteud canvesseancacnt ’ ss Lancer, which are the same size 
a pameed ee eavatebesersecstossnvebencen teal cen as last year. Prices of the n ew 
Fi F 7 ucket-seat ps are: - 
PgR Wagon 2,836.24 — 12 iant Signet, $2,230; Lancer Gran 
uxe Turismo, $2,257. 
i  cccsncensen teins 2,592 2,593.24 — 1.24 There are equipment changes on 
4-dr. 2-seat Wagon esecscacessoscesoosceeseos 2,889 2,890.24 — 1.24 the compacts. Front armrests, cig- 
F-85 Cutlass aret lighter, dual horns and right 
SN MIIIIL. «7s cedgnevévenadsscveccvnsdéccisesseoessses 2,695.24 — 1.24 sun visor ($16 last year) now are 
IID <cecksdudtsoevskesyetdsceersteseeddvctsiane standard on Valiant V-100 and Lan- 
Dynami cer 170, and carpets ($17) are stand- 
4-dr. ‘Sedan ei ec icaienndnion 2,997.38 — 0.38 || ard on the Valiant V-200 and Lan- 
4-dr, Hardtop .................. 3,131.38 — 0.38 cer 770. 
2-dr. Hardtop. ................ 3,053.38 + 0.62 Plymouth and Dart also have re- 
Convertible 2.0.00... 3,381.38 — 0.38 || duced the V-8 engine price. V-8s 
4-dr, 2-seat Wagon ............ 3,460.38 — 0.38 now are $107 more than sixes. Last 
4-dr. 3-seat Wagon 3,568.38 — 0.38 year, a V-8 was $119 more. 
Super 88 Chrysler cut its Newport convert- 
ible $45 to $3,444 and reduced its 
iar. Sodan Sieben aipininiesnei sors savas = = Stemport Wanens 905 and $08, Other 
9-dr. Hacdie Aen ee ener eeeeseeeerenereneneeneeeeeeee 3.422 3,422.38 ‘eS 0.38 Newports are unchanged, and so 
4-dr, 2-seat Wagon ooo... 3,762 3,762.38 «45° (ee ee 
Series 98 HHRYSLER’S 300 series replaces 
4-dr. Sedan .............. isssenreeeeseceensaseesensens 3. 984 3,984.38 — 0.38 last year’s Windsor. Hardtops, 
4-dr. Hardtop (6-window) ............ 4,118 4,118.38 — 0.38 at $3,323 and $3,400, are $18 and 
4-dr. Hardtop (4-window) ............ 4,256 4,256.38 — 0.38 — 
2-dr. Hardtop 4,180.38 — 0.38 ° 
ee oo 4,459.38 — 0.38 Chrysler Ties In 
Starfire 
2-dr. Hardtop Showroom Contest 
NT acs scoe ckiups Eneeesasnctscenssciaaduens 4,744.38 — 0.38 













With World Series 


NEW YORK. — A month-long 
traffic-building contest for consum- 
ers and salesmen will be launched 
Wednesday (Oct. 4) by Chrysler 
Corp. The contest will be publicized 
during the World Series telecast 


*—’61 prices adjusted to include heater, which is standard equipment all ’62 


models. 
**_New model; not offered in ’61. 
(Automatic transmission, power steering and power brakes are standard 
and ’62 Starfire and Series 98 models.) 


PONTIAC 






on ’61 


















Tempest — _ Difference | and broadcast, which Chrysler is 
I i , sssicenizincinendarennst $2,240 $2,241.24 —$1.24 co-sponsoring. 
IR cael fee fs adsaseincyinvocnnnssbesl 2,186 2,187.24 — 1.24 Consumers who visit Chrysler 
2-dr. Sedan (deluxe) ..................005 2,294 2,295.24** — 1.24 Corp. dealer showrooms will be 
ne eae 2,564*** eligible for a drawing to determine 
4-dr. 2-seat Wagon ..............:cccceeeeee 2,511 2,512.24 — 1.24 winners of 180 ’62 cars, 30 in each 
Catalina of the six company makes. Show- 
SMM SMMIMEIIE 5s sécvehssonsedscocanveasdocsnesiqnser 2,796 2,796.15 — 0.15 room visitors can enter the contest 
IIR, SIMI, 2 ccc pnsascastsdsucsssksendanebonsescras 2,725 2,725.15 — 0.15 by filling out entry blanks at the 
EL NEED 50, cacsnecisesarcescsesectoensoapnees 2,936 2,936.15 — 0.15 showrooms and obtaining co-sig- 
SN IRIN, nn scs<isesoscosaisscasosastenopecensed 2,860 2,860.15 — 0.15 natures from salesmen. 
NINE 2 on oa sa ssceenesd okandecndscapatdeseees 3,172 3,172.15 — 0.15 For retail salesmen, 36 all-ex- 
4-dr. 2-seat Wagon ..................ccee 3,193 3,193.15 0.15 pense trips to the Rose Bowl will 
4-dr. 3-seat Wagon .................c:00 3,301 3,301.15 0.15 be awarded. The trips will be di- 
Star Chief vided between Chrysler-Plymouth 
I lain cdeavncssshgptniabness 3,097 3,097.15 — 0.15 and Dodge Divisions, with one 
MM MEINE ccs. sscaneseconcssscaivesesesieone 3,230 3,230.15 — 0.15 salesman from each of the corpo- 
thicdineattiie ration’s 18 regions to be chosen. . 
lie RN DOON so cscnsieiesemesecncsesscens 8,425 stk. =p Te ee ee ee 
BRE, TRMRUGONT 50. cssiccisvccossescsessoscccoenesaee 3,349 3,349.15 — 0.15 . . 
I a5 C6 dh antegeidscosscociesashveaceds 3,570 3,570.15 — 0.15 = 
4-dr. 2-seat Wagon ....cccccccecscesnneen 3,624.15 — 0.15 Demo Cut to Pieces 










MISHAWAKA, Ind.—Jim Ham- 
mes Olds, Inc., was missing a new 
car to show on introduction day. 
Someone stole it, cut it up into 26 
pieces with an acetylene torch and 
dumped the pieces in the St, Joseph 
River. 





*—’61 prices adjusted to include heater, which is standard on all ’62 models. 
**__Price adjusted for removal of bucket seats, which were standard in ’61 but 
are part of Le Mans option (extra cost) in ’62. 

***__New model; not offered in ’61. 
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Checker Rated Ideal Car 


For State Dept. Abroad 


WASHINGTON. — The State 
Department announced it is buy- 
ing Checker sedans, which it 
calls “compact limousines,” for 
use overseas. The car is a “very 
presentable and rugged limousine 
that may prove especially useful 
in countries where rough roads 
are prevalent, maintenance facil- 
ities are scarce and high-octane 
gasoline hard to come by,” State 
said. 

Meanwhile, the Senate Appro- 
priations Committee has recom- 
mended the use of American 
compact cars abroad wherever 
possible. Senator A. S. Mike Mon- 
roney, Oklahoma Democrat, said 
they would provide a “showcase” 
for the American makers and 
help increase compact sales. 





$31 more than in ’61, The 300 con- 
vertible with bucket seats is $3,883. 

The 300 series, incidentally, 
should not be confused with last 
year’s 300-G and this year’s 300-H. 
The 300-H, which will be priced 
later, will be in the $5,500 range. 

Buick was the only GM divi- 
sion to raise prices on standard- 
sized models. The LeSabre four- 
door sedan is up $21.10 and the 

LeSabre hardtops are up $42.10. 

These models now are priced al- 
most dollar-for-dollar with com- 
parably equipped Oldsmobile Dy- 
namic 88s. The ’61 LeSabres were 
$24 to $37 less than Dynamic 88s. 

In the Invicta series, the four- 
door hardtop is up $53.10. The con- 
vertible is down $57.82, and the 
bucket-seat two-door hardtop is $1 
less than a comparably equipped 
’61. The Electra 225 convertible rose 
$106.28. 

Buick’s compact Skylark is $2,- 
787, compared with $2,695.24 for a 
heater-equipped ’61 model, but this 
is not a price increase. 

of * * 


‘|California Oka: s 


—— 


Ist Exhaust Dev ice 


AC Unit Approved 
Despite Opposition 


SAN DIEGO, — The Caiifornig 
Motor Vehicle Pollution “ontro| 
Board has issued its first certificate 
of approval for a smog-control de. 
vice to AC Spark Plug Division foy 


its device which sends cranikcage © 


blowby gases back to the engine to 
be consumed. 

The move is the first step in get. 
ting smog-control devices on all ve. 
hicles sold in California, as requir. 
ed by a 1960 law. A competitive 
device must be approved and then 
a year must elapse before the de. 
vices become mandatory. Devices 
for controlling exhaust-pipe gases 
will also be required when ap. 
proved. 

The AC unit is said to cost $4-$§ 
when installed on a new car and 
$10-$40 when installed on an older 
model in the field, It is being in- 
stalled in all U. S.-built Genera] 
Motors cars which will be sold in 
California. 

The board approved the AC unit 
by an 8-to-4 vote after the opposi- 
tion said that the device did not 
reduce exhaust emissions to the 
level suggested by the California 
Department of Public Health. 

In other developments, American 
Machine & Foundry Co. has signed 
an agreement with Chromalloy 
Corp. to complete the development 
of Chromalloy’s exhaust afterburn- 
er and to manufacture and market 
the device. 

Arvin Industries delivered its an- 
tismog device to California author- 
ities for testing. 


Chevrolet Prices —'62 vs. ‘61 


(Including federal tax and suggested dealer-preparation charges.) 


CHEVY II 


(Series 100 and Series 300 prices are for four-cylinder models. For 
six-cylinder models, add $60. A six-cylinder engine is standard on 


Nova 400 models.) 
Series 100 


4-dr. 2-seat Wagon 
Series 300 
4-dr, Sedan 
2-dr. Sedan 
4-dr. 3-seat Wagon 
Nova 400 
2-dr. Hardtop 
Convertible 
4-dr. 2-seat Wagon 


Series 500 
Series 700 


4-dr. 2-seat Wagon Ceecvccccecescce 
Monza 


4-dr. 2-seat Wagon 


Greenbrier 
Sport Wagon 


*—’61 prices adjusted to include heater and other items, which are 


all ’62 models except Greenbrier. 
**__New model; not offered in ’61. 


"62 
















$2,005.05 


2,124.05 
2,070.05 
2,416.05 


2,275.25 
2,275.25 


2,651.00*** 


standard on 


***__Heater not included in Greenbrier price for ’61 or ’62. 


CHEVROLET 


(The following prices are for six-cylinder models. For 


$107.) 
Biscayne 


4-dr. 2-seat Wagon 
Bel Air 
4-dr, Sedan 
2-dr. Sedan 
2-dr. Hardtop 
4-dr. 2-seat Wagon 
4-dr. 3-seat Wagon 
Impala 
4-dr. Sedan 
4-dr. Hardtop 
2-dr. Hardtop 
Convertible 
4-dr, 2-seat Wagon 
4-dr. 3-seat Wagon 
Corvette (V-8 Standard) 
Convertible 


"62 


V-8s, add 


Difference 
— $21.40 
21.40 
11.40 


"61* 
$2,399.40 
2,345.40 
2,736.40 


11.40 
11.40 
11.40 
11.40 
11.40 


2,521.40 
2,467.40 
2,572.40 
2,830.40 
2,933.40 


11.40 
11.40 
11.40 
11.40 
11.40 
13.40 


2,673.40 
2,745.40 
2,680.40 
2,930.40 
2,972.40 
3,075.40 


4,036.45 + 155 


*—’61 prices adjusted to include heater and oil filter, which are standard on all 


’62 models. 
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Carnival Touch Criticized 


Blitz Cleanup Ads Irk 


New England Dealers 


By Joe Charles 
Staff Correspondent 
BROOKLINE, Mass. —The hurri- 
cane season is on in New England 
put none of the “eye in the sky 
plows swirling out of the South 
Atlantic is more than a ripple com- 
pared with the storm brewed here 
—_—_—_—_—__ 
55-Horsepower 850s. 


Introduced by BMC 


BIRMINGHAM, England.— 
British Motor Corp. has unveiled 
a speedier version of its front- 
wheel-drive Austin and Morris 
baby cars, marketed as the 850s 
in the United States. 

The new car yields 55. brake 
horsepower and has been devel- 
oped by BMC in conjunction with 
Cooper Car Co. a_ builder of 
British racing cars. Disc brakes 
on front wheels, twin carburetors 
and a redesigned interior are 
among other new features of 
these cars. No decision has yet 
been made on marketing plans 
in the United States. 





Sell the best... 


JUSKY 


Millions of customer proven miles have made Trade 
Winds the largest manufacturer of free-wheeling hubs. 
The Husky is self-engaging, never requires rocking 
or rolling. Unlike others, the Husky can’t bind through 
abuse. Never requires tools, just a twist of the fingers 
... because its engineered with all operating condi- 
tions in mind. Model for any vehicle. Keep your 
customers happy with his 4x4. . . sell the best! Write 
for literature and name of nearest representative to: 
TRADE WINDS, INC., Box 976q, Boulder, Colorado 
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“The mechanic’s friend 
... works in seconds” 


YOUR JOBBER HAS IT! 
ADIATOR SPECIALTY CO. 


CHARLOTTE, N.C. 


MOTOR 
MASTER 


DEFIANCE: OHIO l® 





Why cut, sipe or buff 
“OUT OF ROUND” tires? 


ri 


get the Oye = 


OF A “60 SECOND CURE’ WRITE FOR DETAILS 
Ee aa ae eT a A 











A Comprehensive Book— 
“THE AUTOMOTIVE 
DEALER" 


By Martin H. Bury 
Revised third edi- 
tion just publish- 
ed. Contains the 
answers to most 
dealer problems. 


320 pages, $6.30 p.p. 











| PHILPENN PUBLISHING COMPANY | 
| 1750 N. Broad St., Philadelphia 21, Pa. 1 


| Send_ —copy (copies) of the new book, | 


| “The Automobile Dealer" 


| 
| O Check enclosed at $6.30 each | 
| O Send books C.0.D., plus postage | 


| 
| Street. 
| City 
a 


a es ee ee ee ae ee ee! 


Name 





over end-of-season merchandising 
hi-jinks. 

The battle for third place 
reached the frantic stage as the 
761 models bowed out, and the 
exits were anything but graceful. 
The appearance of dealer “dis- 
count house” advertising sent a 
shudder through the ranks of many 
dealers, particularly those handling 
the top two lines. They feel the 
pressure of such tactics and fear 
the resurgence of the wild market 
that existed here only a few years 

ago. 

One dealer, who claims to be the 
largest retailer of his make in the 
East, proclaimed as late as mid- 
September that he had well over 
600 ’61s from which to choose along 
with the savings that such pur- 
chasing power could produce. 

While he was alone in numbers 
of cars on hand, he was not lacking 
in company from others holding 
the same franchise with consider- 
able stocks. 

Another dealer offered two cars 


for one—a ’61 now that could be} 


traded for a ’62 at no further 
charge within 90 days. While the 
ad went on to explain the com- 
plete transaction, the immediate 
impression was that Santa Claus 
had forsaken his reindeer for life 
among new cars in Massachusetts. 

Dealers in another line have 
unloaded what appears to be 
more than a fair share of dis- 
tress stock in this region. 

Other dealers were quick to ex- 
ploit the situation with fanciful 
offers and even more extraordinary 
terms — and the suggestion that 
more models were arriving every 
day. The net result has been an 
upheaval in what had been an or- 
derly and successful build-out pe- 
riod and an obvious inroad on sales 
of ’62s for everyone. 

The situation is not one of the 


Sunday Sales Ban 
Waits in Illinois 
Until Court Acts 


CHICAGO. — Despite the tempo- 
rary ban on enforcement of a new 
Illinois law prohibiting sales on 
Sunday, many new and used-car 
dealers are continuing to close. 

The State Supreme Court ordered 
the ban, until Nov. 22 or further 
order, to give it time to rule on a 
suit by a Chicago dealer challeng- 
ing the law’s constitutionality, 

The suit was filed by Courtesy 
Motors, Inc., which is headed by 
Jim Moran. He charged that the 
law is discriminatory in that it 
forces him to close on the day on 
which he does a large share of his 
business. 

An appeal to the Supreme Court 
was taken after a Cook County 
(Chicago) Superior Court judge 
ruled that the act was not discrim- 
inatory. 








past few weeks’ making. It has 
been building steadily over recent 
months but the late-season surge 
has combined to make the classified 
sections of some New England pa- 
pers look like carnival posters. 

Robert Krumpholz, Massachu- 
setts State Auto Dealers Assn. pres- 
ident and a Dodge dealer in Hol- 
yoke, spelled out the dangers of the 
situation. 

“Many dealers,” he said, “share 
my opinion that we have reached 
the point of absolutely no return. 
Either there must be an improve- 


| ment in conditions soon or a lot 


of us are not going to be in busi- 
ness much longer. 

“The antics of the dealer with 
the 600 ’61s in a so-called cleanup 
campaign are a threat to any re- 
turn to the ethical, competitive 
conditions for which we have 
fought and which we so desperately 
need. 

“Any factory that condones 
such inventories; even. during a 
cleanup period, is extremely near- 
sighted and certainly not looking 
to their own: future, I don’t han- 
dle that ‘make, and I sure would- 
n’t want their franchise.” 

From Bob Kayser, head of one 
Boston’s largest Chevrolet dealer- 
ships, came this observation: “I am 
not fully informed as to just what 
is behind such practices but this 
much I can say. If this is factory 
policy, they should certainly be 
reprimanded. If it is due to dealer 
greed, then he should be stopped 
immediately.” 

Others were less temperate in 
their opinions. Many referred to 
the situation as desperation tactics 
on the part of the factories. Some 
called it an evil with which the 
industry must forever contend. 


License Hearing 
On Factory Rep 
Delayed by Okla. 


OKLAHOMA CITY.—At Ford’s 
request, the Oklahoma Motor Ve- 
hicle Commission last week post- 
poned until Dec. 5 a hearing into a 
complaint against the Ford district 
sales manager here. 

Commission Chairman R., T. Scott 
(Chevrolet), Oklahoma City, said 
the seven-dealer board accepted 
the company’s argument that more 
time was needed to prepare a de- 
fense for A. F. Love. 

Scott said company attorneys had 
informed the commission an “all- 
out fight” was being planned on 
Love’s behalf. Suspension or revo- 
cation of Love’s license has been 


j} asked by William C, Doenges 


(Ford), Tulsa. 

Doenges, who also has a Ford 
dealership in Bartlesville, Okla., ac- 
cussed Love of “coercive and in- 
timidating” actions harmful tohis 
Tulsa dealership. Neither Love nor 
Ford has made a formal reply, but. 
company spokesmen have indicated 
that Doenges’ sales record against 
Chevrolet underlay his grievance. 

Scott emphasized that the com- 
mission is “beholden to the people 
of Oklahoma.” As such, he added, 
the charges against Love will be 
aired in full at an open session of 
the commission in the Oklahoma 
State Capitol here. 





Accused of 182 Car Thefts, 
Former Rootes Aide Flees 


By William Carroll 
West Coast Editor 

LOS ANGELES.—Henry Henkel, 
former Los Angeles Rootes Group 
manager charged with theft of 182 
new cars, failed to appear for ar- 
raignment. Bail of $20,000 was for- 
feited and a warrant issued for his 
arrest. 


Los Angeles Deputy District 
Attorney James G. Kolts told 
Automotive News he had intended 
to ask the court to raise Henkel’s 
bail to $50,000. The request was 
based on an awareness of Hen- 
kel’s plan to flee, Kolts said. 

Another defendant, Kenneth E. 
Fisher, a former auto dealer, has 
asked for a hearing to consider dis- 
missal of the counts against him. 

Fisher’s attorney, John W. Erp- 
elding, said “a hearing on our mo- 
tion for dismissal has been set for 


Oct. 18. They have not shown that 


Fisher committed any crime by 
purchasing new cars on open ac- 


count. Complete records on every 
car showed the accounts owing to 
Rootes.” 

At a preliminary hearing several 
weeks ago, Peter Lloyd Owen, sec- 
retary-treasurer of Rootes Motors, 
Inc., New York, is reported to have 
said that Henkel falsified records 
to show that missing cars were in 
stock or had been shipped to Texas. 

Owen is also said to have told 

the court his records show that 
between December, 1957 and 
December, 1960, some $300,000 
worth of new cars were sold by 
Henkel but the funds were not 
forwarded to Rootes. Cards at the 
Log Angeles branch indicated 
that the cars were still in in- 
ventory. 

Henkel and Fisher are charged 
with one: count of conspiracy to 
commit grand theft, Henke] ig: ac- 
cused of:-15 counts of grand theft 
and six counts of falsification of 
corporate records. Fisher is charg- 
ed with 10 counts of grand theft. 





ATTENTION CHEVROLET 
AND FORD DEALERS 


Save Up to $25.00 from Dealers’ Cost 


FRESH AIR HEATERS 


1961-1962 Fords, Mercurys, 


Falcons 


and Comets 


1961-1962 Chevrolets 


Exact Custom Controls — Full Factory Warranty 
Easy Installation 
(Approx. time: One hour or less on any model) 


IMMEDIATE DELIVERY 


Brochures Available on Request 
Write or Call COLLECT: 


MORGAN-SMITH AUTOMOTIVE 
PRODUCTS, INC. 


20 South 23rd Street, Philadelphia 3, Pa. 
Locust 8-3070 or Locust 8-2333 


The German 
Compact 
for Americans 


U. S. IMPORTER 


230 Park Avenue 
New York 17, N. Y. 


SPARE PARTS CENTER: 


NEW: NSU PRINZ 4 
NSU SPORT PRINZ 


WANTED—DISTRICT MANAGERS 


TRANSCONTINENTAL MOTORS, INC. 


LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 








DISTRIBUTORS - DEALERS 


Here’s a NEW PROFIT LINE for YOU! Economy Sells It! 


exclusive 
ONLY : 


HYDRAULIC CYLINDER 





| : 
=... 


does all jobs with only 1 operator. 


9-Second Dumping Cycle 


LOWER FIRST COST! 
FAST SALES & PROFITS! 
MAINTENANCE CAN BE 
HANDLED LOCALLY! 


A BRAND NEW... 
. . Costs far less to build, buy, 


maintain! Sells fast, with short simple 
operation! 


demonstration of 1-man 


ALL NEW IDEA! 


DOW PACKER MAKES 

ITS OWN MARKET! 

Greatly-reduced purchase price, 1-man 
operation and elimination of costly, 


special parts, puts this one within 
cost reach of towns, institutions and 
suburban groups that couldn't afford 


te refuse equipment before. 


SEND COUPON For FuLt INFORMATION Topay! 

















Simplicity is the big news! r Mail to: DOW PACKER CORP 7 
because simplicity means economy! : 115 S. Main, Fairview, Okla. l 
..+ You'll show 'em.., Ph: BA 7-4411 

BIG ECONOMY LOADS, fewer packing | Name ! 
cycles, fewer trips to the dump! 

Simplified control! Tight, water proof : Company l 
all-welded steel bodies and high- i Address __ i 
density packing that reduces fire haz- % 

ardt And a size to fit the need, in J City Zone 4 
14-,.16- or 21-cu. yd. capacities! State 


L 








72 
U. C. Interest Steady ... 


New-Car Buying Plans Rise 10% 


ings of the August survey spell 
“recovery and not boom” as far as 








surveys quoted were made in 
August. 


ANN ARBOR, Mich.—Plans to 
buy new cars have increased by at 
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not surprising that after two re- 
cessions, occurring in fairly rapid 
succession, fewer consumers than 
in the mid-’50s anticipate ‘continu- 
ous good times over the next five 
years.’”’ 

The U-M researchers speculat- 
ed that increases in personal in- 
come, which are likely in the 


to ability to buy but would also 
provide an additional stimulus 
to consumer Optimism. 

Two considerations speak againgt 
a consumer buying spree—ihe per. 
sistence of a high level of unem. 
ployment and the worsenin 
of international tensions which 
contributes another element of un- 


—,, 


least 10 percent in the last year 
while plans to buy used cars have 
shown little change, the Survey 
Research Center of the University 
of Michigan reported after its lat- 
est survey of buyers’ intentions. 


Total plans to buy cars are now 
above the level recorded a year 
ago but are less widespread than 
they were two years ago. The 
plans noted are intentions to buy 
a car within 12 months. All the 


Lamp Companies, 
AMA Develop New 
Signal System 


BLOOMFIELD, N. J. — A new 
automotive lighting-signal system 
designed to increase highway 
safety is being developed by the 
Automotive Manufacturers’ Assn., 
with the aid of American light bulb 
manufacturers. 


Under the new system, auto sig- 
nal lights will be brighter during 
the daytime in order to increase 
their visibility and insure attention. 
At night their intensity will be 
lowered to prevent motorists from 
being blinded or annoyed by the 
signal lights. 

Frank M. Ogden, manager of the 
Photo-Miniature Lamp Department 
of the Westinghouse Lamp Divi- 
sion, said the ‘“dua] intensity” sys- 
tem would apply to rear directional 
and stop signals. 

Under the system developed co- 
operatively by Westinghouse engi- 
neers, engineers of other lamp com- 
panies, and the AMA, daylight 
brightness of the signals would be 
two or four times greater than at 
present. 

However, when headlamps are 
turned on, the brightness of all 
rear signal lights would be auto- 
matically lowered to prevent un- 
comfortable glare for drivers of 
following cars. 

The indicator lights for the di- 
rectional signals, located inside the 
car, also will employ the dual in- 
tensity feature, Ogden disclosed. 
This is designed to lessen the 
chances of the driver forgetting 
that his directional signals are op- 
erating during daylight hours. 

No introduction date has been 
established yet, Ogden said, because 
the system requires extensive 
changes in electrical circuits in the 
car, 




























as at the 1955-56 peak.” 


market, the center said. 


noted in the typical 
confidence. 
Consumer confidence in the 
economy has improved decisively 
during the past three months, the 
Research Center reported. 


ness conditions, 


coming months. 


George Katona and Eva Mueller 
of the center’s Economic Behavior 
Program cautioned that the find- 


The survey found that, “The no- 
tion that reasonable buys, favor- 
able credit conditions and an at- 
tractive assortment of cars are 
available has gained ground 
throughout 1961 and is as frequent 


Compacts continue to be popular 
with consumers, contributing to the 
favorable attitude toward the car 


The most recent survey found 
plans to make other major pur- 
chases on the upswing. However, 
an even greater improvement was 
consumer’s 


The center’s third 1961 measure- 
ment of changes in consumer ex- 
pectations revealed that “A large 
proportion of the American people 
are aware of the upturn in busi- 
and a_ growing 
number judge the economic outlook 
for the next 12 months as ‘good.’”’ 

The opinion that attractive buys 
are available in household goods, 
cars and houses also has gained 
considerable ground. Consumers 
are expected to make a sizable con- 
tribution to business recovery in 











consumer spending is concerned. 

The most striking change be- 

tween May and August occurred 
in people’s appraisal of business 
conditions. In May, opinions 
about recent economic trends 
were divided: About as many 
people judged that business was 
better than a year earlier as. 
judged that it was worse; at 
present nearly three times as 
many people say “better” as say 

“worse.” 

Expectations regarding business 
conditions in the coming year im- 
proved somewhat last spring and 
underwent more substantial im- 
provement during the summer. Yet 
consumer confidence in the longer 
range business outlook fails to 
measure up to the peak 1955-56 
reading. 

The survey directors say “it is 





Dodge Truck Prices 
Cut by $12 to $376 


DETROIT.—Dodge cut the retail 
prices of many of its 1962 truck 
models as they went on sale last 
week. 

Reductions ranged from $12 to 
$121 on light-duty models and from 
$12 to $376 on medium and heavy- 
duty models. Most models from the 
700 series on up remained un- 
changed in price. 





S-P Studies Long Billing, 
20-Plus-3 Discount Plan 


By William Carroll 
Staff Correspondent 

LOS ANGELES. — Studebaker- 
Packard Corp. “is taking a look at 
15-day billing, but it has a lot 
of problems,” Lewis E. Minkel, 
marketing vice-president, said dur- 
ing a preview of the ’62 models 
for dealers here. 

“One of the problems,” he said, 
“is insurance. Who owns the car? 
The dealer or the factory? Dur- 
ing those 15 days a lot of things 
can happen to expensive mer- 
chandise.” 

Management is considering an 
increase in the dealer holdback, 
“but so far we’ve come to no de- 
cision,” Minkel continued. 

“We've even considered billing 


Buick Prices —'62 vs. ‘61 


(Including federal tax and suggested dealer-preparation charges.) 


Special Standard (V-6) 
4-dr. Sedan 
2-dr. Sedan 
Convertible 
4-dr. 2-seat Wagon 
4-dr. 3-seat Wagon 


Special Deluxe (V-8) 
4-dr. Sedan 
Convertible 


Skylark (V-8) 
2-dr. Hardtop 


LeSabre 


2-dr. Custom Hardtop 
(bucket seats standard) 

Convertible 

4-dr. 2-seat Wagon 

4-dr. 3-seat Wagon 


Electra 225 
4-dr. Sedan 
4-dr. Hardtop (6-window) 
4-dr. Hardtop (4-window) 
2-dr. Hardtop 
Convertible 


*—’61 prices adjusted to include heater 
Prices of ’61 Invicta convertible, Invicta 








"61* Difference 
** 


*% 


4,259.72 


, which is standard on all ’62 models. 
2-dr. Custom hardtop and Electra 225 


convertible adjusted to reflect other equipment changes. 


**—’62 and ’61 models not comparable. 
***__New model; not offered in ’61. 


The ’62 is a V-6; the ’61 was a V-8. 


+t—Not comparable. The '62 Skylark is a hardtop; the ’61 was a sedan. 

+tt—-Not comparable. The wagons were LeSabre models in ’61. 

ttt—Not comparable because of equipment changes, These were Electra models 
in ’61. The Electra series has been discontinued. 

(Automatic transmission is standard on LeSabre, Invicta and Electra 225. Power 


steering and power brakes are standard on E 





lectra 225.) 


at 20 percent, with a 3 percent in- 
centive based on the total number 
of cars sold.” 

Sherwood H. Egbert, president, 
told the enthusiastic gathering of 
500 dealers and salesmen that the 
’63 Larks now are being tested at 
the proving grounds in South Bend. 

Prototypes of the ’64 and ’65 mod- 
els are due from Swiss and Italian 
body builders early next year, he 
added. 

Minkel said there is no truth 
to rumors that Studebaker is 
considering establishment of field 
stocks in major market areas, 
and that no push is planned to 
encourage Lark dealers to handle 
Mercedes or DKW because Mer- 
cedes-Benz Sales is a separate 
company. 

He pointed out that S-P’s money 
is in the new factory retail outlets, 
but in most cases retail deal man- 
agers are operating on a “buyout” 

basis. 

“My policy,” said Minkel, “is not 
to go into any trading area (with 
a retail store) where we have a 
dealer.*Los Angeles penetration is 
on the low side, so we're going to 
do everything possible to support 
dealers in this area to obtain the 
highest possible market penetra- 
tion.” 

During a press conference, pre- 
ceeding the dealer meeting, Egbert 
said he was “sick and tired of hear- 
ing the question, ‘Is Studebaker 
about to fail?’ 

“We have $62.5 million in work- 
ing capital, a ratio of 2.94 to 1 
(assets to liabilities) and are the 
119th largest corporation in the 
United States,” he added. “Finan- 
cially, this corporation is by no 
stretch of the imagination about 
to fold.” 

Egbert also told the press: S-P’s 
dealer body is down to 2,100 points 
. .. this covers only 70 percent of 
the U. S.... 9 percent of Lark deal- 
ers are Big Three duals... he ex- 
pects to add 100 to 120 new dealers 
as the result of introduction tour- 
ing . .. new retail stores are an 
expedient to gain unit sales and 
penetration .. 

Studebaker may have 30 or 40 
retail outlets in the next year... 
South Bend took 2,000 orders for 
the Hawk from the first few deal- 
ers who saw the car... Portland 
is S-P’s best zone with 3 percent 
penetration, San Francisco is sec- 
ond and Boston third. 


period ahead, will not only add | certainty. 


Chrysler Corp. Prices —'62 vs. '6| 


(Including federal tax and suggested dealer-preparation charges.) 





CHRYSLER 
Newport "61 Difference 
I ME iesieicedietésievinscorsiscvlentoonitirs $2,964 
eee 3,106 
GUD. diiiicacenscvonisnbovedisertene 3,027 
a IID Sis if atiivbonevesiassvsedecnineses 3,444 —-$45 
4-dr. 2-seat Wagon .............cccsccccsssves 3,543 —65 
4-dr. 3-seat Wagon ...............6.0000 3,624 —38 
300 Series 
ID. ae vccceseinsiedanoues tiavebvessownved 3,400 3,369* +31 
RINNE, dencsias<cvcsvvineniesnedehpopinevenes 3,323 3,305* +18 
IO IIUND Scr sscceckoccrtccsavsiasnpectialbonexetucks 3,883** 
New Yorker 
ANN: cicsiltisfoscicibicesistialscevetinisveres 4,125 4,125 
Pe MO aes cecdecsctncivts ic RRibavactiniss 4,263 4,263 
4-dr. 2-seat Wagon ...............06000 4,766 hn 
4-dr. 3-seat Wagon ....................05 4,873 4,873 


*—These were Windsor models in ’61. 

**—_New model; not offered in ’61. 

(Automatic transmission, power steering and power brakes are standard on New 
Yorker models.) 


DODGE 
Lancer 170 62 61 Difference 
SNE Sikes data daa, 0eeriadereiveutitsecastaes $2,011 $2,059 —$48 
Ns I achat san viicetasichasstieadadstiecsenies 1,951 1,997 —46 
4-dr. 2-seat Wagon .............0.0.c008 2,306 2,372 —66 
Lancer 770 
ED MINE eecauscscssccovenincsdialitbasncssveened 2,114 2,156 —42 
SPREE PRIN oo vcicss doceset cxsecoccuontl Rit eibvecsecs 2,052 2,094 —42 
4-dr. 2-seat Wagon ..................00008 2,408 2,468 —60 
Lancer Gran Turismo 
Ey III 5. Socuccatvcedusscesssevodsesenicncs 2,257* 


(Unless otherwise indicated, the following prices are for six-cylinder 
models. For V-8s, add $107 to ’62 models; add $119 to ’61 models.) 


Dart 








I III Ss csk seatcc aus aobwhapentiatonseps . $2,297 $2,332 —$35 
2-dr. Sedan 2,241 2,280 —39 
4-dr. 2-seat Wagon 2,644 2,697 —53 
Dart 330 
Se TEIN sicrisanchupinideia deni secebuauess obacnanes 2,461 —29 
2-dr. Sedan ........ 2,412 —37 
2-dr. Hardtop 2,490 —27 
4-dr. 2-seat Wagon .................:...08- 2,739 2,789 —50 
4-dr. 3-seat Wagon (V-8 Std.).... 2,949 3,013 —64 
Dart 440 
SS I Fic. dis Cand sacaapnisscedseiausiee 2,584 2,597 —13 
RII IID sicctssessptassecicicansorecstcecasesss 2,606 2,620 —14 
4-dr. Hardtop (V-8 Std.) ................ 2,763 2,798 —35 
Convertible (V-8 Std.) ...........0.0... 2,945 2,990 —45 
4-dr. 2-seat Wagon (V-8 Std.)...... 2,989* 
4-dr. 3-seat Wagon (V-8 Std.)...... 3,092* 
Polara 500 (V-8 Std.) 
Se INE 5, << ses scniasuceradsugeansostonsntss 3,019 ** 
a 3,268 ** 
*—New model; not offered in ’61. 
**__No comparable ’61 model. 
IMPERIAL 
Custom "a2 61 Difference 
I, TUN «5... <zapcirvosentvpsesevsoatiaincsoes $5,106 $5,111 —$5 
Se IIE sexansousovetecsnnsdceesenesagsshaansx’ 4,920 4,924.50 — 4.50 
Crown 
ND MEY i ciiinccacesvedisescicséisnssvosborses 5,644 5,649 — 5 
OE IID oes vse sicesscsdeustuccebbooedcensns 5,400 5,405 — 5 
IIIS isan ecaiavesiasceoecvibsussswiecetassdes 5,770 . 5,775.50 — 5.50 
LeBaron 
NE MID csc ssa nctsghnanetannspaesietyveiers 6,422 6,428 — 6 


(Automatic transmission, power steering and power brakes are standard on all 
models.) 






PLYMOUTH 
Valiant V-100 "62 "61 Difference 
I soaps abpiuehiclebale $1,991 $2,016 —$25 
ee HUI Ne 0s a icia Sabsatas chadensbcdontibessann’ 1,930 1,971* —41 
4-dr, 2-seat Wagon ...............:ccc00 2,285 2,329 —44 
Valiant V-200 
NI RMI. se vvas<cchareateonesasarsalanaabeaeeane 2,087 2,129* —42 
2-dr. Sedan 
4-dr. 2-seat Wagon 2,425 —44 


Valiant Signet 200 
2-dr. Hardtop 


2,230** 
(Unless otherwise indicated, the following prices are for six-cylinder 
models. For V-8s, add $107 to ’62 models; add $119 to ’61 prices.) 


Savoy 
eM, MUOIEIE, oc. cescnsencasscccscscesqncnsesvonnseneae 2,262 2,312 —50 
B-Or, Seda .o.......ccccsccessesscscsssesseessssees 2,206 2,262 —56 
4-dr, 2-seat Wagon ...............:0c0068 2,609 2,670 —61 
Belvedere 
WTI. 5. cs ccsackenspensbosatonanannssieis 2,399 2,442 —42 
OO asa aac cocsennasnnaiiinced 2,342 2,391 —49 
SMD, SII 1 ss ccssscesnnseapanstiesiols 2,431 2,463 —32 
4-dr. 2-seat Wagon ................:..00 2,708 2,763 —55 
4-dr, 3-seat Wagon (V-8 Std.)...... 2,917 2,992 —15 
Fury 
I SID us 5.0 sccencainasansnbapiaseas bent vad 2,563 2,577 —14 
Ser. Hardtop oon... cecccccesseseesseseseees 2,585 2,601 —16 
4-dr. Hardtop (V-8 Std.) .............. 2,742 2,777 —35 
Convertible (V-8 Std.) .............0..... 2,924 2,969 —45 
4-dr. 2-seat Wagon (V-8 Std.)...... 2,968 3,026 —58 
4-dr. 3-seat Wagon (V-8 Std.)...... 3,071 3,136 —65 


*—’'61 price adjusted to reflect equipment changes. 
**__New model; not offered in ’61. 
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Near-Peak Quarter Scheduled... 


Fast Climb Due in Car Production 


(Continued from Page 1) 


hol, 
t annual output on record. Hig 
a yearly output ever attained by 
the industry occurred in 1955, when 
7,942,125 cars were assembled. 


. * * 
HERE is little doubt but that 
the industry can turn out just 
about as many Cars as it desires, 
put some observers feel that sales 
lost during the first two 10-day pe- 
riods of September, when some 





dealers were refusing to take or- 
ders and prospective buyers were 
holding out for price announce- 
ments, may be lost forever. 

If the industry is to attain its 
goal during the last three months 
of this year, it will mean that a 
lot of plants will be working 
overtime schedules. 

Ford Motor worked 11 of its as- 
sembly plants on Saturday. A week 


earlier, Ford worked 10 assembly 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


Week 

















Week 












































Ended Same Ended Total Te To 
Sept. 30, Week, Sept. 23, Output, Oct.1, Sept. 30, 
1961 1960* 1961* Sept. 1960* 1961 
AME AN MOTORS 
er Laikpuaspaticiied eine 8,000 8,811 7,800 26,214 357,145 247,167 
CHRYSLER CORP.**.. 19,925 24,292 19,627 67,968 821,698 418,148 
Chrysler-Plymouth 
TINE  cccsvcacciscaisccies 12,625 12,798 12,466 43,172 469,904 280,306 
Chrysler .....-::.cee 2,700 1,822 2,671 9,417 65,375 65,190 
Imperial ..........+-......+ 325 585 322 1,290 11,583 5,666 
Plymouth. ............... 5,500 6,419 5,446 18,580 195,370 123,539 
ME incsecasevvendevesiiese 4,100 3,972 4,027 13,885 197,576 985,911 
Dodge Division .......... 7,300 8 11,276 7,161 24,796 334,249 137,842 
Dart-Polara. ............. 5,200 7,007 5,122 17,329 308,174 103,115 
NS Ae ee 2,100 4,269 2,039 7,467 26,075 34,727 
FORD MOTOR. ............... 41,093 45,767 37,061 147,082 1,389,478 1,206,322 
Ford Division. ............ 31,157 36,176 28,464 112,695 1,119,044 967,730 
I> iidsdpscestrnnctisticens 13,765 12,323 12,576 52,113 388,134 381,320 
Ford Galaxie ............ 15,632 23,853 14,104 53,470 662,001 522,109 
Thunderbird. ............. Bee = + dacssdsins 1,784 7,112 68,909 64,301 
L-M Division. ............... 9,936 9,591 8,597 34,387 270,434 238,592 
IN ivocrcceitesicsssce I. --acateonase 872 3,273 13,194 21,930 
Mercury Comet ....... 5,030 5,743 4,577 19,033 141,445 138,802 
Mercury Montevey.. 4,071 3,848 3,148 12,081 115,795 77,860 
GENERAL MOTORS .. 34,307 52,684 4,894 93,545 2,315,552 1,759,152 
Buick Division ............ 5,600 TE . warirerdes 11,416 200,463 175,756 
Buick (Std.) ............ 3,680 ee Be 7,373 194,066 117,567 
BHAT on esinccesecsssicsees. 1,920 BIRO © biccisccse 4,043 6,397 58,189 
IRS Sok, sp parosattsessvivce 1,344 2,784 1,287 6,140 115,878 100,169 
Chevrolet Division .... 21,906 27,637 1,569 53,314 1,390,419 1,059,062 
Chevrolet (Std.) .... 15,800 23,112 698 39,745 1,208,900 825,424 
SED wiccelecisiceseocse 6,100 4,525 871 13,569 181,519 233,638 
Oldsmobile Div. ......... 2,013 9,308 2,038 11,640 281,180 197,464 
I as tacks cup eereithayeeieess 288 2,275 358 2,336 273,244 42,248 
Oldsmobile (Std.) .. 1,725 7,033 1,680 9,304 7,936 155,216 
Pontiac Division ...... 3,450 Ce. aiicistin 11,0385 327,612 226,701 
Pontiac (Std.) ........ 2,400 EE srtsnisces 7,645 327,346 148,987 
MIG asssoccescestcsicnss PE veesevasce 9» iaeawanenn 3,390 266 77,714 
S-P CORP. 
es ss sucaccsercenvesctertze 2,865 2,564 3,047 10,415 81,199 45,565 
CHECKER. .............:0....000 125 153 126 470 5,504 4,267 
Total Cars, U.S.**......106,315 134,271 72,555 345,694 4,970,576 3,680,621 
**Totals for 1960 include DeSoto production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Total To To 
Sept. 30, Week, Sept. 23, Output, Oct.1, Sept. 30, 
1961 1960* 1961* Sept. 1960* 1961 
7,951 96 13,680 301,108 234,647 
43 45 174 2,186 1,350 
74 63 188 2,762 1,731 
1,650 1,645 6,359 55,204 50,463 
ET oss scokcinacsssxcveznteaciises 7,690 5,893 7,760 30,853 268,002 256,069 
NN etree iicassletinsxaunsesiovecie 1,500 1,321 1,117 4,137 82,435 51,129 
INTERNATIONAL. ...... 2,860 2,448 2,909 11,427 97,664 106,723 
SINE Rs Sessetatd corsbssar <seesscave 250 12 244 936 11,638 7,803 
STUDEBAKER ............. 160 155 311 881 10,156 5,328 
DE occ 2 ttt cokes docicucketes 230 191 355 1,247 12,691 12,560 
MIE sc csccaccasosotecsscsees 3,150 1,760 3,166 12,639 100,206 87,526 
MISCELLANEOUS ...... 100 90 111 380 3,531 3,631 
Total Trucks, U.S. .... 24,052 21,588 17,822 82,901 947,583 818,960 
Total Cars, 
Trucks, U. S. ............ 130,367 155,859 90,377 428,595 5,918,159 4,499,581 
CANADIAN PRODUCTION—CARS 
Week Week dan, 1 Jan, 1 
Ended Same Ended Total To To 
Sept. 30, Week, Sept. 23, Output, Oct.1, Sept. 30, 
1961 1960* 1961* Sept. 1960* 1961 
CHRYSLER CORP. .... 1,200 1,106 980 3,663 37,076 31,803 
FORD MOTOR. .............. 1,775 1,181 1,681 5,401 71,224 67,882 
GENERAL MOTORS .......... 2,403 2,356 7,105 130,695 114,871 
AMERICAN MOTORS DOR” ois 260 4OD  Gkacin 4,928 
SP CORP. ........ccccceccccss 160 146 152 558 3,888 3,862 
Total Cars, Canada... 3,371 4,836 5,429 17,487 242,883 223,346 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 dan, 1 
Ended Same Ended Total To To 
Sept. 30, Week, Sept. 23, Output, Oct.1, Sept. 30, 
1961 1960* 1961* Sept. 1960* 1961 
CHRYSLER CORP. .... 150 130 151 485 4,301 4,908 
FORD MOTOR ............. 350 491 352 1,308 16,263 13,122 
GENERAL MOTORS .._........ 567 348 1,494 27,115 21,486 
INTERNATIONAL ...... 185 224 189 7153 9,059 8,705 
_Total Trucks, Canada 685 1,412 1,040 4,040 56,738 48,221 
Totai Cars, 
__ Trucks, Canada ... 4,056 6,248 6,469 21,527 299,621 271,567 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....134,423 162,107 96,846 450,122 6,217,780 4,771,148 


“Revised. 





plants six days and Studebaker 
worked Saturday at South Bend 
for the first time in many months. 
Chrysler also worked its Los An- 
geles and Hamtramck (Mich.) 
plants six days the previous week. 

Shortage of parts at GM, how- 
ever, prevented output from re- 
turning to normal post-changeover 
levels last week. Upsurges at Ford 
Motor and American Motors how- 
ever, helped the industry build an 
estimated 106,315 cars during the 
week. That compared with 72,555 
units assembled a week earlier. 

Buick was the only GM division 
scheduled to work a full five days 
last week. Oldsmobile assembled 
cars Monday and Tuesday and 
then had to halt operations due 
to parts shortages. Pontiac had 
only a two-day supply of parts, 
while Cadillac had to wait for parts 
and didn’t get into operations until 
Thursday. 

At Chevrolet it was the same 
story. Its Bloomfield (N. J.), Nor- 
wood (O.), Oakland (Calif.), Kan- 
sas City and Willow Run plants 
worked five days; Los Angeles and 
St. Louis worked four days; Flint, 
Framingham (Mass.) worked three 
days; Tarrytown (N. Y.), 2% days; 
Baltimore, Janesville (Wis.), two 
days, and Atlanta, one day. 

* * * 


Cr WAS the loss of nearly 160,000 
assemblies at GM during Sep- 
tember that prevented the industry 
from reaching its goal of 505,000 
assemblies for the month. 

The industry turned out an 
estimated 345,694 cars during the 
month to run its ’62 model output 
to an estimated 489,452 cars. Add- 
ing Checker Motors output for 
the month—Checker considers all 
cars built after Sept. 1 as ‘62 
models — model-run production 
through last Saturday (Sept. 30) 
stood at 489,922 units. 


A breakdown of ’62 model output 
through September showed GM 
with 183,591 assemblies; Ford Mo- 
tor with 182,058; Chrysler Corp., 
77,908; American Motors, 29,857; 
Studebaker-Packard, 16,038, and 
Checker Motors, 420. 

If the fourth-quarter goal is at- 
tained, model run output at year’s 
end would total 2,414,922 units. As 
of Dec. 31 last year, the industry 
had produced 2,219,689 ’61 vintage 
autos. 

* * * 

N THE commercial-car field, the 

industry is forecasting a produc- 
tion of 281,000 trucks in the fourth 
quarter, which would be the high- 
est truck yield since 1955, when 
the manufacturers turned out 311,- 
929 units. 

The truck industry’s output of 
an estimated 82,901 commercial 
vehicles in September compared 
with 70,136 units assembled in 
August. Its assembly of an esti- 
mated 24,052 trucks last week 
was a sizable gain from the 17,822 
units turned out a week earlier, 
and 21,588 trucks built during the 
week ended Oct. 1 a year ago. 

In Canada, the industry turned 
out only 3,371 cars and 685 trucks 
last week, compared with 5,429 
cars and 1,040 trucks produced the 
previous week. During the week 
ended Oct. 1 a year ago, the indus- 
try built 4,836 cars and 1,412 trucks. 


Senate Kills Bill 
For Tax Relief 


WASHINGTON,—A bill to pro- 
vide tax relief for stockholders in 
duPont’s forced divestiture of 63 
million shares of General Motors 
stock was killed a few hours before 
Congressional adjournment. 

The duPont-GM Bill, which had 
passed the House by voice vote 
after only 15 minutes of discussion, 
ran into trouble in the Senate when 
Senator Albert Gore, Tennessee 
Democrat, threatened to filibuster 
against what he described as a 
“private relief bill.” 

The bill will again be brought 
before the Senate in January, pre- 
sumably after the final court order 
has been entered. Today (Oct. 2) is 
the deadline for Justice Department 
amendments to the proposed dives- 
titure plan now before a Chicago 
Court. 





Dealers Cite Police Officer— 


73 








John Dashiell, center, Washington policeman, receives the Traffic Officer of the 
Month award and a $50 savings bond from the Automotive Trade Assn. National 
Capital Area for his “alertness and initiative’ in stopping a motorist for a moving 
traffic violation which led to the solving of a robbery. The presentation was made at 
a meeting of the District of Columbia Citizens Traffic Board. From left are Wendell 
Eames, director, National Driver Register Service; Dashiell, and Maurice J. Murphy, 
ATANCA executive vice-president and chairman of the traffic board's traffic laws and 


regulations committee. 


*‘He’s a Natural-Born Salesman .. . 


> 


Withers Another Holler ? 


(Continued from Page 6) 


cated volume would have been 
much greater but for the recession 
that hampered sales in the early 
months. It also is worthy of note 
that Buick topped half a million 
unit deliveries several times in the 
1950s, including a record 737,879 de- 
liveries in 1955. 
* * a 

5, pews industry veterans who 

have seen Withers in action at 
dealer meetings say he easily could 
become another Bill Holler, one of 


Black, Oakes, 
Grant Elected 
To NADA Board 


WASHINGTON. -—William E. 
Black, Albuquerque Chevrolet deal- 
er, has been elected to represent 
his state on the Board of Directors 





rs 
William E. Black Carroll G. Oakes 
of the National Automobile Dealers 
Assn. 

Black, active in the industry for 
more than 15 years and a current 
NADA area chairman, succeeds 
Herbert L. Galles jr., also of Al- 
buquerque and a former NADA 
president, who did not seek re- 
election. Black will serve a three- 
year term beginning in February. 

In 1945 Black became a partner 
in a Kaiser-Frazer dealership. He 
resigned four years later to become 
president and general manager of 
the Chevrolet dealership which now 
bears his name. He is a past presi- 
dent of both his state and local 
dealer associations. 

Carroll G. Oakes, Morristown 
(Tenn.) new-car dealer was elected 
to a three-year term to represent 
his state on the board. A Tennessee 
state senator, he succeeds John M. 
Walker, Covington, who did not 
seek reelection. 

Oakes entered the auto business 
in Knoxville and acquired his own 
franchised dealership in Morris- 
town in 1947. He has been a direc- 
tor of the Tennessee Automotive 
Assn. since 1948 and has served two 
terms as president of that organi- 
zation. 

Maurice J. Grant, Manchester, 
N. H. Lincoln-Mercury dealer has 
been reelected to represent his state 
on the board. 

Grant, a franchised dealer since 
1919 and a former member of the 
New Hampshire Legislature, has 
been an NADA member since 1925. 











the greatest sales executives the in- 
dustry ever produced, Holler, now 
in retirement, sold billions of dol- 
lars worth of automobiles for Chev- 
rolet. 

“Withers,” say his associates, 
“may lack some of the dramatics 
that characterized Bill Holler, but 
he’s no shrinking violet; he’s a 
natural-born salesman. You can 
give him a prepared speech to de- 
liver at a dealer meeting, but he’s 
almost certain to throw away the 
script before getting very far into 
it. You can’t wear him out. He’s 
good all day and all night.” 

Withers, born July 4, 1910, in 
Cleveland, joined GM. in 1933 as a 
member of its customer research 
staff. He became director of cus- 
tomer research in 1947. He was in 
charge of marketing, advertising 
and promotion for AC Spark Plug 
in 1954 and in April, 1955, was 
named general manager of United 
Motors Service in Detroit. From 
that post he went to Buick as gen- 
eral sales manager in February, 
1961. 

Why did he give up the post of 
genera] manager to become general 
sales manager of another? 

“Buick presented a challenge,” is 


his answer. 
* «* 


* 

UICK’S success this year, he 

Says, has been due to “the great 
management headed by Edward D. 
Rollert, Buick general manager. In 
my estimation Ed Rollert is the 
greatest engineering-manufacturer 
in this business. 

“When I came to Buick, he 
me a free hand to work out the 
problems of the sales operation,” 
Withers says. 

“When the dealers say they like 
the Buick management team I tell 
them: 

““That’s good; you probably will 
have the team with you for many 
years; all its members are under 50 
years of age.’” 

What does Rollert think of With- 
ers? 

“I went after him when I came 
here. I got him. I’m damn glad I 
did.” 


Regional Meetings 
Slated in Oregon 


PORTLAND, Ore.—Seventeen re- 
gional meetings, starting tomorrow 
(Oct. 3) and continuing through 
Nov. 9, have been scheduled by 
Charles W, Wentworth jr., presi- 
dent of the Oregon Automobile 
Dealers Assn. 

Schedule of meetings: St. Helens 
and Astoria, Oct. 3; Tillamook and 
McMinnville, Oct. 4; The Dalles 
and Pendleton, Oct. 17; La Grande 
and Ontario, Oct. 18; Burns and 
Bend, Oct. 19; Eugene and Salem, 
Oct. 25; Klamath Falls, Nov. 7; 
Medford, Nov. 8; Roseburg and 
Coos Bay, Nov. 9; Portland, date 
to be announced later. 








74 
More Than Ever... 





AUTOMOTIVE NEWS, OCTOBER 2, 1961 





New Models Galore 
At Frankfurt Show 


(Continued from Page 2) 


ing of cab drivers in Germany, 
the company said. 

Berliet, large French truck mak- 
er, had its own twin-engine plane 
in Frankfurt during the show, and 
every good prospect for a Berliet 
dealership was flown to Lyon, 
France, and taken on a tour of the 
plant. 

Saviem, a French firm owned by 
Renault and allied with Henschel 
of Kassel, Germany, exhibited a 
newly styled driver’s cab which can 
be assembled in various ways to 
suit the owner’s taste or needs. It 
also offers more comfort, especially 
in the reduction of heat or noise 
transfer. 

Glacier Metal Co., Alperton Wem- 
bley, Middlesex, England, announc- 
ed that Volkswagen has ‘placed an 
order for five million oil-less chas- 
sis bearings for one year. 

Fiat had its entire line on hand, 
but it was the new 1300 or 1500 
that received top attention. Alfa- 
Romeo displayed the four-cylinder 
2000 and the smaller Giulietta. The 
compar. said it has doubled its 
production, and hopes to have its 
new plant outside Milan, Italy, in 
operation next year. 

Volvo engineers have devoted at- 
tention to brakes, steering and 
clutches on the Swedish-built cars. 
New engines are more powerful and 
quieter, causing less vibration due 
to crankshafts with five main bear- 
ings. 

The Dutch were represented by 
the DAF and the luxury edition, 
the Daffodil. A larger engine does 
more justice to the variomatic auto- 
matic transmission with drive belts. 

Some new ideas in service also 
were on display. One was an over- 
floor service stand for a five- 
man team which handles inspec- 
tion, tuneup, wheel-alignment 
and lubrication. 

The car is lifted to the overfloor 


Ford of Canada Sales 


Show 14 Percent Gain 


OAKVILLE, Ont.—Retail sales of 
Canadian-made cars by Canadian 
dealers of Ford Motor Co. of Can- 
ada, Ltd., so far this year are 14.6 
percent above the same period last 
year, according to Ford of Canada 
General Sales Manager Jack S. 
Kemp. Latest figures show that 70,- 
396 new cars assembled in the com- 
pany’s Oakville plant had been sold 
by dealers this year, compared with 
61,397 at the same time in 1960, 
Kemp said. 

In addition, Kemp said, Ford of 
Canada’s retail sales of Lincolns 
and Thunderbirds, which are manu- 
factured in the United States, in- 
creased 26.8 percent to 1,201 units. 

As a result of these sales in- 
creases, Ford of Canada’s share of 
Canadian retail sales of North 
American-type cars increased to 
29.7 percent, compared with 26.2 
percent the same time last year, 
he added. 

“Ford’s compact cars, the Falcon 
and Comet contributed greatly to 
this success,” said Kemp, “with 14,- 
684 Falcons being sold against 10,- 
850 in 1960 and 12,941 Comets 
against 7,395.” 





















level, permitting work on the un- 
derside of the car at the same time. 
The equipment can be moved 
is claimed 
that up to four times as many 


around easily, and it 


cars can be serviced this way. 


Another piece of equipment on 
display was a shop cart on which 
a car can be placed and moved 


around, 


The 1962 Porsche sports cars 
were introduced. Window sizes have 
been increased, the air intake into 
the body now is in front of the 
windshield, and an electro-gasoline 
heater or air-conditioning unit are 


available. 
The Carrera 2 has the largest 





Red Feather in Lyon’s Cap 


CLEVELAND.—George H. Lyon, 
president of Central Cadillac Co., 
has been named a trustee of the 
Community Chest of Greater 


Cleveland. 


engine ever put into a Porsche, 
a two-liter, 122-cubic-inch power 
plant. This engine will reduce 
shifting needs in city traffic. 

In the bus and truck field, the 
trend in trucks is to more power- 
ful engines, and in buses it is to 
elevated seating with luggage com- 
partments underneath. Bus styling 
could be called a mixture of Ameri- 
can and Italian trends. ' 

Many types of specialized truck 
and trailer bodies were exhibited, 
plus more automatic transmissions 
for buses. ZF displayed a _ light- 
weight “busmatic” unit which con- 
sists of a torque converter and two 
planetary gear units. 





Karmann Ghia 1500 Convertible— 

This is the Karmann Ghia convertible in the new Volkswagen 1500 series, which 
will not be sold in the United States for some time, The car was exhibited at the 
40th Frankfurt Auto Show in West Germany. 





GM Dealers Dualled in Toronto 


TORONTO. — General Motors is 
shuffling its dealerships here and 
getting ready to introduce a 
dressed-up Corvair, the Acadian, 
this month. 

The aim: Stronger dealers and 
a bigger sales pitch to buyers. 

The result: Pontiac and Buick 
will be sold by the same dealers. 

Chevrolet and Oldsmobile also 
will go under the same roof. The 


Says Yank at Frankfurt... 


World’s ‘Greatest’ Show 





(Continued from Page 2) 


public of West Germany, which is 
testimony as to how this part of 
Western Europe has recovered 


from the setback of World War II. 

Forty-six firms displayed pas- 
senger cars and station wagons, 
with 28 firms showing trucks and 
buses, There were 596 firms show- 
ing parts and accessories. 

There was a marked difference 
in the attitude of the visitors 
here and that of an American 
show audience. Most of them had 
been reading about this show in 
advance. Each person seemed to 
have a special interest. They had 
floor-plan maps in hand and 
dashed to the exhibit of their 
major interest. 

This means, of course, that the 
new model auto received only their 
fair share of attention. Accessory 
exhibits are high in popularity. 

On the first Sunday attendance 
was 149,437. Total attendance in 
1959 was 800,000. Owing to the in- 
creased interest this year, an at- 
tendance of one million was ex- 
pected by the time the curtain fell 
yesterday (Oct. 1). 

These figures are all the more 
amazing when one realizes that no 
special attraction is offered the 
visitor, no floor show, no band 
music, no other entertainment in 
the many exhibits. 

The entrance fee was three 
marks the first few days and two 
marks on the closing two days. 
On in-between days the fee was 
upped to six marks ($1.50 U. S. ap- 
proximately) to hold down the 
crowds so persons interested in 
buying might see the show. 

There appeared to be more 
buying here than in most Amer- 
ican shows. Sales booths all over 
the area were generally occupied 
by floor salesmen and prospects. 

The improved economy of West- 





BMW's New Four-Door 1500— 


The new four-door BMW 1500 with a water-cooled four-cylinder engine was one 
of the new models displayed at the 40th Frankfurt Auto Show in West Germany. 
The medium-size car has disk brakes, a large trunk and increased visibility. 


ern Europe was evidenced by the 
noticeable improvement in the pas- 
senger cars. Most of them showed 
refinements and several introduced 
slightly larger models, 

One peculiarity was that Amer- 
ican autos on display were locked, 
while European cars were not. In 
many American shows the man- 
agement is bothered with vandal- 
ism—malicious destruction of cars 
such as scraping sharp instruments 
over paint, cutting upholstery and 
twisting metal parts out of shape. 
That is not so here. These huge 
crowds are very orderly. There is, 
of course, some petty thievery of 
parts easily removed, but not to 
the extent prevalent in the states. 

Another difference between this 
show and a typical American show 
was that the major companies, 
such ag Daimler-Benz, Volkswagen 

and Ford of Germany, have their 
own permanent building. 

Most popular of these was the 
Volkswagen display which had 
its entire rear wall lined -with 
mirrors which gave the person 
entering the building the illusion 
of seeing hundreds and hundreds 
of Volkswagens stretched out as 
far as the eye can see. 

Actually, there are only 10 cars 
and the multiplication was by mir- 
rors. Featured in the Volkswagen 
stand was the all-new VW 1500, 
but there was still an emphasis by 
the company on its familiar beetle- 
shaped two-door sedan. 

Both Daimler-Benz and Ford, in 
their exhibition halls, emphasized 
the history of their companies. 
Daimler-Benz celebrating its 75th 
year, has a museum-type display. 
Ford had its newest model on dis- 
play along with a Model T from 
the United States. 





Wisconsin Is First State 
To Require Seat Belts 


MADISON, Wis.—Gov. Gaylord 
Nelson has signed a law requir- 
ing seat belts in the front seats 
of new cars sold in Wisconsin 
from ’62 models on, making Wis- 
consin the first state to make 
belts mandatory. The law covers 
"62s sold later as used cars, but 
does not apply to unsold ’61s or 
used cars of any model year be- 
fore ’62. 

In New York, Senator Edward 
J. Speno, head of the Legisla- 
ture’s Joint Committee on Motor 
Vehicles, said he opposed a seat 
belt law at this time but pre- 
dicted that the 1963 session of the 
Legislature would pass such a 
law. 








Acadian will be handled by Pon- 
tiac and Buick dealers. 

GM, whose dealers sell about 56 
percent of all new cars in the area, 
has reversed its stand of 1955, when 
its Toronto dealers were “un- 
dualled.” 

Buick-Pontiac dealers had to 
choose one car or the other; like- 
wise, Chevrolet-Oldsmobile dealers. 

Six years ago, the middle-range 
cars—Oldsmobile, Buick, Mercury, 
DeSoto, Chrysler—were “hot sell- 
ers” with bigger profit margins. 
Two years later, the trend to econ- 
omy cars and compacts started. 

Up to September, Pontiac ac- 
counted for about 25 percent of 
all new-car sales in Toronto, and 
Chevrolet slightly less. 

Buick, which sold to 10 out of 
100 new-car buyers in Toronto in 
1955, is now selling to only three 
to four out of 100. 

To help ailing Buick and Olds- 
mobile dealers, General Motors has 
remarried Buick with Pontiac and 
Chevrolet with Oldsmobile. 

In the shuffle, four dealers have 
been squeezed out—Kingway Olds- 
mobile, Crosstown Motors and 





HELP WANTED 





STYLIST 


Previous design experience in white goods, 
automobiles or consumer products for East- 
ern consumer products manufacturer. Base 
salary $20-$25,000 plus executive bonus. 
Outstanding promotion opportunity. Sub- 
mit resume including salary history. 





Box 2842, c/o Automotive News, De- 
troit 7. 
Re Na a al 


SALESMEN—Chrysler-Plymouth dealer in 
Arizona (wonderful year-round climate) 
needs three salesmen — new and used. 
Only honest, aggressive men need apply. 
Liberal pay plan. Apply in writing stat- 
ing age, experience, Attach photograph 
and recommendations, Replies held con- 
fidential, Reply Box 2830, c/o Automotive 
News, Detroit 7. 


SERVICE ADVISOR for authorized Volks- 
wagen dealer. Must be clean cut, per- 
sonable. Experience required, Top pay 
for right man, R, A. C, Motors, Inc., 
West New York, New Jersey. 


WANTED—GENERAL SALES MANAGER 
for ‘‘Big Two’’ location dealership in 
Eastern city selling 1,000 to 1,200 new 
cars and trucks per year. Offering liberal 
salary plus percentage of profits, Must 
be a top-notch closer and capable of 
building and training a sales force, and 
have a thorough knowledge of used 
cars. Only well-qualified man with proven 
record that will withstand rigid investi- 
gation will be considered, Send complete 
résumé and recent photo to Box 2839, 
c/o Automotive News, Detroit 7. 








Fast-Expanding National Organization 
Seeking 


AGGRESSIVE SALES FORCE 


Throughout the U. S. 


To acquaint automobile dealers with our 
new camper bodies and travel cars. Demon- 
strator will be furnished. Opportunity un- 
limited. Submit complete resume including 
past experience. Box 2849, c/o Automotive 
News, Detroit 7. 











Westside Motors. Central Chevrolet 
remains the only exclusive Chevy 
dealer, the 12 others now being 
Olds duals. 

Jack Carmichael, whose City 
Buick-Vauxhall now sells Pontiac 
for the first time, boasts he’s out 
to become Canada’s No. 1 Pontiac 
dealer. 

George Hogan jr., who now wears 
the crown, scoffs: “Not while I’m 
around,” 

Pontiac dealer Grant Brown 
of Weston says he is “simply de- 
lighted” to add Buick. 

“Now I can offer my customers 
cars from $1,800 to $7,000.” 

The reshuffling of dealerships 
had to come, another dealer said, 

“General Motors now seems to 
realize a dealer has to have a big 
enough market to live on.” 


Two Deals Liquidated 


BALTIMORE. Federal-Balti- 
more Truck Co., Inc., and B&J 
Rambler Co., 2801 Sisson St., held 
a liquidation sale on the premises. 


HELP WANTED 





ZONE SALES 
MANAGER 


To take complete charge of dealer 
organization in one-state area. The 
man we will select is presently em- 
ployed in a similar capacity and 
possesses mature judgment. He will 
be attracted-to our organization by 
solid opportunity and generous sal- 
ary consideration. He will immedi- 
ately become an integral part of the 
finest and most successful imported 
car organization in the world. Sub- 
mit resume and references to Box 
2836, c/o Automotive News, Detroit 
7, Confidential, of course. 


AUTO REPRESENTATIVE, National con- 
cern will train salesmen contact automo- 
bile dealers sales and service direct mail 
service. Exclusive territory, high earn- 
ings, repeat yearly business, established 
accounts, Good salary plus commission. 
Box 2831, c/o Automotive News, De- 
troit 7. 











SERVICE MANAGER’S ASSISTANT to 
assume responsibilities of shop foreman 
for authorized Volkswagen dealer, Must 
have Volkswagen mechanical experience. 
Top pay for right man, R.A.C, Motors, 
Inc., West New York, New Jersey. 


ARE YOU A MANAGER? 


“Capable, Efficient, Alert, Experi- 
enced in Used Car Sales"... 


If you feel that your abilities fill 


these qualifications and you ore in- 


terested in seeing your time converted 
into real money—mail complete sum- 
mary—and recent photo to 


MIDWESTERN VW CORP. 
1125 Kinnear Rd., Columbus, Ohio 
ATTENTION: I. J. LUKEHART 
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HELP WANTED 








perience, Outstanding record, Presently 
— employed; interested in metropolitan 
— — — a 2846, c/o Automotive News, AT TENTION 
etroit 7. 
ARE YOU THIS MAN? BUSINESS MANAGER - ACCOUNTANT, FLEET BUYERS 
I qualified to assist general manager and 
The young ie poe nny aryl assume all finance and business manage- 
Sith management experience and desire.) | tien sero Tt’ °° Automo- |] PLACE YOUR 
bility to supervise service salesmen| tive News, Detroit 7 0000 
He ho: 2vility tad’ ts strong on customer | LEASING EXECUTIVE, age 40, married, 1962 CHEVY ORDERS 
oe e a quality, service-minded 14 years’ experience in all phases of 1 
es. Vcore in Arizona (with a leasing. Excellent references. Box 2845, WITH Us! 
ieaper reputation for outstanding service) c/o Automotive News, Detroit 7. 1. We give SERVICE. 
joing $50,000 customer labor monthly in| DARTS MAN—Would like to locate in| 2. Full time fleet . 
body slop, truck and passenger service.| Fort Lauderdale-Miami area. Chrysler | 3. One location with Chevrolet for 43 
You would be assistant to our general serv- MoPar parts experience. Box 2833, c/o years. . 
ice monager with salary and oe Automotive News, Detroit 7. 4. Every car delivered personally by 
| so or better than most service man- fleet manager. 


ity for advancement. 
agers, plus opportun' r 
i ted in your experience, abil 
ae oe ae i All replies con- 
for successful 
discuss all details. Box 2837, 


, fomily and ambition. 
fidential. Interview arranged 


licant to 
ae Automotive News, Detroit 7. 








Volkswagen dealer. Experience 
car 
West New York, New Jersey. 


jck MANAGER—must have Chevro- 
as 4 Dealership handling two 


let experience. 
to three thousand new units—good pa 


and bonus. 


North Federal Hwy., 


Florida. 





LETT ET LT I 
$$ 


BUSINESS MANAGER 
FOR 
GM DEALERSHIP 


trols and systems for dealerships, 


and leasing companies. Background also 
re- 


sponsibilities. Married, will ‘relocate. Com- 


covers administrative and 
plete resume available. 


Box 2843, c/o Automotive News, Detroit 7. 








GENERAL SALES MANAGER—Buick- 
Olds-Cadillac. Top performer in the or- 
ganization and training of productive and 
quality sales force. Twenty-seven years’ 
experience in all departments of the deal- 
ership. Excellent references, factory, past 

Available now. 

De- 


and present employers. 
Box 2821, c/o Automotive News, 
troit 7. 





SALES MANAGER: Sixteen years’ experi- 
ence General Motors lines — Cadillac, 
Buick, Oldsmobile, etc. Prefer Florida or 
California, but will consider all offers and 
guarantee results. Married and have three 
children. Sober and reliable, College and 


A. U. graduate, excellent wardrobe. 


Could double as company pilot if you 
have plane—hold airline rating with over 
14,000 hours. Position must be permanent 


with future. Age 49. Available immedi- 
ately. Contact Box 2808, c/o Automotive 
News, Detroit 7. 


BUSINESS MANAGER - ACCOUNTANT, 
twenty-five years’ in all phases, medium 
to larger dealerships. Ford background, 
some GM, Assume full responsibility. 
Immediately available. Top references. 
Box 2832, c/o Automotive News, De- 
troit 7. 


SERVICE MANAGER—Ten years’ experi- 
ence with GM dealer, thoroughly experi- 
enced in all phases of service operation, 
desires Midwest location, Can furnish 
excellent references. Age 36, Box 2844, 
c/o Automotive News, Detroit 7. 


LEASING SALES MANAGER — Experi- 
enced car-truck leasing sales manager 
desires to relocate. Presently associated 
with profitable leasing corporation, de- 
sires growth opportunity, Box 2835, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT - BUSINESS MANAGER. 
Active man, 52, happily married, con- 
Servative in dress and habits, Thirty- 
three years’ experience GM dual as ac- 
countant and business manager, past 15 
years have been partner, then sole own- 
er. Recently sold business, wish to relo- 
cate, preferably in South or Southwest. 
Would consider other locations, Prefer 
GM three to six person office, Salary 
commensurate with ability and experi+ 
ence. Complete information upon request. 
Earl O. Williams, P.O. Box 111, High- 
land, Illinois. 


NEED ALL-AROUND MAN? Young, ex- 
Perienced married man desires move in 
Eastern U, S, Thirteen years’ training in 
accounting, parts departments, sales and 
dealer self-financing plan, Ford and GM 
experience. Inquire Box 2840, c/o Auto- 
motive News, Detroit 7. 


SALES OR GENERAL MANAGER. Ex- 
Perienced as franchised dealer, now work- 
ing with large sales force, Mature, mar-~ 
tied, sober. Interested in permanent posi- 
tion only, preferably with buy-in privi- 
lege. Relocate anywhere, Box 2841, c/o 

_ Automotive News, Detroit 7. 


MR. AUTOMOBILE DEALER—Automotive 

Parts jobber—May I assist you? Experi- 
enced salesman, manager, businessman 
in automotive, truck, industrial motor 
Parts, petroleum products, specialty lines. 
Desirous of long term association with 
°pportunity to invest. Prefer small Mid- 
West city. Age 44, capable, sincere, pro- 
ductive. Excellent references. Please 
Write Box 2847, c/o Automotive News, 
Detroit 7. 
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TS MANAGER to assume full respon- 
ve nity in parts department of authorized 
in new 
agency required. R.A.C, Motors, Inc., 


Please write experience and 
ences to Slaton Chevrolet, Inc., 1300 
x Fort Lauderdale, 
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CARS FOR SALE 





POSITION WANTED 
GENERAL MANAGER—Ford and GM ex- 

















































DEALERSHIPS AVAILABLE 


GENERAL MOTORS - 
CANADA 


Dealership handling Pontiac-Buick- 
GMC-Vauxhall, located in rich Western 
Ontario region, 250 new, 500 used 
sales annually. Average net before 
five years, $35,000. 


5. We care for your customer as you 
personally would. 
6. Financially able to handle 1 to 200 
s. 








car: 

7. Large retail used car operation. 

8.We pay more for used cars than 
anybody. 


GLENWAY CHEVROLET 


“43 Years” at 4225 Gilenway Avenve 
CINCINNATI 5, OHIO 


“Cappy” Capdau Red Frazier 
Fleet Mgr. Sales Mgr. 
PHONE BLACKBURN 1-5555 

















taxes for past 
Very modern facilities. Liberal terms 
and franchise available to right man. 
Reason for sale—buying large metro 
area deal. Strictest confidence assured. 
Apply Box 2829, c/o Automotive News, 
Detroit 7. 
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OLDSMOBILES 


LARGEST SELECTION 
IN THE WORLD 


1961 OLDS 


ALL MODELS 


Many of these are Olds employees’ cars 


Story Oldsmobile 


Lansing, Michigan IV 2-1311 












DEALERSHIP HANDLING OLDSMO- 
BILE-CADILLAC available in growing 
Michigan community with commercial 
airline stop. Financing available for 
qualified party, Must meet Olds-Cadillac 
requirements, Box 2850, c/o Automotive 
News, Detroit 7. 


RAMONA, CALIFORNIA — Agency han- 
dling Ford, trade area 15,000. New car 
potential 250—now doing 150. All new 
facilities, real estate available, parts and 
equipment at inventory—no blue sky. 
Health reason for selling. Bill Dohn, 
1270 Main St., Ramona, Calif. Phone: 
STerling 9-0710. 


DEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership in 
VW dealership. Cash available immedi- 
ately, Ready to do business at once. 
VOA approval assured. Box 2780, c/o 
Automotive News, Detroit 7. 


DEALER SERVICES 


DEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 


MANAGEMENT GROUP looking for low 
volume dealers with high volume poten- 
tial, not only in sales, but in service. 
All personnel in our organization well- 
experienced in automotive management. 
Box 2848, c/o Automotive News, De- 
troit 7. 
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1962 ORDERS 
BEING PLACED 


All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service,. Contact: 


National Purchasing Department 


ROLLINS LEASING 
CORP. 
14th and Union Sts. Wilmington 99, Del. 


Chevrolet- Ford - Plymouth - Dodge - Comet 

Corvair Falcon - F-85 Lancer - Lark 

Rambler - Special - Tempest - Valiant 
Especially invited 


1962 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of. all 1962 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘62 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 
















TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 

For Buy/Sell Agreements, Annual Fiscal 

Reports, Tax, Banking and Insurance 
Write for free 

“Hidden Earning Power" booklet. 

AUTOMOTIVE INVENTORY & APPRAISAL CO. 

10040 Freeland Ave. Detroit 27, Michigan 

WEbster 3-6445 




















FOREIGN & SPORTS 
CARS NEEDED 
Largest wholesale buyer and seller of 
foreign cars in the East. Will pay top 

$$$ for your car. 
Call Cliff Pittman, LU 3-9100 
J CAR CO. 


5 
1561 Jerome Ave. Bronx, N. Y. 









PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 












CARS FOR SALE 















LLOYD. PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York. Phone: 2000. 





IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 
























SPARK PLUGS 


plugs only. 65c each. Minimum 
order 200 assorted plugs. Send check with 
order. We pay the shipping charges. 
UNIVERSAL BERNAL CORP., 1332 E. 
St., Brooklyn 36, N. Y. 

















62 Volkswagens 


Fully Americanized 




















a ACCESSORIES FOR SALE 
Immediate Delivery VINYL CONVERTIBLE TOPS, $30.25. 
Carpet floor mats, front and rear, $18.00. 
* Headlining, $12.50. Willys Jeep tops, 


$72.20. Free catalogue. 12 


Elliott St., Beverly, Mass. 


BIG BUCK, 





Excise Taxes Paid 
MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N.. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 








SHOP EQUIPMENT FOR SALE 








VAN NORMAN 777-S boring bar complete 
with sucker—outer bored only 15 blocks. 
$850. DeFrance GMC Co., Laurel, Mon- 
tana. 























Com ae with rr bars for ——— 
receivable, payr payroll summary, ca: 
received, internal vehicle, internal service, 
sales & cost of sales, cash disbursement. 
Less than three years old. Liquidation. Ask- 
ing price $2,500. Box 27, Monticello, Ill. 


































, 1961 





OFFICE EQUIPMENT FOR SALE 


For Sale: Sentennantt Aucpaonete 


BOOKKEEPING MACHINE 







NEW LINES WANTED 


exporting auto parts since 1951, 
anxious to help establish new franchise 
preferably with mufflers, shock absorb- 
ers, brakes, etc. within metropolitan 
New York area. Because of limited cap- 
ital must work first year on salary plus 
commission basis. Paul Wexler, 1332 E. 
103rd St., Brooklyn 36, N, Y. 


MAILING LISTS 















Pontiac, 

etc, Complete national list, 
tober, 1961 checked. On addressed labels, 
35M, $15 per M, Box 2838, c/o Auto- 
motive News, Detroit 7. 


AUCTION SCHOOLS 


LEARN AUCTIONEERING., Nationally 
recognized diploma, Free catalog! Mis- 
souri Auction School, 1330 Linwood, Kan- 
sas City 9-X50, Missouri. 


MISCELLANEOUS 





CLOSE OUT—'56 Ford 1-ton duals tow; 
F8 Ford dump, 5-sp., 2-sp., 10 x 20; 
Vanette hydra, mech. A-1; Dodge 1-ton, 
16", duals, 4-sp. Twelve gals. white Du- 
Pont Acrylic lac.; steel shelving; fluorescent 
lights; hand gas snowplow; ay weldi 

unit; battery chargers; truck! timber 

x 10; office trailer; '55 2-top T Bird; hun 
dreds of misc. items. Mels Motors, 3300 N. 
Clark St., Chicago. 








“ORIGINAL YELLOW BRAKE BAR” 


Automatic BraKinG 


ONLY BAR MANUFACTURED TODAY 
WITH THE UNIVERSAL 






“WRIST ACTION" $514 
Incldg. BRAKE HOOK-UP 
NEW ROADKING 
sticncc’ gat tester $3950 
COMPLETE WITH ADJUST- $ 50 
anit vane 367 raw SID 
GUIDE CABLES 

TRAIL KING * 50 

_— aa Z3 ee ~ 
ompac-Tow Intra- * 
diate Tri-Bar . : oe 37 


Universal Wrist Action Bar 
* 4 Point 00 
TowKinG ..cc't;, $45 
* SPECIAL, 3 FOR $100.00 


NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—-CONVERTS $] 9% 


Any Tow Bar to Fit 
All 2” Ball Hitches ONLY 


Carrying Bags .................. $2.00 & $2.95 
SAFETY CHAINS, set of 2, only...... $2.95 


Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 
we char 

Call Collect .“3,727,c°a3e, 

40 So. Clinton St., Chicago 6, Ill. 




















SEE PAGE 57 
for the nation's 
TOP AUTO AUCTIONS 


New Subscription Order 
















































































MISCELLANEOUS 


75 





WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 












CAUSE PRE 


TOWING. 
* 


BOLTS, NUTS & WASHERS 


ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
MATURE WEAR 


THE SUPERIOR 


BLUE CHIP 


TOW PILOT 


With Lubricated. Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 


Dealers’ 25% Discount .......... 


a ne o> 
kaise Gones 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 


17.45 


$52.35 


Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 












$44.85 


Fed. Tax. Inc. 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 








Dealers’ List F.O.B. Factory . 
Dealers’ 25%, Discount .... 


Dealers’ Net with 2 


Standard 
Adapter 


lus 2 Large 
lamps 





-$51.00 
- 12.75 


$38.25 


Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 


Write for Illustrated Catalog 


PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 


Phone WO 2-5257 All Depts. 
“Leaders in the Industry 


since 1939" 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Financial [] 


BR hes orn coho ack ge 
TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] 
Jobber [] Insurance [_] 
UU AE ME in 6 ib nie ohare wan ehace ae sine 


Manufacturer [1] 
Supplier [] 


10-2-61 
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The -venteen track models vou « : 


fartets INP RN TIONAL line - mos ¥ 

tr h- on the w. "9 
SRN ATION AL me i} 

ste Nar oy 
tot NGG 


fer the | 


8 uw. as well as any ~pecial application you have. 
: To help heep these quality trucks on the road, 
@ making money for their emplovers, 1H hax developed 
America’s largest network of factory branches. deal- 
ers and parts depots... to provide efficient. quality 
serve ina hurry. 

There = an Isteesationat. Dealer or Branch just 
Il away. Check the Yellow Pages. Interna- 


a ater Company. 180 North Michigan 







a pb 





ko, Eineis, 


Support: “Mr. INTENNATIONAL” gives you both local 
and national advertising support to back your per- 
sonal selling efforts. 


Example: One of the ways this is currently being 
done is illustrated here. Dealers across the country are 
putting up reprints of the double-page ad, in full color, 
that appears in the leading business magazines this 
month. This ad shows seventeen basic models that 
make up the INTERNATIONAL line. (Just the basics, 
not the thousands of variations.) 


‘Best deal in the truck business... 


“Mr. INTERNATIONAL” 


tells truck buyers about your complete line 


INTERN ATIONAL TRUCKS HH. 















“Tai S\ sa Ta. . 
C, 


Oe 


0 full-week worker 












SI 


Tmt TRAVELALL* 
with tye and comtert 








THE BCOUT* fer work or play * tan be 8 pretep. 
@ Convertible. an epen ar runabout 


























The point: INTERNATIONAL not only offers you the 
world’s most complete line of trucks . . . but also helps 
you sell them, with strong, consistent sales support! 
where it will do you the most good. | 


If you are interested in joining forces with a com-| 
pany that does business like this, write and find out if} 
there is a franchise available in your locality. Address} 
your letter to: Divisional Sales Manager, Motor’ 
Truck Division, International Harvester Company,| 
180 North Michigan Avenue, Chicago 1, Illinois. 
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